














Want a faster-moving line? 
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Swit ne if you want to cash in on fast 
turnover merchandise. Webster's finest duplicating 
pplies are fully advertised to attract customers. What's 
important, Webster products are quality made t 









keep them coming ie for more. 












Multiply your 





MULTIKOPY TYPEWRITER heat ig MULTIKOPY SHUR-FLAT CARBON MULTIKOPY PENCIL CARBONS. 
BONS give exceptionally sharp im- PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 






pressions. Finest money cat "| y. back carbons, Shur-Flat will resist plus unusually sharp, clear impres- 
Greater length means less changing wilting and curling under the most ions every time, makes this new 
and longer service. varied climate conditions. carbon tops in its field. Available in 

blue, 15 lbs. weight for making up 







to three copies. 











Within the Webster line, here's a full line of dupli- 
cating winners MultiKopy Spiro-Sets, Master Papers, 
uplicating Fluid, and Scar Skin Cleaner 

FOR FASTER SERVICE remember Webster's ware- 
houses in key cities from coast to coast 
















Carbon Papers ° 


Duplicating Supplies 


F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster’s warehouses in key cities from coast to coast: 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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by Evan Johnson. 





Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
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journal serving the stationery field; Typewriter Trade 
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Gift Craft Leather Co 
Wilson Jones ¢ 
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WANTS AND FOR SALE 


The rate for classified advertisements is twelve cents a word, minimum charge $2.40 


SITULCATIONS WANTED \ ‘TED—GENERAL LINE CITY SALESMAN, not over 40 


e furniture and supplies, printing thographing and 
h At least five years’ experience required We have 
facturer’s lines, ampl stoch productive capacity 
) é é vy how printing with ip ‘ ind cooperative 
p and training Offer ho erritory and accounts 
} e of tw ‘eXa eading tle Producers only 
( h full detail to eith I Haucl re Maverick 
Houston 1 Texas, or 7 B icker! ire Maverick 
SYST} e, Corpus Cl f rexas 


ATY OFFICE SPECIALTY a lable to men now sell- 
I ymibir pre nt lines for Extra 
Some territories open Writ X t, Office Appliances 


er of fur ‘ MECHANICS & REPAIRMEN W “ 
MBINATION SERVICE MAN, Typewr 





“Adding 


: s wi sales ability. Steady employment on liberal 
Muncie Typewriter Exchange, Muncie, Indiana 
‘ PORTANT RETAIL ESTABLISHMENT in Rocky Mountain 
openi for typewriter nd adding machine me 
Steady work, pleasant rrou! ! good pay (jive 
oO ete formatior including efere s Address X-55 
Ort Applia Chicago ¢f 
‘ ENT NEED FOR THREE Expert (Office Machine Me 
. Ml t } reliabl and sobet! (jood pay and good 
. "t ‘ nditions r d-wester! Permanent work 
x X-5¢ are Office Appliance Chicag 
Icy 1 HANIC WANTED for typewriter iding, dictating and 
\ N \ ! ! hines. Young's 70 Nort as e St Chicago 1 


M SALES REPRESENTATIVES AVAILABLE 


Z. HANSEN FOR METROPOLITAN NEW YORK—Twelve year estab 
I elling reanization contactir ffice ipply stores 
ers Vv nts one or two addit nal merit lines Ad 


EXECUTIVES AVAILABLE }- re Office Appliances i2nd St., New York 
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‘ Ww north thru New I ind, car handle 
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y ‘ ne ants des} ind hair ne for Ohio, Indiana 
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‘ ‘ i 
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flies | t of referet! . Addr 69 re Office Appli 
HED SALES ORGANIZATION handling office light 
vant one addit i et ( to dealers only 
ritoryv extending fy ' ( a r ine to Atlanta 
d Buffalo. Q fied to do first lass 
SALESMEN WANTED xperience can 
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; re e® more 
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WANTS AD FOR SALE, Continued on Page & 
y I ife « 
Wardrobe Racks 
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Upholstered F niture y ble Systems Equipment ‘ Ss I ‘ 
‘ ‘ I ( I & f 
} i 
> ‘ j 
i ‘ I 
‘ } ‘ 
Hh ~ 
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& | ‘ | 1 
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WANTS AD FOR SALE, Continued from Page FOUNTAIN PEN REPAIRING 


ee = 3S REPAIR ALL MAKES FOUN N PENS 
i t ie red at standar < t é 
. 1 improving W f 
SALES REPRESENTATIVES AVAILABLE, Continued d ‘ _ WATERMAN PARKER 
3] \} | ORI et { , , 
OFFICE APPLIANCES AND N ae oe SOLE Fen FOmts Se ani 
county or state distributiot : : , IE ae og 2 . ee 
cialty Sales, Fidelity Bld ( vis} A epg 1H, ae + ey Welty 1 








SALES REPRESENTATIVES WANTED ADDING MACHINE PARTS, TYPE, ETC. 


LEADING MANUFACTURI OCKS nd used Add ge 
sales representatives for Ne t ‘) ytatior 
also Pennsylvania, N. J Mad rel J é O 


tunity for ambitiou 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


Appliances, 100 E,. 42nd St., Ne 


MANUFACTURER of toy 

school supply line, ha f r if ISH! t ghs, M n Hoy Add 

aggressive manufacture! re M é ( mptomete it 

the trade. Write in detai . Y nd fh nes bo i2t l ( 
) Vest 21st St P g 


care Office Appliance Ch 
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Appliances, Chicago ¢ | GHS QOON HOPKINS, ELL FISHER 


MANUFACTURER OF TWO Q ‘ ’ 1 Office Macl I S 
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rN ~~ ~ 
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ters and office furniture. | N 
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business n tow! N \ Fe 
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California city of 
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sion Clean invent ( 
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LEADING OFFICE EQ th. 
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in northwest por 
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Appliances, () f ' ’ ¢ 9% : 
OFFICE MACHINES 
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“WANTED TO BUY RETAIL BUSINESS ied OF 


CASH for supplies-sta . . 

Oklahoma, California ryt 
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as such, not wanted Box X - é 
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WANTED TO BUY \ 
supply busit ! | 
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The Journal Takes 
A World Tour 


N 1904 GEORGE PATTER 
SON’S little “Typewriter Trad 
Journal” with a sub-title “and of 
fice Systems” (significant phrase 
indicative of many office utilities 
in function) trailed typewriters of 
every model manufactured in the 
United States to every 
where agencies had been est 
lished, to make acquaintance with 
the agents, to tender a service and 
to invite subscriptions. Its packet 
was quite small but the contents 
proved sufficient for favorable im 
pression. 
The bid 
made at a fortunate 
The great industry 
given its distinctive name) 
cerned chiefly with labor savi1 
office machines and devices, was 
in the first two decades of the 
twentieth century, pulsating with 
ideas destined to revolutionize 
fice operations in all countri« 4A 
few such “ideas” being 
machines, addressing machines 
duplicating machines, mechanical 
bookkeeping, loose leaf account 
ing systems, carbon paper copy 


country 


ab 


for acquaintance was 
time 
(not yet 


con 


aqaaing 


ing, card index, vertical filing 
“writing in sight’ typewriters 
steel furniture, sheet steel safes 
automatic pencils, _ self - fillir 


fountain pens, and so on 


O.A. Reaches Markets of the World 


From that time to this day, un 
der a new title, in larger dimen 
sions and with increased content 
“OFFICE APPLIANCES,” flying the 
banner “Office Equipment Indus 


try,” which industry it helped to 
form and develop, has, through 
the intervening years, with the 
exception of checks in two was 
periods and the loss of one issu 
by a printers strike, taken 


monthly report of events in the 
office equipment industry and thi 
messages of United States manu 
facturers of office utilities to the 
leading distributors in the chief 
market places of the world 

A department, “In Othe! 
Lands,”’ was made a feature of the 
journal, the lead article each 
month being the London corres 
pondent’s report of the industry’s 
conditions and activities in Eng 
land. Supplementary to news rt 
ports from various sources on the 
continent, from the Orient and 
sections of Africa, was a colum1 
“Digest of Foreign Press,”’ qu 
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Being a review of some 


events at the start and 


in the progress of the 


OFFICE EQUIPMENT 
INDUSTRY 
and its trade journal 


OFFICE APPLIANCES 


the foreign trade journals of the 
industry. Which special news re- 
ports were terminated by World 
V II but which we hope in time 
to restore 

The word combinations “Office 
Appliances” and “Office Equip 
ment Industry,” of which there is 


( 


) 


of their having been 


record 


coupled together until chosen for 
the title of this journal and for 
the industry it serves, have been 
made familiar terms in many 
lands. There being a considerable 


number of 


panies” 


n 


ranizations”’ 


Office Appliance Com- 
“Office Appliance Or 
in our and other 


and 


own 


countries 


Co-operative Relations With 


Dealers in Other Countries 


Out of the contacts made with 
he journal’s first visit to foreign 
markets and the usefulness of its 
service bureau was developed a 
relation with dealers abroad by 
which the journal was made an 
important factor in the develop 
ment of foreign business The 
relation”’ consisting of co-opera 
tion of publisher and dealer to 
promote a common interest with 
out any reference ever having 
been made to such objective. The 
journal performing some service 
for the subscriber. Perhaps clea 
ing some complication in a trans 
action An occasional service 
Maybe protesting insufficient 


postage a frequent service. Or 
perhaps securing an agency which 
proved very profitable. For sucl 


Wrote a sub 


noc har ned 
happened 


OFFICE 


of Europe, 
Blank says 


in a country 
John Doe of 
OFFICE APPLIANCES arranged his 
connection.” (A small fortune 
came out of the arrangement.) “I 
am situated to do something sim- 
ilar in my country,” etc., etc. “Can 
You?” A subscriber in the Orient 
wrote, “When someone askKs me 
for information about something 
new in the industry I tell him 
Write to OFFICE APPLIANCES in 
Chicago, Illinois, U. S. A.’ 


scriber 
Mr 


tc 


Monthly Material Earns Regard 
The journal’s chief part of the 
co-operation was, of course, that 
portion of its contents which 
dealers in all countries would find 
applicable to their business. Out- 
standing features being the type 
and picture display of the prod- 
ucts of the industry, first infor- 
mation of new production and 
changes in old models, the 
general articles concerning retail- 
ing methods which have proved 
successful in this country 

One other feature of the jour- 
nal’s part in co-operation with its 
friends abroad is not within its 
covers. Not apparent but em- 
ployed every day upon important 


and 


SO 


missions—The Service Bureau. Of 
which brief mention has been 
made in previous sections of 
“Along the Trail,” but of which 
there is something to be said later 
on 

But the great part of the co- 
operation, we feel, was on the 
part of the subscribers. One who 
read the “Along the Trail” section 


n the July number will recall the 
Forum Platform Many of the 
important contributions from that 
‘platform” composed the series of 


articles in the Special Foreign 
Section of the January number 
for ten years and frequently in 
intervening issues until checked 


by World War II. The majority of 
these articles written by 
in nearly every country afforded 
information of | condi- 


dealers 


business 
tions in their respective countries 
and suggested and means 
for best results in exporting rela- 


tions 


ways 


Section in 


Issues 


Special Foreign 
January 


To promote further interest in 
the foreign market it was decided 
to have each January issue carry 
a special foreign section. The first 
section appeared in 1909, the 
countries represented being Aus- 
tria, Finland, Germany, Holland 
Hungary, India, New Zealand, and 
Russia. The were leading 


writers 
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O.A 


OFFICE 


the tstanding 


articles on 
were 
riters well informed 


k l tner 
ractice con- 
sections 
features 
The writers 
respective 
Orna- 


foreign 


ssues 
their 
industry 
impressive artis 
something indica- 
intry, the cover of 
g of special de- 
to the dominat 

tne issue 
entation for the 
rticles in the last 
the favored design 
Grouped flag of the 
nd flag of the 
Indicative 


ALAS!! 


writer 
LivLCl 


Exporter Launched 


continued unti 


nother idea for 
ment of foreign 
Office Appliance 


reversed the 


the annual Special 


The contents be 
material having 
rest for dealers 
sues Of OFFICE 


additional ar- 
ropriate subjects 
f English 
The 
and autumn 
April 1919, con 
pecially designed 
ets bearing good 
nine industry 
similar 


issues 


organl 
ns interested in 
ts abroad. The 
national associa 
manutac 
manufac- 
inufacturers 
table manufac 

carbon manu 
he National Sta 


pliance 
irniture 


desk 


ecial articles were 
Do to Help 
“The Serv 

Domestic 


Department of the 


sANKS 
ana 


ana 


APPLIANCES 

rs abroad 
nued after eleven 
oft tne 
national tradins 


te of exchan 


(OFFICE 


ibscribers 


pecause 
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necessary by dependence of na- 
tions upon each other for a va- 
riety of materials essential to the 
national economy and progress of 
each, would, in time, bring good 
will to full flower—peace to man- 
kind. A belief supported by 
history. Nor there appear 
anything in world conditions the 
day these lines are written—July 
25, 1950—to encourage hope that 
such desirable conditions will ever 
be achieved 

Could Pope have been right? 
‘Hope springs eternal in the hu- 
man breast. Man never IS but al- 
ways TO BE blest 

Or may it be that man is ever 
blest in a thousand ways but while 
accumulating a vast amount of 
knowledge has acquired too little 


not 


does 


wisdom to direct the great forces 
of his knowledge to beneficent 
ends? 


Wide Correspondence 


But whatever may be man’s fu- 
ture problems, it is certain that 
the little journal’s first world tour 
started many streams of corres- 


pondence flowing from 54 coun- 
tries, some of which continues 
with second generations and one 
with the third generation. From 
this world-wide correspondence 
through but little less than half a 


century has come many contacts 
and many pleasant experiences 

From Occident and Orient, Far 
North and Far South, and around 
the Equator, high compliment for 
the journal’s part in the develop- 
ment of the industry it was cre- 
ated to serve 

“OFFICE APPLIANCES’ full report 
of the doings of the office equip- 
ment trades throughout the world 
is a source of inspiration for each 
and every one of us.” “Some deal- 
here call OFrFrice APPLIANCES 
their Bible,” (the president of an 
important U. S. company travel- 
ing in the The term re- 
ported by another traveler repre- 
senting the machinery division of 


ers 


Orient 


the industry. The term also re- 
ported from the “greatest island” 
or is it the smallest conti- 


nent’? A term occasionally en- 
countered in the U. S. A. Perhaps 
the term “bible” is so used in its 
true meaning—the plural books 
OFFICE APPLIANCES being the 
book” of many trades 

A traveler for the Department 
of Commerce and Labor in South 


America many years ago, on a 


special mission seeing familiar 
advertisements of typewriters and 
other machines in dealers’ win- 
dows, entered to inquire where 


1950 


they got information of such 
lines.”” The traveler learned much 
about Orrice APPLIANCES. Upon 


his return he called to report the 
praise of the publication. On his 
travels for the Department he had 
not encountered any such promo- 
tion for any other industry 

For many manufacturers OFFICE 
APPLIANCES has been the only rep- 
resentative traveling abroad. 

Through the 45 years the busi- 
ness it has brought to this country 
on its self-appointed mission, “to 
carry the message of United States 
manufacturers of office equipment 
to the great market centers of the 
world” has grown to great volume. 
For some, remarkable results have 
been achieved. For some, agencies 
established that have continued 
steadily to this day. For one com- 
pany agencies were secured in two 
countries in different hemispheres 
from which has come a substan- 
tial volume of business for more 
than 25 years 

Statement by a mid-western 
manufacturer: “Our export de- 
partment was built by Orrice Ap- 
PLIANCES.”” From another mid-west 
company: “The largest single or- 
der for our product came through 
OFFICE APPLIANCES from a foreign 
dealer.” 


Co-operation an Essential Factor 


In “Along the Trail” section in 
the July issue was the following: 
“This pattern making Orrice Ap- 
PLIANCES unique among trade 
journals was made possible (the 
only way it could have been made 
possible) by the co-operation of 
manufacturers, dealers, managers, 
salesmen, travelers, inventors, 
systematizers, men at the bench, 
in short, members of the rank and 
file of the great industry, many 
of them ‘In Other Lands.’’ 

The journal’s part in extending 
the boundary lines of the indus- 
try’s foreign business was consid- 
erable. The Service Bureau was 
an influential factor, suggestions 
by experienced exporters another, 
but the chief factor was the ar- 
ticles written by leading dealers 
and other persons concerned with 
the industry in practically every 
country represented on the jour- 
nal’s subscription list 

The chief official of an impor- 
tant company in a great trading 
country was quoted in a preceding 
section of “Along the Trail,” cred- 
iting Orrice APPLIANCES with being 
“a big factor in creating the pro- 
fession of selling modern office 
equipment.’ 








The State of the Industry 


War Economy and the 
Office Equipment Field 


Steel Restrictions 


Are Your Customers 
Credit Worthy? 


Dollar Volume For Pen, 
Pencil Sales Analyzed 
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Brief interpretations of significant facts and trends 


e IN ITS TOTAL IMPACT the war in Korea isS more potential than 
actual, yet that potential necessarily commands the attention of 
business and political leaders to the extent that "normal" busi- 
ness operations are almost impossible. Consumers, dealers, 
wholesalers rush to buy in order to beat the “hoarders," to build 
inventories, and to stay in business. Facing the possibility that 
certain raw materials may be put on the "restricted" list, manu- 
acturers hesitate about stepping up production schedules. Al- 
most immediately steel, used to a greater or less degree in so 
many products of the office equipment industry, became a "criti- 
cal" material. Voluntary restrictions in distribution to manu- 
facturers of civilian products have reduced fabrication for 
civilian use. Uncertainty is in the air. Standby legislation on 
controls has received congressional approval. Hopes for excise 
tax reduction have gone glimmering. Increases in corporation, 
income and other taxes are almost inevitable. Thus a war economy 
is born. To what extent it is justified only time will tell. The 
period of preparation for a full scalewaris short. The great pro- 
juctive capacity of the United States would be of no avail if our 
industrial machine could not be put into function. It is in- 
finitly better to prepare for a catastrophe that may not happen 
than to do nothing in the hope that it will not happen. In the 
preparation process the office equipment industry will suffer 
but it will be far from eliminated. Tools for the office will be 
essential inwar production, in government functions and in mili- 
tary operations. When the transition to a full war economy has 
been completed it might well be that the office equipment industry 
will be functioning at an even higher level than at present. 


e VOLUNTARY CONTROLS in the distribution of steel already have 
resulted in reductions of production programs of manufacturers 
in this and other civilian fields. Some of the cutbacks are ofa 
"marking time" character. In view of the fact that current mili- 
tary requirements take only 1 per cent of finished steel and that 
the stepped up program of next year will take only 15 per cent of 
the total, there should be enough steel in the 85 per cent left 
for civilian use to keep civilian industry going at a good clip. 


e THE RUSH TO BUY that has been evident everywhere in the past 
weeks may result in some purchases beyond capacity to pay. Are 
your customers all sufficiently credit worthy? Now would be a 
good time to examine sales and payment records to make sure that 
buyers are not overextending themselves. Check yourselves, too. 
It's possible to buy yourself into bankruptcy. 


e AN INTERESTING ANALYSIS of the total dollar volume of mechani- 


11 pen and pencil sales has been made by R. H. Whidden, general 
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sales manager of the W. A. Sheaffer Pen Company. Sales of ball 
point pens have become stabilized and now account for approxi- 
mately 14 per cent of the total dollar volume, Mr. Whidden esti- 
mates, according to the Chicago Daily News. Mr. Whidden said that 
the fountain pen's share of the total sales in this field approx- 
imates 66 per cent, with mechanical pencils making up the remain- 
ing 20 per cent. 


What Are the Real e REAL WAGES ARE WHAT money wages can buy. It is of interest 

Wages Per Hour? therefore to this industry to read the interpretation made by 
the Research and Policy Committee of the Committee for Economic 
Development. "In the last 50 years real wages per hour in the 
United States have increased more than three-fold," says the CED 
group. "Today the average employee receives about $1.33 an hour. 
Back in 1900, the average was about 43 cents an hour in terms of 
1949 prices. This represents an increase of approximately 2.5 
per cent per manhour per year." And the real punchline is this, 
"Allowing for changes in prices, an hour's work of an average em- 
ployee today can buy more than three times as much in goods and 
services as an hour of work 50 years ago." The problem of the fu- 
ture, naturally, will come in raising production per manhour. 
The committee says that "Fifty years ago output per manhour (in 
terms of 1949 dollars) was about 50.5 cents. Today it is about 
$1.83." If production can continue at the same rate, it is pre- 
dicted that in slightly less than 30 years from now the real wages 
per hour of the average worker will be doubled. 





—WSL 
Good Readin is Mon 
g This Month 
e SERVICE IS THE foundation of a success- e GEORGE TAYLOR, display specialist, 
ful typewriter department says Victor N. scores again with informative reading. 
JVetromile inanarticle pointing the way to He describes an unusual way to spread out 
more profit from office machines. Page 15. and gives a timely warning, "Prepare Now 
e THE RETAILER who is searching for a sim- <—~ the Christmas Holiday Display." Be- 
: : : ginning on page 26. 
ple formula enabling him to prepare speed- 
ily good advertising copy will read D. D. | peice aPPLIANCES presents its forty- 
eltz' article on page 17 with profit. = weet 
first annual special office furniture sec- 
e SERVICE to the industry has long been the tion. The parade of special articles and 
credo f the Stationers and Publishers pages of installation photos add up to 
Board of Trade. Howard Sanders tells, be- profitable and "must" reading. Remodel- 
ginning on page 19, of its aims and his- ing, display, selection of lines, scien- 
torical background. tific approach to selling are some of the 
topics covered. Start this section on 
e HOW SAFE is safe? How much working capi- page 142. 
tal is needed? What formula can I use in 
sGarca?’ Ler Sone gis seepage e HERE AND THERE in the Industry. This 
pe gts satin regular feature of Office Appliances is 


vriter and fini ié unsellor a ly his . . 
7 et hea preg org hese peer Page 21 packed with interesting sidelights on the 
as VV 4 ~ = ~ ~e -c . 


men who make up the industry. Read about 


e THE NSA is preparing for its forty- the ribbon and carbon man who has written 

fourth convention soon in Chicago at the a book, how A. B. Dick's Kent Chandler di- 

tevens Hotel. Outstanding speakers have rects the Chicago Fair in start from 

been secured. The entertainment program scratch, how Wearever employs an aerial 
et your preview on page 23. salesman. Pages 31 and 32. 
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modern 
office 


These well designed offices of George W. 
Colburn Laboratory, Inc., were given 

the custom-built-look by Olson 

Designers, Inc., Chicago. Top: an 
executive office can also be used as a 
projection room. The specially de- 

signed desk serves as a conference table. 
The cabinet lining the wall houses 

records and books as well as a radio. 

In the upper left of the picture 

is the projection screen which can be 
viewed from almost any place in the room, 
but which, when not in use, takes none 

of the needed space. Bottom: A 

dramatic glass wall by the Blue Ridge Glass 
Corp. not only hides unsightly windows 
and radiators but also permits plenty of 
daylight to filter through the office. 

The pumpkin orange of the drapes and ceiling 
harmonizes with the leather desk chair. 









































(See special section beginning on page 142) 
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Service is Foundation of Successful 


Typewriter Department 


FEATURE of the 
appliance business 


modern stationery 
depends so much 


1po! facilities for quick service as does the 
pewriter department 
In many f the large full-line stationery outlets 
1] isiness centers of the country the 
typewrite! es and service department ranks next 
importance 1 the office furniture department 
I ki neces in which typewriter sales and 
ervice is the major profit-producing activity of the 
le é 
Complet« intensive development of the type 
iter | any stationery establishment is a 
three-part roposition—namely, the sale of type- 
riters, b new and used; repair service, and rent- 
Althoug] not necessary under normal condi 
ns to ! { a heavy current inventory of type- 
riters t erate a successful department in the 


medium-size city, it IS necessary, 
ties and towns, to be able to provide 
ck and efficient repair service if the stationer hopes 
successful typewriter department 
It is, in t probably more imperatively neces- 
ller communities, owing to the fact 

typewriter users are not 
ationers for repair and ad- 
nent e. They can obtain such service from 
ialize in typewriter maintenance or 

the vice departments operated in connection 
offices of the dominant type- 


e cities 


qaepe f t upon stati I 


sales 
riter 1! Lure 


rs 


Service Department Essential 


eless to sell typewriters in town 


any 
ut installing a repair and service 
fixtures or 
home 
situated at a dis 


urchase 
ond time in their localities 
upon some hrm 

e for re r and maintenance 
the flourishing small 


nowever, 


town or typi- 
build up a successful and 


ment, provided he developes a repu- 


ible service, maintains a good shop 


é mpetent typewriter technician, and 
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Profitable Operation Depends Upon 
Ability to Meet ALL Requirements 


in Repairs, Rentals and Sales 


by VU. N. Vetromile 


Feature Writer 


has the kind of delivery service that and 
rental clients can always depend upon. 

The typewriter department in the stationery trade 
holds a relationship somewhat similar to the paint 
and wall paper department with relation to the full- 
line hardware store. At least, it does so far as the 
small and intermediate cities are concerned. 

Where there are eight or ten hardware outlets in 
a comparatively constricted trading area, the rule is 
that only two or three can develop wall paper and 
paints to profitable proportions as distinct features. 
Likewise, where there are several stationery outlets 
in any city of 50,000 to 100,000, the probability is, ac- 
cording to trade experience, that only two may be 
expected to have large typewriter departments or to 
become markedly successful as sales agencies and dis- 
tributors 

Just as it would be ridiculous to attempt to start 
a lending library with only one or two dozen books, 
so it is a mistake to start a rental business as an 
auxiliary to typewriter sales if the stationer has only 
ten machines that he can keep in circulation as 
rentals 

In any but a very small semi-rural community, in 
order to register the proper impression on the pub- 
lic in the opening and advertising of a typewritef 
rental service, the consensus of experienced stationers 
is that at least three dozen good typewriters are re- 
quired. And, if promotion of this feature of the busi- 


buyers 


ness meets with good response, several more ma- 
chines will soon be needed 
Furthermore, the machines available for renters’ 


15 





selection snould, in addition to being in good oper- 
ating condition, be the “big name” typewriters that 
have been nationally advertised into popular accept- 
ance. 


Fifty Rental Machines Held Necessary 


Even in comparatively small cities, this number of 
rental units is the very minimum required for an aus- 
picious start. In fact, there are some old-timers in 
the typewriter trade who would place the minimum 
figure at 50 machines. In judging as to this, it is 
necessary to keep in mind the fact that only about 
ten per cent of the machines will be returning from 
rental circulation at any one time (usually in cycles 


of 90 days) unless a large percentage of the out- 
standing rentals happened to be made at the same 
time, which is very improbable, or unless a consid- 


erable number were rented for one month only, which 
is likewise improbable. Ninety-five per cent of all 
typewriter rentals are for three months 

The percentage of renewals of outstanding rentals 
varies from 20 per cent to 40 per cent in different 
localities. Therefore there is no very helpful law of 
averages governing this aspect of the rental busi- 
ness, which simply emphasizes again why the sta- 
tioner must have an ample reserve stock if his en- 
terprise as a renter meets with good demand 

Most of the renewals are, according to experience, 
for three months more, but many of these requests 
for extension of the rental term can be converted 
into outright sales of the used machines with rental 
fees applied to the purchase of price, provided the 
renter has found the machine satisfactory, has regu- 
lar use for a typewriter, and likes the machine well 
enough to want to buy it, either for cash or on di- 
vided payments. 


Unprofitable 


One thing to be particularly wary of, I am in- 
formed by old-time renters, is the stranger who comes 
in, inquires about a rental, seems to prefer a portable 
and then offers a hotel address. Many of these sta- 
tioners, well indoctrinated in the cautions of the 
trade, will not make such a rental to a stranger. Or, 
if they do accept such business, they require a de- 
posit almost equal to the current market value of 
the machine, from which deposit the rental price 
for one month (the traditional term with this type of 
rental client) will be deducted when the machine is 
returned in good condition 

Another caution—elementary, perhaps—is that no 
typewriter should ever be rented to a minor without 
the signature of the parent as a guarantor of pay- 
ment, not only of the rental, but of the value of the 
machine in the event of loss or damage 

In this connection, it might be well to say that, 
while what I call a “Grade-AAA” rebuilt typewriter 
should not be placed on rental with some high school 
boy or girl who may beat the life out of it for three 
months learning to typewrite, it is only fair busi- 
ness and good long-range policy to supply one of 
the best rental machines available to any applicant 
known to be proficient in high-speed touch type- 
writing. Such a typist can use a machine six hours a 
day for three months and, when he or she is through 
with it, it will actually have been subjected to less 
wear and tear that it would incur in the hands of an 
amateur using it only two hours a day for three 
months. 

One of the nice points of service in the typewriter 
rental business is the stationer’s good judgment in 
recognizing professional typists, suggesting that they 


Types of Renters 
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try two or three models of the typewriter of their 
choice so as to determine how the key tension suits 
their speed, and offering to adjust the escapement 
tension to the renter’s touch and speed before let- 
ting the machine out. The better rental units should, 
naturally, be reserved in anticipation of such clients 


who know how to care for a typewriter as well as 
how to operate it. 
Insurance Against Hazards 
The dealer who operates in rentals on a large 


scale can, I have been reliably informed, protect his 
capital invested in machines in circulation by means 
of a blanket insurance policy, written to cover the 
risks of fire and theft and even against damage in 
transportation and delivery in the same manner as 
insuring automobiles against these hazards 

Such an insurance policy would be based on the 
total value of the average number of machines in 
circulation every year. The premium is not exces- 
sive and, in my judgment, any stationer who con- 
stantly has two to four dozen or more typewriters 
out on rental would be foolhardy to overlook this 
protection. 

The scale of prices for good used 
naturally, regulated by the prevailing prices of new 
typewriters which are now at a new peak. As the 
rate of depreciation on used typewriters assigned to 
rental purposes is relatively high, this fact requires 
consideration in determining a profitable rental rate 

A few machines—perhaps half a dozen—should al- 
ways be kept on hand for an unexpected run of de- 
mand. This marginal reserve will probably be pro- 
vided automatically by rental machines periodically 
returned to stock. These must, of course, remain out 
of circulation anyway long enough to be reserviced 

No considerable amount of capital need ever be 
tied up in stock-bound typewriters, however, because 
even though several machines should be Kept in the 
cabinets as a marginal reserve for the rental trade, 
there is nothing to prevent the stationer from selling 
one or more of them at any time, should he find an 
opportunity to do so to his advantage 


typewriters 15S, 


busi- 


Some risks must be accepted in any rental 
ness but, so far as local renters are concerned, these 
risks are not usually serious for dealers who have 


been renting for several years in any given territory 
They eventually come to know the persons who abuse 
rentals or move rented machine from one 
to another without authorization. In some cities there 
black-lists of these persons, compiled from the 
experience of the dealers of the locality 


aqaaress 


are 
rental 


Rent Only Machines in Working Order 


Used machines assigned to the rental business 
should always be in serviceable condition. If they 
are not, the expense of the trouble calls that will 


be registered promptly with the stationer will quickly 
consume the rental fee, and furthermore, the renter’s 
dissatisfaction with the typewriter may kill the pros- 
pect of selling the renter either a new machine or a 
high-grade used machine. 

All the machines set apart for 
an additional protection to the 
stationer’s distinctive typewriter label. Some sta- 
tioners reinforce this identification with a number- 
plate, the latter being the inventory number of the 
machine. This number should be placed out of view 
and where it can readily be removed without deface- 
ment, should the machine be sold 

The renting stationer should, of course, 

Turn to page 274, please 


rentals should, as 


stationer, bear the 


also main 
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Step #1 - Examine your 
idea ‘‘nudgers’’ 





Step #2-‘‘A 
them with y« 
feature 
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Simple Formula for Quickly Producing 
Good Advertising Ideas 


ri 


OFFICE 


US SAY, planning an advertisement 


ess—one 


that will 


help to get in- 


your products or services. 
nt may be one of many types: news- 


advert 


isements, 


salesmen helps, 


er display, direct mail or neighbor- 


S 


ent you grapple with the task you find 
i with various problems, each a big 
What merchandise offer should you 
lline should you use? What layout 


ould you select to 


of two things 


dramatize your 


at this point. You'll 


‘ is too tough for you or (b) it takes 
your regular work. In either event 


ish the work aside for “some other 
’ arrives) 
plans have gone pfft-tt 
project, you find that the 


with the 


ing. Somehow, no 
to think about irrelevant 
the sought-after idea. Eventually, 
1 may seize upon some half-accept- 
proves inadequate for your needs 


tend 


ressed it this way 


] 


matter how you 


“T know that con- 


is vital to my business. Yet I do only 
y needed advertising because it takes 


ip acceé 


ptable adv 


wistfully, “there 
i be summoned to give us the adver- 
when we need them!” 


as and 
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ertising ideas 
was some magi- 
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By Following Three Specific Steps 
You Can Produce Any Desired Idea 
on Any Advertising Project 


by D. D. Selty 


Correspondent 


There is not, of course, such a genie. There is, how- 
ever, an “assured” method for producing advertising 
ideas. By following a few simple procedures the busi- 
nessman is able to obtain an appropriate idea on al- 
most any advertising project in a matter of moments. 


Three Fundamental Steps 
The method acts to “organize” the mind, banishing 
unrelated thought and permitting concentration on the 
desired idea only. It requires adherence to the follow- 
ing steps: 
(1) Know specifically what kind of idea you seek. 
(2) Organize all available merchandising facts on 
the subject. 
(3) Employ thought-nudgers to achieve the final 
idea 
To demonstrate: Let’s say you’re planning an adver- 
tisement for your local newspaper—one that will pro- 
mote some feature of your products or services. 
You begin with Step Number One of the procedures 
given above—Know What Kind of Idea You Seek. 
Jot down on a sheet of paper all the facts about 
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your products or services that you consider good “sales 
points”—convenience, durability, appea opera- 
tion, safety, delivery, taste and varied us¢ Collect all 


rance, 


the facts you can; examine advertisements of your 
competitors to make sure that no mention-worthy fea- 
tures have been omitted 

Step Number Two is next—Organize Y Merchan- 
dising Facts. Go over all the sales points you have 


jotted down. Which do you consider MOST IMPOR- 
TANT of them all? Is it lower price (for example, a 
special sale of your products is it reliability (for ex- 
ample, a one-year replacement guarantes Is it any 
thing else you have, or can do, that “scoops” your com 
petitor? 

Having selected your outstanding point, write i 
down. If, for example, you have selected “lower price” 
as your salient point, you'll jot down: “Show my pros- 


pects how they can get REAL SAVINGS by buying mz 
products.” 

You have now boiled down you 
sentence. You have one subject 
to think about. Your mind is thu 
motion of irrelevant thought or of hop-skipping 
subject to subject 


a single 
only, 
spared the waste- 


from 


probiem into 


and one subject 


Thought-Nudgers Point the Way 


You are now ready for Step Number Three 


tne most 


important step)—Use Thought-Nudge to Achieve the 
Final Idea. 

What are “nudgers”? Any words and pictures that 
when glanced at, serve to stoke up your imagination 
into quick flame and to pellet your mind—in ping-pong 
ball fashion—with a number of ideas pertinent to you 


advertising project 


The things that stir imagination differ with different 
people, hence the nudgers you accumulate may be vast 
ly different from those collected by the next person. In 
time, as you practice using these nudgers, you can 
quickly gauge which words and pictures are most ef- 


fective for you. 
Let’s say, for example, that the first thing you see in 


your thought-nudger file is a picture of a magician 
(Recall, now, that you are seeking some idea to drama- 
tize the “lower price’ feature of your products 


lowe! 
dline idea Like 


this sale 


You associate the two thoughts 
prices.” Quickly you have a hea 
Magic—Prices Come Tumbling Down” (during 
at your store). You'll include an illustration of a ma- 


gician (top hat, cape, and all) waving his wand over a 
symbolic sketch of “tumbling” prices 
Perhaps you’re featuring a number of items for thi 


sale. To “tie-in” the other copy blocks ' 
line you'll insert smaller sketch f 
hat and wand, before each offe! 

Because the thought-nudger happened to be a ma 
gician doesn’t, by any means y that your resultant 


idea must embody a sketch of a magician. The thought 
of “magic” may give you secondary icdeé slanting 
your copy—for example, a magical carpet magical 
genie. 
One Nudger Leads to Many Ideas 
Not only secondary, but also tertiary ideas may sug 

gest themselves from this nudger. You think of similes 
for “magic” and recall “fabul ’ How to symbolize 
the word “fabulous”? You think of, say, Paul Bunyan 
—the fabulous mythical woodsman wh lid such su 
pernatural things and told h tall tale Presto 
You have a novel idea for a Paul Bu e of you! 
merchandise. Your headline P fabu 
lously low as to defy the imaginat of a Pau 
Bunyan!” You'll include a sketch of huge Paul 
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(wood-axe in hand). Your 
reminiscent of the 


copy will be in 
mighty woods- 


Bunyan 
exaggerated” style, 
man 

This may lead to accessory ideas. Perhaps miniature 
Paul Bunyan axes given free to those patronizing your 
sale. Perhaps prizes to those writing ‘ala 
Paul Bunyan about the benefits of merchandise 
or services—the winner being acclaimed the Paul 
Bunyan of Perhaps premium booklets con- 


tallest tales 


_ . 
VOuUI 


your city 


taining various Paul Bunyan stories and “tied-in” with 
merchandising facts about your products 
All, this from looking at one nudger of a magi- 


clan 
Further glancing through your nudger file you see a 


picture of, say, machinery gears. An idea! Your head- 


ing reads: “Geared to Give You Lowest Prices.” Your 
illustration comprises a couple of inter-meshed gears 
In one gear you place an illustration symbolizing your 
Dusiness (picture of your store or factory, of your 
trade-mark, or of some representative products). In 


the other gear 


insert a 
money bags, shattered 


you 


sketch that symbolizes 
savings” (e.g prices, and so 
on) 

“Loads” of other ideas will suggest themselves as you 
thumb through your nudger file. Below are presented 
additional nudgers and a brief discussion of ideas that 
may be developed from them. Listed are primary ideas 
riclan” nudger, however, they are 
secondary and tertiary ideas applicable to 


like the “‘mays 
apable of 
your advertising project 

Possibilities 

This Sale 
Suggested Illustration 


Here Are Just a Few 
CHAIN LINKS 
Links You to Best 


Suggested Headline 


Buys.” Two 


links—picture of your establishment in one link 

and symbolical sketch of customer or of “savings” in 
the other link 

DOORWAY—Suggested Headlins Opens the Door 


lny ; 


o Unequalled Bargains.” istration: Pic- 


“streaming” 


Suggested II] 
ure Of your products (or customers 
through the door of your store 

PINS—Su Headline 

STRIKE in Lower Prices Sus 
Show ten pins being bowled over by 
“tie-in” you'll list 
each of the ten 
Suggested Headline “Prices 
lored to Your 


open 
This Sale 

rgested Illustra- 
ball. Perhaps, 
one of your 


ogested 
Score Ss a 
or added dramatic 
cts or services in pins 
MEASURE 


Tailored to Your Purse Products T° 


Every Need.” Suggested Illustration: A tailor’s tape 
measure shown imbline” through headline 
MAGNET—Suggested Headline A Sale That 


Will ATTRACT Bargain-Seekers by the 
Picture of huge 
establishment) apparently “attract- 


Suggested Illustration 

ln) large crowds 

SCHOOL SLATE—Suggested Headline A—B—C’s of 

Good Value—Stock Up All Your Needs During This 

Great Sale Illust1 Hand with ruler pointing at 
a 


which headline is handwritten 


ation 


e schoolboard on 


NUTSHELL—Suggested Headline In a Nutshell 
The Greatest Buy Ever Offered Suggested Illustra- 
ion: Picture of big nutshell (containing some sketch 
that symbolize avings” 

INVITATION CARD—Suggested Headline You’re 
Invited to Receive ($50) Savings by purchasing 

! or s). S rested Illustration: Typical invita- 
iol bearin ript lettering pertinent to invita- 

We ild go on and on—but you have the idea! As 
V see, these nut rs, even though themselves en- 
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The Industry Is Well Served 
by the Stationers and 
Publishers Board of Trade 


OFFICE 





NERS & Publishers Board of Trade is a 


non-profit credit association. Its 
mposed of more than 200 manufac- 
ks, pens, pencils, inks, filing supplies 
nd office furniture, and it operates 
se members. Its officers and board 
ected from among its members, and 
compensation 
the association dates back to Octo- 
y of 1876, the board of directors, 
at times, the board of managers, 
ireau of credits, and the bureau of 
irpose was to perform a special serv- 
facturers of paper, stationery, and 


were compiled for the exclusive use 
containing the history of credit 


‘ 


ofar as possible, their financial re- 


he same year, a legal department was 
vas open to members for the purpose 
th counsel, and to obtain advice with- 
ter service was abandoned as a direct 


ird, and a qualified firm of attorneys 
the board to serve members on a 
1d-client basis. The same firm of 


rved the board’s members for more 


lis procedure has been of immeasur- 


mbers 


developed what is now known as 


hange department. The formation of 
vas for the purpose of keeping mem- 


how their mutual customers paid 
felt that this type of information 


ded safeguard to protect members 


bad debt losses through extending 
lous, aS well as incompetent and 


lealers. Moreover, this type of infor- 
? 


importance, for since there were 
where stationers were unwilling to 
ial statements with the board or 
redit agencies, it made it extremely 
a credit decision. It was also 
though financial statements were 
necies or the board, they frequently 


The supplier therefore needed a reli- 


istomers’ current credit worthiness 
inge report was developed to fill 


Reasoning Found Sound 


here was sound, for experience had 
1 period of a few months a business 
indesirable credit risk because of 
buying, lack of expense control 


les, the latter bringing about a de- 
ed inventory condition—factors 
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By Howard Sanders 


Secretary, 
Stationers & Publishers Board of Trade, 
New York, N.Y. 


which could cause the capital structure to become so 
materially weakened that the business could not long 
continue to operate without involving its suppliers. 
Therefore, as a means of checking, at least to some 
degree, the ability of the management to continue to 
maintain the satisfactory condition shown by an out- 
dated statement, an organized procedure of keeping 
members informed as to how the various suppliers 
were being paid was also necessary 

It is interesting to observe that many a dealer who 
has furnished the board with financial information 
upon the insistence of his suppliers has then first 
learned that he was heading for trouble. Without ques- 
tion many a dealer has by this forced awareness of 
trouble been spared a trip to the bankruptcy court. It 
is the function of the board to direct the dealers at- 
tention to unfavorable trends disclosed by the financial 
reports furnished to the board. 

In many instances, by helping the dealer to interpret 
and understand adverse trends in his business, the 
board has been instrumental in bringing about the 
adoption of such corrective measures as were necessary 
to keep the business from becoming involved in diffi- 
culties. 

Unwillingness to file a financial statement can be 
viewed from another angle. The dealer who refuses 
to exhibit or file copies of his financial statement with 
the recognized agencies more often does himself more 
harm than good. By filing his statement he does much 
to inspire the confidence of his suppliers. He has 
greater assurance that his orders will be handled 
promptly. He avoids the unnecessary correspondence 
of furnishing references, and the delays incurred until 
those references respond to the inquiries of the sup- 
plier 

Varied Information Furnished 


Today The Stationers & Publishers Board of Trade 
is able to keep its members reliably informed of the 
paying habits of businesses in the United States en- 
gaged in the selling of stationery, office supplies and 
equipment by means of its credit interchange reports. 
These reports contain the following information: how 
long sold, date of last sale, previous recent high credit, 
total owing (including notes), amount overdue, days 
past due, terms of sale, method of payment and how 
slow previously. Obviously, when one can obtain a 
cross-section of the accounts receivable ledgers of a 
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large group of manufacturers of various lines, he has 
tangible information at his disposal to assist him in 
making a credit decision. 

Generally, if a credit manager has before him reports 
compiled at regular intervals showing that a number 
of manufacturers are having satisfactory experiences 
with an account, that they have been selling the ac- 
count for years, that substantial credit has been ex- 
tended, and that generally credit terms have been 
observed through the discount and prompt payment 
of bills, he can, in most instances, approve orders on 
credit terms with a reasonable degree of safety 

If these same reports do not reflect paying 
habits, there is prima facie evidence of the existence 
of one or more of three factors: (1) insufficient work- 
ing capital, (2) working capital improperly used; (3) 
capital gradually being depleted because of operating 
losses. If there is evidence that any of these factors 
exist, then it is up to the credit man to see to it that 
he is furnished with complete information as to finan- 
cial and operating details. 

The credit interchange report can be likened to the 
clinical thermometer of the physician, for as the ther- 
mometer registers the temperature of humans, so does 
the credit interchange report register the temperature 
of a business—and businesses, like humans, can de- 
velop ailments which, if not successfully treated, may 
produce serious results. 


rood 


Here’s a Typical Case 


To prove the value of credit interchange reports we 
will take the case of Mr. X, who had been operating 
a business for a number of years, and up until about 
11 months prior to his involvement had been receiv- 
ing substantial credit from a number of manufacturers 
A statement which he had issued at the end of his 
accounting year showed a healthy condition, but within 
a few months Mr. X decided to expand. 

He moved to a much larger location. A very sizable 
amount of his working capital was used in alterations 
and fixtures. As a result, working capital became in- 
adequate, and suppliers’ bills began to run past due 
Credit interchange reports compiled at regular inter- 
vals reflected a highly progressive slowness, until the 
business reached the point where accounts were 
turned over to attorneys for collection 

When this progressive slowness began to manifest 
itself, many members began to curtail credit. Others 
put the account on a cash basis. At the time of his 
involvement, the bulk of his indebtedness was in the 
hands of manufacturers who were not members, not 
the manufacturers who had the board’s 
interchange reports. 

A number of years ago the board inaugurated a 
program of dealer help. This program was instituted 
to encourage stationery dealers who found themselves 
unable to meet their bills to come to the board for 
assistance in the adjustment of their affairs instead 
of going to attorneys. It was felt that the honest 
dealer did not need legal protection from his creditors, 
since their interests were identical 

This program has been highly beneficial to the man- 
ufacturers and dealers alike. It has resulted in the 
saving of many thousands of dollars in bad debt losses 
and, equally important, many businesses have been 
saved from the stigma of bankruptcy. Moreover, dis- 
tribution has been maintained for a number of manu- 
facturers who might have had to look for new outlets 
for their products, which in many cases would not 
have been easy as competitors were Solidly entrenched 


access to 
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The program starts with debtors being brought to- 
gether with their creditors in a meeting where a full 
disclosure of the debtors’ affairs is made, the usual 
result being the selection of a committee of principal 
creditors to determine whether it would serve the 
interests of all parties to seek some means of rehabili- 
tating the business 

This method of working out the affairs of an involved 
dealer has proved to be much less expensive than the 
usual methods. Every dollar saved in the effort is an 
additional dollar made available for earlier payment 
to creditors. 

When a debtor first goes to his own attorney for 
advice, the attorney frequently feels that to earn his 
fee he must advise the debtor to pursue a shrewd 
course. A shrewd approach by a debtor to his creditors 
almost invariably generates a degree of hostility which 
makes impossible of accomplishment the type of 
friendly rehabilitation which appears most desirable. 

The whole program is one of voluntary co-opera- 
tion that has been developed slowly and that 
now engages the support of almost every manufacturer 
who has been a creditor in any of these rehabilita- 
tlon cases. 

Reasonable accord among those involved in the same 
program is far less costly than the independent exer- 
cise of their rights by contending factions. Conflict, 
besides spending the antagonists, usually results in the 
complete or partial destruction of the assets that are 


the subject of the conflict. Each of the contending 
factions spends its money to have its own way, and 
when the contest is ended each has incurred an 


expense which it is unable to recoup, and receives as 
its realization on its claims a lesser return than could 
have been realized if they had reached an amicable 
accord 

The members of the board recognize that voluntary 
participation in any program is far less expensive than 
legal proceedings designed to force participation. The 
rehabilitation program of the Board of Trade has had 
a gratifying measure of co-operation in this plan of 
voluntary participation. 

—--- 


SIMPLE FORMULA FOR ADVERTISING 
(Continued from page 18) 


IDEAS 


tirely unrelated to your business, quickly supply you 
with dozens of specific ideas applicable to your adver- 
tising project. Merely select the one that best fits your 
needs 

Where do you get these nudgers? Most everywhere 
through examination of the advertisements of others, 
through research on subject applicable to your busi- 
through observation, through newspaper items 
Clip them out or jot them down when you them 
In a short time you’ll have an adequate quantity 

Here’s why these nudgers perform so unfailingly 
They provide a “beach-head” for your thoughts, giving 
you a mental foothold from which you may proceed 
onward. Second, they surround you with a multitude 
of ever-handy, stimulating experiences which are all- 
important for creative thought. 

You'll recall that, in the past, most of your best ideas 
came through exrperiences—talking to friends, seeing a 
movie, traveling, reading, feeling some deep emotion. 
Your imagination was aroused, your brain put to work 

Normally, we do not have the opportunity to accumu- 
late all the experiences we need. Certainly we can’t al- 
ways leave our place of business to absorb new experi- 
ences whenever we want an idea. Hence the effective- 
ness of this nudger-file, giving you a quantity of ex- 
periences in vest-pocket form when you them! 


ness, 


see 
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Some Factors Must Be Watched If 


Dealer is to Stay in Bounds 


by Qrned Menrish 


Business Analyst and 


Financial Counselor 


SELLERS’ market, merchandise was 
t into cash, it turned fast, the money 
an all-time high, credit was re- 
were prompt, bad debts were at 
kept the dealer’s working 
He could pay his own bills 


n circulat I as al 
ctea f ions 
factors 
naition 
In th nomy market these factors lean the 
ther way t working capital is curtailed, dealers 
loans, or in many cases, passing up 


é CeCKII 
ve tl iscounts because they lack the ready 
h. Be f this change in the status of “seed 
oney ffice appliance dealer should keep a 
I working capital today because it is 
im} tor in successful management. The 
Wil le how you via the easy-eye way how 
your working capital position and 
vatch to keep it in the safety zone 
EXHIBIT 1 
Assets 
( h $2,500 
Receit 500 
1,500 
Curre $4,500 
Worki1 3,000—(2) 
Curret $1,500—(1) 
Liabilities 
A $1,000 
500 
$1,500 
irrent assets over current liabilities 
pital. When working capital is twice 
is usually satisfactory unless cur- 
r= | ited 
EXHIBIT 2 
Assets 
Ua $ 500 
1,000 
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Keep Your Working Capital 
Working For You—Not 
Against You 


Inventory 3,000-—(1) 
Current assets $4,500 
Working captial 3,000— (1) 
Current liabilities $1,500 
Liabilities 
Accounts payable $1,000 
Accrued liabilities 500 
Current liabilities $1,500 


Under Exhibit 1, working capital is the same as un- 
der Exhibit 2, but the ratio of inventory to working 
capital is 1 to 1, or inventory is 100 per cent of work- 
ing capital. In a sellers’ market this ratio is not dan- 
gerous, but in a buyers’ market inventory is safest 
when around 50 per cent of working capital. Other- 
wise your inventory turn is too low and you have too 
much money frozen in stock. 


EXHIBIT 3 


Assets 
Cash $1,125 
Receivables 2,250—(2) 
Inventory 1,125—(1) 
Current assets $4,500 
Working capital 3,000 
Current liabilities $1,500 
Liabilities 
Accounts payable $1,000 
Accrued liabilities 500 
Current liabilities $1,500 


Same working capital as Exhibit 1, but receivables- 
to-inventory ratio, 2 to 1, indicates poor collections. 
In a buyers’ market, this ratio is more desirable when 
the inventory is twice receivables. Of course, if a 
merchant sells only for cash he need not worry about 
this ratio 


EXHIBIT 4 


Assets 
Cash $2,000 
Receivables 1,000 
Inventory 3,000 
Current assets $6,000 
Working capital 5,000— (5) 
Current liabilities $1,000—(1) 
Liabilities 
Accounts payable $ 750 
Accrued liabilities 250 
Current liabilities $1,000 


Working capital five times current liabilities. This 
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is excessive. Too much working capital is as bad as 
too little. “Seed money” must be kept working to 
harvest maximum profits 


EXHIBIT 5 

Annual sales $30,000 
Working capital 5,000 
Turnover of working capital 6 

Watch the turnover of working capital, which is 
calculated by dividing the year-end working capital 
into the annual sales. When the net profit and sales 
volume for a period are satisfactory, the working cap- 
ital turn at that time is usually the desirable turn for 
your business. Your own experience will fix the most 
advantageous turn. Try to maintain it 


EXHIBIT 6 
Working capital $5,000 
Net profit on sales 1,000 
Net profit on working capital 20 per cent 
Some businessmen use this yardstick. Your own ex- 
perience figures will fix the most desirable turn. If 
any deviation therefrom, investigate your working 
capital setup. 
EXHIBIT 7 


Assets 
Cash $1,000 
Inventory 2,000 
Current assets $3,000 
Liabilities 
Accounts payable $2,000 
Loans payable 2,000 
Current liabilities $4,000 
Floating debt 1,000 
Current assets $3,000 


If current liabilities exceed current assets, you have 
a floating debt. 


EXHIBIT 8 


Assets 
Current assets $ 3,000 
Fixed assets 27,000 
Total assets $30,000 
Liabilities 
Current liabilities $ 4,000 


5,000 
21,000 


Fixed liabilities 
Net worth 
Total liabilities $30,000 

You can have a floating debt but still show a net 
worth. This has happened to more than one merchant, 
yet business is in the safety zone only when the owner 
provides adequate working capital, even though net 
worth is substantial, even though sales are high and 
net profit is satisfactory 


EXHIBIT 9 


Assets 
Current assets $10,000 
Fixed assets 10,000 
Total assets $20,000 
Liabilities 
Current liabilities $ 5,000 
Net worth 15,000 
Total liabilities $20,000 


Merchant Brown’s working capital is $5,000 before 
expansion and modernization. After expansion and 
modernization, his financial statement looks like this: 


Assets 
Current assets $10,000 
Fixed assets 20,000 
Liabilities 
Current liabilities $ 5,000 
Fixed liabilities 10,000 
Net worth 15,000 


Total liabilities $30,000 

Brown’s working capital is the same as before ex- 
pansion, also his net worth, but fixed assets have 
doubled, representing the increased investment in ex- 
pansion. A sizable increase in fixed assets puts a strain 
on working capital so Brown’s working capital should 
be increased in satisfactory ratio after expansion and 
modernization. Otherwise he may find himself short 
of cash, necessitating borrowing, passing up discounts 
or going into a hole financially because he has ex- 
tended himself unduly without taking adequate pre- 
cautions to maintain a satisfactory ratio of working 
capital 





FAN WINDOW 


STIRS UP SALES 

A. Pomerantz & Co., Phila- 
delphia, Pa., used this 1950 
fan window effectively to 
stimulate the sale of cooling 


22 





devices, states Marie Kerri- 
gan, advertising manager. 
This company puts forth 
much effort in the project 
each year with good sales 
results, she asserts. 


1950 
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RUSSELL RAGAN 
Chairman 
Chicago Committee 





HE PROGRAM of the 
business sessions of the 
National Stationers Asso- 
ciation annual convention 
at the Stevens Hotel, Chi- 


cago, September 24-28, is 
credited by Paul E. Bur- 
bank, general manager, as 


being the most diversified, 
stimulating and provoca- 
tive of business thinking in 
association history. 

A luncheon in the Grand 
Ballroom of the Stevens 
at 12:30 p.m., September 25, 
will open the first general 
session of the convention 
Immediately following the 
will be a 














RALPH MAISH 
Co-Chairman : 


luncheon there 


Chi >» Committ 

cag? Soe = full afternoon program 
Providing a breadth of thinking for all present, 
e luncheo! eaker will be Louis Dolivet, editor of 
he United N World. He is returning to Amer- 


from a European and Asiatic trip on September 
will give to NSA members a report of economi- 
polit nditions with impact upon Govern- 
n America 


Kochhesier to Give Report 


President | R. Kochheiser, the Charles Ritter 
01 N field, Ohio, will deliver his report un- 
er the title, “Its Later Than You Think.’ As chairman 
fter? n session he will introduce William Carr 
tising manager of Time Magazine, for a talk en- 
Local Impact of National Advertising.” 
speake f the afternoon will be an outstand- 
nan in field of merchandising, Stephen A 
Douglas, diré f sales promotion, The Kroger Com- 
ny, Cinci1 Ohio. He will demonstrate to the 
how it can increase its dollar usa- 
Hi ect is “Let’s Do It the Promotional 
At the cl f Mr. Douglas’ address there will be a 
busin: neeting of the association, prior to 
irnme} r discussion of bylaw changes. 
Tuesday n ing, September 26, NSA’s three major 
hold their separate meetings. The 
the Eighth St. Theater, adjacent 
under the chairmanship of Vice- 
lent Z ith of the dealers’ division. He is 
ent of t Zac Smith Stationery Company, Bir- 


Earl Kochheiser 
assisted by these 


At the eal meeting, President 
de 1 panel discussion, 


General Office Supply Company 


Hoelscher’s. Inc., Buffalo, N. Y 
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NSA'S Forty-fourth 


Convention 


Diversified, Stimulating Program of 
Talks by Nationally-known Leaders 
Arranged For Sessions Scheduled at 
Stevens Hotel on September 24-28 














EARL KOCHHEISER 
President 
NSA 


Grant Howard, Howard 
and Stofft, Tucson, Ariz. 

Roy P. Lewis, R. P. Lewis 
Company, Flint, Mich. 

Rhys Llewellyn, R. H. 
Llewellyn Company, Man- 
chester, N. H. 

James McCabe, A. Pom- 
erantz & Company, Phila- 
delphia, Pa. 

Richard Pomerantz, A 
Pomerantz & Company, 
Philadelphia, Pa 

Zac Smith, Zac Smith 
Stationery Company, Bir- 
mingham, Ala. 

At the close of this meet- 
ing, the officers of this di- 
vision for 1950-51 will be 
elected. 

In the Tower Ballroom at the same time, the manu- 
facturers’ division will meet under the chairmanship 
of Vice-president Paul B. Buckwalter, National Blank 
Book Company. Speakers will be Reuben S. Haslam, 
attorney of Washington, D. C., and Dr. R. F. Patterson, 
dean of the school of business administration of the 
University of South Dakota. Following these talks 
there will be discussion of association products as 
related to the manufacturer members and the election 
of officers 

Also in the Tower Assembly Hall on the same morn- 
ing the field division members, under the chairman- 
ship of C. W. “Jack” Clark of the W. A. Sheaffer Pen 
Company, will hold their annual business meeting 





PAUL BURBANK 


General Manager 


To Hear Dr. Alfred Haake 


All divisions of the association will again meet 
jointly for luncheon in the Grand Ballroom at 12:30 
and remain there for the afternoon program under 
the chairmanship of Vice-president Buckwalter. 

The first guest speaker of the afternoon will be Dr. 
Alfred P. Haake, consultant to General Motors. His 
subject—‘What’s Ahead for Business.” Next to be 
heard will be Jack Klein, founder and president of the 
Klein Institute for Aptitude Testing, Inc., New York 
City, talking on “Hiring and Keeping Sales Personnel.” 

In keeping with NSA’s training program of the past 
12 months, H. B. “Doc” Sharer, sales training specialist 
of United States Rubber Company, New York, N. Y., 
will dramatize manpower training in his address on 
“What Makes a Star Salesman a Star.” 

The final general session of the convention will be 
on Wednesday morning, September 27, at which time 
President Earl R. Kochheiser will again be chairman 
of the meeting of all divisions to be held in the Grand 
Ballroom of the Stevens. 

At this meeting Promotion Manager 


(Turn to page 137, please) 


William F 
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SALES AREA CONCENTRATED ON OFFICE REQUIREMENTS 


Customer Service Spells Success 


FTER 26 YEARS of continued business in Salt 

Lake City, the Allsteel Office Supply Company 
has reached some definite conclusions regarding suc- 
cessful operation. It is the belief of Stanton Pack, 
president of the firm, that when a businessman wants 
office supplies, he does not wrestle with a housewife 
buying china in trying to find the materials he re- 
quires. Mr. Pack says, “Many stores try to be ‘jacks- 
of-all-trades’; we try to be masters at one.” 

In line with this thinking, office equipment and 
office supplies only are carried by Allsteel Office Supply 
Company. Personal stationery and greeting cards are 
left to other concerns. 

Mr. Pack says, “Realistic thinking dictates that we 
accept the fact that our competition is in a position 
to offer the potential patron any item we do for the 
same price. If we are to gain and retain patronage, 
we must offer something more.” This psychology has 
led to the following customer services 

1. Rapid delivery service offered on the theory that 
if a man phones in an order, he does so because he 
needs it now, not next week. Orders taken by sales- 
men can generally be delayed. Telephone orders are 
given precedence. One hour or less for delivery of 
telephone orders is the rule and not the exception 

2. A repair service with a man retained full time 
to make any necessary repairs on equipment furnished 
by Allsteel Office Supply Company. There is no time 
limit whatever on this service. If the repair is the 
result of serious breakage, a minute charge covering 
the firm’s actual cost of laber is made for its repair 
All other repairs are gratis. Businessmen, knowing 
that this service is available, will buy from this firm 
It is considered inexpensive advertising. It creates 
good will. It is a selling point in view of the fact 
that the service is not offered by competition 


Special Steel Shelving Service 


3. A designing and installation service for steel 
shelving. This firm has very nearly a monopoly in its 
market area for the sale of steel Shelving because of 


24 


Allsteel Office Supply Company of 
Salt Lake City Finds Way to Sell 


By Marie Grant 


Special Writer 


the services offered. A skilled man will go without 
charge, into any firm and study requirements. Draw- 
ings and sketches are prepared with a recommended 
and one alternate plan. The customer may take his 
choice, or if he decides not to do the work after all, 
there is no obligation involved. Follow through is 
made with skilled workmen installing the shelves 
according to specifications. Actual labor charges are 
made for the men doing the installation work. Every 
other phase of the service is free 

4. Business men have a standing invitation to visit 
the Allsteel Office Supply Company and view exhibits 
of office equipment. New models of machines are 
constantly being introduced on the market and be- 
come the subject of great interest to local executives. 
Demonstrations in the store, as well as in any office, 
assist firms in properly utilizing the equipment. The 
firm not only sells and services, but assists in the 
proper use of every item sold. 

While direct mail advertising is employed, with an 
excellent five per cent return, salesmen in the field 
are considered the most potent advertising medium 
Four men are retained full time on a Salary plus 
commission basis to cover Utah, southern Idaho, 
eastern Nevada, and western Wyoming 

Each man is thoroughly trained before he is allowed 
to represent the firm in the field. The sales plan 
requires repeated visits, the establishing of good cus- 
tomer relations and an absence of high pressure 
methods. These capable people believe that it is almost 
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impossible to walk into a place of business and take an 
orde The aim is to acquaint business men with the 
firm, its policie its services, and to establish a 


endly relationship. When the potential patron does 


need office equipment, it has been found that he 
automatically nks of Allsteel Office Supply Com- 
pany and places the order with them. 

In addition to the fundamental training given the 
men, weekly and training meetings are held 
The principal carried is that of the General 
Fireproofing Company. In view of this fact, manu- 


facturer Sale raining manuals are employed. Two 


canned” sal ks are taught each new sales repre- 
sentative. It intended that these shall be used as 
a basis. Each man will naturally adopt his own 
selling procedure 

A portion of each training and sales meeting is 
ievoted to 1 table discussions. It is considered 
essential that problems be discussed, the theory being 
that many heads are better than one. This period is 
also employed acquainting sales representatives 

anythil new in the field 
rrue promotions are reserved for the time when the 


firm has a special story to tell. Whenever offered, 
manufacturer promotions are accepted and fully ex- 
ploited. The normal advertising appropriation is set 
at five per cent of the gross. A large portion of the 
appropriation is reserved for a promotion of this type. 
Personal contact is intensified, particularly in the 
city, where 75 per cent of the business is conducted. 
Some personnel gift is given, stressing the sale. Direct 
mail advertising material is prepared locally and used 
in co-ordination with the personalized manufacturer's 
literature. The attractive store is displayed with 
“flyers,” and so forth, to tell the story. 

Due to the specialized nature of the business, 
newspaper and radio advertising are not considered 
effective. It is felt that greater dollar for dollar 
return is received through offering true prospects 
appropriate gifts and directing all advertising to- 
ward them. 

The success of this firm is based on quality mer- 
chandise, competitive prices, customer services and 
intelligent advertising. This plan of operation has 
been developed in over 26 years of continued business. 
Continued success appears assured 





“Give Us Better Packaging in the 


Stationery Store’ 
ere 


retailers today 


reatest contributions the stationery 
ipply manufacturer can make for his 
better packaging—as we have proven 


n our own experience 
After 15 ye of office appliance retailing, I am con- 
need tl worst mistake which the average 
manufacturer makes is to utilize dull, unprepossessing 
boxes, label r cartons labeled entirely for his own 
onvenience. One of the most difficult jobs we have 
to contend with is to dress up our stock shelv- 
s so that it ves a handsome appearance—and if 
hose shelve e crammed with dull, inconspicuous 
boxes with tiny, number-covered labels, we cannot 

setter Labeling Needed 

I he years, I have kept up a continuous 
ampaign among the manufacturers who supply our 
merchandis¢e ve us better labels and better pack- 
ge The label situation is by far the most important 
My feeling is that we do not want to list a reinforced 
e leaf shee example, as a 68-80C, but rather 
as “copper ed loose leaf sheet” or “linen rein- 
forced loose leaf sheet”—with the identifying number 
following, and much smaller type than the actual 


prefer descriptive labels on our mer- 
akes it easy to identify the contents, 
lesperson, but by the customer him- 
re such that a customer can quickly 
he ite he wants merely by reading descriptive 
hieved a fine point in merchandising 


have found, the labels on most 
né tems are made up entirely for the 
venience. When we send in an 


equt in item by its number for the sake 
lufacturer’s stock clerk knows ex- 
1950 
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Suggestions from the Experience of a 
Successful, Anonymous Stationer 


actly where to find it. When it reaches the retailer, 
however, there is an entirely different problem to 
contend with. We cannot logically expect a salesperson 
to cram his mind with thousands of five-digit to ten- 
digit numbers in order to quickly locate the merchan- 
dise the customer asks for. Thus, if the manufac- 
turer can compromise by utilizing the largest part of 
his label for descriptive terminology, and de-empha- 
size the code numbers or stock numbers, he will do his 
retailer a real favor. 


Good Labels an Aid to Retailers 


We have had many excellent examples of co-opera- 
tion from our suppliers since we began this campaign. 
For example, one manufacturer who was putting out 
a reinforced linen-edge loose leaf sheet reacted almost 
immediately when I wrote to him and explained that 
the label had only one tiny strip a half-inch by a 
quarter-inch to help the retail clerk, whereas the rest 
of the label was made up of numbers which helped 
only the manufacturer in taking inventory, locating 
merchandise, and so on. After we pointed this out, 
the manufacturer co-operated with us to the extent 
of remodeling his label altogether. Along the top he 
put a description of the merchandise as a reinforced 
loose leaf sheet, and added to that why it was proof 
against tears, by simply mentioning the Jinen rein- 
forcement. Now our customers can read on the out- 
side of the box what its contents are, and it is not 
unusual for a regular customer to locate the mer- 
chandise he wants and have a salesman wrap it for 
him 

There are hundreds of examples of how manufac- 
turers could co-operate better with their retailers. 
Another is the poor color sense and box design which 


(Turn to page 281, please) 
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Mode; f) DISPLAY for the 
OFFICE EQUIPMENT DEALER 





This Month's Idea 
for the Dealer's 


Ad Window 


Suggested by the Advertising of 
The Manifold Supplies Company 


for September is suggested 
page 45 of the 
attractive ad- 
within the 


HE OA AD DISPLAY 
by the advertisement 
June issue of OFFICE APPLIANCES. This 
vertisement suggests a window display 
realms of possibility for any progressive stationer wish- 
ing to avail himself of its potency. The display can 
be built with little expense, most of the props being 
merchandise you most likely carry in stock 
Set a drafting table in the center of the window with 
a sheet of the carbon tastefully arranged with the 
instruments of precision, i.e., T-square, compass, tri- 
angle and protractor. These can be fastened on to 
the table with drafting tape so that they will not slip 
The carbon, of course, should lay on a piece of paper 
so that it will not soil the board. The word “precision”’ 


appearing on 


would have to be worked out to suit your individual 
tastes—perhaps a hanging sign like the one in the 
sketch. Another possibility is a sign made of mitten 


letters glued to a strip of cardboard and fastened to 
the board at the bottom. 

Next use the idea given some time ago in this sec- 
tion. A screw eye is placed 
in the floor of the window 
and string stretched to 
various points, forming a 
fan to which may be fast- 
ened the empty carbon 
boxes. Scotch tape will 
hold them firmly in place 
(I usually use drafting 
tape plus Scotch tape). A 
typewriter is used _ to 
hide the screw eye and sheath cul & office officiency 
some sort. of attractive —— * 


The “OA” Display Section Is Conducted 


by George D. Taylor 


Long Beach, Callif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 















arrangement of boxes to finish that point of display. 
The balance is obtained by the hanging ribbon boxes 
on the right and the curved arrangement on the floor 
of the window. The reader should carry copy pertinent 
to the featured item (in this case the carbon paper on 
the drafting table) which should be spotlighted 
Your store name should always be in a prominent 
position in the display and large enough to command 
attention. The sketch suggests an arrangement such 
as described herein but, of course, there is no limit to 
the possibilities of a display such as this. You can 
deviate and arrange the same elements in various 
A display of this nature is modern display at its 
and is sure to attract attention not only to the 


ways 
best 
featured carbon, but to the ribbons and whatever else 
you want to combine in the detail. The drafting table 
and typewriter will share in the publicity, which is 
just what you want. It is so different from the ordi- 
nary run of stationery windows that it is sure to at- 
tract much more than average attention to your store. 
This, of course, cannot help but be profitable to the 
organization. 

Once again OFFICE APPLIANCES offers congratulations 
O a progressive firm with advanced ideas and once 
again the readers of this column stand to benefit by 
the thoughtful preparation of others. The Manifold 
Supplies Company of 188 Third ave., Brooklyn 17,N. Y., 
has provided us with a 
new approach to display 
which will help us to cre- 
ate something that is 
“different” and that will 
command the attention of 
our public. OFFiIce APPLI- 
ANCES is proud to present 


; 
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/ | this idea for your window 

x which, if carried out, will 

x f y mean more sales of 
ribbons 


i) Panama - Beaver 
| and carbons 





EFFECTIVE WINDOW DISPLAY INSPIRED BY RECENT 
OA ADVERTISEMENT OF MANIFOLD SUPPLIES CO. 
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A Unique Way to Spread Out 


H' IW MANY nes do you, Mr. Merchant, in your 
mall, ¢1 ed quarters, wish that you had more 
operate? There are many 
yu ¥ like to show if you only had the room 
d show complete lines but you have 
pace ‘annot afford to do this except by 
tal you have to dig out every time you 
trate a‘point. There are so many fine 
are anxious to get before your 
istomer, bu t space problem crops up again and 
to reluctantly forego what to you 

business 
tion so bad that it cannot be par- 
remedi 1 very satisfactorily at that. This 
1. device which will add many square 
feet to you y space, if you use it judiciously and 
permanently I refer to Multiplex, the all-purpose 
The tograph shows its use in the office 
busins but of there is no limit to 
yjtability for other lines 
hot 1 shows the 
recommend to 


Which to 


mean |] tabie 


course 


use of the floor model 

the office furniture 

1anufacturer it would be a natural 

ipplyiz ulers in communities. It 

ermanent display of all his products 

swinging wing panels provide as 

you care to invest in at a much 

cost tl ental of a larger building. This space 

many purposes, some of which we 
in this month’s display section 


congested 


} wty 
L CAV! iS 


Chair Display 
most office furniture stores there is not half 
h 1 how all the individual designs of 
n frequently when the customer enters 
re hi to wait, if you are busy, until the 
ut of the way. If you have a Mul- 
plex all-} e display handy with photographs 
specifi of the lines you wish to show 
yn, yj | have provided that extra space 
been speaking. Invite the wait- 
wse around and be sure to call his 
Multiplex swinging wing panel dis- 
to be seated while examining it 
10ld his attention while you are busy 
give him your attention the 
play will be istinct aid by illustrating the things 
re tall bout and reminding you of some of 
ertine nts you might overlook in your sales 
F vy salesman, the Multiplex swinging 
would not only be an aid but an 
ld be a great source of knowledge 
acquired after months of study 


wou; Vnicn ( iVE 


( é .¢ ] ¢ lé to 


Desk Groupings 


maller stores the problem arises of 
prospective customer the complete- 
handled by the company. This has 
e salesman who refers to his cata- 
» the customer. The Multiplex 
nel display simplifies this procedure 
re-arranged display of pictures and 
vays in front of the prospect and 
the panels the whole sales story is 
iuling and attractive manner. The 
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Cramped Quarters Can Be Overcome 


by Use of Multiplex Display Idea 


By George D. Taylor 


Display Specialist 


job of the salesperson is simplified and no stone left 
unturned through ignorance or inefficiency. The story 
is there, just as you want it to be told and as you 
have planned it. It is complete and covers all the 
merchandise available in the lines you carry. It is 
idea-suggestive and will be the means of added sales 
because when the customer enters your store he usually 
means business and the photographs will do a great 
deal of the missionary work for you 


Filing Cabinet Groups 


We all know the story of the filing cabinet problem 
We show several lines, sizes and types of files only to 
be left with the feeling that the unsatisfied customer 
has something in mind that we might have suggested 
had we thought of it. The Multiplex swinging wing 
panel display does away with this doubt because our 
pre-arranged display of the file lines we carry is com- 
plete, and we know that he has seen the entire line 
with all the specifications. 


Bookkeeping Forms 
These forms are one of the hardest items which the 
stationer has to display. There is no question in the 


mind of the writer that the Multiplex swinging wing 





THE MULTIPLEX DISPLAY IN USE 
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display is the ideal answer to this problem and will 
result in additional sales beyond your fondest hopes 
A complete display of these forms is before the cus- 
tomer at all times and it is very easy for him to pick 
out the ones he wishes to purchase with very little 
effort on his part. 

This Multiplex display consists of various-sized bul- 


letin boards hinged so that they are easily revealed 


They are constructed of soft material and the various 
displays can be worked out by using photographs and 
specifications which can be thumbtacked or fastened 
with drafting tape. For detailed information and cat- 
alogs write the Multiplex Display Fixture Company, 
910-920 N. Tenth St., St. Louis, Mo. If you are nearer 
the Pacific Coast contact Edward Wallach, district 
manager, at 315 S. Broadway, Los Anegles, Calif 





For Simplicity in Holiday Display— 


Prepare Now 


OES SEPTEMBER seem a little too early to talk 
about Christmas? To the casual thinker it seems 
ridiculous to dwell, even on this most important season 
of the business year, so far in advance. To the think 
ing man, however, it is anything but too early to start 
plans for making this lucrative season of the year 
more profitable than ever. The campaign must be 
thought out and careful plans laid 
The usual trend of Christmas trims in many office 
furniture stores is nothing to be proud of and in many 
of the office supply stores it is neglected shamefully 
along with the interior presentation. The reason is 
rush, rush, rush. There is no reason why your store 
should not have a distinctly outstanding appeal dur- 
ing the Christmas season to guarantee added profits 
If you prepare now your work will be cut in half and 
your presentation improved beyond measure when 
the Yultide season arrives 


Do These Things Now 


Confusion seems to be the natural thing in many 
stores at Christmas time. There is no need for it if 
you follow certain prescribed rules and if you DO IT 
NOW. First of all, call a staff meeting and get the 
ideas of your personnel. Try to find out where you 
fell down last year and go into detail to discover the 
means by which these errors can be eliminated. Get 
ideas from everyone on Christmas promotion. Choose 
a theme which you will follow in presenting the gift 
story of your store. Look around and see where the 
key positions are from a display angle, and decide 
what you need in the way of props to pep up the store 

There are some beautiful ready-to-letter show cards 
in counter and reader size embellished with delightful 
holiday scenes and designs which are a decoration in 
themselves. These prepared signs come in all standard 


It's Time to Think About Christmas 
in September; Many Things to Do 


By George D. Taylor 


Display Specialist 


sizes from price ticket size to the 22 x 28-inch size 
A little advance thought along these lines will assure 
you of outstanding merchandise presentation. Order 
them now 

Display pieces to give you that unusual holiday twist 
are highly desirable for both interiors and store win- 
dows. Just a few (in the selected places) are really 
all you need in the way of embellishments and yet you 
see many dollars and man-hours wasted at Christmas 
time in trying to achieve harmony out of a hopelessly 
chaotic condition caused by a thoughtless unplanned 
approach to the problem. As I said before in this ar- 
ticle, “get ideas from your staff,” but get them ahead 
of time and use them in a planned program; don’t 
wait until the last moment and have everyone, each 
with a different idea, put his finger in the pie 


Need to Buy Display Papers 

-urchase your Christmas display papers now. I refer 
to the decorative paper for the bottom of the show 
cases and which you use to cover decorative panels for 
the windows and interiors. The selection is always 
more complete now and the choicest of the papers will 
not be sold out 

You spend a lot of time selecting the merchandise 
you want to place on sale and you place orders far in 
advance so that you will not be disappointed. It is 
reasonable, therefore, to see that the preparations for 
selling this merchandise are also made in advance so 
that you may sell a maximum of merchandise and 
make a maximum of profit. 





My Net AN 


SYRACUSE BANK FEA- 
TURES RIBBON AND CAR- 
BON DISPLAY — Munroe 
Staty. Co. of Syracuse, N. Y., 
exclusive distributors of Al- 
lied Carbon & Ribbon Mfg. 
Corp. products, had this at 


28 





tractive display of Flagship 
metallic-back, curl-proof car- 
bon papers at the Merchants 
National Bank & Trust Co. in 
Syracuse in June. The bank 
features regular displays of 
nationally - advertised prod- 
ucts for Syracuse dealers. 
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Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE ...COUR- 
AGE CO-OPERATION 

manutacturers 


"yess IN PAPER 
a-t-t-e-n-1 Calling all 


Distributors Salesmen of Your 
I int P1 ict This all- 


Business 





Durin the drouth that 
ed the States a few 
back t attlemen were 

] light 
Thing é tough out 


of them. “My 
tle are thin that by using a 
t of I can brand 
them he same time.’ 





Spark Busin¢ Builders with an 
lally stimulating Mr 
Will Pepper Upper 
uUrse alr- 
ilit right 1 ») Box 
3, Care of Shaw & 
Borden Compan. Spo- 
kane 2, Wa your candidate- 
f this feature; and include 
ir envelope ur request and 
enclosure {f ir BUSINESS 
BUILDERS I-D-E-A E-X- 


C-H-A-N-G-I ind also tuck 


| é enrry 
‘ ava ¥« 


BUSINESS BUILDERS 
I-D-E-A E-X-C-H-A-N-G-E 
ited ea nth to give you! 
DOLLARS-CENTS 


NSURED 
_(-) SENSE i 
ASSURE 'e 
SH - D J 
Bae TESTED > 
IDEAS 
Remem the price—ONE 


IDEA fri 1 for each IDEA 
b) Order by IDEA 


Business Builder 
I'WENTY-FIVE OBSER- 
ALONG THE 
AY T} lly merits top bill- 

efore the prize 

Co! er its IMPOR- 

rANCI e a busy veteran 
tat ‘e-outfitter has 


thoroughly out- 
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line very definite tested rules he 
has worked out for management 
in his and your own 

field. All this is yours 

in exchange for another 

helpful idea. Act 

RIGHT NOW—dqualify 

and SEND FOR IT 
PRONTO! 


No. 1950-32 Business 
Builder idea:—‘We 
analyze our sales fail- 
ures as well as our sales 
successes. Perhaps 
you'll profit, too, by 
viewing this half-a-dozen?” Here 
is so valuable a treatise right out 
of the testing furnace of a Down 
East stationer’s sales meeting lab, 
that we just had to give it a run- 
ner-up award to the 
preceding Business 
Builder idea. Think of 2. 
it: Are you, too, losing oP 
sales you could get, or a 
repulsing office outfit- 
ting customers you NEED by you 
and your organization overlooking 

these observations of 
repeated typical tech- 
\ nique violations? Again 
we urge you to come 





into this IDEA EX- 
CHANGE MARKET 


and GET THIS! 


No. 1950-33 Business 
Builder Idea:—“TIME- 
TABLE FOR EFFEC- 
TIVE 1951 OFFICE % 
OUTFITTING ADVER- 
TISING.” Here, a Cali- 
fornia progressive sta- 
tioner has shared his 
“Look Ahead Planning” 
with and FOR you! 






sf 
* * + s 


In the February, 1950, release o1 
Business Builders, we flashed on 
the OA television screen part one 
of a two-reel super-feature, “HOW 
TO MAKE CUSTOMERS GROW,” 
by Briant Sando. It appeared 
first in an issue of the Sporting 
Goods Dealer published in St 
Louis, then in Sales Talk, where it 
was recalled to memory by Na- 
tional Blank Book Company’s new 
Pacific Northwest representative, 
Kenneth E. Dickensheet, and rec- 
ommended to us for proper re- 
broadcast as an excellent BUSI- 
NESS BUILDER. And so we now 
bring you the concluding section 

quote: 

The best way to bring back your 
old customers may depend upon 
why they left you 
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Some customers left because of 
faulty goods, poor delivery serv- 
ice, unavoidable shortages, differ- 
ences over credit, or trouble with 
unintentionally rude 
Salespeople. In each 
case, find out the rea- 
son, check your records 
or make discreet in- 
quiries. Make the cus- 
tomer “feel all right’ about such 
matters, and you’re back in the 
groove again. 





* * * . > * . 


Many, many month’s ago a re- 
lease over this network was a 100- 
word message that one of our 
South American readers sent in as 
an encore idea in payment for 
Business Builder No. 1950-27 
““TIME-SAVERS FOR YOUR 
SALES FORCE. Here is the re- 
broadcast, by request: 


POSITION WANTED 


I want a place in YOUR 
store. 


I will be one of your greatest 
workers. 


—_ 


will get new business for 
you every day 


I will always be on the job. 


I will be on hand before the 
store opens in the morning. 


— 


will stay and work for you 
after all others have gone. 


_— 


will always be enthusiastic 
about you. 


_ 


will tell everybody about 
you and your merchandise 
values. 


_ 


will increase your efficiency 
many times. 

won't ask for a cent of sal- 
ary. 


_ 


— 


am absolutely necessary to 
your business 


am the WINDOW CARD. 


* + ” » * > * 











_— 


AND NOW we come to the 
Terse Trailer department of our 
Business Builders televised O. A. 
page. Listen and look carefully; 
we know you'lllike it: 
“A man should work . 
eight hours and sleep 
eight hours, but not at 
the same time!” 
Office-efficiently yours, 

RALPH B. ORTEL. 


3b, 3 3B 


Office-efficiently yours! 
Ralph B. Ortel 
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Editorial 





OA 
"Office Appliances” in 1885 


@@ IN THE “Along the Trail” section in this 
issue (page 10) is the statement, ‘The word com- 
binations ‘Office Appliances’ and ‘Office Equip- 
ment Industry,’ of which there is no record of 
their having been coupled together until chosen 
for the title of this journal and for the industry 
it serves, have been made familiar terms in 
many lands.” The statement affecting “Office 
Appliances” is erroneous. Of that coupling there 
is a record in the historical files of O. A. The 
record is in the form of a photograph taken in 
1885 of a building in Cincinnati, Ohio, and a 
half tone print of the photograph in the July, 
1936, issue of OrricE APPLIANCES. On the side 
of the building was painted this conspicuous 
sign, “The Globe Files Company, Manufacturers 
of Office Appliances & Stationers Goods.” The 
Globe Files Company is now known as The 
Globe-Wernicke Co. 

The journal makes the record public, admits 
the slip of mental cogs, but holds fast to the 
claim of helping to make the two word couplings, 
“Office Appliances’”’ and “Office Equipment In- 
dustry,” as well as the title, The Globe-Wernicke 
Co., familiar terms in the market places of the 
world. 


_—_—_e1-.- 


eee 
ESSETLLIG! 


There is no more job to be done in 
America than to keep the sources of public opin- 
ion as free as possible from blocks and obstacles 

Committee for Economic Development 


> 


Hands Across the Sea 

@@ AS THE National Stationers Association 
prepares to hold its forty-fourth annual conven- 
tion at Chicago it is interesting to observe the 
similarity of problems in the American industry 
to those of the British. Just recently the Sta- 
tioners Association of Great Britain held its 
forty-fifth annual session at Glasgow, Scotland 

The span of years is practically the same for 
the two groups. But the comparison goes even 
further. 

Addressing the British stationers, Norman 
Jones, deputy chairman of the executive board, 
asserted “I can say that in this country the need 
for education in our trade is paramount. None 
of us, or at least very few of us, know our job 

And from J. W. Hamilton-Jones, Eversharp, 
Ltd., comes this statement which has a familiar 
ring to every member of NSA: “It is most im- 
portant that people behind the counter who are 
the last link between the manufacturer and the 
public should be a strong and serviceable link.”’ 
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Hands across the sea? Yes, and they clasp in 
common understanding. 

The best way for a man to to help his business, 
his nation, his world and himself is to grow per- 
sonally in mind, heart and spirit 

Wilferd 


_—_e<-—- 


Forty-first Annual Special 


Office Furniture Section 

&@ ONCE AGAIN OFFICE APPLIANCES presents 
with pride its annual office furniture section. 
Although the pictorial presentation may stress 
equipment in the modern mode the emphasis is 
placed on selling and display in effective fashion. 

Revealed in the pages of this special depart- 
ment is the store itself as the Alpha and Omega 
of profitable merchandising. Today, the need for 
furnishing an office in the comfort and distinc- 
tion comparable to that of a home has been well 
established. It has appealed to us, therefore, 
that the real service to the industry must come 
in pointing up the genuine sales potential which 
comes in effective window displays, store mod- 
ernization and scientific demonstration of the 
comfort obtained in a properly-fitted posture 
chair or a desk that really serves the needs of 
the man who uses it. 

Primarily this special office furniture section 
is concerned with a buyers’ market. It places 
the spotlight on intriguing the man who en- 
visions an office completely furnished in har- 
mony and utility. Office furniture is made to 
sell. How to sell it is still the No. 1 problem 


—_o—- 


A. Peterson 


The art of taxation consists in so plucking the 
goose as to obtain the largest amount of feathers 
with the least possible amount of hissing 


J. B. Bolbert 


NSA Convenes This Month 


@@ ADVANCE REPORTS indicate that the Na- 
tional Stationers Association’s annual conven- 
tion, its 44th, scheduled for Chicago again, will 
be another outstanding industry event. From 
Sunday, September 24, when the products ex- 
position will open, until Thursday, September 
28, when the annual golf tournament will be 
staged, the days will be replete with opportu- 
nities to learn, to play and to enjoy. Entry into 
a war economy period makes this year’s conclave 
of special significance. Speakers qualified to 
discuss the world situation in relation to the 
commercial stationery industry will in- 
tensely interested conventionites the last week 
of this month 


1665 


face 
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Here and There 


AFTER 25 YEARS, BEN RIBBON AND CARBON MAN 
ENJOYS HIS BIGGEST WRITES A BOOK 
THRILL IN GOLF Out of an experience of more 


By than half a century of intimate as 

Ma Tor ciation with the ribbon and carbon 

A Region N ndustry, Ira Cole has created a 

k that represent more than a 

} 2 ina ection t statisti accord 

Ma He ng to the ‘Sunday Star Telegram’ 

his home T Park Ridge, N. ai 

a history of ihe carbon paper 

* justry, and especially of the busi 

B Kea ness firm he has served, the Mittag 
& Volger Company. 

For more than 50 years he ha 

been an employee and an official 

f the concern. In fact, his entire 

iness life has been in connec 





tion with the company where he 


NOMDA TELEVISION WINNER went 5 work in the factory when 
PRESENTS SET TO HOSPITAL nly t age and continued 


inti nh retirement +h jc year. 
q 


C eS Ww 4h ¢irct hand knowledge 
. | 

at he writes of the early year 

DON paper manutacture and 


ish the Mittag 


+riiag + ectar 
Att oh 


& Volaer Company at Park Ridge. 
3 wr Hf; e t il We final y be- 
yme sales manager and vice-presi 
ot lay wae the lee ieee 

L, n 
Th ha ¢ rted Tt te 
t the beginnings of the industry in 
cn ] } rn ne ry) mn effort TO 
ANNA ; , ~ duce a oo the Unite 4 State: 
final perfection when Frank O. 
MA ttaa + k r } + + n i+ in 
fancy, and of its expansion in Park 
Ridae int 3 world-wide enterprise. 


Machine Com 
the Mittaa & 





AT PRESENTATION OF MOTOROLA 16-INCH TV TO CHILDREN’S PLAY- 


ROOM, COOK 


COUNTY HOSPITAL, CHICAGO, BY MRS. DARLENE CUSTER 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 

Pelican Pete was running for 
mayor of Birdland. He needed a 
platform. The old Big Mouth 
finally decided to run on the 
campaign slogan, “A gallon of 
milk for the price of a quart.” 
Of course, the dairy farmers 
kicked, but Pelican got elected 
because there were far more buy- 
ers of milk than sellers of milk. 

Pelican went to the dairy far- 
mers and said, “You can cut the 
price of milk by using milking 
machines because they will cut 
the labor cost. We'll stake you 
to the machines for free and 
you'll make more money selling 
a gallon of milk for the price of a 
quart than you are now making 
selling a quart of milk for the 
price of a gallon.” 

So farmers got the milking ma- 
chines and then birds all over 
Birdland bought cows to get free 
milking machines and to clean 
up a fortune in dairy farming. 
Soon there was so much milk 
here that they were dumping it in 
Crane Creek. Then the farmers 
cried, “We can’t make a living 
on the distress prices now exist- 
ing.” Pelican was up against it 
because so many birds were now 
selling milk that there were far 
more sellers than buyers. 

So, to keep in right with the 
most voters, he promised to have 
a law passed calling for “A 
quart of milk for the price of a 
gallon.” But just then the milk- 
ing machine company demanded 
payment for the machines Peli- 
can had bought. The treasury 
was empty. “Take back your 
machines,” roared Pelican. 
“They’re all wrecked,” said the 
company investigators. “We 
don’t want these old machines. 
We'll get a court order and take 
the cows to satisfy our claim.” 
This they did. Now Birdland is 
worse off than before. 

You can milk a crocodile 
easier than you can control 
supply and demand with po- 
litical promises. 


Very wisely yours, 
OLLIE THE OWL 
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Volger plant, and urged 
to write the book, giving hir 
of absence for three montt 

it at his home. It is uncertain 
whether the work will be | 

for general reading or n 


Park Ridge Sunday Star Tels 





THE LATE S. J. BURGOYNE WAS 
AUTHOR OF "| KNOW SOME. 
THING GOOD ABOUT YOU" 
On page 27 of the July 
Ralph B. Ortel’s ‘Business Bu 


feature, there were some stimulatir 


verses titled "| Know Some 
Good About You." At the e: 
peared the words ‘Auth 
known." 


The author IS kn wn. The th 
came from the mind of Si 
Burgoyne, founder and 
Sidney J. Burgoyne & S 
card manufacturers of Philadel; 
a., who died last Apri! 5. We 
happy to give credit to Mr. Bu 
and to Evelyn Gage Browne wh 
the ideas into verse for put 
in a fascinating little v 


"Friendly Fellow 





“CORNSTALK" PAPER IDEA 
HAD ORIGIN LONG AGO 


A few week: 
reports in the daily press at 
periments being made with ¢ 
of cornstalk and baaasse 
cane after being opr 
sugar). 

Experiments with these 
were made 50 or more yea 
One long connected with th 
trade has the impressi 
tion of the ''New Orlean 
newspaper was run on sheet 
from bagasse a few years | 
after the turn of the cent 
also has a rather taint 
that bagasse was used as fur 
mill and that its necessary 
ment by coal would minin 
that might come from 
any other purpose. 

The problem f oettir 
talk fiber to pulo m 
cussed in paper trade 
the experiments were mad 

Early in the fir T l¢ 
century a company wit! 
quarters in Chicag 
field with depithing ma 
operate near the grown 
the threshing 
wheat fields. The pr 
machines would be tw 
fiber, from which wa 
strong s sheet for genera 
and the pulp from the 
which it was hoped ¢ 
strong grease-proof sheet. 

In the company 


1g0 there we 


machine 
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A. B. DICK'S CHANDLER 
DIRECTS CHICAGO FAIR 
IN START FROM SCRATCH 


har 








KENT CHANDLER 


O 








WEAREVER’S AERIAL SALESMAN—A. C. Mueller, with sample case in hand, 
about to take off in his plane to cover his Texas, Oklahoma and Kansas territory 
for Wearever pens. He reports that his plane saves him many hours of tedious 
travel each year and helps him do a high-flying job of sales and distribution. 
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ation, 


York 16, N. Y 


sequence ten-kKey keyboard, 
new addi machine is especially designed for 
nal i i home use. Keys are touched lightly 
n normal er and the machine places the figures 
automatically in the proper columns. The Leader is 
portable bu irdily constructed. All parts are said 

highest quality and precision-built 
*yhout. The machine will list up to 9,999.99 and 
al Features for operating convenience 
lude aut tic sub-total, multiply repeat key, non- 
idd total ke} rrection keys and paper release lever 
It contains an adjustable paper roll holder for narrow 
wide roll nd the noise reducing plastic case is 
Underwood Fawn. 


Featuri e natural 


nea il lare 


HYPO-OILER 


, “ 
eS oa | 


827 W. 1 P Chicago 13, Ill 


In convenient pen form, this device is especially 

ig) jiling in the home, office and factory 

It is declared to be especially suitable for use by model 

railroaders, typewriter repairmen, tool and die makers 

isician tchmakers, sewing machine operators, 

ectri ephone repairmen, doctors, dentists, 

! hinists, printers and housewives. Fea- 

res il ear visible oil reservoir, an extra long 

ile for reaching the most inaccessible 

mechanism utilizing just a slight 

hamber for a light film of oil. The 

r pocket use, equipped with a clip 

Retail price is $1 and separate 

$.20 each. If not available at loca! 

Oiler can be purchased direct from 
above address 


Al i] e used 
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ECON-O-MATIC 





Hart Manufacturing Company, 
2400 Endicott St., St. Paul 4, Minn. 


The new Econ-O-Matic mimeograph, retailing at 
$29.95 is an automatic feed model which will accom- 
modate from postcard to letter size. Rugged in design, 
it incorporates such features as a self-contained re- 
ceiving tray, the Hart clothes-saver top and easy-clean 
hammered finish. A hand-made mode! of the machine 
was exhibited at the recent NOMDA convention in 
Chicago. Tooling on the new machine is now going 
forward and the firm anticipates making delivery to 
dealers during the last week in August 


MODEL 40-H ADDRESSER 





Master Addresser Company, 
6500 W. Lake St., Minneapolis, Minn 


The Model 40-H, a foot-operated unit, has been added 
to the line of addressers. Like the other Master Ad- 
dresser machines, it uses the spirit process method of 
addressing without stencils or plates. It is an extra 
heavy reinforced machine with case-hardened steel 
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gear, steel rack and feed lever, and heavy-duty bear- 
ings and spring. The specially-built stand has two ad- 
justable leaves with built-in weight to make it se? 
solidly when used. It is claimed that inexperienced 
girls, operating the machine for the first time, have 
addressed as many as 500 envelopes in 12 minutes 


FLAME-GUARD FILE 











Guardsman Safe Company, 
LaPorte, Ind. 


Fire tested at 1700 degrees for one hour, the new 
Flame-Guard file is insulated between each drawer. 
The “A” grade insulation has also been reinforced. 
Other features of the file include heavy ball-bearing 
extension slides, a positive lock compressor and chrome 
hardware. Inside drawer depth is 25', inches. Fin- 
ished in smooth baked enamel in green or gray, the 
Guardsman file is available with or without casters 


KLEAN-WRITE PERFORATED FILM STENCILS 





Frankel Manufacturing Company, 
1720 Araphoe St., Denver, Colo 


The firm has applied for a patent on the new Klean- 
Write perforated film stencils claimed to remove all 
objection to the ordinary film type of stencil. The new 
stencils are said to eliminate any possibility of glue on 
the operator’s hand or on the duplicating machine, or 
sticking together of stencils when filed away. After the 
stencil is cut, the film is torn off along the perforation 
line, the remaining film covering the glue line. Features 
of the Klean-Write Crystal (film) stencils are retained, 
such as non-glare, long runs, and sharpness of writing 
These new stencils are made in blue, green, white, yel- 
low and black. Samples and information on exclusive 
dealership plan are available from Frankel 
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MODEL 4900 DESK LAMP 





Industrial Lamp Corporation, 
Elkhart, Indiana 


The new standard desk lamp measures 112 inches 
high; over-all width is 20 inches. It uses the standard 
15-watt fluorescent tube. Fully approved by Under- 
writers’ Laboratories, Inc., the new lamp is finished in 
brown or gray. It weighs seven pounds and comes 
packed in individual cartons. Retail price is $6.95 


FILCONSEAL 
Nelsonite Chemical Products, Inc.., 
527 Ann St., N. W., Grand Rapids, Mich 

A new product of this firm is a furniture finish 
which is claimed to greatly reduce the number of 
finishing operations and the normal time element for 
wood furniture. It is said that quite a number of 
wood office furniture manufacturers already have begun 
using Filconseal on their products. It is sold in gallon 
tin containers, ready for immediate use 


MASO AIRE-TABLE 








Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill 


The square Aire-Table was especially designed to 
serve aS a small but useful all-utility table with the 
top available for use when the safe, rubber-bladed 
fan is in operation and the removable lower shelf 
also adapted for use when the fan is not operating 
The features of the table, 16 inches square and 18 
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Modern mimeographing 


is balanced duplicating 


Modern mimeographing gives you a// the dupli- 
cating essentials—easier operation than ever be- 
fore, versatility, speed, maintained legibility, and 
low over-all cost—with no sacrifice of one for 
another. That’s why modern mimeographing is 
BALANCED duplicating. All A. B. Dick mimeo- 
graph equipment and supplies are for use with 
all makes of suitable stencil duplicating prod- 
ucts. For complete information, write A. B. Dick 


Company, 5700 Touhy Avenue, Chicago 31, Ill. 


mA:B: DICK 


A THE FIRST NAME IN MIMEOGRAPHING 








inches high, include operating safety for the fan 
without the use of guards, studio quiet operation, 
beautiful hammerloid finish for the steel, quality- 
built table in office gray or walnut finish. The fan is 


two-speed rubber bladed, 110-120 volts, 50-60 cycles, 


A.C. only 


JET-50 DESK LAMP 





The Mayfair Company, 
315 N. Desplaines St., Chicago 6, Ill 


Newest addition to the desk lamp field, the Jet-50 
desk lamp features modern design at a moderate price 
of $6.95. A special shade has been thoroughly tested 
for throwing maximum illumination over the working 
area. The lamp utilizes a 15-inch fluorescent tube and 
all parts are UL-approved. Over-all height is 11% 
inches and the base is formed of a heavy non-tip 
casting. The Jet-50, weighing 7'4 pounds, is available 
in green, maroon, walnut or metallic gray. Packed one 
to an individual carton. 


WOOD CHECK RACKS 








Stempel Manufacturing Company 
2830 Roberta St., Dallas 16, Tex 


Built of laminated wood and highly finished this 
new counter check rack is 10% inches high. The base 
is 6 x 10 inches. Six slots were designed for positive 
alignment of checks and to assure visibility. The ends 
are closed to prevent disorder 
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EIGHT-COLOR INK ASSORTMENT 





Higgins Ink Company, Inc., 
274 Ninth St., Brooklyn 15, N. Y 


ink item is the eight-color assort- 
ment of Higgins drawing inks in trial-size bottles, 
handsomely boxed. The set is declared to be suitable 
for the “man in the street” as well as artists, students 
or hobbyists. It will retail at $1.20, This is the first time 
that Higgins has bottled colors for domestic consump- 
tion in smaller than the standard three-fourths ounce 
desk size. The bottles are stoppered with Higgins new 
translucent polyethylene stoppers through which the 
color in each bottle may be seen 


A new drawing 


STAMP VENDING MACHINE 





Commercial Controls Corporation, 
1 Leighton Ave., Rochester 2, N. Y 


The Profit Model stamp vending machine, completely 
automatic, is offered to the public, to be placed where it 
will enable customers, guests, tenants or employees to 
buy unlimited quantities of postage stamps when and 
where they are wanted. The customer simply inserts 
the proper coin in the correct stamp denomination slot 
and the stamps are ejected quickly and quietly. Rolls 
of 500, 1,000 or 3,000 stamps are used, the coils pur- 
chased at any United States post office. In the rear of 


each stamp unit there are counters to record each 
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PANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 






There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 
for a specific purpose, is planned and 
produced by skilled technicians working to 


a careful formula. These are PRECISION 





ribbons and carbons... and that is why 


their national popularity grows. 





ad | Ebony Hectograph 
/) f? | 


| Produces jet Mack copies on 
Wig pe y b, ; 


any spirit duplic aling machine 
MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N. Y. | 


Coast to Coast Distribution 


eae requires no spec ial fluids ove 
no of fset aes handles C-L-E-A-N 


SAMPLE SENT UPON REQUEST 





CARBON PAPERS - HECTOGRAPH + UNI-MASTERS = INKED RIBBONS. 
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transaction up to 99,999 and then automatically begin 
a new cycle over again. The machine is equipped with 
a sensitive detector to eject spurious coins. Weight of 
the machine is approximately 196 pounds and the floor 
space occupied is 21 x 14 inches. The company also 
manufactures a model that dispenses postage stamps 
at face value. 


DESK SET ACCESSORIES 
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Gift Craft Leather Company 
350 Livingston St., Brooklyn 17, N. Y 





The company is offering a newly-designed line of 
smokers’ items and desk accessories to match its No 
1050 series, executive desk set line, open stock. These 


are made of select top-grain upholstery cowhide leath- 
ers and are hand tooled in 24K gold. They are avail- 
able in all colors. Included are a lamp with fibre glass 
shade, a wood frame octagon basket, a heavy card- 
board round frame basket, cigar humidor, ash tray 
on base, book ends, cigarette box, screen top ash tray 
with lighter combination, an ash tray with lighter 
and cigarette drawer, a square block lighter, and ash 
trays in four- or six-inch screen top 


GRIP-A-FONE 





. 


Chicago Specialty Manufacturing 
2634 N. Laramie St., Chicago 39, Ili 
The Grip-A-Fone is claimed to be long enough so 
that the user need not bend his neck. It rests correctly 
on his shoulder and doesn’t make necessary talking 
out of the corner of his mouth, says the manufacturer 
Made of black hard rubber, it will not mark fabric 
Display easels are available for saleS promotion 
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NO. 265-T COCKTAIL SMOKER 








Valco Company 

2937 Sheridan Ave., St. Louis 6, Mo 

has an over-all 
of 16 inches 


This aluminum cocktail smoker 
height of 24 inches and tray diameter 


Base diameter is ten inches and tray height is 22! 
inches. Shipping weight is 13 pounds. These stands 
have wearing surfaces coated with clear, burnproof 


lacquer. All ashes disappear by depressing center knob 


DEX PAPER TRIMMER 





Dex Trimmer 


Los Altos, Santa Clara Co., Calif 

Shown above are four of the main features of the 
Dex trimmer: 1. Graduated brass rule; 2. Protective 
housing for cutter; 3. Oil sealed, ball-bearing, rotary 
cutter, and 4. Twin guide rails to insure accuracy 
The 24-inch square hardwood baseboard is scored in 


which runs across the 
with accuracy down 
steel bar, that can 


14-inch squares. The metal rule 
top enables the operator to cut 
to 1/16 of an inch. A removable 
be reversed or turned in case of damage, extends from 
the top to the bottom of the cutting edge. This pro- 
vides four lower cutting edges without extra expense. 
A metal carrying handle is attached to the outer edge 


of the baseboard. Twin rails, held at each end by 
standards securely bolted to the board,- are said to 
guide and hold the cutter rigid against the cutting 


the baseboard. The cutting carriage houses a 


edge ol 


OFFICE APPLIANCES, September, 1950 





Smith-Corona 








Loworld’s Fastest 
Portable Typewriter! 


2» Portable voted Best 
by Typewriter Dealers!’ 


x i n independent nationwide 
survey 1) Typewriter Dealers 
Preferen for Smith-Corona is more 
Detaul 
ONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
oF, ( } @ Lypet ers, { ) Mia j mes, | ivid Dut li ators, Rz and Carbons. 
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highly tempered, heavily beveled rotary cutting wheel 
which is attached to a ball-bearing axle. This axle 
is geared to the ratchet on the underside of the lower 
guide rail. As the carriage is moved in either direction, 
the wheel revolves against the steel edge of the base- 
board. The heavy bevel on the outer side of the cut- 
ting wheel inclines the cutter to hug the steel edge 
of the baseboard 


A.I.D. SORT-O-FILES 





Associated Industrial Designers, 
1248 E. Sixth St., Los Angeles, Calif 


Adding to the desk-model line of A.I.D. Sort-O-Files, 
the manufacturers have announced new larger ca- 
pacity units, also of the hinged leaf type for hand 
sorting of office cards and papers. Up to the present 
the line has consisted of 21- and 31-division sorters 
Now the makers are prepared to furnish desk models 
with 56, 60, 70 or 100 divisions in either standard, 
alphabetical or special indexes to meet customers’ 
needs and in both the card and letter sizes. Sort-O- 
Files are also constructed with rigid, aluminum up- 
rights of 20 divisions in card and letter sizes. R. B 
Larter, who heads A.I.D., advises that his company 
will in the near future present a shuttle carriage 
type, large capacity sorter, the tools for which are 
nearing completion 


KING LABEL GUMMER 





King Sales & Engineering Company, 
210 First St., San Francisco 5, Calif 


This nine-inch gummer was designed to apply ad- 
hesive at a carefully controlled uniform temperature 
to ungummed labels on jobs where maximum adhering 
tenacity is required, and for all adhesives which re- 
quire heat at the time of application to the label 
surface. The glue pot is surrounded by a water jacket 
in which the water is heated to any desired degree 
from room temperature to boiling point, through an 
adjustable, thermostatically-controlled heating ele- 
ment. Such a method is declared to apply a uniform 
heat to all areas of the glue pot and prevent any hot 
spots which would locally burn or break down the ad- 
hesive. A bulletin, F9-HTR, is available from the com 
pany. 
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ILLUMINATED COLOR PICTURES 
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ed yes 





Helms Products, Inc., 
100 S. W. Lexington, Grand Rapids 4, Mich 


Helmscene is the name given to the illuminated 
magic color pictures now being offered. Until recently 
these pictures were available only in the style trend 
metal frames measuring 27 x 34 inches. Newly intro- 
duced is a wood frame, 23 x 26 inches in maroon, 
pastel blue, French gray, natural, light green, char- 
treuse, white tone natural or mahogany. There are 
15 subjects from which to choose in this smaller size 
Another frame now available is 5% inches wide in 
massive mahogany, walnut or a bleached finish 
The latter frame comes in the large size Helmscene 
measuring 30 x 37 inches. Subjects of the pictures 
include water, sporting and religious scenes 


LITEMASTER EXECUTOR 





Art Specialty Company, 
3245 W. Lake St., Chicago 24, Ill 

A union of time with light is claimed for this new 
product, a fluorescent desk lamp combined with a Tele- 
chron electric clock to bring smartness and utility to 
the office, home, club or hotel. The desk lamp stands 
143, inches in height and consists of a die-cast base 
6144x914 inches and a steel shade 18 x 414 x 2! inches 
having a washable porcelain white enamel reflector 
The clock is 34% inches in diameter and is imbedded 
in the upright section of the base. The entire unit is 
finished in either royal statuary bronze or warm gray 
with brass trim. The Litemaster Executor is equipped 
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STUDENTS! 

Get these 23 famous 

“office-typewriter’ features in this 
Royal Portable! 


FOR ONLY 


*69.5 


PLUS TAX 






Your used typewriter is worth money. See your dealer about trading it in! 


Low, pay-as-you-go weekly 
or monthly terms can be arranged 


ROYAL PORTABLE TYPEWRITERS 


Made by the world’s largest manufacturer of typewriters 


Big back-to-school promotion! Get your share! 





This ad appears LIFE Magazine, September 4th, display cards up front and keep ’em there! Check your 
vitl ore | llion readers stock of Royal Companions! 

it » appears in SEVENTEEN for September. REMEMBER! You've got powerful advertising, featuring 
SCHOLASTI( ODAY’S SECRETARY, and other one of the fastest-selling portables on the market, and 
n lt rive business your way. BUT. . it is priced attractively! . Only $69.50! 

/ { this business Ou Ve got to stop 


ocal tie-in ads. Utilize the traffic-stopping RO ' a L 


window display! Put up the window streamer! Get those World’s Largest Manufacturer of Typewriters 
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with two standard 15-watt T8 fluorescent tubes and RUBBER-MARKING CRAYON 


operates on AC current only, by means of a handy ; 

: Josep} ‘on Crucible Company, 

ates enlteth epn Dix n Cruci le Company 
Jersey City 3, N. J 


The Dixon rubber-marking crayon added to the wax 

MASSERATOR crayon line is declared to offer numerous new rubber- 
marking advantages to those who need this type of 

product—in police departments, automobile service sta- 
tions, tire outlets, tire factories and rubber molding 
concern. The five-inch length, one-half inch diameter 
and hexagonal shape fits smoothly into the hand. It 
is now available in red (No. 1640), blue (No. 1641) 
vellow (No. 1642), white (No. 1643) and black (No. 1644) 


ALUMINUM DURA-CLIP BOARD 





Western Reserve Laboratories 
1438 St. Clair Ave., Cleveland 14, Ohio 


The Masserator, a standard office machine that 
is said to completely destroy papers and letters faster 
than fire, is now available in a deluxe floor stand 
model. By grinding to shreds discarded letters, agree- 
ments or other valuable papers the machine can 
eliminate the problem of confidential information 
going astray. Operating on either A.C. or D.C. current, 
the machine stands 34 inches high, 14 inches wide and 
11 inches deep. Assembled at the factory, the Mas- 
serator is designed for noiseless, easy operation and 
does not accumulate dirt or dust. The motor is 1/3- a ; 
horsepower and the rollers are constructed of oil- Dura-Chp VOMPENy, Inc., ee ae 
hardened steel with special tensile strength aluminum %992 Frankfort Ave., Louisville 7, Ky 
castings. The paper opening is said to be small enough 
to prevent foreign matter from entering the machine 








Developed for use in business, home and in the field, 
this clipboard made of aluminum, size 92 x 12! 
inches, has a suggested retail price of $1.25. Features 
include etched and annodized finish that will not show 
FIGUREMATIC finger prints, light weight, replaceable clips and easy 
attachment of papers. An extra clip on edges of board 
can be used to hold papers when the board is carried 


outdoors 


FLEXO LAMP 





Marchant Calculating Machine Company 
Oakland 8, Calif. 





The Figurematic model is said to be the only calcu- Flexo International Corporation 
lator in the low-cost price range with simultaneous 3245 W. Lake St., Chicago 24, Ill 
automatic multiplication. The manufacturer states 
that since more than half of all figuring done on cal- The portable desk model Flexo lamp comes equipped 
culators is multiplication, the new machine has been with rubber bumpers to prevent marring desks. 
designed to meet the needs of small firms whose vol- Grooves are designed in the base for pens and pencils. 
ume of figure work does n y a high-priced The double arm extends 32 inches. Approved by Un- 
calculator derwriters Laboratories, the lamp is finished in over- 


+ + + 
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Be sure to visit M&V booths 15 and 16 
Stevens Hotel in Chicago 


September 24-28 


MITTAG « VOLGER. INC. 


PARK RIDGE. NEW JERSEY 


Tine Carbon Papers and Guked Ribbons Since (88/ 
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fired statuary bronze or warm gray. The reflector is 
white porcelain. The lamp uses the standard T8 15- 
watt fluorescent tubes. 


NON-SUSPENSION FILE 





Welham Metal Products Company, 
Michigan City, Ind. 


Featuring dull chrome finished hardware against 
olive green or metallic gray baked enamel, this new 
non-suspension file is available in letter or legal size 
in the two-, three- or four-drawer model. The bottom 
is fully closed and comes equipped with hardened ball- 
bearing rollers. Drawers are designed with a positive- 
locking compressor. Both drawer and case slides are 
16-gauge steel. 


GESTETNER INKING FEATURE 





Duplicator Corporation, 
Division of Gestetner, Ltd 
50 McLean Ave., Yonkers, N. Y 

A new principle for the Gestetner duplicator em- 
bodies the use of a paste-ink somewhat like that 
used in a printing press. The ink is packaged in a 
large flexible tube which is merely clipped into the 
machine and vacuum fed to the dual cylinder printing 
system. This does away with the pouring of liquid inks 


aa 


BUTLER-ETTE 





Skinner & Kennedy Company, 
416-418 N. Fourth St., St. Louis, Mo 


This new ash tray in 24-karat gold plate is declared 
to add a rich-looking touch to any office. It has a 
leatherette band in a variety of complementary colors 
and features a new safety disposal principle. Cigarette 
ends and ashes are placed in the tray; the Butler-Ette 
is then lifted slightly, allowing the ashes to drop into 
the bottom compartment. Disagreeable fumes and 
odors are locked in the large bottom receptacle. 
Emptying is made easy by merely unscrewing the base. 
Gift boxed, the item is made to retail for $4.95 


COSCO “FINGER-LIFT’ POSTURE CHAIR 





Hamilton Manufacturing Corporation 
Columbus, Ind 


The firm’s new line of posture chairs features the 
‘Finger-Lift” adjustable seat in Models 15-B, 15-C, 
16-B and 16-C. The seat can be raised from 17 to 20 
inches by lifting it lightly. It can also be lowered and 
locked within this size range through the use of a 
control lever beneath the seat The Cosco posture 
backrest is adjustable up and down for height, in or 
out for depth of the seat or it can be tilted to follow 
the movement of the user’s back. On Model 16-B the 
seat measures 17 x 1434 x 3% inches and is saddle 
shaped to fit the natural contours of the body. It turns 
on a lifetime-lubricated bearing. Both seat and back 
are upholstered in perforated, tloth-backed vinyl in 
brown. Washable upholstery is fas- 
with removable clips to permit easy 


maroon, green OI 


tened to the seat 
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Invincible 
a Carbon Paper 
and Ribbons 
@ DEALERS SAY... “Remington Rand @ CUSTOMERS SAY... “Now I buy all my 
gives me a fitable dealer line of carbon typing and duplicator supplies from my 
ap bbe ne ics Ss = > g >. = . = 4 Character 
paper, rib! 1 duplicator supplie Remington Rand dealer. He offers me a Carbon Paper | 
priced for quick turnover, Its completeness complete selection plus high quality at and Ribbons 
allows me ipply all of my customers’ reasonable prices — and I’m getting con- 
needs — and they're forming the profitable sistently good results from Remington 
habit of con back to my store knowing Rand products. I know I can really de- 
they can find t what they want at a price pend on them. Yes, the answer to all my Everlasting 
a at os ‘ ; : . Carbon Paper 
they can afford to pay! . That’s real supply problems is right in my dealer's and Ribbons 
dealer satis} store’...That’s real customer satisfaction! 
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REMINGTON RAND SUPPLIES ARE BEST FOR YOU...AND YOUR CUSTOMERS! 


Remington. Frand 


DEALER 
SALES 
DIVISION 


invincible Supplies 


Remington Portable Typewriters 
TOPflight Adding Machines 


Victor Safe and Equipment Products 


315 Fourth Avenue, New York 10, N. Y. 
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Please send me information on the complete Remington 


Rand dealer line of typewriter and duplicator supplies. 
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upholstery changes. An inch of cored and molded foam 
rubber pads the seat, while the 

Tufflex. The new chairs are of 
tion and are fitted with hard rubber casters 
enamel finish 


back is padded with 
ubular steel construc- 
They are 


available in a gray 


V.P.D. FLIP-FILE 





Joshua Meier Company, In¢ 
153 W. 23rd St., New York 11, N. Y 


A leather file folder with transparent acetate enve- 
lopes, the V.P.D. Flip-File is introduced for use by 
salesmen and executives as a portable file. Made of 
genuine saddle-stitched Pigrain in tan and black, Flip- 
File holds one or two trays of 25 cellulose acetate 
envelopes hinged about one-fourth inch apart. The 
user merely runs a finger down the envelopes and then 


flips them open to the fact or photo desired. A total 
capacity of 100 cards or photos is possible. The device 
comes in 11 popular sizes, with the 3 x 5-inch index 


card size retailing for $3.50 and the 23, 414-inch 


photo size for $2.75. 


THIRD POSITION FOLDERS 





Louis H. Farber Company, 
31 E. Congress St., Chicago, Ill 


Hang-A-File third position folders, now being intro 
duced, are available in letter, legal, invoice and x-ray 
sizes in Redrope, gray and tan. Designed for greater 
visibility and placed at a 45-degree angle, the acetate 
cellulose window is said to bes n-inflammable. An- 
other feature of the new well 
as the fifth position model, is the adjust 
metal tab. 


third position folders, as 


ability of the 
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INSULATED SAFE FILE 





Schu 


Lafayette, 


ab Safe Company, 
Ind 


Available in letter or legal size in one-, two-, three- 
or four-drawer models, the new safe file has passed the 
fire protection test at 1700 degrees for an hour. Files 
have been drilled and tapped so casters can be at- 
tached whenever desired. The baked enamel finish 
comes in green or gray. Additional features include 
“A” grade insulation that is reinforced, panel type 
drawers with modern hardware, heavy ball-bearing 
extension slides, 254, inch drawer depth and a positive 
] 


lock compressor 


SAND URN MODEL NO. 170 





Corporation 


29 ur «¢ } of 
2201 W. St. Paul S 


Chicago, Ill 


rhe new has solid pressed steel construc- 
tion and chrome-plated top and trim with six orna- 
mental buttons. The top is removable for sand storage 
container. Body is finished in baked-on 
hammertone enamel. These are available in 
(Turn to page 102, please 


sand urn 


inside the 


washable 
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CHICAGO 


A CORDIAL INVITATION 


To All Dealers Attending the 
NATIONAL STATIONERS CONVENTION 


September 24 to 28, 1950 


To visit the Wilson Jones Plant—the largest of its kind. * You 
will be interested in seeing our plant in operation; renewing 
old acquaintances; most of all, we should like you to meet 
our personnel. * Drop a line beforehand or come to our Con- 


vention Booth and we will arrange to bring you to the plant. 


WILSON JONES Co. 


jSENERAL SALES OFFICES 


NEW YORK KANSAS CITY, MO. 
122 E. 23rd Street CHICAGO 816 Locust Street 
ELIZABETH 3300 Franklin Bivd SAN FRANCISCO 


1000 So Elmora Ave. 234 First Street 
MAIN PLANTS, CHICAGO AND ELIZABETH, N.d 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 





Manchester, August 1, 1950. 


An interesting exhibition was held in July at Man- 
chester showing products manufactured by the Mul- 
divo Calculating Machine Company, Ltd., 49 Queen 
Victoria St., London, E. C. 4 

These attracted more than a little attention because 
of especial application to Britain’s textile industry, 
where the somewhat involved payment of operators, 
according to number of “picks,”’ requires machines to 
do the job quickly and efficiently and yet at the same 
time remain compact and portable 

The company has more than 50 years of experience 
and a high standard of perfection has now been 
achieved, which has definitely established the ‘“Madas” 
machines in the world markets and made its contri- 
bution to the high reputation of the Swiss precision 
industry. 

The company claims there is a calculating machine 
produced by them for every conceivable purpose and 
to suit all individual requirements 

On view was the Madas “super-automatic’ Duplex 
Model ATZ which, as the name implies, is fully auto- 
matic in all its functions 

It is fitted with accumulating dials for storing inter- 
mediate products and by means of a double product 
and multiplier register, individual products and mul- 
tipliers appear in one set of dials while their total 
accumulates in the the other set of dials. These com- 
plimentary registers can be disconnected by means of 
a lever for single-purpose working of the machine 

In the event of failure of the electric power supply, 
all models can be hand-operated 

The Muldivo-Britannic machines were on view and 
also the Adderia adding-listing machine, with direct 
subtraction, along with many other machines produced 
by the company. 


New Secretary Is Appointed 


Clifford C. Edwards, F.C.C.S., is no longer the sec- 
retary of the Typewriter (and Allied) Trades Federa- 
tion of Great Britain and Ireland, the new secretary 
being S. E. Wood-Higgs, A.C.I.S. A.C.C.S 

This organization is a most progressive one, indeed, 
and readers of these notes will recall the reference 
made to the Chubb’s safes at the recent Manchester 
Exhibition and the emphasis on the need for a good 
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Safe because of the burglary prevalent these days in 
post-war Britain 

Now comes news of a system operated by the T. T. F. 
designed to outwit the burglar who regards typewriters 
as pickings worth the taking. 

The system may be regarded both from the national 
standpoint and also the local position. Let us, there- 
fore, consider the local position first, as it was related 
to me by the Honorable Secretary of the Lancashire 
and Cheshire branch of the T. T. F., C. Hadley, Jr. 

Assuming a typewriter is stolen in the area covered 
by the Lancashire and Cheshire branch, the first thing 
which happens as soon as the loss is discovered is a 
phone call by the police of the district concerned to 
Mr. Hadley, informing him of the loss. Meantime, as 
is known, typewriters carry serial numbers, and the 
members of the local association have a record of the 
number from the original sale of the typewriter, or 
when repaired 

The job of Mr. Hadley is then to notify the members 
of his association in the area that such and such a 
typewriter has been stolen. This is done, not by his 
ringing laboriously all members, but passing on the 
information to No. 2 (Mr. Hadley being, of course, No. 
1). No. 2 then rings No. 3, and so on until in a short 
time and with only the expenditure of one phone call 
each, all the members are informed 


Contacts Are Soon Made 


Meantime, for those members in remote areas or in 
small towns, a letter is sent by express mail to inform 
the local organizer of the position and he then con- 
tacts his local members on the same principle. Soon 
the whole of the area is prepared for any typewriter 
which may be stolen and brought into a fellow re- 
tailer’s establishment for sale. 

Of course, if the theft has taken place from a re- 
tailer, the position is much more simplified since the 
serial number is then known at once and the police 
inform Mr. Hadley in the same way 

However, with typewriters supplied in Britain, a 
note is generally kept of serial numbers of typewriters 
to guard against such contingencies 

Meantime, nationally, the scheme operates in col- 
laboration with the criminal records’ office of Scotland 
Yard and His Majesty’s stationery office. 

A printed list is circulated to all members each 
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With an IBM Electric Typewriter, your secretary will turn out the 


most beaut ind distinetive-looking work you've ever seen. Wher- 

evel tters go, their fine appearance will reflect credit on you 
ympany. 

You tary will type faster, yet actually use far less energy 

doing s be able to devote more time to other important work. 

So n xclusive time-saving, money-saving features are yours 


h an IBM Electric Typewriter, you'll certainly want to investigate 


its ad tages vithout delay. 


Electric Typewtitbu 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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The Executive* Model IBM Electric 
Typewriter produces work with the 
appearance of a printed page. Even 
right-hand margins. Choice of 5 
type styles. Saves typesetting costs. 


*Trade-mark 


ee Peeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


IBM. Dept. AP 
590 Madison Avenue. New York 22. N. Y. 


& I'd like to see a demonstration of 
the IBM Electric Typewriter. 


Please send brochure. 


Name ple tne print) 


CLompany 





Address 
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month and by this means, nationally and locally, 
every endeavor is made to reduce the loss which did 
take place annually through typewriters being stolen 

Apropos the Lancashire and Cheshire Branch of the 
T. T. F., an interesting ceremony took place the last 
week of July—-the presentation to the retiring chair- 
man of a silver rose bow] 

The retiring chairman was Henry 
Jenkinson and Son, Liverpool. Mr. Jenkinson is one 
of the veterans of the trade and today, at 70 years of 
age, can look back on a lifetime in the business 

He first entered the trade in 1900 and throughout 
his long career has always been a firm believer in 
trade unity. 

His business in Liverpool 
whole of the kingdom and his 
the T. T. F. as chairman of the Lancashire and 
Cheshire Branch has been marked by an extension 
of membership and a close grasp of the problem 
affecting the trade at the present time 

At the ceremony, Mr. Jenkinson commented on the 
position of the trade today compared with 50 years 
ago. He believed that the office equipment industry 
would grow in strength and noted the rapid strides 
which Britain had made since the Second World War 
in developing her office equipment and typewriter 
manufacturing industries 


Jenkinson of H 


known throughout the 
term of office with 


Began Work in 1891 


In actual fact, when referring to Mr. Jenkinson’s 50 
years in the trade, this concerns only the period when 
he established his own business. In point of fact, this 
“Peter Pan” of the industry in Britain actually began 
work on typewriters nine years before—in 1891! 

News is at hand of the next Business Efficiency Exhi- 
bition. This will be the thirty-sixth such exhibition 
and is to be held this year at the City Hall, Manches- 
ter, from September 6 to September 16 

Organized by the Office Appliance Trades Associa 
tion of Great Britain and Ireland, it will occupy 30,000 
square feet and nearly 80 firms will be participating 

Many new apliances are to be exhibited for the first 
time and specially featured will be machinery and 
systems adapted to meet the needs of all organiza- 
tions, large and small 

At the present time, there is no actual advance news 
of next year’s “Festival of Britain” year as it concerns 
office appliances and business equipment, but I am 
given to understand the office equipment industry will 
be all out to publicize itself both at the B. I. F., and 
elsewhere, in view of the many overseas visitors who 
are expected. 

The “Festival of Britain” aims at 
ress made by Great Britain in the period of 1851-1951 
The year 1851 was the year of the Exhibition 
when the Crystal Palace was erected for the purpose 
of housing the Exhibition and next year it will be 
centered in the specially-erected buildings on the 
south bank of the River Thame 

In addition to the actual festival itself in London 
there are to be displays and smaller festivals arranged 
in all principal cities and towns and, as stated. the 
office equipment industry is to be in the forefront 


showing thé prog 
& 


Report on Comet Stapler 


aple r which 
that 
packing 


Good reports are heard of the Comet s 
is manufactured by Rexel and many retai 
an additional selling point is the transparent 
of reinforced cellophane 


ers Say 


This enables the stapler to be in stock for any 
length of time with no deterioration and also it is 
particularly useful for window displays, since there 


is no need to take the article from the packing 

It is another indication of how attention to pre 
sentation and “eye-appeal”’ repays in additional sales 
even in a commodity which may not have the tra- 
ditional “glamour” associated with t requisites 


+ +7 
Olle 
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AT 1950 BRUSSELS FAIR—Mr. Busquin, Cabinet Chief of the 
Ministry of Economic Affairs, looks over the Smith-Corona 
display of Ets Hermant, exclusive Smith-Corona distributor 
for Belgium. Mr. Hermant is standing behind Mr. Busquin. 


8 pe 


OFFICE EQUIPMENT SHOWN AT MILAN FAIR 

The Milan (Italy) Fair during its 28 years never, 
attained such a success as it did for the most recent 
exposition with 8,000 displays from 42 nations. Occu- 
pied were 59 pavilions with a display space of about a 
million and a half cubic meters 


Total attendance, from Italy and other nations, was 
estimated at more than three millions and in this 
great Italian market improvement of industry could 


be witnessed 


Italy Succeeds with Products 
Italy has succeeded in competing with industry 
from abroad, manufacturing such items in the office 
appliance field as electric and hand typewriters, add- 
ing machines, duplicating machines and cash regis- 
ters, calculating machines and even office furniture. 


currency steadiness 
best foreign com- 
calculating 


still very 


The beginning of a period of 
has permitted the appearance of the 
especiafy in accounting and 
machines. Custom duties and freights are 
high, however, and national restrictions are still on 
barring the development of a battle for decline in 
prices in order to intensify sales 

As a matter of fact, we have 
prices of the American firms are still higher 
those of Italy by 25 per cent for typewriters, 30 per 
cent for the adding machines and non-writer calcu 
lating machines. In the latter division ‘(Sumlok), the 
English firms are in competition with the Italian Addi 
CaicoO 

In the 
aency to a certs 
American firms in 
are technically at the same point as before 
A large introduction of American billing 
keeping has bridled the European 


petitors, 


found out that the 
than 


macnine nhlela a ten 


noted for the 


automatic calculating 
iin price reduction was 
contrast to the European ones that 
the wa 
and book- 
machines prices 
Show Punched Card Machines 
Regarding the punched card machines, it is 
sible to make a correct comparison because the mo 
nopoly of the field by the American firms. During th 
Milan Fair the Bull system (France) competed with 
the IBM and Powers machines 
with the American billing and 
Burroughs, Underwood Sundstrand 
National, Remington Rand and Elliot Fisher—were the 
European Rheinmetall, Mercedes, Astra, Continental 
(Russian zone), Torpedo (German), Logabax (France) 
and Olivetti Audit (Italian). 
American-made calculating 


Competing DOOK- 


keeping machines 


and adding macnines 
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YUL PROHIY... 


when you Sell the Liberty Line! 








Liberty 
Record Storage Boxes 
25 stock sizes 
Special Sizes Made to Order 


















e All Liberty products are “repeaters.” 
¢ Comprehensive dealer promotion plan 


e Liberty products nationally advertised 
in leading business papers 


Trained field representatives to help 
you sell 


Liberty 

Storage Binders 

12 Stock Sizes 
Special Sizes Made to Order 


e Coast to coast distribution 


¢ Free selling helps 


Liberty 
String -tie Binders 
Made to order any size 


All items bring volume sales at profit- 






able margins ' 
r\/ 
Over 90,000 steady Liberty customers \ Vv ] 
\ - 
et oO ae 
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Liberty Telescoping 
Self locking Binding Posts 
7 lengths 

>», Each expands 50% 


Liberty Copyhoider 
Lowes! priced—ali metal 


Wood Shelving ~ . 1} i 7 
se of too | L ~— 
~~ ++ — j 
a «Tt Se 
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NOW. ion Osterbrook 


AMERICA’S FIRST PEN MAKER 


OUR BIGGEST CAMPAIGN OND 
FEATURING A 10-DAYIE 


Never before have you had such a whopping big campaign back of 





Esterbrook Desk Sets. There are more magazines being used, more adver- 
tisements in those magazines. There are four-color ads, two-color ads, 


black and white ads... all devoted to desk sets exclusively. 


There’s a SPECIAL CAMPAIGN, too... directed specifically to your big 
commercial customers. This campaign features a FREE 10-DAY TRIAL 
of a Dip-Less 444 Set. 





I. A commercial user of desk sets reads our ad, clips coupon, 


; fills it in and mails it to us. In the coupon he names his 
HERE S HOW regular stationer. 
THE 2. We ship him a Dip-Less 444 Set immediately and notify that 


stationer. Set is billed the stationer at his regular discount. 
FREE TRIAL 3. At the end of ten days the stationer checks with trial user. 
PLAN WOR KS 4, Trial user either keeps set—in which case he pays the stationer— 


OR 5. Trial user returns set. The stationer returns it to us for credit. 





FREE TRIAL BREAKS THE ICE... 
MAKES ADDITIONAL SALES EASIER — 


One Dip-Less Set in an office invariably leads to more. The Free 


eeeeeeeeeeee ee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeene ® 


l'rial gets the first set in. From then on, it’s easier to make regular 


idditional sales. 


HOW’S YOUR STOCK? Make sure you’ve enough 


tock to carry you through. You can’t make the sale if you don’t 


have the merchandis« 
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(DESK SETS... 
‘FREE TRIAL 
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™ © om 
THE BIG DnpsLess: ADVERTISING SCHEDULE 


FULL COLOR ADS 


FULL | TIME Oct. 16 
PAGES (NEWSWEEK Oct. 2 
TWO-COLOR ADS 
TWO }/PURCHASING Sept.* Nov.* 
PAGES (BURROUGHS' CLEARING HOUSE Sept.* Nov.* 

FULL 
PAGES FORTUNE Oct. Nov. 


BLACK & WHITE ADS 


TWO j}OFFICE MANAGEMENT 
PAGES | AND EQUIPMENT July* Aug.* Sept.* Oct.* 


Supporting Space 
TIME July 3 July 31 Aug. 28 Sept. 11 
NEWSWEEK July 10 Aug. 7 Sept. 18 Oct. 30 


. NOTE ~ All the above ads are devoted to Esterbrook Desk Sets exclusively. In addition to the above, 
oe ndicates FREE TRIAL OFFER is featured. however, Esterbrook Desk Sets are prominently featured in the big 1950 Esterbrook advertising 
® campaign in general magazines such as LIFE, SAT. EVE. POST, COLLIERS, AMERICAN MAGAZINE, 

NATIONAL GEOGRAPHIC MAGAZINE, etc., etc. 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeaeeeeeeeeeeeene © 
eeeeeeaceaeoeeeeeeeeeeeeeeeeeee ee eeeee eee eeeeeeeeeeeeeeeeee ee 


‘scooeees| FET THESE CAMPAIGNS WORK FOR YOU! |°*°""*"*" 








ON YOUR COUNTERS, IN 
DISPLAY ® DESK YOUR WINDOWS 

IN YOUR ADS, IN YOUR 
FEATU RE cele ans 42 4) 

TO EVERY CUSTOMER, AT 
SUGGEST SETS EVERY OPPORTUNITY 


AMERICA'S FIRST PEN MAKER 





THE ESTERBROOK PEN COMPANY, Camden, New Jersey 
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included Burroughs, Friden, Marchant, Monroe, R. C Swedish Halda, the Swiss Ambassador Hermes and the 
Allen, Clary, Remington, Sundstrand, Victor, Barrett German (Russian zone) Mercedes, Torpedo, Rhein- 
competing against Sumlok (England), Original Odhnei metall and Continental. 


and Dixi (Swedish), Precisa and Madas ‘Switzerland) The American postal mailing machines, still absent 
and the Italian products including Olivetti’s Electro- in the sales field, were shown beside the Italian Audion 
Summa and Divisumma, the Totalia, Numeria ‘Lago- and Sima, the Swiss Hasler, the Bandamail envelope 
marsino), Everest (S. A. Serio), Antares (Pozzi), Clas- sealing machine, and the Postarapid (Italian) hand 


sic (Aldo Bona), Addicalco, Helios and Stiatti envelope sealing machine. 

In the typewriter field Olivetti has presented a new Among the duplicating and reproducing devices 
electric typewriter, Lexicon, in competition with the arousing interest were the American Ozalid, Ditto, and 
American-made Remington Rand, Underwood and Mimeograph exhibited with the Italian Cavestri 
Royal. Everest has shown a new model of a perfected’ Rigoli, SIPI, and the duplicating offset Rotaprint 
typewriter in competition with the Olivetti’s Lexicon, (English) compared with the American Multlith and 
while other Italian houses have directed their pro- Davidson; the stencil duplicating machines Banda, 
duction to foreign models Roneo, Gestetner (English), Print and Greif (Swedish), 

Beside the American typewriters—Royal, Smith Co- Geha Reggent (Oestreich), Electro-automatic (Switzer- 
rona, Underwood and Remington—exhibited were the land), Ormig, Roto (German), Sefamo (France), and 


Sin a = aACCHINE vee IND)? D 
“aie DIRE! 


att Mb 











DISPLAY OF OFFICE EQUIPMENT AT MILAN FAIR, APRIL, 1950 


1. Addicalco 4. Balma Capoduri 7. CIMU 10. Kardex 
Adrema 5. Burroughs 8. Dupleco 11. Lagomarsino 
Aurora 6. Cesare Verona 9. Grafika-Cuneo 12. Olivetti 
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New 


NIAGARA 


“NEW “Q” Stencil Duplicator 


The Greatest Hand Operated Duplicator of the Century 
Simply Designed + Sturdily Built - Years of Trouble-free Operation 


To be Unveiled and Presented at the 
National Stationers Chicago Convention 
Sept. 24-28 — Booth 63 


encil Duplicator 


¢ N agat | 


A Unique New Merchandising Plan 


Immediate Delivery September 28. 


is been developed to make it easy for The New “Q” Duplicator is available in 
; to | the new “Q” Duplicator. Under lots of one, or one hundred—no waiting 
It’s vy r “QO” t plan” your salesman can in on deliveries. That should convince you 
_ strear stantly interest prospects—It’s the “Q” that the “Q” is the hottest selling ma- 
ve Nin to make sales at one call—so that vou chine in the duplicator field to give you 
p volume business. And make a big boost in sales 
ed profits wi } 


to give you added 
ee the “Q” machine 
at the Chicago Convention, you are miss- 
ing the opportunity of 


is vour “O” to be profits If you don't 
‘ il d Visit tt t N a 


( WIAGARA DUPLICATOR CO. 


725 SECOND STREET o 


cara Booth at the 
a lifetime. 


*NIAGARA MODEL 110 





SAN FRANCISCO 7, CALIF. 
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the Italian Dupleco, Duplicarbo and Saa; the microfilm 


photo machines including the new Microflex of the 
Gecchele, Microfilma (France compared with the 
American File-a-Record of Remington Rand; and the 


photo machines including the Fotolux (Kardex) and 
the baby Fotosimple (Cuneo 

Addressing machines included the Adrema with the 
new models (Italian production) in hand and electric 
sorting types; the Farmu (Italian the Citograph 


(Swedish) and the American Addressograph 
Display Dictating Machines 
beside the 


the Ame! 
and the 


Among the dictating machine hown 
Dictaphone, Audograph and Ediphone were 
ican wire recorder Webster, Wire-a-Voice 
Italian wire Magnetophone Castelli 

National cash registers 
Italian CER and RIV and the 


were exnipited 


Swedish 


beside the 
Hugin, Swiss 


Sweda, and German Anker accounting and register 
cash machines. 
A novelty was the rotary card file, the Rotoscar 


Bertello in the new electric automatic models, as well 
as the Rotofile Kardex and the baby model Wheeldex 

As for office furnishings the Italian products were 
practically the only ones noticed—vVolonte, Bellotti, 
Saffa, Parma, Lips Vago, Selosa, Kardex Italian, Roneo 
(Italian firms) and the Sefamo (France 

The stationery section exhibit included a large num- 
ber of German products such as Clemens Riefler, 
Staedtler, Nestder, Stiefelmayer, Brevillier Urban and 
Haro, compared with the Italian products—Aurora, 
Radi, Poggi, Donati, Lus, Giarola, Ferri, Balma Capo- 


duri & C., and the American lines of Waterman, 
Sheaffer, Eversharp, Columbus, Reynolds and Biro 
(English). The Italian Electricpen F. I. aroused con 


siderable interest 

In the office organization field several 
played their accounting systems and forms 
those of Sistema, Orga, Orpes, Samo, Osa 
and Hinz. 

Graphic sets exhibited included Plannigraph (Orga), 


houses dis- 
including 
Soca, Idea 


Sched-o-Graph (Kardex), and Product-Trol ‘(Ameri- 
can). 
Time and control systems were the Italian Boselli 


Bellotti. Ora-Elettrica, Solari and ACS, together with 
American Simplex (Cogera 
Communications regarding the fair should be ad- 


dressed to Ufficio Studi Costi, via Serbelloni 8, Milan, 
Italy —-DR 


PUD. SUT SHE, 


mw taht 


PRESIDENT OF FRANCE VISITS PARIS FAIR—Shown receiv- 
ing a demonstration of a Safeguard checkwriter at the booth 
of the Safeguard distributor for France at the Foire de Paris, 
1950. is Vincent Auriol, president of France. Julian Braun- 
stain (second from right), proprietor of the firm of Ateliers 
Mecanographiques, 34 Rue Drouot, Paris. shows President 
Auriol a check protected on the Safeguard machine. 
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BRITISH STATIONERS HOLD ANNUAL SESSION 

The Forty-fifth Annual Conference of the Stationers 
of Great Britain was convened in the Central Hotel at 
Glasgow, Scotland, on June 12. H. W. Holt, general sec- 
retary known to many Americans through his attend- 
ance at the National Stationers Association conven- 
iton in Chicago in 1947, read the following message 
from Paul Burbank, general secretary of NSA 

May I extend to you from the National Stationers 
Association in America congratulations for fine things 
accomplished by your association. We are always deep- 
ly impressed and delighted by the traditional back- 
ground of your great organization. We still employ 
daily the gavel you presented to us at our meeting 
in 1947 

J. Ogilvie Lennox, chairman of the executive board, 
presented the forty-fifth annual report and declared 
it was the endeavor of the association to make the 
membership not 90 per cent, but 100 per cent among 
the stationers. He paid tribute to General Secretary 
Holt who, during the year, had completed 25 years’ 
service with the association. 


Says Education Needed 


In his report, Norman Jones, deputy chairman of 
the executive board, asserted, “We all know how im- 
portant retail price maintenance and price protection 
are. They are the foundation of the association. But 
I think we can say that job has been done and done 
very well. We had to fight the Board of Trade, hob- 
bling controls, and Purchase Tax. But those things 
are all negative, passive, and defensive. Education is 
active and positive, and can carry our trade forward. 
I can say that in this country the need for education 
in our trade is paramount. None of us, or at least very 
few of us, know our job. It has been my privilege since 
the war to travel abroad quite extensively. I have been 
to America, Switzerland, Norway, France, and other 
countries. 

‘We expected to find standards in countries not di- 
rectly affected by the war higher than those over here, 
but imagine my amazement when I went to Madrid, 
in a country which some of us consider backward, and 
found that the standards of retail selling were far 
higher than in this country. Why should this be so? 
We really know the reason and there is no excuse. We 
must put this thing right. That is why three years ago 
this association started to devote so much of its time 
to education, the most important thing any trade as- 
sociation can do today.” 


Tells of Competition 


J.W told the con- 
vention: 

There are two sources of competition that are going 
to face this country very soon. One is German com- 
petition and the other is Japanese competition. Jap- 
anese competition is quite as serious as it was before, 
or will be soon. We have got to get down to the fact 


Hamilton-Jones, Eversharp, Ltd., 


that we are servants of the public if we want their 
trade. That is the message which should be sent out 
by the Stationers Association 


“It is most important that people behind the coun- 
ter, who are the last link between the manufacturer 
and the public, should be a strong and serviceable 
link 

Richard L. Lydall 
was the sole nominee f 
ed to the post 

Many subjects of trade interest occupied the 
tion of the convention and its discussions 


(London), Lydall & Son, Ltd.. 
r president and was duly elect- 


atten- 


ea 

CARLOS SCHMIEDS ARE WED 25 YEARS 
Carlos and Charlotte Schmied of Sao Paulo, Brazil, 
to many in this industry, observed their twenty- 
fifth wedding anniversary with a reception at Hotel 
Terminus on July 25. Mr. Schmied of Carlos Schmied 
Turn to page 294 


known 


plea é 
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CRISIS in the AWFUSS® | sineticren ona sas 


(No. 8) Globe-Wernicke has done it 
“WHY DO YOU ‘GOTTA “CAUSE THESE WON'T again!—brought out a new, practi- 
HAVE MORE DESK TRAYS'— TAKE OUR NEW cal, and stylish addition to the 
YOU CRAZY?" LEGAL SIZE CONTRACTS!" 


group of widely used office accesso- 
NaN 
a AY 


; —— ww 
> a - . ‘ 


ries — the 2-in-l size Adjusto 


Plastic Desk Tray. 


4, 


AR) Here is new impetus for your sales— 
: a new, patented, and exclusive prod- 


uct to talk about, demonstrate, and 





rit “A 


eae 





/ 4 |S my ~ > sell. 

y 4 | = _t = i Yy Bowe Iie Se: sae = = 

| ( . —= SS Its principal features are ex- 
VT ROX es — bane 
\ \ \ i es plained in the accompanying 


ad, which is going to the gi- 


*An awfuss is a place where business is misconducted gantic business market reached 


by BUSINESS WEEK, NEWS- 


BANISH THAT swap-and-switch confusion of which-size desk trays. 


hte new hondenme ly Adi lastic desk tray is BOTH 
ini 1eW isome, sturdy Adjusto plastic desk tray 1s athe . a 
“ee wd. ; WEEK, and FORTUNE, includ- 
letter size and legal size, instantly adjustable to either. It’s a patented 
Globe-Wernicke innovation, designed to fit both standard sizes of ing the best prospects in your 
business forms, with simple pull-push action. It may be locked in community. 
position for either size. 
a ns ds The design of this Adjusto Plastic 
Used individually or stacked, it promotes good “housekeeping, m= ' 
Desk Tray provides extra conven- 
liminates need for two sizes of desk trays, simplifies ordering . 
and inventorving. ience—hand slots in each side and 
- . . . end. Impregnated color in the plas- 
Strong; well made of light-weight hard-wearing plastic; black or ah , 
} ; ’ tic—no finish to wear, mar or dis- 
brown. No finish to wear off or become marred or disfigured. 
Alway \d looking as brand new. Low in cost—economical life- figure. That’s a good looks and 
time ser for all desk tray requirements. economy feature. 
Your dependable Globe-Wernicke dealer will supply them, as well . ae ae 
: a And, the Adjusto tray is individ- 
as all other office needs. Find him quickly in your classified tele- ¥ bed j bi 
“Opr > PTIRNITIIRE CVT) AIT” ally packed in an eye -catchin 
phone directory under “OFFICE FURNITURE & EQUIPMENT. — ; Bs» 


smartly designed package, excellent 


for window and counter display. 


Give » Adj o an impressive 
ADJUSTO PLASTIC DESK TRAY pive the Aajmete am ling 

Handsome, strong, light-weight — quick- 
action hand spaces—instantly adjustable 
to letter or legal size. Patented. Another 
Globe-Wernicke innovation to speed up 


showing—another “G/W first 
with the best”? for your store. 


office work, cut costs. 


Cordially, 
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Engineerin Specialists in . , erage Sort 
~ g spec s Vice President — 
Office Equipment, Systems Sales 

and Visible Records Cincinnati 12, Ohio Globe-Wernicke 
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SOUTH FLORIDA OMDA ELECTS OFFICERS 

The South Florida Office Machine Dealers Associa- 
tion in a meeting on June 8 at the Seven Seas, Miami 
Fla., elected the following officers 

Charles S. Meyers—president 

Jack E. Neahr—first vice-president 
Eddie Kraynak—second vice-president 
Norman K. Neale—secretary-treasure! 

The organization now has 25 members in southern 
Florida cities from Ft. Lauderdale to Key West. A 
meeting is held on the second Thursday in every month 
at 7 p.m. at the Seven Seas and any dealers visiting 
Miami are invited to attend the meetings 

°° © 


OXFORD PLANS SALES CONFERENCE IN 
CHICAGO DURING NSA CONVENTION 

The annual sales conference of the Oxford Filing 
Supply Company, Inc., will be held this year in Chi- 
cago, to coincide with the National Stationers Associa- 
tion convention. 

Oxford representatives from all parts of the country 
will meet in the convention city on Thursday, Septem- 
ber 21. After three days of sales conference, under the 
leadership of sales manager, C. E. Reynell, the sales 
men will stay on to participate in the activities of the 
NSA convention. 

From Oxford’s home office in Garden City, N. Y., 
President R. A. Jonas, Jr., Vice-president F. D. Jonas 
and Advertising Manager S. A. Wood will be on hand 
to participate in both the sales conference and the 
convention. W. M. Glenn, St. Louis factory manager, 
will also be on hand. 

Sales representatives who will attend are Harry 
Armitt, W. C. Beyer, R. D. Brotherton, C. Cameron, R. J 
Davis, L. C. Goodhand, J. T. Hurley, W. R. Kane, R. D 
Keltner, G. O. Morgan, A. W. Mott, A. E. Petersen, R. L 
Reynell and Archibald Ryan 





O.A.M.1. ANNOUNCES CONFERENCE 

The Office Appliance Mechanical Institute will hold 
its annual manufacturer-dealer moneymaker confer- 
at Springfield, Mo., in the Shrine Mosque Octo- 
ber 5, 6 and 7, announces “Rocky” Jones 

A feature of the sales service clinic and trade show 
will be the electric typewriter clinic and mechanical 
adjustment school at which manufacturers will explain 
the mechanism of electric typewriters. Another special 
clinic will be held on cash registers, enlightening the 
office machine dealers of this profitable line and 
availability of cash register machines, parts and tech- 


ence 


nical training 
The sales clinic will reveal how the most can be 
secured from dealers’ sales and service organization 


Duplicator experts will tell how profit can be made in 


selling these machines and supplies. The latest mod- 
els of all portable typewriters will be on display 
A special evolutionary display is planned of type- 


writers and adding machines. 

How to make adjustments and repairs to typewriters, 
adding machines, cash registers and duplicators will 
be explained by manufacturers’ own technicians at 
the service clinic 
dealers to 


The registration fee is $5.00, entitling 
attend all sessions, clinics and schools. Hotel reser- 
vations can be made now 
— 
BERGER HOLDS SALES CONFERENCE 
A sales conference featuring the introduction and 
demonstration of the newly-developed line of steel 


office desks and tables was held by the Berger Manu- 
facturing Division, Republic Steel Corporation, Canton, 


Ohio, on June 15-16. It was held under the direction 
of R. W. Helms, general manager of sales, and rep- 
resented Berger’s return to the manufacture of desks 


and tables after 18 years 


Seventy-seven members of the organization, repre- 





EXECUTIVES OF IBM VISIT 
A. B. DICK CO. PLANT 


Monty Hinton, regional sales manager, was 
host to executives of International Business 
Machines Corporation who visited A. B. Dick 
Co. plant recently. The guests are shown 
following lunch. Seated at A. B. Dick III's 
right is Charles Campbell, regional sales 
manager, Chicago regional office of IBM. 
James Turnock (seated, right) is manager of 
the time clock division of IBM. Standing are 
Monty Hinton, William Seefeldt, manager ac 
counting machines, IBM; E. W. Boehm, Jr. 
president of E. W. Boehm Co., and Norman 
Kramer, manager typewriter division of IBM. 
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If a business is big enough to 


keep one typewriter busy, an 
(0Town spirit DUPLICATOR 
will save i honey TURNS OUT COPIES 








can make you money 


FAST... FAST... FAST 


The OLD TOWN SPIRIT DUPLICATOR opens the door 
to new profit possibilities for you because—there's a 
definite need for this efficient office machine in 
your city. 





‘\ 





The OLD TOWN SPIRIT DUPLICATOR turns out Y, 
clear, clean, sharp copies—FAST—in 3 easy steps... 


1. Type, write, draw or print material on 
Carbon Master, 





~) 


2. Place Master in OLD TOWN SPIRIT DUPLI 
CATOR, 


3. Turn out copies by hand or power 


Write today for dealer franchise 
information and bulletin. 








* e* © @e ° 
Makes copies of these FAST/ 
Bulletins Menus Purchase Orders 
Contracts Music Scores Quotations 
Drawings News Releases Radio Scripts 
Estimates Notices Reports 
Examination Papers Order-Invoice School Newspapers 
Graphs Systems Specifications 
House Organs Payroll Systems Statements 
Instruction Forms Postcards Stock Lists , 
Inventory Reports Price Sheets Television Scripts RIBBON & CARBON COMPANY 
Prints any size—from a label or 750 Pacific Street 
postcard up to"14” x 17”... Brooklyn 17, New York 








CARBON PAPER — TYPEWRITER RIBBONS = DUPLICATING SUPPLIES 
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SALES CONFERENCE LUNCHEON, 
BERGER MFG. DIV., REPUBLIC STEEL 
CORP., CANTON. OHIO, JUNE 15-16 


senting 27 sales districts including the export depart- 
ment, attended from all four corners of the country. 

Highlights of the meeting included a talk by L. S 
Hamaker, Republic’s assistant general manager of 
sales, on “The Business Outlook” and the outlining of 
dealers sales policies by C. E. Howes, sales manager, 
equipment products. 

The second-day activities included a plant tour 
covering the new production setup for fabricating 
finishing and assembling the 14 basic styles of desks 
and tables. 


* * 
FOURTEEN MORE REPRESENTATIVES GRADUATE 
FROM NATIONAL SALES SCHOOL 

The third National Blank Book sales training school 
for dealers was held at Holyoke, Mass., June 13 to 16 
Activities got off to a good start Tuesday morning 
when students and members of the National “faculty” 
enjoyed a “get-together” breakfast at the Roger Smith 
Hotel. 

The four days’ sessions included daily educational 
trips through the National factory, school sessions 
on National social items, commercial and equipment 
lines, catalog covers, school goods, advertising and 
sales promotion. The school sessions were under the 
supervision of Director Roy Kirchner, aided by the 
National “faculty.”” Harry Haase of Burroughs Com- 
pany, Springfield, Mass., was guest lecturer. An in- 
teresting field trip was made to Parsons Paper Com- 
pany. 

Social activities were also enjoyed. On Wednesday 
afternoon, nine holes of golf were played in spite of 
the rain, at the Orchards Golf Club. Fred Sattler won 
first place, having low gross and net. That same eve- 
ning a smorgasbord dinner was enjoyed at the club- 
house, where Clayton Howard carried off the eating 
honors. 

On Thursday evening a graduation banquet was held 
at the Yankee Pedlar, where the entire class was 
awarded National diplomas. The students then took 


over the program and put on hilarious skits that really 
gave the National faculty members a ride 
Ceremonies Clayton 


Master of 


Howard performed like a pro- 








the 


kept 


His expert timing and “eating” 
crowd in an uproar 

School sessions were resumed on Friday morning 
with discussions on ring books, catalog covers, and 
concluded in the afternoon with a sum-up talk by 
Vice-president Paul B. Buckwalter 

—-<« 
NORTHERN NEW JERSEY STATIONERS 
HOLD SECOND ANNUAL OUTING 

The second annual outing of the Stationers Associa- 
tion of Northern New Jersey was held on Wednesday, 
July 12, at the Forest Lodge, Mt. Bethel, N. J. 

Located in the heart of New Jersey’s Watchung 
Mountains, the Forest Lodge Park occupies some 40 
acres dotted with rolling lawns, terraces and shaded 
picnic groves. Ample accommodations were available 
for horseshoe pitching, handball, table tennis, base- 
ball, swimming and other outdoor sports, as well as 
cards for non-participants. 

This year the softball spectators were treated to a 
double-header. The first game between dealers and 
manufacturers ended in a score of 32 to 2 in favor of 
the dealers. Battery for the dealers was pitcher, Abe 
Simonoff, Colonial Stationery Company, Newark, N. J., 
and catcher, Al Pickar, Acme Stationery & Printing 
Company, Newark, N. J. Battery for the manufacturers 
was pitcher, Sal (Red) Migliore, Fulton Marking 
Equipment Company, and catcher, Thomas Riedel, A. 
W. Faber-Castell Pencil Company, Inc. The umpire, 
Martin Glaubinger, Zephyr American Corporation, had 
a hard time looking for decisions to make 

After an intermission for refreshments, the second 
game was Played between the first and second scrub 
teams, the first team winning by a score of 27-26. The 
battery for the first team was Al Pickar, pitcher, and 
Tom Riedel, catcher. Battery for the second team was 
pitcher, Kennith Bleakly, Esterbrook Pen Company, 
and catcher, Richard Lange, National Fiberstok En- 
velope Company 

Much credit goes to the committee for providing a 
splendid day’s outing. Members were Chairman Al 
Pickar, Acme Stationery & Printing Company, Newark, 


fessional] 





NATIONAL BLANK BOOK SCHOOL—Shown in attendance at Holyoke. 
Mass.. are (left to right) sitting—Fred A. Belt. McGhee & Co., Wheel- 
ing. W. Va.; Mark Rastien. Commercial Stationery Co.. New York. 
N. Y.; Wallace D. Bair, Office Supply & Equip. Co., South Bend, Ind.; 
Fred Sattler. J. F. Molloy Co., Meriden, Conn.; Warren Townsend. 
Sleghts Book Store, Batavia, N. Y.; Frank Lorentzen. Lynn B. Emery 
Co., Detroit, Mich. Standing—D. C. Hegarty, National Blank Book Co.; 
James J. Burke, Ronald E. Daley. Waterbury. Cénn.; Francis Fleming. 
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National Blank Book Co.; Joe Sousa. Boyds, Inc.. Malden. Mass.; James 
G. Doherty. Ronald E. Daley. Waterbury. Conn.; Harry Haase, Bur- 
roughs Co., Springfield. Mass.; Clayton Howard, The Daniels Co.. 
Muskegon, Mich.; Jack Macauley. Macauly’s, Detroit. Mich.; Robert A. 
DeWyngaert. New Jersey Office Supply Co., Newark. N. J.; George 
Bristol. Bakers, Inc., Brattleboro, Vt.; Clayton Harvey, National Blank 
Book Co.; Robert Thomas, Bakers, Inc., Herbert Burton, Roy Kirch- 
ner, Al Gibney and Albert Farr. all National Blank Book Co. 
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Weet us tu 


CHICAGO... 








AS IS OUR CUSTOM 
MEN OF OUR PERSONNEL 
WILL BE AT OUR 
HEADQUARTERS SUITE 
IN THE 


HOTEL 
STEVENS 


TO GREET YOU 
IN PERSON... 


We welcome you to this 44th 
Annual Stationers’ Convention 
and hope that you will come 
in to see us. 


STATIONERS LOOSE LEAF CO. 
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ANNUAL CONVENTION 
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DAN A. MAC DOUGALL 


JOHN J. KERNS 


GEO. C. POHNKE 


J. J. McNEELY 


WALTER J. WACHS 


ROY T. BANSEMER 


BOB WAGNER 


1. J. FETTIG 


HENRY ORTH 


Mid West Division 
Eastern Division 

New England Division 
New York Branch 
South Eastern Division 
Great Lakes Division 
Western Division 
Production Department 


Soles 


STATIONERS LOOSE LEAF 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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Newark, N. J.; Rupert 


l. Abe Siminoff, Colonial Office Supply Co 
Clair, N. J.; Frank May. 


L. M. Jacobus. Edw. Madison Co., Mount 
J. L. May Co. 

2. Kenneth Bleakly, Esterbrook Pen Co.; Daniel Nigro, Defiance Sales 
Corp.: Mike Gentile, A. I. Goldberg. New York, N Richard 


Lange. National Fiberstok Envelope Co.; Red Migliore. Fulton 
Marking Equipment Co. 
3. K. W. Yafie. Office Equipment Co., New Brunswick, N. J.:; Jerry 


Santry. Boorum & Pease Company: Emil J. Contreras, Joseph Dixon 


Crucible Company. 
4. Henry A. Erny. C. Howard Hunt Pen Co.; Martin Escoffier, Clinton 
Stationery Company. Newark, N. J.; Harry Armitt, Oxford Filing 
Supply Bais Gerard D. White, Acco Products, Inc.; H. S. Bradford 


N. J.; Charles Wyer, A. W. Faber-Castell Pencil Com 
pany, and Abe Siminoff, Colonial Stationery Company 
Newark, N. J. —- 
GOLDEN STATE TRAVELERS ENJOY 
GOLF, DINNER AND CARD PARTY 
The Golden State Travelers and southern California 


dealers held their first party of the year—golf, dinner 
and cards—on July 21 at beautiful Montabello Golf 
Club with some 36 golfers and 52 dinner guests par- 


ticipating. It was such a successful affair that serious 
consideration is being given for similar parties 


mA 


62 


GOLFERS, DINERS AND RELAXERS AT GOLDEN STATE TRAVELERS 





7k if Se : 


NORTHERN NEW JERSEY STATIONERS OUTING, FOREST LODGE, MT. BETHEL, N. J., JULY 12 


American Pad & Paper Co. 

5. John Englebrecht lesanih Dixon Crucible Co.; 
Eberhard Faber Pencil Co.; Henry Contreras 
Co.; Gorden Craig, Industrial Tape Corp. 

6. John Desmarais, Eberhard Faber Pencil Co.; Charles Wyer. A. W. 
Faber-Castell Pencil Co., Inc.; Richard Lang. National Fiberstok 
Envelope Co.: Ted Bradford, Americian Pad & Paper Co.; Myron 
Davis, J. L. May Co.; Al Pickar, Acme Stat. & Prtg. Co., Newark 
N. J. Front: Thomas Riedel. A. W. Faber-Castell Pencil Co., Inc.; 

Ted Pickar. Acme Stat. & Prtg. Co., Newark, N. J. 

7. A. M. Friedland. Advanco Products; Jerry Santry. Boorum & Pease 
Co.; Gordon Craig. Industrial Tape Corp.; John Englebrecht, Joseph 
Dixon Crucible Co.; Gerard D. White. Acco Products. Inc 


John Desmarais. 
Joseph Dixon Crucible 


Working as a committee for the party were Walter 
Waldvogel, National Blank Book Company, chairman 
of the entertainment committee; Bob Heck, Eaton 
Paper Corporation, president of the club; Reg Holliday, 
Scripto, Inc., secretary-treasurer; Ernie Daniels, chair- 
man of the prize committee; and Ralph Maneval, A. W. 
Faber-Castell Pencil Company, publicity chairman 

The low gross trophy was won by Henry Wiland. 
Zellerbach Paper Company, and the low net trophy 
by Wilson Turner, Sr., Los Angeles Stamp & Stationery 





TOURNAMENT, JUNE 21 
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OUAL/TY PARK ENV.CO 


EXPANDING 
WALLETS 


YOU give your customers MORE . . . both in appearance 
and durability ... when you sel! Quality Park's 
Leatheroid Expanding Wallets. Longer wear and better 
service mean customer satisfaction and repeat sales. 
Quality Park’s Leatheroid Expanding Wallets in five-piece 
construction with cloth gussets (or paper) are available 
in many sizes with varying degrees of expansion 

---with or without partitions. There’s a Quality Park 
Wallet to meet EVERY need. 


e 
* 
® 
e 
S\) QP’S RED FIBRE 
» aS WALLETS 
/ one-piece construction 
ys } (not illustrated) 
2» 
an Se = Red Fibre, a member of the 
~ \ Leatheroid family, wears well, 
| f looks well, costs little. There are 
eleven sizes in the Red Fibre 
- er a RA an . 1 4a 
vN - one-piece wallets from 3'2 x 6 
’ “ to 16x 20”. U th 
| eee . x sors say ey are 
- 7 as good as a briefcase. 


Sold Through Dealers Only! 
COUNTY DANN VRIO SON Quality Ra) 


Products 





General Office and Factory, Quality Park, St. Paul 4, Minnesota - 
y vality u inn sap ——-= > 
Chicago Office and Warehouse, 564 W. Monroe $t., Chicago 6, Illinois 
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Company. Other golf prizes went to B. Houen, Ebene- 
zer Wallace, Jr.; H. E. Gillett, Walter Waldvogel, G. 
Collup, Ernie Daniels, Ralph Alexander, R. Gutsch and 
Bill Jenkins. 

A steak dinner in the famed Montabello tradition 
was followed by a full evening of cards and relaxation 

On July 24 the Golden State Travelers Club held a 
special business meeting called by President Heck. At 
that time he announced that he would soon be resign- 
ing and moving to Pittsfield, Mass., to take over other 
duties for the Eaton Paper Corporation. The best 
wishes of the club go to him in his new promotion 

A full report was given on the golf party by Reg 
Holliday, Scripto, Inc., the secretary-treasurer 

It was also announced that the new roster of the club 
membership is now ready to go to press 

Guests at the meeting were Fred Stofft and George 
Pickard, both of Howard & Stofft, Tucson, Ariz 

The Golden State Travelers Club holds weekly lunch- 
eon meetings each Monday noon in the mezzanine 
dining room of the Rosslyn Hotel at Los Angeles, Calif 
Travelers and dealers are invited 

o ~—me © 

JIM ARMINGTON OBSERVES EIGHTIETH YEAR 

James R. Armington, Eberhard Faber representative 
in Boston, Mass., on July 17 observed his eightieth 
birthday, and was honored at a small surprise lunch- 
eon at the Parker House. The committee of 24 who 





JAMES R. ARMINGTON AT HIS 
80TH BIRTHDAY CELEBRATION 


were present represented the thousands of Jim's 
friends throughout the stationery trade. It would have 
been impossible to arrange an affair large enough to 
accommodate all of Jim’s many friends. Therefore, 
those who were present looked upon themselves as 
delegates bringing congratulations and good wishes 
from all those who know and love Jim Armington 


2 

i 
\ 
’ 
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Looking just about 30 years shy of his real age, 
Jim is still on the job every day representing Eber- 
hard Faber in Boston. Telegrams were received from 
the executives of that company and many others 
Jim was showered with gifts and Osman Giddy, on 
behalf of the New England Travelers Club, presented 
him with a beautiful, engrossed framed scroll com- 
memorating the affection and high regard which the 
140 members have for Jim. William D. Paine, Brook- 
line’s stationer, welcomed Jim to the ranks of the 
octogenarians, having reached that age himself on 
October 5. Harry Chandler recalled some of the 
happy occasions of the old days and Norman Miller 
of the Industrial Stationery Company, where Jim has 
his desk, testified to the pleasure he and his asso- 
ciliates drew from having such a fine, good-paying 
tenant 

At his apartment in Brookline, Jim received many 
cards, letters and flowers. In appreciation and ac- 
knowledgement he made this statement, “I wish it 
were possible for me to express my grateful thanks 
for the many telegrams, letters and cards that come 
to me for my eightieth birthday. The day marks in 
my life one of the greatest if not the greatest event 
that I could dream of and again brings home to me 
the meaning and value of true friendship. To all of 
you who so thoughtfully remembered me I send per- 
sonal and sincere thanks and regret I find it impossi- 
ble to write to each and every one of you.” 


—- ¢ 


CONNECTICUT STATIONERS HOLD OUTING 


The picturesque Avon Country Club, a short ride out- 
side Hartford, Conn., was utilized by the Connecti- 
cut Valley Stationers Association for the annual out- 
ing on June 28. So beautiful is the setting, nestled 
between the hills of Avon, that many of the group 
could not be tempted from their vantage points on 
the veranda, where they spent the afternoon absorbing 
sun and scenery 

Of course, the golfers were not to be denied their 
afternoon bout with Old Man Par so they were there 
early. When the scores were finally posted, R. W. 
Michaels, Michaels Jewelers, Hartford, Conn., received 
the prize for low gross. Burt H. Knust, Burt & Dell, 
Hartford, Conn., took away the honors for low net 
Altogether the dealers proved too much for the travel- 
ers and captured the C.V.S.A. Golf Trophy 


Wins Honors for Putting 
The ladies, too, were not to be denied, for while their 
men folks traveled far and wide, they matched their 
skill at the putting course on the veranda. Mrs. Chic 
Burt proved her prowess with a putter by capturing 
the low gross prize for 18 holes of putting. As the 





+ ' 





AT PARTY HONORING JIM ARMINGTON ON HIS 80TH BIRTHDAY, PARKER HOUSE, BOSTON, JULY 17 
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ACE STAPLES ACE STAPLE REMOVER 





ACE STANDARD ACE PILOT ACE SCOUT 





Fig. 1 Shows cross section of an ALlL- Fig. 2 Shows the ALL-ROUND wire 





ROUND steel wire. Ace uses only after being treated by the ACE PROCESS. 
ACE CLIPPER premium, precision made, accurately This gives maximum strength on the 
drawn-to-size steel wire. outer edge where it is needed most. 


@ The complete line of ACE Stapling Equip- 


ment makes an impressive display! On coun- 


ters or shelves, in showcases or windows, 
these sturdy, good-looking machines are 
their own best salesmen. Every detail re- 
flects the unusual skill and watch-like pre- 





















cision with which they are made. And if you 
want to clinch the sale just place an ACE 
Stapler in their hands! That's when the finer 


3 ACE workmanship and materials are most 
apparent. It’s so easy to feel the difference. 
The super-smooth, efficient, reliable opera- 
tion of ACE Machines and Staples is recog- 


nized instantly. For speedier stock turnover, 
bigger profits, better satisfied customers. . 


SHOW THEM ACE, when they ask for 
Stapling Equipment! 
Pee SOLD BY DEALERS EXCLUSIVELY 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «+ CHICAGO 13 


IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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rroup on the 
telling proved 


afternoon wore on, others joined the 
veranda where elbow-bending 
a very popular sport. 

Came time for dinner and the group 
the dining room of the club where they 
enjoyed a delicious dinner of beef 
trimmings. 

President Raymond C. Scheppach 
Goekler, New Haven, Conn., made a few brief remarks 
of welcome and turned the meeting to Chic Burt 
Burt & Dell, Hartford, Conn., who awarded a fine group 
of prizes to the winners of the day’s events 

A corking good orchestra was all tuned up and ready 
to go by this time, and the group spent the rest of the 
evening dancing. 


anda story 


assembled in 
thoroughly 
roast and all the 


Scheppach & 


ove! 


Tribute to Frank H. Fargo 


board of the ASso- 
following resolu- 


During the evening the executive 
ciation met, presented and passed the 


tion 


a last tribute to their fellow member, Frank H. 


Fargo 


FRANK H,. FARGO 
1874—1950 


Frank H. 


Fargo 
ot its outstanding 
voted his life 
rons well an 


founded 


ELMER W PAPI 
JOHN MOLLOY 
DONALD DD. MA 


Committee: 


DONALD 


CONNECTICUT VALLEY STATIONERS CLUB, AVON C. C., AVON. CONN., JUNE 28 


Stanley McGar, John F. Molloy 


- Hy Hooper, Hallmark Cards 
Yawman and Erbe Mig. Co.; W. B. 


Meriden, Conn.; Ted Hargen 
Freeman, Dennison Mig. Co. 

. C. W. Willis, Industrial Tape Corp.; 
Yates Co., New Haven, Conn. 

. R. W. Michaels, Michaels Jewelers, Hartford, Conn.; J. H. Kelley 
W. A. Sheaffer Pen Co.; John P. Previdi, John P. Previdi Co., Dan- 
bury. Conn.; James F. Smith, Ogden Schlick, New Haven, Conn. 

. Bill Gregg and F. H. Caswell, F Webster Co.; Julian Shoor 
and Dave L. Abrahamson, Plimpton’s, Hartford, Conn.; Charles 
Rice, guest. 

. Mrs. {apes T. Towhill; Mrs. W. E. Barbier; Mrs. J. F. Fitzgerald 
Mrs. J. F. Yates: Mrs. W. J. Moore: Rose Burns; Mrs. W. F. Kobera. 

. Otto Cavanaugh, Plimpton’s. Hartford, Conn.; Dick Kilpatrick, Hart- 
ford Office Supply Co., Hartford, Conn.; Fred T. Bowes, Eagle 
Pencil Company: Jack Scott, Travelers Insurance Co. 

- John B. Dwyer. manufacturers’ representative: Everett 
Hartford Office Supply Co., Hartford, Conn.; Bill Van Ness 


Joseph F. Yates, Joseph F. 


Scanlon 
Eber 
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hard Faber Pencil Co.; James T. Towhill Co., Boston, Mass. 
Seated: Mrs. H. R. Bengston; Mrs. L. J. Fitzsimmons; Mrs. W. G. 
Pape. Standing: H. R. Bengston, L. J. Fitzsimmons and W. G. 
Pape, Adkins Prtg. Co., New Britain, Conn 

A. C. Shearman, Boorum & Pease Co.; Garry Dell, 
Hartford, Conn. 

Mr. and Mrs. S. H. Challenger, Frank H. Fargo Co., Bridgeport. 
Conn., governor-elect, NSA District No. | 

Seated: Mrs. C. Scheppach: Mrs. J. Armstrong: Raymond C. 
Scheppach, Scheppach & Goekler. New Haven, Conn. Standing: 
J. Armstrong. Gilbert F. Mulford, Kilborn Bros., New Haven, Conn. 
Burton H. Knust, Burt & Dell, Hartford, Conn.; Charles Rudd, 
Berger Mig. Co.; Charles B. Burt. Burt & Dell, Hartford. Conn. 
W. J. Moore. Yale Co-op. New Haven. Conn.; W. Kobera. 
Carter's Ink Co.; W. E. Barbier. Weldon Roberts Rubber Co. 

Ed Polmetier. Conklin Office & Supply Co.. Springfield, Mass.; 
Harry Ferry. National Blank Book ES. A Hastings. Amherst, 
Mass. 


Burt & Dell. 
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INDEXES 


Here is the ultimate in vertical guides. Your customers will 














distinguish at once the finer general appearance of #2 metal 
tabbed Pressboard indexes, but where they really exceed the 
ordinary is revealed years later. Their remarkable endurance 
stands out then—especially in busy files where guides receive 
so much wear and tear. Sizes for all normal filing require- 


ments—non-regular sizes on special order. 








OLDERS 


Metal tabbed Pressboard folders are handsome in appearance. 
Fine craftsmanship and the best of materials make these 
truly deluxe folders. Note the strong cloth gusset at the 
bottom—allows a full inch expansion so that when the capa- 
city is increased the load is still even. These are especially 
fine for personal files, but you will find many who will want 
them for their regulars. Two or three inch expansion on 


special order. 












































r 
tpi ; 
SRE 
Folders ana Guides with 
— - 
Guides furnished with or 
without bottom tabs as 
desired. Non-regular 
sizes on special order. 
Pressboard with metal tabs—a Metal tabbed as a Daily Index. 
combination hard to beat. The 9s line is complete. 
— 
— 
Metal tabs may 
be slanted for 
easier reading 
\lphabeti ndexed metal tabbed What type of metal tabs do your 
P board Folder Observe the customers avant? Examples are 
ng fab usset illustrated above. Three widths. 
— 








MANILA FOLDERS 
































—__—— ee a 
= = ———— 

f | 
| i 
= 





Always on Hand for Immediate Shipment! 


What are Your Requirements? 


105 Different Numbers 


Your requirements will be great at the end of the year. Thousands 
and thousands of f/& Manila Folders will be going into files all 


over the country at transfer time. Be sure to get your share of this 





profitable business. Check your folder inventory now... . order 
what you'll need today. Be ready to supply your customers. 
The Weis Manufacturing Company 
- 
1892 € if Cle ia 1950 
Monroe, Michigan 
NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply. Co 
BOSTON Ii Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OMAHA & OKLAHOMA CITY 1 FORT WORTH 1 HOUSTON 2 





OO se. meet your market! 
; at 


the essential show 
of an 
essential industry 


| guide your buyers to SALES 


the latest in management THINKING 
the newest in business EQUIPMENT 


put it on your calendar as a MUST 


The Office Executives Association of New York, Inc. 


72{) \\ NATIONAL BUSINESS SHOW 


\- 1 
33 WEST 42nd STREET, NEW YORK 18, N. Y. 
PENNSYLVANIA 6-6760 
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Every Man, Woman, Child 


is a prospect for this ~~. 
new big value 


in two-tone plastic gift box 
with 1000 staples 
retar 












Sells on Sight! 


Brings Traffic 
and repeat 
business! 


Hundreds of uses in home, 





STAPLES 
TACKS 


FASTENS yy » . A 
Swingline OU 50" stapling kit 


Lowest price! Complete kit under a dollar! Eye-catching package!—Quick impulse sales! Hand- 
some two-tone plastic kit has irresistible appeal, 






school, store, office, travel 


Precision-made—not a toy or gadget! Quality engi- ' 
neered like all Swingline products. takes litte space, 
Perfect for gift-selling!—at Christmas and through- 


Tremendous cdvertising campaign creating nation- 

wide demand. Full page half pages, quarter out the year. 

pages in Saturday Evening Post, Look, Better Steady, profitable repeat business on Staples refills, 25c 
Homes & Gardens, New York Times Magazine retail per 1000 staples. 

and others! eS eee ; , ? 

: Order your “Tot 50” Stapling Kits, staples refills 


Powerful selling helps! Lisp! d streamers for and selling helps now! Cash in on this wonderful 
your windows and for your store! Newspaper opportunity for extra business, extra profits, 
mats ready for insertion! Self-selling counter repeat sales. Packed in Display Cartons or Self- 
displays and dispensers! Selling Merchandisers of 12 each. 


Write direct to SPEED PRODUCTS CO., INC., Long Island City 1, N. Y., or to your supplier. 
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Carbon “‘know- 
how’’ will mean 
a lot in the 


months ahead... 


prepared.. 
send 
for... 




















~ PEERLESS 
CARBON _— 
| SELECTOR Caled: 











As the industrial plants roar night and day to meet 


All you now need do te service your customers 


America’s great challenge—you, too, have your function with the proper theet of carbon paper for they "- 
work @ to ascertain the weight of copy pape 


in the stepped-up “paper work”. Sins Weeks eaten gh 


Then turn to the seme weight copy paper in th 


You can't properly service a company which requires 
. ‘ beak on which you wil see printed of the mtor 


maetion you seed te give you customers the 


a huge increase in the use of carbon—unless you are 
‘ ee ee 


ready with basic carbon know-how. What weight, 


grade or finish to use for any specific job—what sheet 


to use for various multiples. 


Fortunately, the PEERLESS CARBON SELECTOR 


rives you all the answers. Packed with facts and as easy 
~ } : 


to look up as a fe lephone number, it furnishes your PEERLESS 


sales force with a vital tool in today’s mar- 

General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York City and Export Dept., 321 Broadway, New York 7 
today. More than ev er, you need it today. Chicago $ 179 W. Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 





ket. The SELECTOR is free. Send for it 


| GREAT NAME IN CARBONS” Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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1. Harry Seidman, Trinity Stationers Co., New York, N. Y.; Murray 


Golin, e Braun Co., New York, N. Y.; John A. Burns, Frank A. 
a Mig. Co.; J. Howard Shoemaker, Jr., Eberhard Faber Pen- 
cil Co. 

. Harry Fensterheim, S. E. & M. Vernon, Inc.; Leuis Wachtel. Ameri 


can Lead Pencil Co. 

. Edward Leventhal. Biddle Purchasing Co.; Howard Shaw, Select 

Paper & Tablet Corp.: Arthur M. Friedland, Advanco Products 

Si J. Donnelly, R. A. Stewart & Co.; Ray R. Fritz, Fulton Marking 

Equipment Co.; Ben T. Sandner, Le Page's, Inc. 

. David Silber, Advanco Products: Henry Kleinberg. Henry Kleinberg 
& Co.; Irving Reighter. Wansco Paper Products Co., Inc.; William 
Lowenthal, A. W. Faber-Castell Pencil Co., Inc. 

. R. Madden, Eberhard Faber Pencil Co.; Edward Bonney. Automatic 

se Sharpener Co.; Robert Reichman, Mooney’s Inc., New York 


vo f£.»& 8S WN 


7 James Treanor, Peerless-Imperial Co., Inc.; Charles W. Sehringer 
A. L. Salomon Co., New York. N. Y.; Murray Falk, Peerless-Im 
erial Co., Inc.; George Meinhelder. Atlas Stationery Corp., New 
ork, N. Y. 


STATIONERS 12:30 CLUB HOLDS OUTING 

More than 175 members and assembled at 
Travers Island in Pelham, Westchester County, N. Y., 
the summer home of the New York Athletic Club, on 
Thursday, June 29, to attend the annual outing of the 
Stationers 12:30 Club of New York, N. Y 

Warm weather and sunny skies prevailed until mid- 
afternoon, when cool breezes swept beautiful 
Long Island Sound, followed by scattered clouds and 
ending in a brief shower. Some of the members played 
clock golf while others tennis, horseshoes, 
handball and card games in spots about the 
grounds. 

As usual, the baseball players were out early, warm- 
ing up for the afternoon game, one of the features of 
the outing. Despite the usual mix-up 


guests 


across 


enjoyed 
shady 


there were a 
goodly number of dealers and manufacturers present 
to make up the teams, even though some dealers found 
themselves playing on the manufacturers’ team and 





AT NEW YORK STATIONERS 12:30 CLUB 





* } : 
2 ¥ AY - 
OUTING, TRAVERS ISLAND, JUNE, 29 


8. Joseph A. Linehan, Joseph Dixon Crucible Co.: George Feeney. 
M. C. Lazarus. Inc.. New York. N. Y.; Charles F. Shelly, Eberhard 
Faber Pencil Co.; John Sanders, Bainbridge, Kimpton & Haupt, 
Inc.. New York, N 


3. Leonard A. Mathews. Weis Mig. Co.; Jerry Magnetti. Eagle Pencil 
Co.; Charles McArdle and John Boschen, Joseph Dixon Crucible Co. 

10. Robert Blumberg. Blumberg & Saron, Inc., Jamaica, L. I., N. Y.:; 
Jack Silver. Advanco Products: Ben S. Grayson. Ace Fastener 
Corp.; Arthur Burger. Art Steel Sales Corp. Standing—Dave Teitel 
baum, U. S. Pencil Co. 

ll. R. A. Weissenborn, National Pencil Co.; Al Packar 
& Prtg. Co., Newark, N. J.; Dave Teitelbaum. U. S. Pencil 
Sig H. Engelberg. Eagle Pencil Co. 

12. Front: Edward Golde. Golde’s Stationers, Inc New York. N. Y.; 
Joseph Gleit, Manhattan Staty. Co., Inc., New York, N. Y.: Chris 
Tomtford, The Carter's Ink Co. Rear: Jerome J. Savage. The Carter's 
Ink Co.; Leo J. Cohen. manufacturers’ representative; Al Gelfond 
Royal Office Supply Corp., New York. N. Y.; William Kelly. R. A. 
Stewart & Co. 


Acme Staty. 
Co.: 


vice versa. Good ball was played, nevertheless, with 
the “Typhoons” turning the tables this year, winning 
by a score of 6 to 0 over the “Cyclones.’ 


Fritz Hurls Three-Hitter 


The battery for the “Typhoons” was Ray W. Fritz, 
Fulton Marking Equipment Company, who pitched a 
three-hit game, and Dan F. Nigro, Defiance Sales Cor- 
poration, catcher. The battery for the “Cyclones” was 
Dave Wexler, Pittsburgh Cut Wire Company, pitcher 
and Jerome J. Savage, The Carters Ink Company, 
catcher. The umpire was Herbert Grayson, Ace Fasten- 
er Corporation 

A high noon breakfast of scrambled eggs and bacon 
was served, augmented by refreshments during the 
afternoon at the booth shady grove not 
far from home plate chicken dinner on 
the spacious veranda the evening 

Co-chairman of the were Louis 


located in 
A delicious 
was a feature of 

outing committee 





BALTIMORE OFFICE EQUIPMENT MANAGERS FORM ASSOCIATION 


Pictured are 14 of the 29 charter members of 
the new Baltimore Office Equipment Managers 

At rear table (left to right)—Fred Berg- 
ling. R. C. Allen; Fred Smith. Underwood; 
Howard Verbit, Pitney-Bowes; Almer Bach and 
Carl Thorell, Rem-Rand; Bill Clede, Marchant. 
Front table, left (front to rear)—Bill Foster 
Audograph: Ed Murphy. Sound Scriber. and 
Jim Lonaley. Royal. Front table, right (front to 
rear)—Mike Davis. National Cash Register: 
C. V. Long. Todd; Bill Haynes, Sorter Graf 
Bill Fahrmeier. Victor; Ed Melvin. Art Metal 
Not in picture are John Enoch, Smith-Corona 
Bob Hamlin. Diebold; Ben Silesky, Multigraph; 
Bill Taylor, Friden; Bill Rubinsak, Comptometer; 
Lou Cane, Monroe; Floyd Conaway. Keelox: 
Paul Harrod, A. B. Dick; Clate Malleson, Moore 


Business Forms: Bob McCuen. Standard Dup 
licating: Roy Miurrill. Addressoaraph Tom 
O'Shea. Standard Register: John Reuss. Ditto; 
Jim Russell, IBM. and Dick Robertson. Elliott 
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MORE THAN 


500,000 


SALES 


More than half a million 


satisfied users offer proof that 





TUFIDE is the outstanding 
line in America. Every day ... in 


every avenue of business. 





TUFIDE is undergoing the most 






rigid tests of wear and durability, in 






actual use. Proof over many years 
shows TUFIDE is tough! Looks like 


leather, feels like leather, and wears like 






iron. Actually outwears leather 2 to 1. Hard 
to believe? Not when Stebco backs it up with 


an unconditional 5 year guarantee. 








EVERY 


Stebco backs you up not only with its unprecedented 
5 year guarantee but also with a barrage of sales 
promotion that is really “hot”. It’s got everything! 
National advertising in the leading executive magazines 
... Time... Wall St. Journal... Newsweek... 
Sales Management. Stebco also provides you with 
cooperative advertising ... window display material 

. counter display ... mat service ... direct mail... 
factags ... and radio-T’V sales aids. Everything you 
need to do a BIG selling job! 


See STEBCO at the National Stationers Convention— 
Stevens Hotel, Chicago—Exhibit Rm. 509—Sept, 24-28. 


Stetco Products 


(ESTABLISHED 1918) 


1401-17 WEST JACKSON BOULEVARD 
CHICAGO 7, ILLINOIS 
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Wachtel, American Lead Pencil Company, and Harry 
Fensterheim, S. E. & M. Vernon, Inc., who spent the 
day helping members with their tickets and 
numerous details. Treasurer Dwight N. Briggs, Sun 
Rubber Company, was much in evidence with his case 
on hand to help with financial details 

Editor Gerard D. White, Acco Products, Inc.. was on 
the job with pad and pencil in hand looking for news 
items for the Club bulletin, “Stationery Whitems,” 
and President Mortimer Libien, Libien Press Inc., New 
York, N. Y., saw to the comfort of every one. Golf 
Committee Chairman Rudy W. Mueller of the Ester- 
brook Pen Company made arrangements for those de- 
Siring to play golf at near-by courses 


spread st i 
rena 





76 


other 


BLACKWELL-WIELANDY HOLDS SALES MEET 

The Blackwell-Wielandy Company of St. Louis, Mo.., 
has recently closed its annual sales conference at 
which enthusiasm ran high because business has been 
good in all the territories with signs of increased vol- 
ume with the opening of the fall trade. Furthermore, 
all of the senior as well as their junior representatives, 
representing 23 states, were present 

A week was spent together in constructive meetings 
in which the buyers gave interesting and educational 
selling points and lectures on the varied lines of mer- 
chandise covering more than 40,000 items. During each 
luncheon period there were informal talks. There was 
also entertainment—one night at the nationally fa- 
mous Municipal Opera and a major league baseball 
game. The conference was climaxed by a banquet held 
at the Claridge Hotel in St. Louis in which 100 sales- 
men, officers, directors and department heads partici- 
pated 

The banquet was highlighted by a musical program 
by well-known St. Louis artists and the presence of 
the old “Chief,” Paul J. Wielandy, chairman of the 
board, now past his eighty-fifth year. Franklin J 
Cornwell, vice-president of the Brown Shoe Com- 
pany, gave an interesting talk on “Professional Sales- 
manship.” 

Present Service Awards 


rhe most significant and heart-touching event was 
the presentation of service award buttons, pins and 
certificates. These were presented with a very deep 
appreciation and gratitude for loyalty, faithfulness 
and co-operation to 121 individuals. The awards start- 
ed with ten years of service. David Koeller, Jr., speak- 
ing for the officers and directors of the company, 
said he felt that the firm had been blessed in having 
in its employ ten who had given 45 years ‘three of 
these will have served 50 years next year); 13 who 
had served 40 years; three who had given 35 years; 
19 who had been employed 30 years; 31 who had given 
25 years; 24 who had given 20 years; seven who had 
given 15 years and 14 who had given ten years 

Al Rasch, a salesman who travels Kentucky, now 
89 years of age and still active, was one of the ten 
given the 45-year award 


President Koeller gave a brief and concise history of 





AT LEFT: MORE 12:30 CLUBBERS 

1. S. Koeppel. Abko Products, Inc.; S. Fingerhut 
Glaser, Goldsmith Bros.. New York, N. 

2. George H. Delhagen and Ed J. Healy. Wilson Jones Company: 
H. S. Bradford, American Pad & Paper Co.;: Louis F. Caracci, The 
Nor-Wood Co.. Inc., New York, N. Y.: Gerard D. White. Acco 
Products, Inc.; R. L. Lewis, Gramercy Staty. Co., New York, N : 
Dwight N. Briggs. Sun Rubber Co. 

3. Charles Wansker, Wansco Paper Products Co., Inc.; Ralph Barnett 
Blaisdell Pencil Co.; Nat R. Chofnas, Aetna Safe Co.; Arthur Smith 
Boorum & Pease Co. Standing—Mortimer Libien, Libien Press, Inc.. 
New York. N. Y.: B. I. Rosenhaus. Libien Press, Inc.. New York 


N. Y 

4. B. Kohl, Eagle Pencil Co.: David Kupersmith. Delah Staty. Co. 
New York, N. Y.; Harry Halpren. T. R. Halpern Staty. Co., New 
York, N. Y.; Frank Schneider, Art Crayon Co.; Harry Wolf. Globe 
Staty. Co., New York. N. Y.: Jack Rubin. Rubin Corp.; Arthur Gott 
lieb, L. Gottlieb & Sons: M. Drate, Rubin Corp.; William Gold 
schlaa, Bell Staty. Co. Standing—Robert Reichman. Mooney’s. Inc. 
New York. N. Y.. Governor, N.S.A. Region 13. 

5. Front: Arthur Hirsh, Union Card & Paper Co.; J. S. Libien, Libien 
Press, Inc.. New York. N. Y.; William I. Lampel, Art Steel Sales 
Corp.; Irving O. Lasner, Goldsmith Bros.. New York, N. Y.; Ben T. 
Sandrer, Le Page's. Inc.; Ben Simon, S.N.A. Staty. Co.. New York. 
N. Y. Second row: Charles P. Epifano, manufacturers’ representative; 
Frank May, The J. L. May Co., Inc.; Martin Glaubinger, Zephyr 
American Corp.; Max L. Ditchek, Bayles & Ditchek Staty. Co.. New 
York, N. Y. Rear: Al Seidman, Mutual Stationers Supply Corp. 

6. Standing: Harry Lefkowitz, Guide System & Supply Co.; William 
Goldschlag,. Bell Staty. Co., Inc.. New York. N. Y.: ders Kaplan 
Otto Schmidt & Son. New York. N. Y.; Si J. Donnelly. R. A. Stewart 
& Co.: William Baruch, Interstate Office Supply Co., New York. 


U. S. Pencil Co.; J. P. 


N. Y. Sitting: William I. Lampel. Art Steel Sales Corp.; Edward 
Golde. Golde’s Stationers, Inc., New York, N. Y.; Charles Trown. 
Bell Staty. Co.. Inc., New York. N. Y.: John McQuaid, Sanford 
Ink Co. 


Rudolf Meyer. Jaclin Staty. Co., New York. N. Y.; 
William Lucaire, In- 
Office Supply Co. 


7. First row—sitting: 
Ray W. Fritz, Fulton Marking Equipment Co.; 
dustrial Tape Corp.; Henry Lerman, Olympic 


New York, N. Y. Second row—kneeling: Dave Wexler, Pittsburgh 
Cut Wire Co.; Robert Glassman, Lerman Bros., New York, N. Y.: 
Tony A. Migliore, Fulton Marking Equipment Co.; Albert Drate. 


David Kahn, Inc.; Herbert Grayson, Ace Fastener Corp. Back row: 
Don Meyer. Pelouze Mig. Co.; Charles F. Shelly. Eberhard Faber 
Pencil Co.; Ben Morganstern. The Carter's Ink Co.; Max Lipscher 


Henry Kleinberg Co.. New York. N. Y Jerome J. Savage. The 
Carter's Ink Co.; Daniel F. Nigro. Defiance Sales Corp.; Red 
Migliore. Fulton Marking Equipment Co 
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G. O. MORGAN 
Pacific Southwest 





HARRY ARMITT 
N. Y.*, N. J., Conn.* 





A. RYAN 
The South 





Cc. CAMERON 
New England 





R. L. REYNELL 
Chicago, Mich.*, Ind.* 


-” 
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Cc. E. REYNELL 
Sales Manager 


R. A. JONAS, IR. 
President 


$s. A. WOOD 
Advertising Manager 


We'll See You at Chicago! 


All Oxford Sales Representatives and several executives 


will be in Chicago during the National Stationers’ Asso- 


ciation Convention 


These eighteen men have a single purpose —to make the 


coming year a bigger and better year for every Oxford 


distributor! 


Look us up at Booths 11 and 12, for discussion of the 


latest developments in Oxford Filing Supplies, Oxford 


Files, and Oxford Pendaflex*. 





xford FILING SUPPLY COMPANY, INC. 


Garden City, N. Y. + St. Louis 2, Mo. 


*Reg. U. S. Pot. OF 


é 


W. M. GLENN 
Manager, St. Louis Factory 


ARTHUR MOTT 
New York City* 


ANCES, September, 1950 





W. R. KANE 


3. 7. HURLEY 
New York City* 


Ky.*, Mich.*, N. Y.*, Ohio, Pa.* 





W. Cc. BEYER 
New York City*, Long Island 
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A. E. PETERSEN 


Pa.*, Md.*, D. C., Del., Va.* 





Lt. Cc. GOODHAND 
Central States* 





R. J. DAVIS 
Pacific Northwest 





R. D. KELTNER 


Md.*, N. C., Pa.*, Va.*, W. Va. 


R. D. BROTHERTON 
Ark., H1.*, Ind.*, 
Ky.*, Mo.*, Okla. 








the growth of the firm, incorporated late in 1901 at 
the Blackwell-Wielandy Book & Stationery Company 
with headquarters at 718-720 Washington Ave. in the 
heart of the now downtown district 


A Story of Continued Growth 


competl- 
Company 
necesSary 


In 1910 the company absorbed its friendly 
tor, the John L. Boland Book & Stationery 
at which time, due to its growth, found it 
to move their headquarters to Sixteenth and Locust 
In 1912 the company found expedient to begin the 


manufacture and converting of various staple and 
school supply items. In 1914 it established a complete 
modern printing plant which of today. has grown 


to a very large establishment complete with all mod 
ern machinery. Lithographing, offset, general print 
ing, bookbinding and converting are done. The ex- 
pansion of this department and the continued growth 
of the wholesale business made additional space nec- 
essary so that in 1919 under a separate corporation 
(Blackwell-Wielandy Realty Company) a new seven- 
story modern fireproof building was added which rep- 
resents today two-thirds of an 
228,000 square feet of floor space 
Meeting the demand of it 
company added to its lines of books stationery 
imports, china, glassware, gift goods of all kinds, toys 
housewares, electrical appliances leather 
goods, sporting goods, office supplies and many other 
miscellaneous lines and 
to Blackwell-Wielandy Company 
recognition to the class of merch: 
In 1926 another milestone was reached—addition of 
another department, the school and office equipment 
division, which teday has reached national recognition 
In 1951 the company will celebrate its fiftieth anni- 
versary. 


entire city 


many cust 


ymers, the 


ana 


luggage, 


gave broade! 
handled 


This 


indise 


= 


block, or 


changed the corporate name 


S.G.A. HOLD LADIES DAY GOLF MEET 

With the thermometer registering in the 90’s, more 
than 65 members, guests and their ladies assembled 
on Tuesday, June 27, at the Hackensack Country Club 
in New Jersey. The occasion was the celebration of 
Ladies Day and the fifth 1950 tournament of the 
Stationers Golf Association of New York 

Despite the warm weather there were 22 ladies pres- 
ent, some ten of whom played golf while the others 
enjoyed bridge in shady spots on the clubhouse lawn 
Some 38 men played golf while others enjoyed putting 
on the green, playing cards or relaxing in comfortable 
chairs about the grounds 


Numerous Prizes Awarded 


jinino 
aginilne 


alter 


The 


Dinner was served in the main room 
which the hard-earned rewards were distributed 
winners were 


Low gross, Class A R A. Weissenborn, National 
Pencil Company 

Low net, Class A—Henry Levy, Silver Stationery 
Company, New York, N. Y 

Low gross, Class B—J. Campbell, Eberhard Fabe! 


Pencil Company 
Low net, Class B—M 
Company 
Winner of ladies award for low gross 
Winners after handicapping were Mrs 
Mrs. H. Levy and Mrs. A. Schwarz 
Bridge awards went to Mrs. Ed Kamp, Mrs. A. L 
Popper, Mrs. E. G. Geehring and Mrs. William Lowell 
A special award donated by M. A. Dreyer, American 
Colortype Company, for nearest to the pin on the 
eighth hole was won by R. J. Urmston, J. S. Staedtler, 
Inc 
Secretary 
Board of Trade 


Dreyer, American Colortype 
Mrs. S. Eigen 
R. Sainberg 


& Publishers 


, 
golt 


Howard Sanders, Stationers 
announced that the nex 


; 


tourna- 





2 get 


11 _™. 





g 2.9, 


~ “12 


STATIONERS’ GOLF ASSN. LADIES’ DAY. HACKENSACK GOLF CLUB, JUNE 27 


Levy. Art 
Premier Supply Corp Arnold 


1. Phil Drate. manufacturers 
Steel Sales Corp.; Irving Myers 
Neustadter, Zephyr American Cory 

2. Jack Kemp and Edward Kemp. Ever Ready alendar Mig. Co 
Julius M. Kahn. David Kahr. In Dave Price. Eagle Pencil Co 

3. G. Nicklaus, National Blank Book Co.; William Lowell, Jr., Tappen 
& Indruk Co.; E. G. Geehring. American Paper Goods Co. of New 
York: J. G. Bosworth. Bosworth Envelope Co 

4. Mrs. Larry Robbins; Mrs. Louis Brown; Mrs. G. F 
A. L. Popper. 

5. Harry Bittman, A. W. Faber-Castell Pencil Co.; Louis H. Tavernier 
Jr.. chairman of the board: Louis M. Brown, Eberhard Faber Pen 
cil Co. 

6. Mrs. Edward Kemp; Mrs. 
Mrs. Howard S. Sanders. 

7. H. Yager, David Kahn, Inc 


representative; Irving M 





Griffiths; Mrs 


William Lowell 


E. G. Geehring: Mrs 


: Harold Schneider, Atlas Pencil Corp 
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George F. Griffiths. Noesting Pin Ticket C In Ray J. Urmston 

J. S. Staedtler, In 

Joseph Schlanger 

Sainberg & Co.. Inc 

Ray A. Weissenborn 

9. Martin M. Moldow. manufacturers’ repress« 
lister. Geyer Publications; R. S. Meyers. Binney 
Steinhilber, Geyer Publications. 


10. Max Dreyer, American Colortype Co.; Robert Gooly 


Robert B. Sainberg 
McDonough & Co 


West Shore Envelope Co 
Edw. J. McDonough. E. ] 
National Pencil Co 


co 


ntative; Donald McAl 
& Smith Co.; Fred 


Cushman 6 


Denison Mig. Co.; Charles Karasik. Jaclin Staty. Co.. New York 
N. Y.; Edward Jensen, Noesting Pin Ticket Co., Inc 

ll. Al Schwartz and Samuel Eigen, guest, Silver Staty. Co., New York 
N. Y.; Larry Robbins; Henry Levy. Silver Staty. Co 

12. Joseph Campbell, Eberhard Faber Pencil Co.; Abe Popper, Popper 
& Popper. Attorneys: Al Krause, Eureka Specialty Prtg. Co 
Howard S. Sanders, Stationers & Publishers Board of Trade, Inc 
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WT Uy Warts to.soe What 
bon Manufacturing Company 


, 


/ SA. Comvenuon 


COLUMBIA RIBBON 


No Stever »- Chicago 


« CARBON MANUFACTURING CO., Inc. 


} nee 1029 Herb Hill Road. Glen Cove. | | N. ¥ e New York Sales & Export 58-64 West 40th Street 
Branch Offices & Distributors in principal cities « Consult your local Telephone Classified Directory 
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DEANE HEADS NELSONITE CHEMICAL PRODUCTS 


Fred M. Deane, former head of the Gunn Furniture 
Company, Grand Rapids, Mich., and ex-president of 
the Wood Office Furniture Institute, since his sale 
of the furniture firm has purchased and become 
president of Nelsonite Chemical Products, Inc 

Headquarters of the Nelsonite firm have been re- 


moved from the state of Illinois to 527 Ann St., N. W.., 

















FRED DEANE 


Grand Rapids, Mich. Other reincorporators of the 
Nelsonite firm are Thomas B. Deane and E. C. McCobb, 
who will serve respectively as treasurer and vice- 
president-secretary. 

Nelsonite Chemical Products, Inc., for some time 
past has been manufacturing wood § stabilizing, 
preservative sealers claimed to prevent wood from 
warping, swelling and checking. In addition, these 


preservatives are said to protect wood from dry rot 
fungus and termites. 
a + 
AL B. COELLN JOINS DACO CARD & INDEX 
Edward S. Churnick, president of Daco Card & Index 
Company, Inc., Boston, Mass., recently announced that 
Al B. Coelln has become associated with his organiza- 
tion. Mr. Coelln is well known in the stationery busi- 
ness and his addition to the staff is declared by Presi- 
dent Churnick to be another step in the Daco program 
to bring to dealers and sales personnel a thorough 
understanding of their problems 
Mr. Coelln will cover principally the New 
states in a sales capacity 
eo —- « 
ESTERBROOK TO NEW OFFICES IN NEW YORK 
The Esterbrook Pen Company 
the removal of its offices 
York City to Empire State Building, 350 


England 


announced 
room in New 
Fifth Ave 


recently 


1 
ana daispiay 


New York 1, N. Y., Room 4215. Rudy Mueller invites 
the trade to visit him at the new location 
oo ~— - 


EATON MEN EXCHANGE HEADQUARTERS 


George B. Hatten and Robert W. Heck. both sales 
representatives of the Eaton Paper Corporation, are 
exchanging headquarters. Mr. Hatten \ now sell in 
the Los Angeles, Calif., district, while Mr. Heck returns 


to the company’s main sales office tn Pittsfield. Mass 
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BERTELSON STORE IS NEWLY-DECORATED 

Bertelson Brothers, stationers and printers, 120 S 
Fourth St., Minneapolis, Minn., have a newly-decorated 
store in colors soft and pleasing to the eye. Merchan- 
dise shows up advantageously in the new setting 

The Bertelson brothers, Arthur and Oscar, started 
this expanding business October 1, 1906. In 1918 they 
moved into the present building consisting of a full 
basement and three floors 


The firm has shown an interesting and steady 
growth. Barney Bertelson, who everyone in Minneap- 
olis seems to know as “Barney,” was on city sales 
for many years. He has now retired and lives at 1028 
E. 69th St., Seattle 99, Washington 

Also in city sales are Kenneth Bertelson, Tom Erick- 


son, Arthur Bertelson, Jr., Dick Bertelson, Vern Fagen, 


Arthur Strand, Ducken Black, Jim Brown, Gordon 
Wendell and Miss Magnuson 
a 


G/W NAMES DISTRICT REPRESENTATIVE 
The appointment of Kenneth C. Kinkle as district 
representative for The Globe-Wernicke Co. was an- 
nounced recently by Elmer G. Rahe, vice-president in 
charge of sales. Mr. Kinkle will call on dealers in 
Maryland, Virginia and North Carolina 
Prior to joining the G/W staff, Mr. Kinkle 
a salesman for the Ashley-McCormick Company, 


was 
ffice 











4| 





KENNETH C. KINKLE 
outfitters of Bridgeton, N. J. He also held the position 
of credit manager in South Jersey fo: 
pany for which he later became a salesman 

A graduate in business administration from the 
Peirce Business School, Philadelphia, he attended the 
Wharton School of Business of the University of Penn- 
sylvania. During World War II, he served as a major 
in the 24th Infantry Division in the Southwest Pacific 
New Guinea, the Philippines and Japan 

At present, Mr. and Mrs. Kinkle reside at 


i jarge oli com- 


Bridgeton 


N. J., whence, in the early fall, they will move to a 
city in his sales territory 
> « 


IBM HOLDS CORPUS CHRISTI OPEN HOUSE 
Open house was held by the International Busines 
Machines Corporation at its new Corpus Christi, Tex 
sales branch office, 524 Peoples St., on Thursday 
Friday, July 20 and 21.—_JHR 
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the NEW improve 


UWIFT ADDING MACHINE 


NOW with All-Steel Unbreakable Case > 


the only 9-figure machine as low as.. 








i 


~ 


30 


plus tax 
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No other machine gives you such features...at so many dollars less! 


$9,999,999.99 capacity! Ov/)y machine at this low price 


lies up to 9 figures 


All-Steel Case! y machine at this low price with stream- 


1 unbreaka teel case, in choice of smart colors. 


A MUST for executives, professional men, 
stores, homes and large or small offices! 


MAIL COUPON FOR FREE BOOKLET! 
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“Pick-up” portability! Smallest, lightest complete adding 


machine on the market, easily carried in optional zipper Case 


Easy to use! 10-key keyboard, visible adding dials, red totals 


and sub-totals, oversize pica type, short stroke handle. 


SWIFT BUSINESS MACHINES CORP.  pept. ao 
Great Barrington, Mass. 


Please send booklet giving complete information about the 
new Swift Adding Machine 


NAME 
COMPANY 


ADDRESS 
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PROGRESS 


1950 FOREST FESTIVAL WINDOW AT MASON CO. STATIONERS, SHELTON. WASH. 


JOE FINN HAS PRIZE-WINNING WINDOW 

For several years the Mason County Stationers have 
had prize-winning window displays for the annual 
Forest Festival in Shelton, Wash. Joe D. Finn went 
into business as Mason County Stationers at Shelton in 
1946 and faced the problem of how a stationer could 
decorate a window on the festival theme, “Keep Wash- 
ington Green?” 

The solution turned out to be easy. Finn asked one 
of his industrial customers, Rayonier, Inc., if they 
would like to decorate his window for the festival 
Rayonier agreed to do it the first year and has done 
so each year since. Every year the company has pro- 
duced a prize-winner for Finn 

Rayonier has one of the largest 
plant produces purified wood cellulose—a raw material 
for viscose rayon and acetate yarn and staple fiber, 
cellophane, tire cord and plastics. The company also 
operates other mills and several camps in 
western Washington and Florida 


local payrt lls. The 


logging 


This annual window has worked out well for Joe 
Finn. He has the gratitude of Rayonier for the oppor- 
tunity to further the “Keep Washington Green” pro- 
gram, and a prize-winner every year draws many 


people to his store window. 

The display this year depicts ‘a decade of progress” 
in forest utilization. It is a clever comparison of the 
reduction of acres burned since the start of the “Keep 
Washington Green” program and the increased yield 
of wood from the same log by mechanical improve- 


ments installed by the company during the same 
period. Both result in ultimately making more fin- 
ished products possible from Northwest forest lands 


> « 
NIAGARA TO UNVEIL NEW DUPLICATOR 
Newell M. Bryson, director of sales for the Niagara 
Duplicator Company, San Francisco, Calif., recently 
announced that the new “Q” hand-operated stencil 
duplicator will be unveiled and presented at the Na- 
tional Stationers Association convention at Chicago 
and at that time the company hopes to make immedi- 
ate deliveries. A merchandising plan designed to pro- 
mote the new model’s sales will then be introduced 
Present at the NSA display will be P. R. Beutel, pres- 
ident; John C. Wills, vice-president; Director of Sales 
Bryson; Ralph Johanson, sales manager, and others 
connected with sales and service of the company 





HOSKINS CO., PHILADELPHIA. FEA 
TURES SPEED PRODUCTS CO. WIN- 
DOW—Source of much street traffic in- 
terest was this Speed Products Co. win- 
dow at Hoskins. Inc., Philadelphia, Pa. 
Not only the Tot 50 Swingline kit 
showed an increase in sales. but the 
same was true for all models featured. 
The window was done by Tom Shana- 
han, an old-timer in the business, who 
is convinced that a full window of one 
line is a better “attention-getter” than 
one featuring diverse items. 
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ALPENA FIRM COMPLETES MODERNIZATION 

Alpena Printing Studio, Inc., Alpena, Mich., recently 
finished a $30,000 modernization program. The 37-year- 
old firm occupies three full floors in addition to the 
basement. The first floor is devoted to office furniture 
and supplies and a gift section. In the rear of the 
building is an elevated section which contains the 
main offices together with a partitioned display space 
for standard and portable typewriters, checkwriters, 
cash registers, adding machines and other office equip- 
ment. Printing facilities and supplies are concentrated 
on the second and third floors while the basement 
serves as a stockroom for the office and gift depart- 
ments. 

The front of the new building is of 
stone with a marble terrazzo entrance 
framed marquee hangs over the sidewalk. Limed oak 
fixtures are used throughout the main floor. Other 
features of the interior include incandescent and 
fluorescent lighting, acoustic ceilings and floors of 
hard rubber tile. 


Firm Established in 1913 

The Studio was established in 1913 by Joseph P 
Sobczak who is still its president. Other officers in- 
clude Mrs. J. P. Sobczak, J. Austin Sobczak, secretary- 
treasurer; and Ralph J. Kelly, vice-president 

The “Alpena News” carried a full-page story of the 
firm’s grand opening in addition to congratulatory ads 
by local concerns and manufacturers of the lines car- 
ried by the company. Among the agencies represented 
by the firm are The General Fireproofing Co., Un- 
derwood Corporation, Wilson Jones Company, Boorum 
& Pease, The National Blank Book Company, Clary 
Multiplier Corporation, Mosler Safe Company and 


Onaway lime- 
An aluminum 


Acme Visible Records, Inc 


WOLBER APPOINTS HAMILL 
M. J. Dacy, sales manager of Wolber Duplicator & 
Supply Company, announces the appointment of B. J 

















B. J. HAMILL 


Hamill as sales representative in the midwestern 
states for both the Copy-Rite line of liquid duplicators 
and Rite-Copy spirit duplicator supplies 

Having been actively associated with the duplicator 
industry for the past 16 years, and having traveled 
extensively in the Midwest, Mr. Hamill brings a 
wealth of duplicator experience to his new post as 
well as a highly specialized knowledge of the many 
supply items used in connection with liquid machines 

He will make his headquarters in the main offices 
of the Wolber company at 1201 Cortland St., Chicago 
14, Ill 























MODERNIZED HOME OF ALPENA PRINTING STUDIO, 
ALPENA, MICH.—Above left: Onaway limestone fea- 
tures the building’s new front, with overhanging canopy 
framed in aluminum. Note placement of display win- 
dows. Above: one of the new-type display windows at 
right of entrance. Recessed lighting utilizes both flood 
and spot technique. Left: gift merchandise in small 
brightly-lighted window facing street. Inset: Joseph C. 
Sobczak, founder of company and still its president. 
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Thanks to my stationer for pointing out all the 








exclusive 










features 


of National’s EYE-EASE® 





Analysis Pads. 


Because I know now that I’m getting more for my 


money, he’s getting more of my business. 






NATIONAL BLANK BOOK COMPANY 


NEW YORK BOSTON HOLYOKE, MASS. CHICAGO SAN FRANCISCO 


OFFICE APPLIANCES, September, 1950 


85 








MITTAG & VOLGER MAKES PERSONNEL CHANGE 
Paul L. Foster, former assist: manager at 

Mittag & Volger, has been appointed general 

ager, replacing retiring Sales Manager It 


Sc it 
sales man- 


Cole, it has 


been announced by J. A. Campbel!, Mitt & Volger 
general manager 

Howard S. Locke, former Miami, FI! office equip- 
ment dealer, has been appointe: istant sales man 
ager. 

Mr. Cole, who recently celebrated his fifty-fifth an 
niversary at M & V, is retiring after 21 years as the 














SALES MANAGEMENT CHANGES AT M & V—Ira Cole 
(seated), retiring Mittag & Volger sales manager, turns over 
duties to incoming General Sales Manager Paul Foster 
(center) and Assistant Sales Manager Howard S. Locke. 


retirement 
the 


connec- 


company’s sales manager. At 
Mr. Cole was also vice-presi« 
company. Mr. Cole plans no further bus 
tion at this time and will continue to reside in the home 
city of the company, Park Ridge, N. J 

Paul L. Foster, incoming neral sales 
moves up from post of assistant sales manage! 
pervisor of Mittag & Volger’s western states division 
In addition to his 21 years Mr. Foster 
brings to his new position varied merchandising 
background, including nine years as proprietor of the 
Foster Sales Service, a New York City merchandising 
consultant service 


tne time oI Nis 
lent and director of 


iness 


manager 
and su- 


Howard S. Locke, new M & \V si sales mal 
ager, has a background of wide experience in the office 


equipment field. Before setting up his self-ov 


equipment store in Miami, Fla., (which he leaves to 
come to M & V), Mr. Locke was sales representative 
for Burroughs Adding Machine Company from 1938 to 
1946 and for Addressogrgaph Multigraph Corporation 
during 1946-47 


*—-< 

BANDES FIRM OPERATES IN NEW PLANT 
Julius Bandes & Company, Inc., 126 W. 22nd St 
York 11, N. Y., manufacturers and distributors of 
quality office accessories since 1904, recently be- 
operations in a new Long Island plant which will 
than treble the productive capacity of the firm 
according to a joint announcement made by Julius 
Bandes, president, and Joseph Bandes, vice-president 

The large capacity of the Long Island factory, ac- 
cording to Vice-president Joseph Bandes, brings all 
operations of the office accessory firm under one roof 
Both manufacturing and shipping of the full range of 
Bandes products will be carried out from the new loca- 
tion 

As an additional service to its customers, however 
the Bandes organization is keeping its New York ad- 
dress, both for sales service and spot supply stocks 

A word of thanks to the entire trade was expressed 
by both officers of the firm for the indulgence exhibited 
during the negotiations for the new Long Island 
Bandes factory If our service has been a little slow 


more 


in recent weeks,” both officers said, “we now can make 
up for your kindness.” 
pe 
UNDERWOOD, LTD., VETERANS HONORED 


Members of the Gold Key Club of Underwood, Ltd., 


were honored at a dinner in the Mount Royal Hotel 
at Montreal, Canada, June 29. The members are em- 


ployees who have spent 25 years or more in the service 


of the company 

n the Montreal branch of the club there are 22 
members with an aggregate service of 783 years 
an average of 35 years each. Canada-wide there are 
136 Underwood employees with more than 25 years’ 


service 

On completion of 25 years’ service 
receives a gold watch and is granted three weeks 
with 


each employee 
Va- 


cation pay 


The following members attended the dinner: G. A 
Auclair, H. Bail, L. O. David, E. De l’Etoile,. W. C 
Hort, Miss H. K. Kieran, C. LaFortune, R. Lahaie. 


E. C. Langlairs, C. L. MacKenzie, L. G. MacKenzie, L. G 
Martin, R. M. McGurn, J. D. Murphy, W. H. Muirhead. 
E. Ohl, T. P. Orr, C. M. Touke, Miss O. M. Trudeau, 
G. T. Wakefield and E. F. Waller 








EXECUTIVE CHECKWRITER WINDOW IN PHILADELPHIA—This attractive window 


display appeared recently at A. Pomerantz & Co., Philadelphia. 


Outstanding is 


the display of Executive checkwriters, along with blown-up facsimiles of checks. 


Through an ingenious blinking lighting system, the word 
The Executive checkwriter is manufactured 


were changed to “eighty” and “80”. 


‘eight’ and figure ‘8’ 


by Marcy F. Roderick Co., 3312 Lancaster Ave., Philadelphia 4, Pa. 


86 


1950 


OFFICE APPLIANCES, September 


* of © > @ 7 @ 


OFFICE APPLIANCES, 





September, 1950 


= COMPLETE 


CURy.= STAPLER LINE 


= 





a 











BATES now offers a complete line of stapling machines 
—both spool and preformed types. A few of the 








best sellers are shown above. Many more shown in 
interesting literature available. 
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HOBBYHOUSE OPENS AT NEWTON, IOWA 

Hobbyhouse, featuring machines, office 
equipment and related supplies, formally opened the 
doors of its new and ultra-modern home in Newton, 
Iowa, Wednesday evening, July 19 

The new building has a frontage of 22 feet, 
at 107 W. Second St. N., facing east on the 
house square and extending to a depth of 132 feet 
of the space, including basement and 
devoted exclusively to office supplies, office 
filing equipment and typewriters, together with its 
companion enterprise which the Middle 
West’s most comprehensive hobbycrafts 


oNusiness 


located 
court- 
All 
floor, is 
furniture 


second 


embraces 


showing of 


and scale models of every description 
Modern Design Is Used 
The building embodies the most modern trend in 
lighting, ventilation and display. Its front is of full- 
vision plate glass with flanking columns of satin 


finished Zourite. The big show window walls are pan- 
elled in rippletone and ivory Leatherwood with flush- 
mounted incandescent ceiling spotlights 
floor exterior is a distinctive two-tone 


The second 
green checker- 


PY yw Fg 
ii? ‘oe e 


AT OPENING 


Above left: part of the interested crowd attending the open- 
ing. Above right: sales personnel and manufacturers’ repre- 
sentatives pictured just before formal opening. Below left: 
typical group attending formal opening—Joyce Trotter; O. L. 
Karsten, president Newton National Bank; H. H. Horn, owner 
Horn Bros. Shoe Store: L. A. Hough, owner Hough Variety 
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board design of Vitrolite 
For opening night, the new Hobbyhouse presented 
a beautiful array of flowers and good will expressions 


from friends among Newton business and industrial 
concerns. Souvenirs were handed out to each guest 
and special prizes included the latest model type- 


writer, home safe, pencil sharpener and desk stapler 
Owners of the business, as well as all real estate 
and improvements, are Mr. and Mrs. J. G. Donaldson 


who have operated similar local business enterprises 
for the past 12 years. They are being assisted by an 
inside sales staff of three and one outside territory 


salesman 
A contract signed calls for a Hobbyhous« 
play advertisement to appear in every issue of 
local daily newspaper during the next 12 months 
——_-« 


DAN C. HAUSER NAMED BRANCH HEAD 
Dan C. Hauser has been named manager of the Dal- 


dis- 
the 


just 


las, Tex., branch of the Finger Office Equipment Com- 
pany, 965 S. Lamar St. He has had 12 years of experi- 
ence in the office equipment and office furniture 
heids JHR 





OF HOBBYHOUSE IN NEWTON, IOWA, WEDNESDAY. JULY 18 


Seated: G. Frank 
Wilson, realtor and president Newton Chamber of Commerce. 
Below right: John Freiberg, structural engineer of Hobbyhouse 


Store; Joan Trotter, Joyce's twin sister. 


building. examines souvenir keychain presented at opening 
by Mrs. J. G. Donaldson, 


co-owner of the new enterprise. 
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The NEW H.C.Allen “STANDARD” 
For Fast, Effortless Typing... 
For Fast, 
Effortless Selling 
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MAIL THIS COUPON TODAY! 


R. C. Allen Business Machines, Inc. < 


? Read About | 200 Freet Avenve, .W. : baat 
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BARNARD BROTHERS OPEN NEW STORE 

More than 30 years have passed since Barnard 
Brothers established a small business in San Jose 
Calif. Since then a phenomenal industrial and busi- 
ness growth has taken place on the West Coast, cre- 
ating a definite need for a large office furniture and 
equipment outlet at some easily accessible location 

San Jose (population 95,020), located on the south 
ern tip of San Francisco Bay, is the hub serving five 
counties in the population center of this “most rapidly 





BARNARD BROS. BOARD OF STRATEGY—Shown in one 
of the store’s model offices are (left to right) David Barn- 
ard, General Manager Leon Grossman and Alec Barnard. 


developing area in the Wes! In their new store at 
San Jose, Barnard Brothers believe they have pro- 
vided an answer to this expanding need for office 
furniture. 

Over 18,000 square feet of floor space 
ideal display area, large enough to show their com- 
plete selections of desks, files, safes, chairs, and other 
equipment made by many leading manufacturers in 
this field. The display area also includes model offices 
which can be set up to give customers an opportunity 
to visualize various combinations of furniture and 
equipment. In addition to new furniture, a used fur- 
niture department is maintained, complete with re- 
pair and refinishing facilities. The firm also serves 
Santa Clara and four adjoining counties through its 
sales organization 

Another feature worthy of met 


provide an 


tion is the large 


FuRNWITURE 








MOOERN OFFICE 
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ONE SECTION OF THE EXTENSIVE SALES FLOOR AT BARNARD BROS. STORE, SAN JOSE. CALIF. 
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warehouse facilities served by a spur track for easy rail 
freight delivery. These facilities also include the most 
modern lifting devices for handling merchandise 
quickly and safely 
Heading the Barnard Brothers organization are 
brothers, David and Alec Barnard. The entire opera- 
tion is under the able supervision of General Manager 
Leon Grossman 
The complete sales program includes outside sales- 
men, direct mail, and local advertising functioning 
as a co-ordinated plan that has built a steadily in- 
reasing volume of business 
—- « - 
COLUMBUS BLANK BOOK PERSONNEL CHANGES 
John A. Dodd, who has served as the head of the 
legal blank department of the Columbus Blank Book 
Manufacturing Company, Columbus, Ohio, for a period 
)f years, has been appointed county sales manager of 
the firm. The duties include supervision of all sales 
made to all public offices in Ohio and West Virginia 
Mr. Dodd formerly served as county auditor of Pick- 
away County, Ohio, and also as branch manager of 
the Tax Commission of Ohio 
Judge John R. Coffin, who has been closely associated 
with Mr. Dodd in the legal blank department, is now 
in complete charge of the latter. This department 
supervises the sales of approximately 15,000 forms of 
legal blanks and other related items 
Robert A. Riehl, who has been actively identified 
with the firm’s Columbus sales department for many 
years, has been appointed manager of city sales, 
also having supervision over foreign commercial sales 
in the central portion of Ohio. Keith Rupert has been 
appointed retail store manager of office supplies. The 
office furniture department continues to be in charge 
of Leland Stanford 
—--e 
CANADIAN FIRM OPENS SUBSIDIARY COMPANY 
The Federal Typewriter Company, Ltd., 134 Queen 
St., Ottawa, Ont., Canada, held formal opening on 
Thursday, July 20, of its subsidiary company the Fed- 
eral Camera Centre, same address. Organized in 1898, 
the Federal Typewriter Company, Ltd., is operated by 
Lt. Col. E. R. McNeill, A. Crombie McNeill and E. W 
McNeill 
—-_< 
LANIER COMPANY PROMOTES SMYTH 
W. L. Smyth, for the past two years southwestern 
regional director of sales for The Lanier Company, 
Dallas, Tex., has been promoted to sales manager of 
the company, which is wholesale distributor for Audo- 
yraph dictating equipment, and transferred to the 
‘ompany’s headquarters in Atlanta, Ga.—_JHR 
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BROWN & SAENGER OCCUPIES NEW STORE 

The firm of Brown & Saenger, Inc., Sioux Falls 
S. Dak., has now completed its remodeling project, 
occupying its own building which has more than 25,000 
square feet of space. It is another progressive step for 
the company which was organized on May 10, 1889, 


several months before South Dakota was accepted into 
the Union as a state. 
The two founders of this firm were Thomas Hender- 


son Brown, a man of considerable financial means; 
and Eugene Saenger, who had been brought up in the 
printing and bookbinding business. Mr. Brown was 
interested in many lines of endeavor, and among other 
things was a high official in the Rock Island railroad 
and very instrumental in the expansion of this great 
transportation system. 

This partnership, which was formed in 1889, was dis 
solved in the early part of 1908, at which time the firm 
was incorporated, and Mr. Saenger then bought out 


the Brown interests. Mr. Saenger continued actively 
in the business until his retirement in 1929. 


During 




















all these years he had served as the active head of 


the business 


Vv. A. Hanson Now President 


Upon Mr. Saenger’s retirement, James P. Adams, 
who had been with the firm since 1908, became presi- 
dent and general manager. He continued as president 
until he sold his interests in 1948 to V. A. Hanson. Mr. 
Hanson, who joined the firm in 1921, was elected presi- 
dent and general manager upon Mr. Adams’ retire- 
ment 

Other officials of the firm are Henry McGrath, vice- 
president; E. F’. Marsh, vice-president; R. L. Chamblin, 
secretary and E. M. Reiley, treasurer 

The firm is exclusively engaged in the field of office 
equipment, supplies, printing, bookbinding and ruling. 
At this time it represents such outstanding firms as 
Yawman and Erbe Manufacturing Company, A. B. 
Dick Company, B. L. Marble Chair Company, Jasper 
Office Furniture Company, Harter Chair Company, 
National Blank Book Company, Southworth Paper 


PRIVATE OFFICE OF V. A. HAN- 
SON, PRESIDENT OF BROWN & 
SAENGER, INC.—A remarkably ef- 
fective “selling” unit is this attrac- 
tive office of the head of the organ- 
ization. The room is finished in 
light-colored walnut, with walls in a 
medium brown Naugahyde. The 
ceiling is Acoustone, the rug putty 
colored. Light brown leather uphol- 
stered chairs are by B. L. Marble 
Chair Co. The photomural is a re- 
production of the 7-11 Ranch com- 
prising 15,000 acres near Hot Springs. 
S. Dak. Lighting is a combination of 
incandescent and fluorescent. 








RIGHT: One section of the neatly 
arranged office supply and commer 
cial stationery department. Note ex- 
tensive use of island units, with re- 
serve supplies stored in space below. 
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LEFT: Wood and steel furniture are 
given equal emphasis in this attrac- 
tive furniture sales area. In left back- 
ground is the store’s well-stocked 
duplicator and supply department. 
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Company, Mosler Safe Company and many other lead- 
ers in the office equipment field 

Everyone who has seen the new and offices 
feels that it is one of the outstanding stores of the 
country. The color scheme of the store and general 
offices is soft gray, shadow green and black. The 
acoustic tile treatment is used on the ceilings through- 


store 


out. Recessed fluorescent lighting gives the store un- 
usually fine illumination. The counters and show 
cases in the store proper are al] finished with Y. and E 


640 gray lacquer. The shelving is arranged in double 
rows to increase the amount of merchandise in the 
store, while additional stocks are carried on the mez- 
zanine floor and a very considerable amount of shelv- 
ing is used in the basement 

The sales personnel is comprised of 14 persons 
which includes both the inside and outside sales force 

The printing department has recently been equipped 
with new high-speed equipment in the pressrooms 
and additional new Linotype equipment has been 
added, making the mechanical equipment of the print- 
ing plant very modern and up-to-date 

For the past 61 years the firm has prided itself on 
the quality of its product and service 


*—-? 


RAYMOND L. MANNING 


Raymond L. Manning, L. C 
writers, Inc., manager at 210 
burgh, Pa., retired from that post on July 1, at 
which time he reached his sixty-fifth birthday. He 
was engaged in his forty-second year in the typewriter 
business, having divided that time between Remington 
for 16 years and with L. C. Smith for the past 26 

During his typewriter experience he has sold ma- 


RETIRES AT 65 
Smith & Corona Type- 
Clark Building, Pitts- 


chines in St. Paul, Sioux Falls, Omaha, Columbus, 
Nebr., Chicago, Des Moines, New York City, Syracuse 
and Pittsburgh. “It’s a long trail,” says Mr. Manning, 


“but the education and sales experience gathered has 
been very interesting and profitable.” 

Although retiring from this industry Mr. Manning 
expects to make a new business connection. His home 
address is 921 Florida Ave., Pittsburgh 28, Pa 





OLD TOWN APPOINTS B. D. WEBER 

Old Town Ribbon & Carbon Company has announced 
the appointment of Bryle D. Weber as western Sales 
manager, headquartering at 1206 Maple Ave., Los 
Angeles 15, Calif. 

Mr. Weber’s 16 years experience in the liquid process 
duplicating machine field qualifies him as an expert 
whose knowledge will now be made available to Old 
Town distributors and consumer customers. 

Mr. Weber's efforts will also go into the designing of 
office and plant systems and printed duplicating forms 
of every description 

Old Town has only recently expanded its warehouse 
facilities in Los Angeles in order to render greater 
service to West Coast customers 

George Brown has been made manager of Old Town’s 
San Francisco office located at 420 Market St. Mr. 
Brown has been associated with the office supply field 
for many years and is representing the company in 
every phase of its program for expanded distribution 
of Old Town products 

—--<« 

EXPORT CONSULTANT FIRM NOW AVAILABLE 

Benjamin S. Livingston of Livingston & Southard, 
Inc., 50 Broadway, New York 4, N. Y., advises that his 
firm of importers and exporters and manufacturers’ 
representatives is available for advice regarding ex- 
ports of office equipment and supplies 

States Mr. Livingston, “Not only do we have a rather 
complete file of classified directories from nearly all 
foreign markets and our own records compiled over a 
long period of years, but we can also obtain help from 
our commercial attaches abroad, our office of interna- 
tional trade, our banks and our own agents abroad.” 

The service can include a careful study of a client’s 
office organization, his product, his price structure, his 
competition, and so forth; surveys and analyses of the 
demand for American products abroad, recommenda- 
tions covering the sales channels to be employed, how 
to make the proper contacts abroad, advertising 
abroad, the terms to be granted, commissions to be 
allowed, how shipments should be handled and how 
the goods should be packed. 











When Detroit's Brinks Agency, well-known money transfer agents, moved into its refur 
bished building, its new offices were completely equipped with Corry-Jamestown Steel Age 
steel office furniture. Four trailer loads of desks, files and other equipment were installed. 
One of the Brinks offices is pictured above. Jerry L. Smut Co., Detroit, sold the installation. 
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QUALITY 
TYPEWRITER 
RIBBON 
















QUEEN QUALITY TYPEWRITER RIBBON offers you a sure- 
fire, proven way to new office efficiency! Tests show that 
secretaries prefer QUEEN because of its sharp, clear 
write, its cleanliness, durability, and its amazing economy! 
You'll understand the demand once you use the superior 
QUEEN line of ribbons, Carbon Papers, Master Units, and 


Hectograph Carbons and Carbonized Rolls in your office! 
Send for FREE Sample of 


the QUEEN line today! 





Manufacturers of: 
Inked Ribbons + Carbon Papers + Master Units + Hectograph Carbons 


DEEN RIBBON & CARBON CO., INC. 


Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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E. N. Howell, Swannanoa, N. C., favored OFFICE 
APPLIANCES with a visit on July 14. In addition to be- 
ing an educator and school superintendent, Mr. Howell 
is a manufacturer of a key filing system known as 
Key-O-File. It has been installed in business estab- 
lishments, government offices, colleges, and other 


offices in various parts of the country. A native of 
Missouri, Mr. Howell had gone to the NEA convention 
in St. Louis and included Chicago on his way home 


C. G. Tollefsen of Bartlesville Stationery Company, 
Bartlesville, Okla., entered the door to this journal’s 
offices as Mr. Howell departed. For a long time Mr. 
Tollefsen was a salesman for Sengbusch Self-Closing 
Inkstand Company and for some years was neighbor 
to OFFICE APPLIANCES eastern New York 
After retiring from wholesale selling he went to Al- 
buquerque and from there to Bartlesville, where he is 
connected with the same company as is his son. Al- 
though most of his career spent in northern 
states, Oklahoma, the state of his adoption, is O.K 
with him. 


quarters in 


was 


E. D. Glossman, who operates the Typewriteria at 
5216 Wilshire Blvd., Los Angeles, was in Chicago a short 
time between trains July 19. He took time to register 
with this office by telephone. Mr. Glossman’s location 
is in what is known as Wilshire’s “Miracle Mile.” One 
of his neighbors is Carnation Company, which last year 
completed and moved into its new general office build- 
ing occupying a block on Wilshire. He started in 1939, 
marked time to some extent during the war, and re- 


ports substantial expansion in recent years. Lines 
carried include typewriters, adding machines and 
other mechanical equipment, stationery and office 


trip was to call 


manutacturers 


furniture. The purpose of his eastern 
at the offices of several 


W. G. Ross of Seattle, Wash., visited us on July 28 
Traveling east by car, he went as far as Fall River, 
Mass., calling upon manufacturers whose lines he sells 
as manufacturers’ representative. His Fall River con- 
nection is Elbe File & Binder Company. Among others 
are Corry-Jamestown Manufacturing Company, R. K 
Clark Company, Inc., Star Office Accessories, Lou H 
Farber, Franklin Metal Products Company, Perma 
Products and Monarch Furniture Company. His ter- 
ritory includes Washington, Oregon, California, Idaho 
and Montana. While in Chicago, parked opposite the 
Coliseum, it was his misfortune to have his car broken 
into, an occurrence which resulted in the loss of 
clothing and business records. Mr. Ross has been 
serving in his present capacity for one year. Formerly 
for ten years he was established in Manila. He is a 
student of oriental policies and practices, both political 
and commercial. In planning his trip Mr. Ross ar- 
ranged to work through his territory to eastern Mon- 
tana and return by the same route 





J. B. Alexander, of Lakewood, Ohio, visited briefly 
with OFFICE APPLIANCES August 2. Selling a service to 
large concerns, he has plans in mind to work Ohio and 
perhaps adjoining territory as a manufacturers’ repre- 
sentative. His experience of the last 18 years should 


qualify him well to sell office supplies lealers fo! 


resale. 
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NATIONAL BUSINESS SHOW PROGRESSES 
Under the managing directorship of Rudolph Lang, 
plans for the National Business Show at the Grand 
Central Palace in New York City October 23-28 are 
developing into sharp focus. Mayor William O*‘Dwyer 
of New York will open the exposition and Stuart Sym- 
mington, chairman of the National Security Resources 
Board, has been asked to preside at the opening of the 
Forum which is to be an integral part of the National 

Business Show 
T. M. Martin of 
Inc., is serving as chairman of the 


the Research Institute of America. 
Forum committee 





“MID-CENTURY 
1950 NATIONAL BUSINESS SHOW 
—Left to right, seated: Elmer L. Helm, Shell Oil Co., OEA past 
president; David E. Griesemer, Babcock & Wilcox Co., chair- 
man National Business Show committee; Charles B. Haverin, 


OEA COMMITTEE RESPONSIBLE FOR 
MARK OF PROGRESS”, 


Metropolitan Life Insurance Co., president OEA; Rudolph 
Lang, OEA secretary and managing director of National 
Business Show: Richard L. Forster, Ebasco Services, Inc., OEA 
past president. Standing: Carl J. Basler, U.S. Rubber Co.; 
Harold M. Perry, Colgate-Palmolive-Peet Co., OEA vice-pres- 
ident; Edward J. O'Neill, Consolidated Edison Co. of New York. 


and has endeavored to give this division a new, inter- 
esting and visual approach, partly to stimulate greater 
interest in the Forum and partly to make it more suit- 
able for television coverage. 


Plan Daily Advertising 


Advertising is planned to feature day-by-day an- 
nouncements of the sponsors of the Forum, the speak- 
ers and the subject matter, stressing the particular 
organization that controls the day. In this way it is 
hoped to attract all the members of the participating 
organizations and their friends on the designated day 

All exhibitors and co-operating organizations will 
receive individual attention by the National Business 
Show staff in daily releases, radio, television, motion 
yicture newreels, and so forth. The press committee 
1opes to give the participating exhibitors the promo- 
tion their participation warrants 

Plans are developing rapidly for the education and 
research feature under the direction of David Giese- 
mer, Babcock & Wilcox Company, chairman of the 
National Business Show committee and director of 
management-research-education of the Chicago Office 
Executives Association of New York, Inc 


f 
] 


I 
} 


Highlights of Show 
the National Bu 


highlights of siness 


include 
Representative exposition and 
currently available equipment 
2. Office Week Forum conducted on a 
ject base with wider representation and 
f related associations 


3 Installation and 


Some of the 
Show program 


demonstration of 


broader sub- 
co-operation 


operation of demonstration 
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COULD MAKE 
— THIS VALUE POSSIBLE 


LIBERATOR MODEL 100—ROTARY STENCIL DUPLICATOR 


y. Only outstanding Speed-O-Print engineering and “ SO 
. production could make this amazingly low price 

n possible. The Liberator Model 100 is destined to RESET COUNTER 
¢ become the world’s most popular duplicator. oo exvRA 


Many new outstanding features including — Accu- 
rate Registration — Half Ream Feed Table — Auto- 


matic Roller Release — Accomodates Stock from , nent 
3x5 to 9x14 inches. In Futuramic Grey or ebony Wold d 

black wrinkle finishes. Will reproduce anything 

that can be typed, drawn, traced or photographed Duplicatord 
on a stencil, 





(Plus Federal Excise Tax) 


SPEED-O-PRINT CORPORATION chess cot 


SPEED-O-PRINT (CANADA) LTD © 77 ST. CATHERINE ST WEST *© MONTREAL 
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Two popular widths 4-5/16” . Die-cast aluminum construction .. . it’ 
and 5-1/2”. Lengths from 6” breakproof. 
to 8-1/2” 


Split-pin control mechanism . . . positive 
registration with no form slippage. 


SEE THE NEW 


HANO PORTABLE . Efficiency styling . .. a beauty asset to 


and the entire Hano Line any sales counter. 


BOOTH 65 ; 
National Stationers’ Exhibition . Rapid-load tray ...a fast, fool- proof 


CHICAGO loading system. 
September 24 to 28th 


SOUTHERN + MIDWEST + WESTERN DEALERS WANTED 


PHILIP HANO COMPANY, INC. 


HOLYOKE, MASSACHUSETTS 
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No. 4815 


FINEST AND MOST COMFORTABLE ALL- 
FOAM-RUBBER EXECUTIVE POSTURE CHAIR 
EVER BUILT. « Write for brochure and dealer proposition. 


CHA IF RE om PANY « . ‘BEDFORD, “0 ¥ he 


Biss rds ESA 





134 Years Leadership in the Building of Quality Seating 
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classrooms, profes- 
board of edu- 
methods and 


model ideal business education 
sionally staffed by N.Y.U. and N.Y.C 
cation and showing the latest teaching 
equipment of exhibitors. 

4. Limitations of space 
versification and so make the 
tive of the industry. 


to permit di- 
representa- 


per exhibitor 
exposition 


- —- 
GOOSE GUESSING CONTEST 
A clever merchandising stunt, which drew 

of visitors and considerably stimulated 

may was a “Goose Guessing Contest,’ 
store window of the Modernistic Print 
man, Ala. 

Acting on the theory that often it is the out of the 
ordinary display stunt which gets the most atten- 
tion, Modernistic Print Shop asked local residents to 
“guess how many grains of corn a goose will eat in 
30 days.” During the month beginning April 7 and 
ending May 12, a big white appeared in the 
store window, which was fed carefully-counted grains 
of corn daily in full sight of passers-by. In return 
for guessing correctly the number which the bird 
would dispose of, the Alabama office supply store of- 
fered a long list of prizes, including desks, files, sta- 
tionery, and so forth, with a total value of more than 
$350. 

Guess chances were awarded on a dollar basis, each 
contestant being permitted one guess in return for 
each dollar spent in the store. The idea proved suffi- 
ciently interesting, according to the management, to 
“stop” some 400-600 people per day outside the dis- 
play, and to move a dozen desks, files, chairs and 
other items. Such sales were made for the most part 
to people who had been putting off the purchase for 
one reason or another, and were stimulated enough 
to order the merchandise and get the opportunity of 
making more guesses. Because few of the contestants 
had any experience on which to base their guesses, 
answers ranged anywhere from 1000 to 35,000 grains 

“While the goose, of course little to do with 
our merchandise lines, it was unique enough to 
catch the public fancy,” a spokesman pointed out 
“As a result, we acquainted ourselves with hundreds 


BUILDS SALES 
hundreds 
during 
staged in the 
Shop, Cull- 


sales 


groose 


had 


just 


of new potential customers. We think the stunt was 
the best advertising we've ever used.’’—RAL 
—- © 
W. AA. JOHNSTON OBSERVES 42 YEARS 


OF BUSINESS ON MARKET ST. 

W. AA. Johnston of Knoxville, Tenn., veteran mem- 
ber of the typewriter industry, on July 28 proudly 
announced that for 42 years, 1908, he has been 
selling and servicing typewriters and adding machines 
on Market St. at Knoxville, Tenn 

This 42-year period of continuous service to Knox- 
ville and east Tennessee in the office machine business 
has few parallels in the industry 

Mr. Johnston writes, “I had a wonderful time at the 
National Office Machine Dealers Association conven- 
tion and am still a member of the directors 
and working hard.” 


since 


board of 


—-> « 
ENVELOPE FIRM WITHDRAWS PRICE LIST 

The Northern States Envelope Company, Inc., has 
notified its customers that “the prices now listed in our 
price book are withdrawn, and we ask that you check 
with the office whenever firm prices are required. New 
price lists will be printed and distributed as rapidly 
as possible.” 

Reason for this action is explained, “Due to unsettled 
conditions prevailing in paper and other raw materials, 
we have received and are receiving notices of 
price changes. The work involved in arriving at the 
new prices necessitated by new costs is consid- 
erable. This work is now in process and will be com- 
pleted as rapidly as possibl 


+317) 
SUL 


these 
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ANNOUNCE THREE BURROUGHS APPOINTMENTS 

Willis E. Morgan, sales manager of Burroughs Adding 
Machine Company, has announced three appointments 
in his organization, in the United States and Canada 
appointed 


W. E. Black has been manager of the 




















FRED B. STEVENS 











A. F. BERUBE 
Ottawa, Ontario, branch of Burroughs Adding Ma- 
chine of Canada, Ltd. Succeeding Mr. Black at the 


Windsor, Ontario, branch, where he has been manager, 
is J. A. Whitelaw 

Appointments in the United States are those of 
A. F. Berube to managership of the branch at Provi- 
dence, R. I. Succeeding Mr. Berube at his old post at 


Burlington, Vt., is Fred B. Stevens. The latter was 
formerly a sales supervisor at Boston, Mass 
—- 
CHAMBERLIN VIEWS THE FUTURE 


In a copyrighted letter dated July 10, 1950, addressed 
to a limited number of stationers, C. R. Chamberlin 
of the Cel-U-Dex Corporation, looks ahead up to the 
year 1956 and makes some interesting and “different” 
predictions. Mr. Chamberlin disagrees with economic 
foretellers who assert that events of the next five 
years cannot be predicted with any degree of accuracy. 
In his five-page letter he refers to the current Korean 
situation, which he believes will not lead to a full-scale 
war, and points to the period through 1954 as one of 
great prosperity for the United States. According to 
Mr. Chamberlin, economic depression will start in 1955, 
General MacArthur will be elected president in 1956, 
and in the same year a full-scale war will be waged 
against Russia. Mr. Chamberlin notes some possibilities 
that might change his predictions, but he considers 
them “remote 

—-< 
WHITNEY HANSEN RESIGNS POSITION 

Whitney Z. Hansen recently announced to Great 
Lakes Travelers Club members, manufacturers and 
dealers with whom he had been associated during 
the past 12 years that his connection with Chicago 
Stationers, Inc., has been terminated, effective July 
31. Mr. Hansen has no plans for the future and ex- 
pects to take about 60 days’ vacation 
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SPECTACULAR SALES PROMOTION FOCUSES 
SPOTLIGHT ON %-OZ. INK BOTTLE! 
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leads industry with SS yy 


vigorous campaign that includes full-color newspaper 


pages, national magazine and T-V advertising 


—— * 












+i Sanford's greatly expanded advertising program is 





“a s. So \ building business for retailers because it introduces 
+ et \ ever increasing numbers to the new-size Penj, Bottle 
: Wn cugatwenss PURE that holds all the ink that stays fresh. 
Le senator , . . 
tl The %-oz. Penjz Bottle is the sensational seller that 


speeds turnover 3 to 6 times, producing greatly multi- 
plied store traffic with reduced stock investment. 


— ——————— 


Giles 


Management 


\_AN DE CQUIPME NT 







Soturday Evening Post culmi 
note in a full-poge advertise- 


mentin the September 2nd issue, 


e In Office Management, 
thousands of office workers 
learn that Penit is the 
fresh, instant-starting ink. 


followed by later ads that push 
the back-to-schoo! trade 


eye 
BUSINESS Epuc TIO. 
WORLD HI GREGG Cail 


oreerenarn 





gs Concentrated market attacks 
cre being made with full-color 
page newspaper advertising. 





e And now, Florence 
Bourke Ellis, noted lec- 
turer and book reviewer, 
adds her vast T-V audi- 











JANUARY 1949 ence to the millions who 
cre sold on Sanford's 
= Penit by newspaper 
? Business educators and future office ond magazine adver- 
worker re told the fresh ink story in tising 
the page of the Business Education 
World and Gregg Writer 
FOUNTAIN 
PEN INK 
Tie in now with this greatly increased program that sells 





fresh ink from Coast to Coast. 


Write for free point-of-sale material. SANFORD INK COMPANY, Bellwood, Iilinois * 500 Fifth Avenue, New York 
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re NEW PROFIT-MAKER 
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ONE BULB UNIT 


FOR 
rofit-Minded 


DEALERS 


MIDCO’S 


New—Electnric 
Office Deodorizer 


AND 


Ain-Greshener! 
“"DAWN-AIREK”™ 


Meets the Big Demand for a Unit of This Type! 


Dawn-Aire is especially desi 


« ts Complete 


fice, home, business and rolessior « No Servicing 

use. Plug into any A.C. outlet ‘ nequres 

on the wall, or stand on a shelf. Daw * Is Portable 

Aire destroys odors and freshens the ' * ‘2c per day to use 
the scientific ultra-violet way. Ideal for e Fully Guaranteed 
rest-rooms, conference rooms, smol 


small offices, wherever air 


ening, odor correction, 


OKY all * 1 Bulb, List $8.95 


« 2 Bulb, List 
$11.95 





ANOTHER 
FAMOUS 
MIDCO 


SALES 
MAKER! 


In One Tube and 
Two Tube models. 


FLUORESCENT 





SEE 
THESE PROFIT 
MAKERS AND 

OUR 

FULL LINE 


BOOTH 79 
N.S.A. 


CONVENTION 
HOTEL STEVENS 











you ll get plenty of those 


literature of Midco’s complete line! 


Be Wise! Keep 





DESK LAMP 


Top Quality At A Price That 
Sells; With A Mark-Up That 
Spells PROFIT! 


You never have a come-back 
when you offer this handsome 
quality purit NI leo Desk | init 
Ther no better value u 
ooks } beautiful finishes in one 
ind two tones: Cordurov Brow 
Wrinkle and Gold: English An 
tit Rronze and (se Id or Met 
illescent Grav 1 Silver hi 
\ tl | delivers 

‘ re ee 
\ | ! ! 1 work 

: there is nothing fine 
Flect rts | | roved Dis 
\ hes t ( ities ind 
{ sales. Write for FREE 


Your Stock Up On 


These Sales Makers—ORDER TODAY! 


MIDWEST VATUREITE 00. 


228 W. KINZIE ST., 
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CHICAGO 10, ILLINOIS 





NEW EQUIPMENT DEVICES & SUPPLIES 
Continued from page 46) 
six colors—black, brown, green, red, bronze and gray. 
They are individually boxed in safety shipping carton, 
weight ten pounds 


AUTOMATIC STACKER 
A. B. Dick Company, 
1700 W. Touhy Ave., Chicago 31, Ill 

The heavy-duty, electrically-driven Model 450 mime- 
ograph is now equipped with an automatic stacker. 
rhis mechanism is a combination receiving tray and 
copy stacker. It stacks copies precisely in the receiv- 
ing tray and eliminates time-consuming hand jogging. 
Finished copies, when stacked in this manner, are 
ready for immediate wrapping, padding or delivery to 
folding equipment. Stacking is especially useful when 
copies are to be mimeographed on both sides of the 
paper as the paper stack may be removed from the 
receiving tray and immediately loaded on the feed 
table. This new development is in line with A. B. Dick’s 
policy of developing products which reduce over-all 
duplicating costs by eliminating hand operations 


PLAID HOUSEHOLD FILE 





Smead Manufactu 
Hastings, Minn 


ring Company 


Of the assortment of plaids from which to choose 
this new household file, the basic predominating colors 
are maroon, blue or green. The size is 942 x 7% inches 
Thirteen pockets are indexed alphabetically, monthly 
and for income tax and budget purposes. For display, 
six files are packed in a carton showing two each of 
the predominating colors. The display also illustrates 
the practical application of the new household file 

— 


CHICAGO’S STATIONER-KEGLERS TO OPEN 

SEASON AT ARENA ALLEYS IN SEPTEMBER 

The 1950-51 season of the Stationers Bowling League 
of Chicago will swing into action on Tuesday, Septem- 
ber 5, at the Arena Alleys, Erie and McClurg Sts., at 
6 P.M., with 12 teams participating 

New interest and enthusiasm will be in evidence at 
the opening gong due to the fact that the Arena man- 
agement has completely rebuilt all lanes to be used 
by the league 

Officers for the current Charles “Pop” 
Krieger, Commercial Stationery Company, president; 
Clarence Clemen, G. J. Aigner Company, vice-presi- 
dent; Al Cote, Reyburn Mnufacturing Company, sec- 
retary, and Joe Sargent, Utility Supply Company, 
treasurer. Any stationer or manufacturers’ represen- 
tative interested in bowling regularly or as a substi- 
tute during the current should contact Mr. 
Krieger at STate 2-2444 


season are 


season 
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Stichnatin Cag futuras 


AMERICA’S FASTEST MOVING 
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1-A SERIES — LETTER — LEGAL THE 2-A SERIES — LETTER — LEGAL 
AVAILABLE IN GREY OR GREEN AVAILABLE IN GREY OR GREEN 
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THE 2100 SF 
THE 3-A SERIES (ONLY LETTER) “UNO” HOME SAFETY FILING SYSTEM 
AVAILABLE IN GREY OR GREEN AVAILABLE IN GREY OR GREEN 


art steel sales corp., 170 w. 233rd st., new york 63, n. y. 
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SPEED-FILER-BOY 
Serces of Speed 





Filing Cabinets 
> 








F4001 


The Futura ‘‘Filer-Boy 
steel filing cabinet, 
Rie) high x 15 wide 
x 16 deep. Shipping 
weight—40O Ibs. 


F4002 


The Futura Speed Boy 
Stor Filer Unette. 30 
high x 15 wide x 
16', deep. Shipping 
weight 35 Ibs. 








S F4002 , F4001 


art steel sales corp., 170 w. 233rd st., new york 63, n. y. 





Stecluaser see 


futuras 





Steelmaster extra 
heavy-duty,extra 
heavyweight, 
precision made, 
double wall con- 
struction. Treasure 
Chest. 








Deferred delivery. 





Steelmaster security vault type 
strong box with individual com- 
bination lock. Extra duty, extra 
heavy unit. 





Deferred delivery. 


FUTURA 
SAFER-AT-HOME 
EQUIPMENT 
FI000 











Steelmaster security vault type 
extra-duty box with flat key 
security lock. Extra duty, extra 
heavy unit. 


Literature, catalogue pages, etc., available. 
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Even the office ‘prima-donna’ 


uses the calculator with 
push-button’ multiplication 


* 


2 = siBy touch of keys 


in Multiplier Row, 
Carriage-Shift and 
Multiplication are 
AUTOMATIC... 
answer appears 
SIMULTANEOUSLY 


OAKLAND 6, CALIFORNIA 
Please send me free literature about the new Marchant 


Calculators [_] 


Name and Address 


1950 


Renta! information a 





Because multiplication is by far the most fre- 
quent operation on calculators, obviously the 
calculator for your office must be the one with 
the SIMPLEST and FASTEST, POSITIVE multipli- 
cation. That means MARCHANT-—the only cal- 
culator with PUSH-BUTTON multiplication—on 
both the FIGUREMASTER, designed for heavy- 
volume production ...and the new low-cost 
FIGUREMATIC, the only calculator in its price 
range with simultaneous automatic multiplica- 
tion. Ask the MARCHANT MAN in your phone 
book to prove that a MARCHANT with PUSH- 
BUTTON multiplication can be operated by 
anyone...and will do all your figure work 
easier and cheaper. Mail the coupon or call 
the MARCHANT MAN today 





MARCHANT CALCULATING MACHINE COMPANY 
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WRITE 


INC. 





fe =9Watch Your Sales 


Go UF 





when you feature 


WRITE 


WaritE Carbon Papers and Typewriter Ribbons have an important 





ingredient necessary to bring in the repeat business that means steady 
sales and profits. This ingredient is QUALITY. Office managers recognize 
it in the cleaner carbons and longer wear their office workers obtain 


from WRITE Carbon Paper. They like the way WRITE Typewriter Ribbons 


turn out crisper-looking, uniform letters. 


Join the profit-wise dealers who are featuring WRITE for bigger and better profits. 
Order WRITE Carbon Papers and Typewriter Ribbons today. 











Send for samples and discounts 4 


PROMPT DELIVERIES 


Factory: Bridgeport, Conn. 


Ae eee “5G? Xi 


‘SS pelion A 


Magee 
ae bali, hig Gs 
a4 ty Gon Vi 














yrk 17, N. Y. 
ih a “= ae : Pee 
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BERG L. MEYERS NAMED SALES CHIEF 
OF ADDRESSOGRAPH-MULTIGRAPH 


Announcement was made on July 31 by J. B. Ward, 
vice-president and general manager, Addressograph- 
Multigraph Corporation, Cleveland, Ohio, of the ap- MASTER ADDRESSER 
nointment of Be L. Meyers as sales manager. 


' The appointme: ame after six years of service as LE DS AGAIN! as 
Chica Address aph branch manager. He will be A + ; 


succeeded there, Mr. Ward announced, by Edwin H 




















E. H. DENNY B. L. MEYERS 
De who } é national sales manager of the 
Addressograph division of the corporation 

Newly appointed as chief aides to Mr. Denny are E. J 
Snythe, Multigraph Chicago sales manager, and J. C 
Jones, Addre sraph Chicago sales manager. 

Under the leadership of Mr. Meyers, the Chicago 
ales organiz: exceeded monthly quota assignment 
70 times out ol ssible 73. A native of Cincinnati, 

Mr. Meyers start is Addressograph salesman in that 

it 1 1929. P his Chicago assignment, he acted 00 
as Addres ules agent in Louisville, Ky., and $ 
Kansas City, M New Model 40-H 

H ‘hic essor . > h; ‘ . , 

His Cnicas sor, Mr. Denny, has had long Master Addresser with Foot Stand plus Fed. 
service with the anization and was appointed sales excise tax 
agent at Memphis, Tenn., in 1931, and in 1934 was \ — tod ett offen Bhi wucdcicten tem sie 

7 t oo operate unt onerTs v rode on oi sf 

made sales agent at Dallas, Tex. In 1939 he was aes ts 

named Addre: ph southern district sales manager : , 
! iter wa ned to Cleveland HIGH PRODUCTION SPEED Through an eight hour day 
oui will produce addressed envelopes just as fast as they can be 
. —_ alte . , fed into the machine. Average speed of 2,000 or more per 
OFFICE EQUIPMENT FIRMS WIN AWARDS dang : 
FOR MODERNIZED ANNUAL REPORTS 

ELIMINATES FATIGUE—Operator has both hands free for 

From the al 000 corporation annual reports for feeding and removing envelopes. Easy swing of the foot 
1949 ipmilttle le tenth annual Survey conducted pedal provides impression for continuous operation without 
by Weston Smi { Financial World, 14 office equip- fatigue. 
nent ny 1 ‘ > for 2S or 
cee Ce lave qualified for “Highest Merit HEAVY DUTY UNIT—Model 40-H is an extra heavy, re 
Award” cita ney are inforced machine with case hardened steel gear, rack, and 
Addressograph-Mult McBee Co feed lever. Heavy duty bearings and springs. Stand is 

raph Cory Monroe Calculating sturdy with built-in weight to set solid when in use. 
Burroughs A Machine Co LOW COST—No other addressing machine capable of 

Machine ( National Cash Register similar production anywhere near the price 
oC » ‘ ‘ ( 2 V- > ; S 

a Mul ipl Cc . Pitney-Bowes, Inc NO STENCIL NO PLATES—NO RIBBONS—NO INK 
Felt & Tarra Co Remington Rand, Inc ; . im jupl 
: ’ : , . Prints from paper master tape by the pirit duphcator 
Gens il Fire} Ur Royal rypewriter Co., Inc nHrocess, Shares the same low cost of setting up a list that 
Marchant Ca ni Underwood Corp characterizes all Master Addressers—the original spirit 

Machine C Wilson Jones Co nrocess addresset. 

The stockhold eports of these companies have 

me lates for the final judging, and one HREE MODEL 
5: T/T W 

select f 1 “Best of Industry” award and NO T 
presented ronze “Oscar of Industry” at the Model 25 $24.50 
Fina? V nual report awards banquet on 
Monday, O n the Grand Ballroom of the Model 40 39.50 
Hotel Statler in Ne York. A year ago, the 1948 annual 
report of Pit Bowes, Inc., won the trophy for the Model 40-H 95.00 
best report il ndustrial classification plus Fed. excise tax 

The indepe1 ard of judges in this year’s com- Write for details and dealer discounts 
petition i ind he chairmanship of Dr. Lewis H 
Haney, prof f economics at New York University, Vm CALLE 
assisted by Car G. Blough, C.P.A., research direc- ” 
tor of the Am«e Institute of Accountants; Denny 6500-D West Lake Street, Minneapolis 16, Minnesota 
Griswold, pub f Public Relations News; Elmer G 
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Walzer, financial editor of the United Press; Guy Fry, 
president of the National Society of Art Directors, and 
John H. Watson III of the National Industrial Confer- 
ence Board 


—-_< 


REM-RAND STARTS TWO PROJECTS 

Construction is about to begin, almost simultane- 
ously, on two new Remington Rand sales headquarters 
in the Midwest. Both buildings, similar in size and 
appearance and both air-conditioned, will be ready for 
occupancy early next year 

In Chicago the new building will be located at the 
southwest corner of Michigan Ave. and Illinois St. It 
will be a block long, extending west to Rush St., and 
four stories tall—three stories above the Michigan 


Ave. level. It will provide 88,000 square feet of floor 
space and house facilities for 400 employees. The 





HARMONIZE WITH STEEL 
DESKS AND FILES 

















3 ARCHITECT'S SKETCH OF NEW REMINGTON RAND 
. BUILDING, MICHIGAN AT ILLINOIS ST., CHICAGO 
j new Chicago office will be headquarters for Univac, 


an electronic computing and recording machine re- 
cently purchased by Remington Rand, Inc., and being 
rapidly developed for application to ail types of busi- 
est and 
‘Ss and 


_ LETTER 
AND LEGAL 
SIZES 


‘ 


ness. The building will house one of the larg 
most complete displays of business machine 
office equipment in the country 

It is anticipated that 400 employee under the su- 
pervision of V. E. Logan and A. J. Stout, Chicago 
branch managers, will occupy the new location about 
May 1, 1951 

Detroit’s new Remington Rand building also will be 
constructed of Indiana limestone The new build- 
ing, with 100 feet frontage on West Grand Blvd. near 
Second Ave., will provide 60,000 square feet of floor 
space and facilities for 200 employees, under the super- 
vision of M. J. Joyce and W. B. Mainland, Detroit 
branch managers. The move from Remington Rand’s 
present office at 220 Bagley Ave. is scheduled for early 


SEND ALONG — 


RALPH QUEEN BUYS LINCOLN FIRM 


Y °o U R .e) R D E R T Oo D A Y : ; Ralph Queen recently purchased the Capital Office 





Supply Company at 240 N. 11th St., Lincoln, Nebr. He 

ppt! I : 

is a former production foreman for a rubber company 

and also had office experience there. The firm sells a 
mplete line of office supplies and equipment, includ- 

ing desks, chairs, filing cabinets, safes and commercial 

Mr. Queen plans to add new lines of office 


» 


~ 


— 


LIMA, OHIO, TORNADO MISSES NOONAN’S 
The W. J. Noonan Company, office outfitters of Lima, 
Ohio, advises Orrice APPLIANCES that the recent tor- 


id nado in that city caused no damage to the firm. None 

ln ertal fifet. Mh of the organization suffered injury from this storm 
}! ho 5 0 which damaged 475 homes, garages and businesses in 

— injured the loss 


C 
the city. Forty-one persons were in and 


FOREST PARK, ILLINOIS amounted to $1,500,000 
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Here’s Why Dealers Like to Sell 


VON 


© DIVERSIFIED MARKETS 














































" BIG PROFIT MARGIN 





® PACKAGED SELLING PROGRAM & 
® FACTORY-TO-DEALER PRICES od 
é y 
@ FACTORY COOPERATION y 4 
\ 4 
SSS ® NATIONAL ADVERTISING f 
ff 





a 





i — METAL PRODUC#S, INCORPORATED 
9 Z A General Offices: OO Monroe Avenue, Aurora, Illinois 
=< Factories: AURORAP ILLINOIS * YORK, PENNSYLVANIA 











L/ “ - glad to Sold NationaiW through Factory Branches and Dealers 
e 
a nnounc® 
a e LYON Metal Products, Incorporated 
shat our n | 928 Monroe Ave., Aurora, Illinois 
Y ORK A. Please send me information about the LYON dealership 
| 
3 lant 1S no NAME 
é operation ADDRESS 
City STaTe. 











A PARTIAL LIST OF LYON PRODUCTS 


* Shelving ® Kitchen Cabinets ® Filing Cabinet * Storage Cabinets ¢ ° 


* Lockers ® Display Equipment * Cabinet Benches © Bench Drawers ® Shop Boxes 


. 
* Wood Working Benches ® Hanging Cabinets * Folding Chairs © Work Benches ® Bor Rack °H 
. 


* Economy Locker Racks © Welding Benches * Drawing Tables * Drawer Units ® Bin Units Ports 
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© You are cordially invited to visit with 


us at the National Stationers Assocta- 


Copy nile 


tion Convention. September 24-28 in 


eas : gives you more 
Booths 34A €F 35. Stevens Hotel ( ica go 


coy -) | 








Two-tone gray Hammer 


- loid finish 
i 
4 


more 


features 


performance 











Copy-nile Liquid Duplicators 
give your customers all these ad- 


vantages. 


e LONGER RUNS OF MORE UNI- 
Model L-47 $219.50 plus FORM COPIES permitted by exclu- 


Other “Copy-rite” tax, F.0.B. Chicago. Com- P . P ‘ : 
models available from plete with automatic pa- sive roller-moistening principle. 


$124.50 to $369.50, per feed, re-set counter 


plus tax. and cover e FASTER WORK—one copy for each 
“Copy-rite”’ all steel cabinet as shown, $49.50 additional turn of the handle—face up. 


e INSTANT STARTING without prim- 
ing. Fluid supply always visible. 

e NO STENCILS, GELATIN, INK, 

ally preferred by leading companies, schools and in- RIBBONS, TYPE. 


stitutions everywhere. And of course, ''Rite-Copy'’ ° ACCURATE ALIGNMENT—auto- 
matic paper feed provides accurate 

















Because of its many advantages, ''Copy-rite" is natur- 


Supplies are heavy-selling items, too, as they insure registration. 

the finest duplicating work. A complete line of "Rite- . VERSATILITY—“Copy-rite” han- 

Copy” Supplies, and a fu'l line of "Copy-rite" Dupli- — from postcards to 9x 14 
sneets. 


cators—including electric models with the UL Seal 


of Approval—a ailable. Write for full detail ¢ “Copy-rite’s’’ simple, and built to 
pp re availa i oe * aed ae SERVICE 


TODAY! PROBLEM! 


WOLBER DUPLICATOR & SUPPLY CO. 


1202 Cortland Street, Chicago 14, Illinois 
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i. ESCH FIRM HAS GRAND OPENING 
rand of A. H. Esch & Company, Ltd 
} St. and Jasper Ave., Edmonton, Al- , 
held from June 7-10 in the newly 
structure called the Clarke Build 
Friends expressed their congrat- 
sages and many baskets of lovely 
to beautify the new store as well , i 
feeling of appreciation for the 
h and his staff have given for 




















E f the founder, was instrumental in 
of ore which is 20 x 120 feet. While 
than the old, the arrangement of 





NEW BUSINESS HOME OF A. H. ESCH & CO.. 


102ND ST.. EDMONTON. ALTA. 


tures, the 26-unit diffused light 
ff walls and off-white ceiling 
re of the genuine welcome feeling 
set in aluminum trim allows the 


Preri rir 
i 


























uur 
' ’ 


Dm 
4 —_—_— 

ws . Ls - —=_== 
give 


ti! 


+4444+ 
eee 





into the store without distract- 
lisplayed in five four-foot mod- 
lisplays. Glass front cases show 
‘ial stationery and a.very fine 
naterials. The book department 
ne may browse without being dis- 
ite side of the store is the camera 
by John Howard. The pen counter 
play counters and double shelving 
the latest in design and assures 
vice. The store is surrounded 
er, business offices and a central 











tion - sae ells 
—- « 
rO EXHIBIT AT NSA CONVENTION : VLU 5UU 


, 


any will make Room 551A, Steven 
ts headquarters during the Na 


ion convention, September - 
mpany men from New York, New : ! ‘ 
Mass.: Chicago, Houston and San 
elcome guests will include Joseph 
Gordon D. Meals, vice-president 48 d 
Ray S. Froeba, Robert M. Crippen sho 
Paul C. Harris 
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atte bese 
Pitti 














.. modermmize those files with The r 
public ‘see’ 


BARKLEY (/cszic TAB 


FILE DRAWER INDICATOR 
NO SQUINT! 7 | 


When you have / 
Magnified Visibility | 




































Simm ! / 
/ 
\/ 
NO SQUAT! 
'\/ | When you have 
( / Angled Visibility 




















NO STOOP! 


When you can 








read froma 





standing position 


The BARKLEY PLASTIC TAB File 





wer Ind t was designed 


Hi t facilitate faster filing and 
’ finding thru greater file drawer 


















































label visibility, and thus contribute to greater y 
The pressboard on which the two-inch wide Barkley Plastic Tab is 
mounted quickly slides behind the drawer label! leaving the tab securely 
exposed to view. The insert is designed for two lines of typing 


The crystal clear, amber BARKLEY PLASTIC TAB angled for perfect visi 


bility also magnifies the copy on the typed insert. Thus office personnel 
can effortlessly read the contents of even the bottom files 
Write for Illustrated Literature afl Sing 
// mi 
(/ Hi 1 
j 
Established 1921 \{qyqABILt! 


[. L. BARBLEY & CO. 


Manufacturers of Filing Supplies 
1220 W. Van Buren St. Chicago 7, Ill. 





ART STEEL MINIATURES HELP TO SELL 

problem of how to let the equipment-minded 
the new Steelmaster line of filing cabinets 
and desks has been solved by Art Steel Sales Corpora- 
tion, 170 W. 233 St., New York 63, N. Y., in the de- 
velopment of the new miniatures display. Joseph 
Burger, president of Art Steel, working in close co- 
operation with Displaymen Bob Fischer and Ed Freed- 
man decided to have miniatures—always fascinating 
o the spectator—incorporated in a sectional view 


office equipment 





ART STEEL SALES MINIATURES DISPLAY 


of a brilliantly-lighted modern office. The light flashes 
on and off to activate the display. The floor was 
tilted to dramatize the active three-dimensional as- 
pect. All this is staged behind a black proscenium 
There, in little over a cubic foot of space, is told 
the story of modular integrated office design. The 
flasher serves the dual purpose of animating the 
Steelmaster sign and lighting the office. The little 
Steelmaster man was strategically placed to “human- 
ize”’ the display 
The display is constructed entirely of litho shee 
cardboard mounted stock, die-cut and completely set 
up with flasher. Setup size is 24 inches wide and 
17 inches high by 9'% inches at the 
—-« 
GESTETNER MACHINES MARKETED IN USS. 
Gestetner, Ltd., of England, is expanding sales ac- 
tivities to the American market through its American 
division, Duplicator Corporation, 50 McLean Ave 
Yonkers, N. Y. The American merchandising program 


rounds out a world-wide representation in every coun- 


; 


aeepest point 


Duplicator Corporation is staffed by factory-trained 
technicians. These experts will be loaned to dealers 
in order to train their staffs in sales and servicing of 
Gestetner products 

Duplicator Corporation has a 
service department which will g 
photographic and die-cut stenci 

Importations from England are confin ed principally 
Stencils, cabinets and other 
important accessories are American-made 


try in the world 
} 
‘ 
} 
lso installed a special 
lve to Gestetner users 
ls 


+ 


oO machines and parts 


Some exclusive dealer franchises for Gestetner 
products are still available 
—->< 


HURT IN AUTO ACCIDENT 

The sales conference recently held the Victor Safe 

& Equipment Company, Inc., North Tonawanda, N. Y 
an unhappy occasion for E. A. LaGasse, Victo! 
district sales manager, well known dealers in parts 
of New Jersey, Pennsylvania and Delaware. Enroute to 
the conference, Mr. LaGasse suffered broken leg in 
an automobile accident. He will probably be 
to resume his regular calls throughout his territory for 

, weeks 
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We'll be 
looking for You at the 
N.S. A. CONVENTION 


You'll find us at Booths 3 and 4 
with an interesting display of 






Dennison \ 
Goods 


Sure...the big 
red apple and a 
hearty welcome 


SD) onnisow 
FRAMINGHAM, MASSACHUSETTS 
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| WANT «a fast-selling line that will be an incentive to my sales staff...a line they 
can easily and quickly prove is superior to the competition. 


. Beautiful, new, designed from the desk up. Hand 

@ 7? y ¥ * . , 

1] \ S QO ( yf It span keyboard makes it easiest to use. Extra add 
ALC h eee | sgh 

J ‘@) bar at bottom speeds work. And Clary prints up 


to 48% faster than any other machine 


| WANT a line that is backed by continuous, hard-hitting sales promotion in impor- 
tant national magazines and newspapers. 


sy ° Clary advertising reaches 29 million readers every 
@¢ ” . a ¥ . r¥ " 
lI \ sy O ot It month. The campaign uses big space in the Satur 
ALC eee s : ’ < 
J ‘@) day Evening Post, Collier’s and other magazines 
Clary promotion also includes sales booklets, us¢ 


] 


ful pamphlets, and many other dealer helps. 
r i o t 


| WANT a dealer franchise that will assure me longer profits, a secure and expanding 
future and lots of incentive for myself. 


~ ® ’ Clary’s revolutionary Profit-Sharing Dealer Frat 
Pa ° y ‘ . ss i 
1] \ S O ( yf It chise offers you the best and most unusual dea 
ALC h eee : ; 
d re ) the trade. Here is how it works: It lition t 
generous trade discount, a cash discount and sales 
bonuses, Clary actually shares with the dealer pro 


its made by the Company on his over-quota sales. 


Write now ...10 CLARY MULTIPLIER CORPORATION « SAN GABRIEL, CALIFORNIA 
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STATIONERY DEALERS INVITED TO JOIN PROFIT- 
MAKING SCHOOL GOODS PROMOTION 
Owners an agers of retail outlets which nor- 
mally sel ! ipplies will have this year an oppor- 
ity in he sale of tablets, notebooks, ring 
inders and essential school] items 
Manufacturt f paper school supplies have devel- 
il a natior promotion campaign on a larger 
cale than any eviously undertaken. The promotion 
program n nto proved effectiveness this year 
after several ye if testing and growth, is financed 
und organize the Paper Stationery & Tablet Man- 
ifacturers A yn, 527 Fifth Ave., New York City 
The manufact will provide the promotional 
material, wh itilized, can identify the dealer as 
larte 11 supplies 
The manu rers’ promotion program will make 
ewspapers and radio broadcastins 


4 pprox ute $500 daily and weekly newspapers 
ve receive will receive shortly—proof sheets 
eady-made advertisements and 
iphs which can be used by any 
retailer intere grabbing off some of the sales of 
schor ip} 4 kit of mats will be provided free 
ne ( n the country. All that’s missing 
these ae the name and ee of local re 
i] rhe} esigned to identify any local retail 
tle the upply center 
Manufactu well as everybody else are aware 
kids don’t pore over newspapers all the time and that 
radio. So their association has 
pI a musical commercial which, when 
broadcast over t r with live local copy incorporated 
it, ca y identify the retailer who sponsors 
At lea etailer in every community served by 
icast n can now get this singing com- 
ercial fo! ise simply by going to his radio 
ti an for it, for some 2,000 radio stations 
ll | fer 12-inch transcription free 
These tr ions are going out now to radio 
nd f dealer who buys a few minutes 
imé irranges to use the singing com- 
al will position to develop a competitive 
intage. T f radio time, as the cost of news- 
per space in proportion to the size of the 
ver of the station and the period 
time is purchased 


r 
i 
h 
ii 


— 


8 


NELSON- THOMAS HONORED FOR DIRECT MAIL 
vel 1-T! & Company, complete office out- 
te of San Di Calif., were recently notified that 
firm ha iwarded honorable mention for a 
j as submitted by its agency, The 
lle Com] the annual creative awards com- 
etition of the National Advertising Agency Network 
Receipt of ward indicates advertising of real 
erit, since were more than 275 entries by 
ns of prominence. The panel of judges 
ided au es in the field of advertising, market 
irch al es promotion 
The Nel I mas campaign featured mailing 
witl copy and illustrations stressing 
pany had “offic-iency” experts 
n be yn for complete information on 
$k kinds of office equipment 
—- 
NEW STORE IS OPENED AT WORCESTER 
ew P tionery store was recently opened 
Norwic! Worcester, Mass., under the manager 
ra Paquette 
lett y Company was established in 
. brid M in 1911. Its sole business was job 
I first stationery store was opened 


re was founded in 1939. Steady 


iA esulted in the decision to move 


, li« ] ? | 7. + . 
AlLY-i1OCa Let quarvers 
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VUL-COT 


Wastebaskets 








Made of hard vulcanized 
dura Vul-Cots give a lifetime of service. They are 
attractive, light weight, noiseless, do not crack, 
splinter, dent, rust or corrode . .. do not mar floors or 
fixtures. Vul-Cots greatly reduce waste handling and 
maintenance costs. Write today for catalog sheet giv- 
ing sizes, prices and discounts. 


Practical Styles: Round Taper (Nos. 2 & 3) pop- 
ular for office and scheol room use; Square Taper 
(No. 5) a distinctive style ideal for executive of- 
fices; Round Straight (Nos. 9 & 10) perfect for 
washrooms, basements, stores, mail rooms, fac - 
tories. All styles are available in two standard 
colors: maroon-brown and olive-green. 


Hew! Vmproved / 


Greatly improved manufacturing process 
makes possible new bonded seam construc- 
tion. This adds strength, improves appear- 
ance, assures cleaner waste wet al 
your assurance of an even finer Vul-Cot! 





For Sale by Stationers Everywhere 





UATANELCE iis Vui-Cot waste basket 


with ordinary usage should last a lifetime. It ic 
absolutely guaranteed as to material and work. 
manship for a period of five years from date of purchase 
when used only as a waste basket. If during 
that time in such service it proves defective, 


return and a new basket will be supplied 


NATIONAL VULCANIZED FIBRE CO 


Wilmington, Delaware, U.S. A. 














SOUNDSCRIBER ELECTS W. J. NILES PRESIDENT 
The board of directors of the SoundScriber Cor- 
poration, New Haven, Conn., manufacturers of elec- 
tronic disc dictating equipment, recently announced 
the election of Walter J. Niles as president. Mr. Niles 


—— oo \te 
Qreal NAMES | “ord rs 
IN INDUSTRY 
° assumes his new post with more than 25 years ex- 


° perience in the production and marketing of office 
= ° 
4 
Great DESK 
EQUIPMENT 


Many famous users 


of Morris desk 









sets have their 
seals or emblems 


imprinte din gold 








WALTER J. NILES 





equipment. Prior to joining SoundScriber as vice- 
president in October 1949, he was president of The 
Frederick Hart Company of Poughkeepsie, N. Y 

As an executive of the Northeast Electric Company 
of Rochester, N. Y., Mr. Niles was closely associated 
with the development and marketing of the first 
electric typewriter in 1925. When International Busi- 
ness Machines Corporation acquired Electromatic 
Typewriters Inc., in 1933, he became general manager 
of that subsidiary. Throughout the war years, he 
managed the Rochester, and later Poughkeepsie, N. Y.., 
plants of IBM, engaged in manufacturing precision 
aircraft and ordnance materiel 


Wo sceeeeeeeeeeeees 


ORRIS 





—— 


desk equipment does “double-duty” FEATURING HAND CLEANER 


Sell Morris equipment as individual items — or 
“‘Morris-matched" desk sets. The complete desk 
setting shown, pen set, memo pad and holder, file 
trays and ash tray, retail for little more than the 
cost of one higher priced, yet comparable fountain 
pen set. 

The quality, efficiency and years of service, have 
made Morris desk equipment the choice of exacting 
business men. 

MORRIS-MATCHED DESK SETS 
THE SYMBOL OF GOOD TASTE IN DESK EQUIPMENT 





MORRIS LETTERTRAY MORRIS DIP SET The 
Two point suspension oa | sund writing m 
—aa lows complete freedom of plement satisfies routine 
access from the entire ) worke snd demanding 
ia— front and sides. Strongly \ executive alike with in 
minal 1 

- constructed tiers are quick i 4 stantane . eff ent 

ly added, either letter o ‘ \ mooth writing. Neo ref 
legal size t ng r flooding holds 
~ 


MORRIS FOUNTAIN 
PENS A balanced pen 


Stor long hours of comfort 

£ ¥ able writing — has 5 dif 
a ferent quick ‘‘thread 

replaceable points fo 


—>y every purpose. Choice of MORRIS 





eight colors PHONE REST... 
The easily adiusted 
MORRIS MEMO PADS phone rest thot hold 
os Paper is readily accessible without mping yo 
yet always kept neat by sho Jer or straining 
either gold plated bor your neck. For the 
thot drops as paper ; Executive, the Secretary 
used or plain ‘‘boxed-in the home. Hove 
corners. Plenty of room fo both hands free ° 
imprinting here. Choice of time make f 
lor ° ° 
oe This window of the Stationers Corp., Los Angeles, Calif., both 
announced and featured the new O K hand cleaner of F. S. 
KNOWN BY ALL...AND ALWAYS WANTED Webster Co. It called attention to a new liquid cleaner de- 


veloped as an office accessory for the secretary in removing 
hectograph, ball-point pen, mimeograph and stamp pad inks 
from the hands, as well as typewriter ribbon and carbon 


8651 W. Third Street , 
g 3. stres t £ 
BERT M. ORRIS co. Los Angeles 48, Calif. paper smudge stains. The point was stressed that water is 


not necessary and that the cleaner is not greasy. 


Complete Desk Equipment by MORRIS—Still Leads The Field! 
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~~... luggage and brief cases to match 
a se ‘= PLUS sales for you! 





+ 
* 
~ Luggage by S. Dresner & Son and Brief Cases by National Brief Case 
. 
% Mfg. Co. give you the opportunity to build 
s 
» a leather goods department on a minimum investment with a 
s 


‘ maximum profit potential. 
. 
. A planned basic stock of only 4 key items in men’s luggage 
* and 4 in brief cases is all you need. If you 
. 


* have the room, add 4 key items in women’s luggage. 
% 


6 
*, Nationally known...nationally advertised...these 
s 


* top quality products will give you a plus 
s 
business all year ‘round 
YoU ...Not just at Xmas selling. 
GA/EF CASE 
s 
av 





26” 3-suiter (not illus $65.00* 21” Companion Bag $42.50* 
24” 2-suiter 54.50* 20” Zipper Bag 29.50* 


All these items in 
Tough Texas Steerhide 


>> 


ro 

{ > 

Nay 

ty) 
Alse available 

in 7 other price lines 





Brief Bag $24.50* Zipper Envelope $12.50° 
Multi-Pocket Portfolio 16.50* Zipper Ring Binder 11.50*° 





For catalog and complete information on Basic Stock Plan write: 


§. DRESNER & SON INC. | NATIONAL BRIEF CASE MFG. CO. 


forLuggage |! for Brief Cases 


512 SOUTH PEORIA STREET, CHICAGO 7, ILL. 
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ord 
Position 


FOLDERS 


ALL HANG-A-FILE FOLDERS 
(3rd position and 5th position) 


















NOW AVAILABLE WITH 


@ Adjustable Metal Tabs @ Larger - Greater Visibility 
@ 45 Degree Angle ® Acetate Cellulose Window 
Non-Inflammable 
SIZES: 
Letter, Legal, Invoice, Ex-Ray Special Sizes on Request 
COLORS: 


Red Rope, Grey and Tan 
THERE’S A HANG-A-FILE UNIT FOR EVERY BUSINESS NEED! 


HANG-A-FILE 
FLOOR. CABINET 
with Cover 
No. 3|—Letter size 
No 131—Legal size 
(With or without lock} 
@ 27'/," high x 14'/, 
wide x 18-1/6" deep 
@ Colors: Green Grey 

Walnut 
@ Equipped with 25 
Hang-A-File Folders 








A-Z inserts 
@ Packed | to carton 
NO. 39 HANG-A-FILE FRAME No 39 © Ship. wat. 25 Ibs 


Letter and Legal Size 
Slide adjustment fits file drawers 


o 

+ $ 

© Easy to emomble VISIT US! National Stationers Convention 
* 4aqmium finis 

+ Stevens Hotel, Chicago « BOOTH 48 e September 24th to 28th 


Packed 4 to carton—ship. wat. |2 





Lauts ie RK HANG-A-FILE 


ve NGRES$$ § IC AG MO$T POPULAR “HI- way’ 
Ft E. CONGRES$ $T., CHIEC QO 5, s0n. a" ci Gon mode 
TELEPHONE WEbiter 9-3 217 
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BANK DISPLAYS C-THRU PRODUCTS 


paid the C-Thru Ruler Company 
Hartford National Bank & 


Sis il hon 


Harti ] Con! 


Company N 


the 
cent] itured a full display of the C-Thru 
Originally h iled to be shown for two weeks, the 


much interest that it was kept 
for three week nore. One of the bank officials 





C-THRU RULER WINDOW DISPLAY RECENTLY FEA- 
TURED BY HARTFORD NATIONAL BANK & TRUST CO. 


ted th lisplay created wide public in- 
erest, and tl he interested crowds grew day by 
The displa placed in the spacious main lobby 
bank where thousands pass by each day. It is 

i that 50,000 people saw the display. 
bank, wl displaying the products of the 
Hartford area, selected the 
as one of the industries to be 


the 
iit 


wide variety of C-Thru plastic 

rulers, triangles, T-squares, 
F'r¢ irves, and lettering guides 
. oe 6 


GARDALL APPOINTS SALES REPRESENTATIVES 


Mi ( Joseph Eckstein of the C. & E 

Sales Compal 140 W. 42nd St., New York 18, N. Y., 

cently ted by Gardall Corporation as 

epresen es for Gardall fire-resistive safes 

in her G They will cover the states of 

New York a1 N Jersey besides a portion of Con- 
—-> 


BURROUGHS PROMOTES D. P. SMITH 


P. Sn rmerly branch sales manager for 
Ne York office, has been promoted and 
ed to D Tex., as divisional sales man- 
t Burroughs Adding Machine Company 
junior salesman in 1921.—JHR 
i + 
~~ "de f } 
2 ‘ {7~<— 
| - a ‘ 
: ‘ ss as 
& 





ASSOCIATES TEAM—In active 


THE WARD H. SILLIMAN & 

servi Is an ipply and equipment manufacturers 
representative { past 25 years in the southeastern 
and wes Mr. Silliman maintains his head- 


quart. in Dallas, Tex. Left to right in photo are Mr. Sil 
1 and his es, Bernard Waltman, Houston, Tex.; 
W N. C., and Doyle May, Wilmer, Tex. 


— I i¥ 
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New England’s fourth largest bank, 


PUT A NON-TEARING EDGE 


ON ALL KINDS OF MATERIAL 


_ 











Maps, charts, posters, layouts 


Price lists, photographs, sample cards 





Money maker for dealers 


Every office needs one of these “SCOTCH” Edgers 
to give long life to important, hard-to-replace papers. 
Just a turn of the crank is all it takes to apply a tough, 
wrinkleproof edge of specially constructed “SCOTCH” 
Brand Acetate Fibre Tape #750. Tape (either colored 
or transparent) is applied to both edges of the material. 

Here’s an item that sells on sight and is a source of 
profitable repeat tape orders! Order now for immediate 
delivery! 


FREE Send your store name and address and we'll supply you with 
imprinted circulars advertising the “SCOTCH” Edger and “SCOTCH” Brand 
Acetate Fibre Tape #750. Write Dept. C-9, Minnesota Mining & Manv- 
facturing Co., St. Paul 6, Minn., giving quantity you will need 
“SCOTCH” is the registered trademark for the more than 100 varieties of 


na nd adhesive tapes and for tape dispensers made in U.S.A. by 
finnesota Mining & Manufacturing Co. 
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PROFITS MAKE A VERTICAL CLIMB | 


WHEN YOU SELL 
ATLAS VERTICAL FILES 


ATLAS 
FILM 
FILE 


Manufactured 
f heavy 
gauge steel 
and equipped 

with Yale lock 

SS, 100 - 400 feet 
reels of [6mm 

film or 50-400 

: feet reels of 
: 35mm film can 
; be filed in 








H 
i the model il 
4 lustrated 
Films are kept 

; = ' safe from dirt 

: : e i and damage 
: and are quick 











y located by 
means of the 
mple index 


ng system. 





Also perfect for the filing of fape e ra 144 and y tim 


ATLAS 
TWIN-DELUXE 
blueprints 


1000 stencils the 
» of the many 











For 600 x-ray films 
Heat plates 
Twin-DeLuxe is 


rtical filing cabinets manufac 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear 


ng casters, locking stop arms 

and piano hinge May be 
equipped with DSH 
SHA, PSC or GRIPDEX 
hangers 


ATLAS 
HANGERS 


Four series of Atlas 

hangers fill every vert 

cal filing need 

DSH Hangers for 
stencil 

SH Hangers for 
tTiset plates 

PSC Hanaers for 
ray films blue 
rints. stencils 


gers, etc 


+ 


GRIPDEX Hangers for group ana pe aiTy 
Write for illustrated literature on the complete line 


Visit the Atlas display at the 
NSA Convention, Booths C-2 and C-3 


STENCIL FILES COMPANY 


CLEVELAN® . OwnHIO 


STREET ADDRESS : 
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1662 E. 118TH ST. 


DUNTLEY JOINS A. B. DICK DISTRIBUTOR 
Crawford A. Duntley, manager of inquiries a 
A. B. Dick Company, left recently to become associated 
in business with Kinney Duplicator Company, A. B 


sales t 





CRAWFORD A. DUNTLEY 


Dick distributor in Bangor, Me. H. E. Kinney, owner 
of the firm, is Mr. Duntley’s brother-in-law. The dis- 
tributorship plans to open a branch office in near-by 
Augusta, which Mr. Duntley will manage. He started 
with A. B. Dick in 1931 as a salesman and progressed 
through the ranks of the organization 


ame 


MASTER ADDRESSER MOVES TO NEW BUILDING 
The Master Addresser Company recently moved into 
its newly-completed factory building 


St., Minneapolis 16, Minn. 


Lake 
com- 


at 6500 W 


This plant gives the 


= 
wastes seoersste co 
ei = yl 
Prd 


P ’ * ‘ 






MASTER ADDRESSER CO. NEW MINNEAPOLIS PLANT 
y-increased production facilities and at 
provides ample space for further ex- 
company is at present manufacturing 
the Model 25 and Model 40 Master Addressers, with 
the Model 40-H scheduled for production beginning 


the first of August 


pany great] 
the same time 
I 


pansion 


— © 


AUSTIN FIRM TAKES NEW QUARTERS 
The Van Broeckman-Jones Company, printers, ol- 
outfitters and stationers of Austin, Tex., has moved 
110 E. Ninth St. to new larger quarters at 
Eleventh and Sabine Sts 
» its office furniture and supply depart- 
store, 


fice 
from and 
the corner of E 

In addition [ 


ment, the new building contains stationery 

printing plant and a book bindery 

The firm is one of the oldest in Austin, having been 
established by the late Eugene Van Boeckman in 
1874.—JHR 

— ¢ 
GENE MITCHELL ILL AT ST. LOUIS 

As we go to press word comes from Barrett K. 

Mitchell that his father, Gene Mitchell, is very ill in 


Hospital at St. Louis, Mo. He suffered a 
while in Peoria, Ill., and after being 
the hospital 

Gene is well known 


St. Luke’s 
troke late in July 
later removed t 
representative 
APPLIANCES travelers 
his interesting Eighth NSA 


friends for his 


taken home was 
A manufacturers 

Of OFFICE 
stry through 


[i the industry 
His many 


) ° he h 2 
readers Drotne! 


} 
Nnopine 


notes 
speeayv recovery 
1950 
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truly LOOSE CUSHIONED seating oe 
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THE NEW IMPROVED 
DIXIE GENERAL 


The new, better looking, longer lasting, popular priced DIXIE 
GENERALS come in single chair, two place and three place 
units. Vastly improved frame construction employs heavy gauge 
2” spring-steel laths to give a uniform, flexible, sturdy support 
to seat and back cushions. One-inch mechanical steel tubing, 
UDYLITE chromed, forms the super-structure. “Air-Flow” 
reversible cushions contain all-steel-coil-spring units encased in 
Flex-O-Lator bags, top-grade felt padding and covered with 
choice of Dupont fabric-backed or Duran Plastic in wide selec- 
tion of colors. (Also available in Goodall “Purlpoint”.) Write 


today for illustrated catalog and dealer prospectus. 


MADE BY 


DIXIE CHROME PRODUCTS, INC. 


IRVING, TEXAS 
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“TIP-TOP” 
WOOD TRAY 





DANDY AGATE 
CARD TRAY 


“CHALLENGE” 
CLIP BOARD 











SALES REPRESENTATIVES 


S. C. McKee, Louisburg, Kansas 
Kelly Carlson, Chicago, Illinois 
Joe Shanks, Knoxville, Tenn 
Morgan Parish, Aurora, Ill 


Charles Byram, San Francisco, 





Calif 

Wayne Journigan, Los Angeles, 
Calif 

; Milton Stone Associates, New 

POP’LAR OAK TICKLER York City 
THE “DANDY” 
rine BIG BEN BOX FILE 
BOX FILE 





torte eteeseee 


HEDGES 
TRANSFER FILE 





HEDGES MANUFACTURING COMPANY 


Makers of Files and Filing Equipment 
2931 WENTWORTH AVENUE... CHICAGO, ILLINOIS 
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MARCHANT 
An even two 
created in an humble 


yne in Ameri 


MARKS 40 YEARS OF GROWTH 


atmosphere. 
anyt 
merciai use a met 


thers Mar 


t 


The Bi! 


and in a one-room ‘tory, 40 years ago this year, put 
inventive genius into production. Thus America’s first 
calculator was born 

With this histo! resume, the fortieth anniversary 
issue Marcha Math-Mechanics, Marchant Calcu- 
lating Machine Company, Oakland, Calif., gives the 
setting for the eresting contrast of the past and 


present 
When the Ma! 
over the doorway 


853 Market St. in Oakland, Calif.., 


to go into busine for themselves, they were living 
in an exciting decade, it is pointed out 
Those were the days of the Model T, suffragettes 


Perils 


Rodney H., the 


Pauline.”’ 
sinessman, headed the new part- 


nership; Alfred H., the mechanical mind, managed the 
shop; Gordon operated a foundry; and Cyril, the trav- 
eling salesman, marketed the product 


In contrast, the Marchant progress has brought these 
developments 
In 1910 we 


steel by the pound—today, in 


terms oI tons 
Our assets in 1910 were measured in hundreds of 
them in millions 


dollar 5 Today ve total 
A far cry fron sembly in the 1910’s is today’s ex- 
pansive assemb peration in Marchant Plant Two 


where hundret killed assemblers and inspectors 
pu wether Marchant Figuremasters and Figure- 
YY a { 


ee 


OHIO FIRM NAMED GESTETNER DISTRIBUTOR 


Duplicator Sales & Service, Cleveland, Ohio, recently 
is appointed butor of the stencil duplicating 
nachine and ipplic line made by Gestetner, Ltd., 
snd Eng! 

According t Smith, proprietor, the Ohio firm 
I rnish immediate delivery and factory-trained 
ervice of Gest equipment in the northern Ohio 
iréa 


we 





NOMDA PRESIDENTS SECRETARY WINS DICTATION RE- 


saint, Central Duplicator & Typewriter Co., Camden, N. J.. 
recently named president of the National Office Machine 
Dealers Assn., receiving a SoundScriber portable dictating 
unit she won at the annual convention of the National Secre- 
tarles convention Boston late in July. Making the pre- 
sentation is Mrs A. Baltasser, private secretary to John 
M. Ranck, district orney of Lancaster Co., Pa. Mrs. Bal- 
tasser was voted “Secretary of the Year” at the convention. 
OFFICE APPL 1950 


ANCES September 


years ago Marchant ideas were 
Never before had 
ittempted to manufacture for com- 
hanical device capable of calculation. 
hant in 1910 tackled this problem, 


Brothers tacked their name up 







Retail 
tax not 
included 


Model 6-6-0 
Full keyboard 
adds 9,999.99 
Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD... 


cision-built adding machines now in use by thou- 


a popular low-priced line of pre- 


sands of stores, offices, professional men, and other 


businesses. 


YOU ADD... 


offers your customers a choice of full key or 10 key 


a line of adding machines which 


keyboards. 


ACT NOW 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 32nd year 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 






r= — = — eee eee ee ee ee ees ee ee ee ee 
| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. O. A.-9 | 
| | am interested in the new Victor Champion line of adding machines 
Please send details to | 
| Name | 
] Address | 
| City State 
, Territory where | am now selling | 


a> ce» ub ss, cite Sesser ae spacial otal die open aaa 
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It's a Beauty and a Bargain 
.. UHls Sensational new 


Here is a modern, instantly adjustable chair for 
all office workers—at a price that makes it the 
leading value in posture seating. 

Advanced engineering and mass production make 
it possible . . . a modern, all-metal, instantly adjust- 
able posture chair that sells at a new, low price! 

The new Cosco “Finger-Lift’’ Posture Chair offers 
new comfort and convenience for office workers— 
helps increase efficiency and lessen fatigue. 

Large, revolving saddle seat can be raised or 
lowered to any height between 17” and 20”— 
instantly, without laying chair on its side, and with- 
out turning or twisting anything. Locks securely at 
any height. 

Cosco’s nationally advertised posture back ad- 
justs three ways to give every worker personalized 
comfort. Without use of any tools, it adjusts in and 
out for depth of seat, up and down for proper back 
support; tilts to follow the back in any position. 


. soe Se 
To raise: simply lift seat to height desired. 


“all... 





Posture 


wi 


In and out 
for depth 
of seat... 


Back Adjusts 


2 





Saddle seat is deep-padded foam rubber, with 
Tufflex in backrest. Upholstery is tough, cloth. 
backed, perforated, highest quality vinyl plastic— 
washable and durable. Three colors: maroon, green, 
. Circular rung footrest. Easy rolling, hard 
rubber, 2” casters. Offered in gleaming chromium 
(Model 16-B) or gray, baked-on enamel (Model 
16-C), this is an outstanding new value in posture 
chairs for office workers. 


DEALERSHIPS OPEN 


brown.. 


Cosco “Finger-Lift’” Posture Chairs are sold ona 
controlled distribution basis—a carefully selected 
dealer in each community—and are backed by an 
aggressive advertising and sales promotion pro 
gram. Write today for complete information on 
money-making dealership. 


HAMILTON MANUFACTURING CORPORATION COLUMBUS, INDIANA 


(A) Curved, 
backrest quickly ad- 


posture 


justs for height 


(B) Adjustable 
back supports per 


mit 22” adjust- 


sect i Ne 


BK 


ment for 
depth 


ineiceeteereaseeeee, 


(C) Seat 
revolves on 
lifetime 
lubricated 
‘ (D) Control lever 
bearing 
locks seat at any 


height " 


To lower: lift + oi ‘en control lever. 


WAYS 


\ 


THREE 





Tilts to cradle” 
the back in 
any position 


Up and down 
for height 
of backrest... 
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WALA 


h 

l- 

n, 

d *"Finger-Lift”: With 

m a ‘lift of the finger 

el on convenient control 

re lever, you lower seat 
to any height from 
20” to 17”. To raise, 
just lift seat lightly. 

a 

ed 

an 

a 

on 

\WA 





Model 16-C—Same os above except finish is durable, baked-on gray enamel. The 


COSCO line i jes tw ther attractive, budget models. 





‘Finger-Lift’~ 


(patent pending) 


Posture Chair 


OUTSTANDING FEATURES 


CONSTRUCTION: All metal throughout, 
with tubular steel legs and back sup- 
ports. All edges rounded or turned 
under. 


BACK: One-piece, tubular steel. Pro- 
vides 242” adjustment range for depth 
of seat, by means of wing nuts. Curved, 
posture-type backrest, 14” wide x 6%” 
high, adjustable up and down, tilts to 
follow back. 


REVOLVING SEAT: 17” wide x 14%” 
deep x 3%” thick—turns on lifetime- 
lubricated bearing. 


SEAT ADJUSTMENT: Minimum height, 


17”; maximum, 20”. 


UPHOLSTERY (SEAT AND BACK): 
Durable, washable, cloth-backed, per- 
forated, vinyl plastic. Seat has pliable, 
resilient, cored and molded foam rub- 
ber padding; back is padded with sturdy 
Tufflex. Maroon, green or brown. Seat 
and backrest can easily be re-uphol- 
stered to conform to changes in deco- 
rating scheme. 


FINISH: Model 16-B—extra-heavy chro- 
mium; Model 16-C—gray baked-on 


enamel. 


LEGS: Wide-flared at bottom to prevent 
tipping and provide maximum leg room. 
Handy, circular rung footrest. Hard 
rubber, floor-protecting, 2” casters 
which have lifetime-lubricated roller 


bearings and ball bearing swivels. 


PACKING: Set up with only back to 
attach. 


SHIPPING WEIGHT: 28 Ibs. (Approx.) 


Manufactured by the Makers of COSCO Household Stools, Chairs and Utility Tables 
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CHECK THE COMPLETE -— 
% REX-O-372£4 Line— 
0 g 23 Separate Models to fit 
EVERY COPYMAKING NEED 





#725° 
‘ Buys this 
Biggest Value 
in Fluid — 
Duplicators 


“Cabinet Extra 








REX-O0-972¢4 Model SA 
with AUTOMATIC COUNTER 


AUTOMATIC FEED sell: Nas Sales Goes, ol 


pletely automatic, with foot peda 














contro! for single revolution oper- 


tion where desired. 


Ex TRA value per-dollar 
makes this REX-O-graph Model SA one of today’s most popular fluid 
duplicators for all office copymaking. It’s the top seller in the great 
REX-O-graph line. 


With its Automatic Counter, Automatic Feeding, “Lightning” Paper 





Centering, and other features, the Model SA challenges comparison. It 4 
MODEL FM — with automatic paper 


demonstrates amazing simplicity, versatility and accuracy. Even inex 
: , centering, fteeding and counting 


I 
perienced operators can develop unusual speed. It’s a great time-saver, Heavy-duty 
with features that save on paper and fluid as well. The ideal duplicator 
for a wide variety of users offices, churches, clubs, restaurants, factor- 


ies and many others who need quality copymaking on a limited budget. 


FLASH! Find out how REX-O-graph can make your copies up 
* 


to 100 times more permanent! 


LY a 
Ww. REX-O- Inc | 
‘ ) Ye ’ é MODEL S—<Automatic counting, hand 


3 : feed 
qe Praph 5 7836 West Hicks Street * Milwaukee 14, Wis. 
x of Fuid iste 





MANUFACTURERS OF SUPERIOR FLUID DUPLICATORS AND SUPPLIES 
CHECK THE COUPON FOR COMPLETE DETAILS 


ee ne eee e ee eee eee ee ee eee ee eee ee ee ee ne ae ee ee a Se 





REX-0-97a £4, Inc., 7836 West Hicks Street, Milwaukee 14, Wisconsin 


Please send me the following details on REX-O-graph Fluid Type Duplicators 











Information on the $125 Model SA 
Circulars on the COMPLETE REX-O-graph Line 
Details on 100 TIMES MORE PERMANENT Copies 


I 

I 

| WIDE MODEL WA—Auvtomotic feed | 
| ing, counting. For larger, wider pa 
| per stocks 
I 
I 
I 
I 
! 


REX-O-graph ofters a complete range 


wame of duplicators, from quality-built hané 
Address operated models starting at S89, to com 

pletely electrified automatic models # 
City . State a wide range of prices up to $840. Ont 


of them will fic YOUR needs exactly 
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FOR MES ss MP LOYES VISIT A. B. DICK COMPANY 


pe 





range 
hane 
con 
ls UNDERWOOD 
One Jane Wyman 
ls attends typing 


OFFICE 


old settlers’ day recently at 
Niles, Ul., when Fred Schroeder, 
ge Potwin were escorted around 
vy by Jewell Dick 
formerly foreman of enameling 
ber of 1948 and now lives at 2818 
M1 a ae spent the winter on 
i Florida 
tate nel ss in ere Il., Mr 
plant at Lake St. At that time 
stencil sheets were being pro- 
was a busy week indeed that 
a far cry from present produc- 


ements of stencil paper manu- 
se pre-air-conditioning days 
if the weather. Huge hygrom- 
in the stencil production area 
were under way, Jewell Dick 
e and Mr. Potwin down another, 
lookout for tell-tale changes in 
ture. A sudden change in weather 
lid, spoil a whole day’s output 
al for the girls to receive a sud- 
perations and head for home 
vs, according to Mr. Potwin 
rporation, with employees fur- 
rom among their relatives and 
ething like this: ““My Cousin 
June. Can I put her name on 


‘ 


o —h « 


CHIt iGO L IRM OPENS BRANCH IN WEST 


5942 


Inc., of Chicago, since 1926 
of the chromium mount type 
devices for office and factory 

branch factory and sales office 
nkers & Merchants West Coast, 
ieroa St., Los Angeles 42, Calif 
hans, vice-president, will be in 
fter. His personal experience in 
cing field has covered more than 


eh & 


RKEYS OBSERVE SILVER WEDDING EVENT 


vi 


n Berkey, Berkey Leather Prod- 
York, N. Y., will hold a lawn 
home in Reynold’s Channel 
lappy occasion is their twenty- 
and more than 200 invited 

ite the event on Monday, Sep- 





TARS WITH JANE WYMAN—Talented 
Warner Bros. “The Glass Menagerie,’ 
this new motion picture just released. 
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COMPLETE CATALOG 


Availablee 


Bigger ... Better... 
New lines added .. . 
Showing the most com- 
lete line of MARK- 
NG DEVICES and 
SUPPLIES we have 


ever offered. 













Write fora 
copy on your 


letterhead 








MARKING DEVICES 


Domestic & EXPORT TRADE 


Mi 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers. 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, ete. 


ConsoupaTeD STAMP Mrs. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
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Transfile 


FIBRE BOARD STEEL FRONT 
TRANSFER FILES 


The dealer who sold this installation 
sure made himself a nice piece of 
change. His customer formerly did the 
same thing many of your customers 
now do. They wrapped their semi-active 
and inactive records in bundles and 
tossed them in a storage room. To find 
any record was a matter of luck and 
back-breaking endeavor. 


After TRANSFILE Transfer Files were 
installed all records were instantly 
available at all times. The time saved 
in finding paid for the installation many 
times. 


Why don’t you get in on this extra bit 


of gravy? It’s there waiting for you. 


Write for full information today 


GUIDE SYSTEM & SUPPLY CU. 


335 CANAL STREET - 


NEW YORK 13, N. Y. 
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R. J. URMSTON, JR., WITH AIR FORCE 
Raymond J. Urmston, Jr., recently received a leave 
of absence from his firm and is now at Randolph 
Field, Tex., with the Air Force. Mr. Urmston is sec- 








fF 


RAYMOND J. URMSTON, JR. 


Ite 


retary and purchasing agent for J. S. Staedtler, Inc., 
pencil manufacturers and importers of Mars Lumo- 
graph pencil products. As an air cadet at Randolph 
Field, he is now training with jet fighter planes 
—_—-—— 

STATE DEPARTMENT DISTRIBUTES ROYAL FILM 

Recently the State Department selected for inclu- 
sion in its overseas educational program the Royal 
Typewriter Company, Inc., film, “Right—at the Start,” 
ten prints of which are to be rotated for showing to 
educators, students, and organizations throughout the 
world 

The prints are going to the following cities for dis- 
tribution within their respective countries: Paris, Rome, 
Stockholm, Djakorta, Manila, Bombay, Sydney, Mex- 
ico City, Rio de Janeiro, Buenos Aires, Brussels, The 
Hague, Berne, Lisbon, Oslo, Singapore, Cairo, Tel Aviv, 
Teheran, and Ankara. The State Department will ar- 
range for the translation of the script which accom- 
panies the film and possibly later on for production 
of sound tracks in foreign languages 

State Department officials said they selected this 
particular motion picture because of the universal 
need and desire for expert typewriter training. They 
discovered that “Right—at the Start” is an authori- 
tative demonstration film which aids teachers in in- 
structing the beginner in basic typing techniques 

Meanwhile, “Right—at the Start has excited a 
huge demand here in the United States. It is booked 
solid for school openings through September and Octo- 
ber and is being used widely for summer school ses- 
sions on a rental basis. In addition, many more prints 
than was originally anticipated have been purchased 
by schools for permanent and continuous use 

— 
M-M-M EMPLOYEES SHARE PROFITS 

More than 6,800 employees of the Minnesota Mining 
& Manufacturing Company, St. Paul, Minn., received 
checks recently for a share of the firm’s profits for the 
second quarter of 1950 

A total of $349,375 was set aside for distribution to 
employees at 28 plants and offices in 15 states. About 
4,400 of those affected work at the main plant and 
offices in St. Paul 

The payment on August 3 was the fifty-fourth con- 
secutive quarterly profit-sharing distribution made by 
the company, and the largest in the 13-year history of 
the plan, the announcement said 

Employee dividend payments are based on individual 
earnings for the quarter. Those with more than 30 
months’ service received checks Thursday for 7.4 per 
cent of their total regular and overtime income for 
the second three months of 1950. Shorter-term work- 
ers received amounts based on their length of service. 

The program is in effect for all permanent employees 
not participating in any other form of extra compen- 


sation 
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Hidden Profits! 


When you concentrate on GUSSCO filing 
and finding supplies and products you find 
hidden profits in every office, school, factory 
and institution you serve—hidden only 
because your salesmen do not observe. 


For instance—Does every buyer your sales- 
men see use Guide-O-folders for spot filing 
and finding his important buying informa- 
tion? Getting the buyer to experience the 
time-saving facility of Guide-O-folder filing 
and finding is a sure entrée to many other 
special applications and to the main filing 
department itself. 


Get your salesmen to make a drive on this 
one sales angle. You'll find those hidden 
profits. 


Filing Supplies 


Dealer Service is a fetish with our organization. Every 
item in our complete filing supply line, every facility 
of our plant and every individual in our organization 
is dedicated to better and better dealer service. No 
order is too small—no request is too arduous. The 
GUSSCO complete filing supply line is sound, salable 
merchandise—and ‘competitively priced. Ask for our 
aay 





Guide.O.folbinr 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


Guide-O-folders increase the speed 
and accuracy of filing and finding. 
All weight of the folders and con- 
tents is suspended on the steel side 
frames, eliminating all the pulling 
and tugging usually encountered by 
file clerks in filing and finding. The 
adjustable metal tabs make them 
readily adaptable to every filing 
system. 
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See us in Booth Nos. 339 and 340, 3rd floor 
NATIONAL STATIONERS CONVENTION 


CHICAGO 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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... it’s NEW and PROVEN! 


ALUMINUM DURA-CLIP BOARD 


for... Office, Home and School 


























@ ETCHED & ANNODIZED FINISI / of : 
@ WILL NOT SH é 
@ LIGHT I! ; < 
@ BOARD IS EVERLASTING 
@ CLIPS REPLACEABLE 
@ MINIM 
@ PAPE! 
T Size 92" 
x12" 
Suggested | 
Retail 
Price $1.25 
Pat. Pend, 
The MULTI-PURPOSE DURA-CLIP 
.-- with the BULLDOG GRIP! 
Useful in a 1001 ways. 
@ CADMIUM PLAT! 
@ EXCLUSIVE 
@ USEFUL IN PR Suggested 
RITTY 1 Retail 
Price .05¢ 
Pat. Pend 





WRITE FOR INFORMATION 


THE DURA-CL/P company 


INCORPORATED 


3932 FRANKFORT AVE. ° LOUISVILLE 7, KY. 
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APPOINT CONVOY 
A number of ne 


CHEM-BOARD DEALERS 
lealers have recently been ap- 


pointed for the tribution of Chem-Board storage 
files, according announcement by Franklin T 
Dannemiller, president of Convoy, Inc., 3424 Navarre 
Rd., S.W., Canton Ohio. The dealers are 

Business Supply C Tuscaloosa, Ala.; Mead & 
Wheeler Co., Chicago 5, Ill.; The Griffith-Koch & Co.. 
Baltimore, Md White & Leonard, Salisbury, Md.; 
John L. McAdan Cambridge, Mass.; Smith Equip- 
ment Co., Fall Rive Mass.; W. B. Gregory & Son, 
Inc., Detroit, Mic! Skans-Sheppard Co., Omaha 2, 
Nebr Devaull’s, Camden, N. J.; The Diehl Office 


Equipment Co., Columbus, Ohio; H. H. Treudley & 
Co., Inc., Youngst Ohio; Hoskins, Inc., Philadel- 
phia, Pa.; Office Service Co., Providence, R. I.; John 
L. Bird Co., Seattle, Wash., and Holswade Office Sup- 
pliers, Inc., Huntington 1, W. Va 
i © 
J. R. CARLEY ESTABLISHES OWN FIRM 
J. R. Carley, wl has been associated with Fred 
Nisbett in the F Nisbett Office Supply Company, 
207 Broadwa S Antonio, Tex., in charge of office 
furnitu Sale stablished his own company 
the Busine Ex Company—at 209 Broadway 
The fi! N ffice furniture and safes. Mr 
Nisbe will devote entire attention to the sale of 
fice ppliancs equipment.—_JHR 
°*—- © 
VETERAN OPENS DAVENPORT AREA FIRM 
A w busine blishment in Bettendorf, neigh- 
oril Davenpi Iowa, is the Central Typewriter 
Company, a Sales ervice store owned and operated 
by Lawrence F‘ 121 Scott St., Davenport 
Before openings isiness, Mr. Forgie transformed 
1 residence at 1601 State St., into a store. He is a 
veteran of World W I] 
a 


NOVEL WAY TO SELL ROYAL PORTABLES 






eA 


2 
TWESE ARE THE BEAR 
‘ACTS ABOUT 


' ypeiwUuleys 







i by oe 











wu 


Schwabacher-Frey C Los Angeles, Calif., under the super 
vision of Thomas F. Burke, display director, used the novel 
window here pictured as a means of effectively merchandising 
Royal portable typewriters. In the center was a gold type- 
writer displayed 1 white satin pillow setting on a turn 
table. Five flashing bulbs called attention to features of the 
Royal. The long black electric Flash-O-Graph sign carried 
t New Royal Portable for a Worthwhile 

proved that motion in display is a 
wd-stopper, says Mr. Burke. 


the message, “Giv: 

a : 

Gift. The sales res 
real cr 
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AMERICAN 


NUMB@RING:MAC RINGS 
THE BEST BUY IN NUMBERING MACHINES 


MODEL 110 


5 ACTIONS ... 5 WHEEL CAPACITY . . . $16.00 LIST 





ALL STEEL 
CONSTRUCTION 


QUANTITY 
DISCOUNTS 





12345 


6 WHEEL CAPACITY ... MODEL 111... . $18.00 LIST 


THE AMERICAN MODEL 110-111 is not only the 
lowest priced multiple movement machine on the 
market, it’s the best. 


Precision construction 


guarantees the famous AMERICAN unparalleled 


accuracy. You can truly recommend this machine 
to your customers as the best buy in numbering 


equipment 





On Your 


Special Numbering Inquiries 
consult American for surprisingly 
low prices — quick deliveries. 











Other Famous AMERICAN Models 
American Visible Models 41, 71 
9 Action Model 21 SPEED SET 
Calendar Dater Model 81 Numberette 
Pricerette 


Daterette 
Combined Numbering & Dating 


Write for latest price list and 


dealer's discounts 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES 
BRANCH 


BROOKLYN 8, N.Y 
105 WEST MADISON STREET, CHICAGO 2, IL! 
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AROUND 


Li 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today! 
for Ou 


NEW 1950 


Handso mel 
Illustrated 


CATALOG No. 96 


ana 
‘Price List 








RASTEWART 


& COMPANY, inc. 


80 DUANE ST. NEW YORK7,N.Y. 











FRIDEN SALES HIT RECORD LEVEL 
Sales of the Friden Calculating Machine Company 
Inc., San Leandro, Calif., are at a record level, ac- 


cording to John M. Lund, vice-president and general 
manager 
Mr. Lund states that sales volume this year has 


increase over 1949, culminating in an 
record for the month of June. The last 
was larger by a considerable margin 
than any June in the company’s history 

Billings for the first five days of July presage an- 
record for the Friden Company, Mr. Lund said, 
and prospects for the second half of 1950 are good. 
This estimate is based in part on the steady accelera- 
tion of improvement in the first half which showed 
increases of ten per cent for the six-month period, 20 
the second quarter and 30 per cent over 


, 
per cent for 
h of June as compared with similar periods 


shown a steady 
ali-time 


month, he said 


ot her 


the mont 
in 1949 
This acceleration of business has made necessary 
an increase of approximately 13 per cent in the num- 
ber of employees at work in the Friden factory since 
March 1. Production schedules for the remainder of 
the year call for further increases in personnel 
—-> 
NEW PACKAGING FOR CARTER RIBBONS 
In keeping with its modern packaging program, The 
Carter’s Ink Company announces attractive new all- 





ribbons. The 
four bright 
are suitable 


their 


DOxeS are 


metal boxes for nylon typewriter 
atching lithographed in 
Like all Carter ribbon boxes, they 
reuse as small utility boxes 
~~ 
CLEVER WINDOW SELLS SPONGES FOR 
TEXAS OFFICE SUPPLY RETAILER 
several hundred new synthetic sponges 
ful for many types of office work, in a single week 
redited by W. L. Hester, head of Hester Office 
Supply Company, Lubbock, Tex., to a clever “stunt 


eve-c 


colors 


rhe sale of 


\ 
was ( 


window” used in July 
Under the plan, the eight-foot display window ol 
the store was cleared of all other merchandise. Ap- 
ximately 40 sponges were shown, some 20 of them 
asted directly on the window interior, giving the ap- 
pearance of having “exploded” like popcorn in all 


ana 


jirections. From the 
ngs led to the centerpice of the 
hiny new galvanized pail of water, with bar of soap 
scouring powder on either side Pyramids of 
sponges were worked into neat displays at either side. 


synthetic sponges, ribbons 
display which was 


ind a sign in the center invited “Try this all-purpose 
S ge to solve office-cleaning problems.’ 


A 
GRADE SCHOOL CHILDREN TO LEARN TYPING 
to typewrilté 


Grade school children soon will learn to 


as soon as they learn longhand in Carbondale 

The tots wh will be trained are 
laboratory class operated in co 

thern Illinois University 

To accommodate the new 

ig equipped with machines 
DuFrain and Van A. Buboltz 


ier typing 
Instruc- 
RAS 


r t T 
erTrou} allo 
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Read Your Profit Future 
...in these STARS! 


~~ oor. « 
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NEW WEBER WAY of Addressing 
oe Offsets Rising Operating Costs! 


The most efficient 


St SaleapDie 


ever That's dealer 
and impr 
Mac ow I 
exte nat i 
a px rti Zz 
Yo 
erat t apprex 
feature EVEN 

f ar 
CREASED APA‘ 
Ussu¢ nin air mai 
log: NEW I ASI ( 
binds ? 


EFFICIENCY that 


FLOW 


Tr’ 
ITY 


) I 


Weber new Hand 
dressing post card 
books. et is the 


Weber Addressing Machine Company e 
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most eye-catching 
lressing machine, 
nion of the new 
Weber Addressing 
troduced through 
gazine and trade- 
iblicity 


w WEBER in op 
many exclusive 
FLUID SUPPLY 
s wick feed; IN 
at accommodates 
book or cata- 


FEED that eliminates 


NEW PRINTING 


ates dry spots 


Mat method of ad- 
elopes, catalogs, 
ferred way of offset- 


ANCES 


September, 


ting rising operating costs 


. increasing 


dealer sales and profits. 


Weber's new national advertising is start- 
ing to work for you. Your new Weber is 


ready to ship—no increase 


in 


Ply 


pric © 


f.e. tax and supplies 


‘THE 


$3995 


Slightly higher on West Coast 


‘‘HANDI-MATIC”’ 


cher Wey 


F ADDRESSING 


1950 


248 West Central Road 








ONLY THE WEBER WAY GIVES 
YOU THESE ADVANTAGES 


AUTOMATIC EJECTION face up as 
piece is addressed, leaves hands free 
for continuing operation 


FINGER TIP PRESSURE on take-up 
spool advances roll 

ADJUSTABLE CAPACITY to take tis- 
sve-thin air mail to onerinch catalog. 
ADJUSTABLE FLUID CONTROL to svwit 
type of paper stock being imprinted. 


FULL VISIBILITY through transparent 
pressure bor gives clear view of ad- 
dressee, facilitates positioning. 


ONLY WEBER has RECORDO-PRINT 
ADAPTOR for addressing direct from 
file-cords, ledger sheets, etc. 
DEALERS: Write today for 
facts about the NEW Weber 

. and the Weber Way of 
helping you build sales. 


Mt. Prospect, Illinois 
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VICIOnR 


that is, business for YOU, Mr. Dealer. 
Victor makes available not only a high-quality consumer 
line of record-keeping equipment, 
appealing sales helps galore to make your selling job easier. 


GET YOUR SHARE OF THIS BUSINESS... 
with VICTOR VISIBLE RECORD EQUIPMENT 


but also eye 


Assure yourself protected profit by displaying, 
demonstrating and selling VICTOR SECTIONAL 
VISIBLE, the record that grows with their busi- 
ness. Can be added to section by section as 
the need arises—eliminates the need of an- 
ticipating future record capacities, and, at the 
same time, brings these customers back to your 
store at a later date for repeat sales and profits. 
Carry a stock of single-slide steel sections (at 
left) in grey, green or standard grain finishes 
in sizes for 5x3, 6x4 and 8x5 cards or 3-slide 
wood sections available in grey or green for 
size 8x5 cards only 


and to help you sell Books and 
Sections, Victor has available demon- 
strators and showcards for store dis- 
play plus catalog sheets and stuffers 
distribution, imprinted 
name and address. 


for consumer 


free with your 


VICTOR BOOK VISIBLE is an 
ideal selling partner for Victor 
sections. Let your display and 
demonstrator sell the Visible 
idea. Let it show your custom- 
ers how VICTOR BOOK VISIBLE 
can keep their records neater 

make them more efficient. 
speed of 
posting, 


point out the 
finding and ease of 
the ‘“‘easy-shift'’ pockets, the 
protected visible mar- 
the ‘‘facts-at-a-glance”’ 


Then 


full VY, 
gins, 
signaling system and the hand- 
iness and portability of VIC- 
TOR BOOK VISIBLE. 

Facts such as these will quick- 
y result in sales repeat 
sales proof that “Victor 


and 








VIC. TOR) 
<< 


THE VICTOR SAF 


N O Be 7 (6M CA 
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means business’. 
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NSA’S 44TH CONVENTION 


( ed from page 23) 
Crumm<¢ f the I is Bell Telephone Company will 
dramatize “How Build by Telephone.’ 


Senator Paul Douglas to Speak on “World Crisis” 


Headlining the W esday afternoon session will be 
Paul Douglas, Uni States senator from Illinois, who 
will speak on “The ed States Efforts in the Presen 








— 5 losi 4 eake re Wednesday morning will akes in Any Language 


be art C. Bra resident of H. C. Brady, Inc., Mist 
Wichita, Kans. Subj f this real estate man will be Correct 
Swivel Chair M: Following Mr. Brady’s talk 
























will be reports « onvention committees and the HI POP LARITY 
election of a fficers - 
The officers of NSA have released detailed informa- 
tion ernin nendous trade exhibit held in NUMBER IN ERASERS 
nnection wit! -fourth annual convention of 
the a tion. G Manager Burbank has stated, 
1950 sé comp! new record for exhibits in the 
| fiel f office f ( ffice equipment and office 
rhe he mammoth Stevens Hotel 
alaxy of booths and display 
ich wil 1 to all who attend the con- 
NSA h ied so that not only will the 
chi hall in 1 ment level be completely uti- 
ized, a ill the er, but there will be continua- Bet | 
ol hibit the complete third floor of the . ° ° 
T¢ ’ eve +, t » ft ’ ’ . > 7 
vel n the fifth floor of the hotel ‘ Speediest Selling 
z 
More Than 250 Exhibits he : li | 
| 2} Office Utility Item 
NSA ani that there will be in excess of = 
mf F ant . 1 re , y 1ere ‘ ica « ! ‘ : . “ 
_ a vty — —, - i oy at ae Cylindrical stick eraser of finest rubber: 
is h een customary for the past sev- a : > 
hay Prag arg 2. ce bacge = made in RED FOR PENCIL ERASING, 
al y he ex ill be open on the Sunday of > GRAY FOR INK. Encased in ; ae 
\ veek be operated on the following , ‘Z — eee 
edu uy transparent plastic holder of convenient 
Sul vy, Septe +1 p.m. to 10 Pm ~ length and balance; Not a mechanical 
M Sept 9 am. to 12 noon, 5 PM ‘I gadget. Just unscrew tip and move eraser 
, } % forward, 
I S f ) P.M. to 9 P.M 2 
W S 27—-12 noon to 6 P.M ; POCKET CLIP STYLE FOR GENERAL USE 
Se 9 s ] I bald 
J A.M. tO | P.M = BRUSH WHISK STYLE FOR TYPISTS 
ss . 
ss 3 (illustrated) 
Golf at Tam O’Shanter £ : : sii 
. z Both models tops in erasing versatility; 
een a y the National Stat rs = : : 
by the ational Statione - highly popular for executive, student, office 
mittee charged with the re- uy : 
ened the tuniittion al Geen 35 = and professional use—for everybody who 
ecure > facilities ‘ = : 
YS} Connt for an all-day golf outing on == wants an always-clean, handy eraser. With 
Septé 8 Chairman is Elmer Krum- Whisk 35c; without Whisk 25c. Refills 5c 
iede, Elmer K1 e and Associates, Chicago, and each. 
} R T 2eayvnel] for »j s) . . , : , 
C my L. Reynell, Oxford Filing Sup Write for latest illustrated price list featur- 
( . ’ 
; , ing all styles of the world’s finest erasers. 
ny time between 8 a.m. and 
nay play golf at this famous 
nt is that they must tee off j Wheldon Robeats & 
not than mM. and that their foursomes | Conect Aistates in Any Languege wis 
: , . le Red or Gray Jets, pocket clip . Pa“ 
y ‘1 : — —_ : ; = nd brush Whisk styles; also [LP a pay mn 
Fo] n é re will be a special dinner fo! aiiaasian ensastmnentn - —S — 
the floor dining room of the club- osaeenitiail ate atiaiii an : 4 ee 
! 00m also will be available sc Saapeape tees Baa: RED for Pencil GRAY for ink 


selling display cards, a dozen No. 825 No. 827 


; lf to the card Also available 
n colorful, eye-appealing iti 
var - commer 21 packin 
Convention Party Tuesday Night ee {?] 
Unde he Lew Diamond of the Music j 
r} t f A NSA will again present a be 
reat é n Tuesday night, September ii ] 
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0, 1 eG n of the Stevens. As master trocar Refine for JET votsers are vetebie Seperatery 

‘ ‘ . } is 12 ri? Se, ured Jac k *ELOCw SOB8ERTS QUGBER CO weweer 24. £4 
Herbs M how and for dancing will be 

ipp! B id his orchestra 

T} nen of the conve ntion will o o — o * - +. a + o > . - a oe — a 
Zathe e G m of the Stevens at 7:30 
lige Aen aa aie mas aes ae WELDON ROBERTS RUBBER CO. 
| vy ¢ Alit iil = ai i i aitil c ai 
bang H lead table will be the 1949- Newark 7, N. J. 
0 g ives, and the officers of the 
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Introducing. .. . 


$9 9° 


Pius Tax 





THE HART ECON-0-MATIC 


ECONOMY PRICED 





e@ CLOTHES-SAVER TOP 


MIMEOGRAPH 


e POSTCARD TO LETTER SIZE 


e AUTOMATIC FEED 


@ SELF-CONTAINED RECEIVING TRAY 

e@ MODERN FUNCTIONAL DESIGN 

e@ EASY-CLEAN HAMMERED FINISH . 
@ MORE EXCLUSIVE FEATURES 


THREE HART MIMEOGRAPHS 


IN “VOLUME SALE” PRICE RANGES 


For Superior Mimeo work requiring Hairline 


Registration 


. « Model 249 (pictured above) $139.50 plus tax. 


For Simplified Mimeographing . 
For Economical Mimeographing . 


Model 149, $89.50 plus tax. 
Model 49, $59.50 plus tax. 


(Prices quoted on open cylinder models 


AND HERE’S THE BALANCE OF THE QUALITY LINE: 


DRAWING SCOPES 
MIMEO STANDS AND MIMEO CABINETS 


STENCILS GRADED INKS 
CLEANERS HART BRUSHES 
SUPPLIES COUNTERS 


STYLI, LETTERING & DESIGN GUIDES 


ALL BEAUTIFULLY PACKAGED! 


MORE EXCLUSIVE FEATURES 


REPRESENTATION 
WANTED! 


WRITE FOR HART 
SALES PLAN! 
° 
SOME TERRITORIES OPEN 
a 


NATIONALLY ADVERTISED 
TO THE TRADE 


HARI 


mimeographs 





and supplies 


HART MANUFACTURING CO 
ST. PAUL 4, MINN 
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association. General Manager Paul E. Burbank wiff 
act as toastmaster for the streamlined program, to be 
followed by dancing to the music of Lew Diamond’s 
orchestra 








— 

Special entertainment for the ladies begins with 
the annual Get-Acquainted breakfast from 9 to lJ 
Monday morning in the Normandie Lounge at the 
Stevens Hotel. At 3 p.m. the ladies will be taken to thes 
Lake Shore Club for tea and an exposition of interior 
decoration 

Tuesday’s feature is luncheon in the Red Lacquer 
Room of the Palmer House, with Countess Maria Pu- 
laski as the guest speaker. 

On Wednesday the ladies’ luncheon will be in the 
Boulevard Room of the Stevens Hotel. Once again 
entertainment will be in the form of an ice show, a 
Merriel Abbott production called “Skate, Gypsy, Skate.” 

—>-— 
ALL-STEEL NAMES DISTRICT MANAGER 

All-Steel Equipment, Inc., recently announced the 
appointment of Blair Little as district manager in 








































BLAIR LITTLE 


charge of office furniture dealer sales and clothing 
locker sales for central and northern Illinois 

Prior to his association with All-Steel, Mr. Little 
was associated with the Parker Pen Company for a 
number of years. His office is now | 41 § 
Island Ave., in Aurora, II] 

— « 
N.O.M.A. CREATES A NEW POST 

Placing of direct managerial responsibilities for asso- 
ciation affairs in the newly-created office of executive 
vice-president was approved by the board of directors 
of the National Office Management Association at its 
mid-year meeting in Cleveland. Elevated to the post 
by this action was W. H. Evans, of Philadelphia, since 
1942 secretary-treasurer of the professional group 

The step was taken as part of the reorganization of 
administrative levels to give greater continuity of pro- 
gram, more effective controls, and to parallel a growing 


located alt 


practice in large professional associations. With the 
admission in May of the 10,000th member, Donald Al- 
coke, of Cincinnati, and the addition of the 117th 


Chapter at Portland, Me., N.O.M.A. has become the 
largest organization of its kind in the world 

Other promotions involved the establishment of an 
executive committee made up of the national presi- 
vice-president, and four vice-presidents in 
charge of areas 

Executive Vice-President Evans will continue his re- 


aent, first 


sponsibilities as secretary-treasurer. He will also ad- 
minister the activities of four staff directors at the , 
N.O.M.A. National Office, Philadelphia 

— « 


EL PASO SETS UNDERWOOD SALES PACE 
The E] Paso, Tex., office of the Underwood Corpora- 
tion of which E. E. Kell is general manager, not only 
won first place in a June sales contest staged by the 
company, but attained the highest percentage of quota 
set—268.3 per cent—of any branch office of the com- 
pany for the period—JHR 
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MAROON NO. 315-M 
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GREEN NO. 315-G 


WITH FLAP 


13 POCKETS INDEXED 
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For Income Tax and 
Budget Purposes 
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Write for our Catalog. 






We also invite your 
inquiries for specially 


made products. 
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UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for April, 1950, Released in July, 1950. 
by the U. S. Department of Commerce 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D.C.) 


Net Value 

Quontity Dollars 

Machines Bookkeeping Nondescriptive New 685 667963 
Machines Bookkeeping Descriptive New 596 563133 
Machines Listing Adding New 3098 413665 
Machines Calculating Non-Listing 1881 611142 
Machines Card Punching Etc. New 451 526644 
Machines Accounting Etc. Nes 687 92668 
Machines Parts Accounting Etc. Nes 1168740 
Machines Addressing 142 44571 
Equipment & Parts Address Machines 26659 
Machines Duplicating Ex Lith 418 47485 
Machines Duplicating Lith 56 82957 
Parts for Duplicating Machines 70002 
Cash Registers New 595 217259 
Cash Register Used Rebuilt 247 17315 
Ports for Cash Registers 238244 
Typewriters Standard New 8308 831108 
Typewriters Portable New 7379 370811 
Typewriters Rebuilt 681 30608 
Typewriters Nes Inc. Used 2328 103739 
Parts for Typewriters 211574 
Staplers and Staples Offic« 109513 
Machines and Parts Dictating 103610 
Machines and Parts Mail Handling 65098 
Machines and Parts Check Handling 45081 
Appliances and Parts Office Nes 258500 
Mechanical Pencils All Materials (Doz 39238 90169 
Mechanical Pencil Parts 9649 
Mechanical Pencil Refill Leads (Gr 30427 10013 
Pencils Ex Mechanical Black Lead (Gr 97187 210125 
Pencils Ex Mechanical Ex Black Lead (Gr 36720 106663 
Pencil Leads Nes (Gr 73600 27041 
Pencil Parts Nes 5891 
Crayons (Gr 73277 81061 
Fountain Pens Ball Type (Doz 38230 77570 
Fountain Pens Ex Ball Type (Doz 227858 653749 
Ball Pen Refill ink Cartridges (Doz 7901 10729 
Fountain Pen & Ball Pen Parts Nes 106161 
Fountain Pen Points (Gr 22778 73287 
Carbon Steei Pen Points (Gr 10729 13407 
Desk Pen Sets 6035 9710 
ink Writing 63783 
Ink Nes 146404 
Carbon Paper (Lt 80487 86831 
Typewriter Ribbons 9850 47054 
Oftice Supplies Nes 230598 

Nes—Not elsewhere specified 
—_>_>---—- 


SAFEGUARD STARTS AD SERIES IN FORTUNE 


Safeguard C ration, Lansdale, Pa., will start a 
ri f advertisements this October in Fortune Maga- 
zine, featuring checkwriters. Dealers are invited to tie 
in their sale in gn with these ads and may secure 
reprints by writi to the Safeguard home office 
—> 





VICTOR HAS HEARTY GREETINGS FOR NOMDA VISITORS 
—Frank Allin. director of dealers (back to camera), welcomes 
Mrs. J. A. Connelly, Williamsburg, Pa., and A. F. Bakewell. 
general sales manager, shakes hands with Arthur Shinn of 
Houston as he steps from one of the three sight-seeing buses 


chartered by Victc 


conventioneers 


Adding Machine Co. to bring NOMDA 
the plant for tour of inspection. 
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BOOTH 
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N. S. A. Chicago Convention 
September 24, 25, 26, 27 & 28 


Che time has come to pack your grip 


So join the gang and make the trip 


Let's all head out Chicago way 
lo meet old friends in N.S. A 


The gathering of the stationers clan 


Will be worthwhile for every man 


Sure, bring your lady, she'll have fun 


Get set to go! Don't miss it, son! 


And while you're there come say “hello” 


Booth one-oh-seven at the show 


For Staple Sam the Markwell Man 


Will welcome you the best he can 


And that goes too for Staple Sal; 


She says she wants to meet you, Pall! 


MARK WELL 


COMPANY 


FAIR TRADED 
Staplers and Staples 





Write for Catalog and Dealer Discounts 


200 HUDSON ST., NEW YORK 13, N. Y. 
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CUT-OUT PICTURE used 


display at Spak & Nat 


PICTURE ON FRONT C 
private office of H. \ 


Office Furnit 
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annual 
special 
office 
furniture 


section 


On the following pages the 
various phases of furniture 
merchandising are demonstrated 
by articles and pictures 

that will serve as starting 
points for the dealer who 
practices creative planning 





and selling. Whether a client : 
is interested in only one piece A 
of furniture or a complete A 
installation, the dealer who ® 
is open to suggestions from the 8 
experiences of others has Be 
enlarged his horizons to the Bs 
point where every sale is custom . 
tailored to suit the client's Ce 
requirements and give him more Ce 
for his dollar than merely Ce 
the equipment he has purchased. cs 
. 

Da 

Die 

De 
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GENERAL VIEW OF AIR-CONDITIONED SECOND FLOOR FURNITURE 


DISPLAY AT STEWART OFFICE SUPPLY CO. IN DALLAS, TEXAS 


Redecorating Your Office Furniture 


Display Can Pay Dividends 


HIS ARTICLE EMBODIES two 

concrete objectives in its text 
First, it is designed to lend encour 
agement to any dealer hovering on 
the brink of investing a sizeable 
sum of money to redecorate an 
outmoded office furniture display 
Second, if it should crystallize 
anyone’s plans to upgrade their 
display, our experience is recount- 
ed herein to highlight the factors 
on which the success of our re 
decoration was based. 

Our furniture display, both of 
wood and steel equipment, occu- 
pies the second floor of our retail 
store. Many factors entered into 
the decision, made in September, 
1949, to redecorate this space. A 
drab and colorless atmosphere 
crowded conditions because of too 
many floor-to-ceiling partitions, 
mounting resistance to furniture 
prices, and decline in floor traffic 
all contributed. 


Everything New 
Once started, a complete reju 
venation was effected. It included 
new carpets, completely new color 
schemes, air conditioning, eight- 
foot movable partitions for simu- 
lating office setups, and last, but 
not least, dramatic new lighting 
Visualize, if vou will, a barren 
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Carpeting, Office Setups, Air Conditioning, Unique 


Color Schemes and Dramatic Use of Lighting 
Effects Are Combined in An Up-to-Date Outlet 


high-ceiling room, 40 x 90 feet, 
ceiling beams of which are visible 
This room was divided function- 
ally into two halves. One 90 x 20- 
foot half was carpeted completely 
to be used for executive office set- 
ups. The other half was divided 
again, and used for general dis- 
play of commercial furniture, both 
wood and steel. One quarter was 
carpeted for displaying wood; the 
other was given a linoleum floor 
covering, was closed off by drapes 
and floor to ceiling partitions, to 
be used for the display of com- 
mercial steel furniture 

To minimize an uninteresting 
ceiling, and to concentrate the 
customer’s attention on furniture, 
the ceiling was painted slate gray 
Light is provided by clusters-of- 
three spotlights. Since this light 
is directed downward, the ceiling 
drops almost entirely from view 

The long half of this room, as 
mentioned before, simulates four 
large executive offices. They are 


By BP. N. Sederquist, 


Manager Sales and Advertising, 
Stewart Office Supply Co., 
Dallas 1, Tex. 


formed by three folding partitions 
made of plywood, eight feet high, 
painted light gray, into which are 
built two diffused lights and two 
spotlights—all directed downward 
upon merchandise. Lights direct- 
ed into each bay are controlled by 
an average of three switches, en- 
abling dramatic lighting effects to 
be used. When all the lights are 
on, the showroom, which is usually 
kept subdued, bursts into a glori- 
ously illuminated panorama of 
color 
Color Is Adequate 

Color was, of course, a main ob- 
jective, and it is adequately pro- 
vided. Carpeting is light gray, and 
the linoleum in the steel room has 
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an green in col- 
or. One end of the display room 
i lraped, using a color 
scheme of rost eggshell, and 
four execu- 
lispla has its own col- 
r setups fea- 
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Wall I the stee! pDiay room are 
mind that all 
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A STEWART OFFICE SUPPLY 
CO. MODEL RECEPTION ROOM 


DISPLAY—Right: Lounge furniture 
is by Niemann, Inc., Chicago, the 
blond reception desk and chair by 
Sterling Furniture C Chicago. 
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investment. Not only did it pay 
for itself in short order, but it will 
continue to pay dividends for some 
time to come. Customer reaction 
has been uniform and extremely 
favorable; since quality furniture 
is being displayed in appropriate 
surroundings, our sales personnel 
have experienced much less re- 
sistance to prices. Certainly it is 
good logic to dramatize quality 
merchandise in surroundings that 
imply outstanding value 


Can Visualize Own Office 
When large orders are pending, 
the flexibility of this type of dis- 
play is evident. With a little fore- 
thought, one’s prospect can see his 
proposed office complete in every 
detail, and adjacent to this office 
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he can view groupings of furniture 
suggested for general office use. 
It goes without saying that this 
showroom has fired the imagina- 
tion of our sales force. They take 
pride in bringing prospects into 
the house. Since enthusiasm is 
contagious, this factor isn’t to be 
taken lightly. 

Most dealers would undoubtedly 
endorse the idea that constructive 
redecoration is valuable in itself, 
since it tends to upgrade our in- 
dustry. But being dollar-and- 
cents businessmen, they would 
still hesitate to act, reluctant to 
spend venture capital. It is hoped, 
and with considered humility, that 
this report of one dealer’s success 
might lead to more up-to-date of- 
fice furniture display rooms 


MODEL OFFICE DISPLAY AT 
STEWART OFFICE SUPPLY CO., 
DALLAS, TEX.— Left: Executive 
furniture in walnut is by Doten- 
Dunton, Cambridge. Mass., the 
lounge by Niemann, Inc., Chicago. 
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Window Displays Are Low-Cost 
Advertising Media 


ways of advertising. If properly done i 
same time the cheapest and the very best. It is the 
source through which more goods are sold than through Sales Manager, 
newspaper advertising. Northwestern Furniture Co., 
The newspaper or other ads are the invitation: the Milwaukee, Wis. 
show window the beckoning hand and the salesman the 


HOW WINDOW DISPLAYS are only one of the man 
ice only one of the many By C. A. Netzhammer 


closing argument in retail selling Window displays are the life insurance of retail busi- 
Successful methods in demonstrations, when great- ness. There is no merchant deserving of the name who 
est efforts are made at creating sales through showing does not appreciate the selling value of a modern store 
sales points in operation, can also profitably be brought front with correctly designed windows adapted espe- 
to bear in show window decoration Clally to his line of business . 
















LEFT—Display window at North 
western Furniture Co., Milwaukee. 
showing several units of office 
furniture and equipment in partially 
refinished state. On easel at right 
_ is reproduction of letter from the 
: y jit . sigs , ; Fhe ie Equitable Life Assurance Society 
la if i : : for which Northwestern Furniture 

4 





refinished some 155 pieces of furni- 
ture. Equitable officials pronounced 
the job the best refinishing work 
in the company’s long experience. 





ASES WAEL CASES BANK 





RIGHT—Window featuring con 
struction details of Jamestown steel 
desk. Cutout of man demonstrates 
that all drawers of the desk operate 
freely, even though entire weight 
of desk—470 pounds—rests on one 
leg at precarious 45-degree angle. 
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LEFT—Another Northwestern Furni- 
ture Co. display, this one empha- 
sizing the fact that the furniture 
shown is impervious to drying out. 
is burnproof and will retain luster 
under severe heat. The heat theme 
is stressed by the appropriate use 
of electric heater and teakettle. 








JASPER DESKS... Geidlai, 
C=) 




















EMBASSY SUITE FEATURES 


Genuine American Black Walnut with matched stump fronts and quarter 
striped tops and panels with solid walnut interiors. The drawers are dove- 
tailed front and back—made of walnut with interiors finished. The 69” and 
60” desks have a ball bearing suspension file drawer. Drawers are chemically 
treated to prevent sticking. A nine-point finishing process is employed and 
a Wood Office Furniture Institute certified finish is used. The complete desk 
is rubbed by hand and has dust-proof under construction. There is a dic- 
tation slide in the 69” desk. Inset back. Deep drawer equipped for hanging file 
folders. The suite is complete with executive desks, secretarials, phone con- 
soles, hutch cabinet, bookcase, tables and other accessories. 


ON DISPLAY—N.S.A. CONVENTION—ROOM 546 


THE JASPER DESK COMPANY 
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CONTRIBUTION TO THE BUSINESS OFFICE 


| Cosmopolitan 


SUITE 





a 





COSMOPOLITAN SUITE FEATURES 


(he Cosmopolitan Suite refers to our Modern Island Base line. It is complete 
in a variety of patterns for every job in the office, either general or executive, 
senior and junior. It is made both in walnut or in Softone on rift oak. The 
island base feature permits more foot room. There is a ball bearing suspension 
deep drawer in the 78” and 66” desks. Drawers are chemically treated to pre- 
vent sticking. Drawer interiors are finished. Brushed brass flush pulls. Nine- 
point finishing process. Wood Office Furniture Institute certified finish. Ad- 
justable height 29 to 3014”. Dust proof under construction. Modern lines — 
large radius rounds. Deep drawer equipped for hanging file folders. Pencil 
striped black walnut or Soeftone on rift oak. 





WELCOME N.S.A. CONVENTION e VISIT ROOM 546 





ovver "ho rvs | 
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The 





ARISTOCRAT 


of CHAIRS 








LEATHER — FOAM 


Genuine 


RUBBER 


~ 


AND FABRIC 





Here’s the Chair with built-in Comfort . 


Kovlon Foam Rubber is soft and resilient. distributes 
. reducing the ineli- 


your weight evenly 


nation to fatigue. Seat covering is of Gros 
Point Fabric which makes for cooler sitting. 
These qualities plus a series of hand adjust- 
“extras re 


ments and other valuable 
sent the ultimate in a Posture Chair. 


Designed for the American Public 
truly a Masterpiece, a Work of Art. 
THING to See... Show... and SELL! 


No. 884 is 
SOME- 


.. Molded U.S. 


pre- 


No. 884 


SEAT: 


~ 


\ molded Unit. U. 


AN ACHIEVEMENT in COMFORT-BEAUTY. 
DESIGN and CRAFTSMANSHIP! 








Koylon Foam 





Created by the Makers of 
“The RIGHT CHAIR ar 
the RIGHT PRICE” 





Visit Our Display ... Room 505 
HOTEL STEVENS, CHICAGO 
N. S. A. CONVENTION 
SEPTEMBER 24-28 


Jasper 


JASPER, 














hair 


INDIANA 


Rubber 4 inches thick at front tapered to 
hack being approximately 35, inches thick. 
Unit is set on silent metal webbing securely 


fastened to rails (no springs used 

BACK: Made of Cushion Plied Medium Flat- 
stock U. S. Koyvlon Foam Rubber approxl 
mately 2 inches thick. 


ARMS: Padded with Medium Density Flat- 
stock L. S. Koylon Foam Rubber | inch 
thick. 

Upholstered in Genuine Leathe Also in 


(,ros Point with sides and hack ot seat in 


venuine leather. 





REPRESENTATIVES 





James S. Fowls, (Southern) R. A. Browne, (West) 
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Geo. A itehfield ales Mer St. Petersburg, Florida Oakland, Calif " 
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OF CE FUmRTT Ue? 
Fred Deutsch. tSouthw: ) W. H. Brown, (Chicago-Midwest) R. J. Freeman. (Eastern) wh + 
3525 Seuthwestern Blvd 6708 Glenwood Ave... Chicage 26 385 Madison Ave. 
Dallas 5S. Texas ¢ (Phone ROgers Park 4-3644) New York, N. Y. 
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( fern FILING JOBS 
ay 


are ( ,G@2:02 and more ECONOMICAL 


‘el 


eas 


ny with STEEL AGE Commercial Grade Files 


















oe 


Cation nek dead 


8B41-8F-—Cord Index File, 5x3 


Combination File 8B41-8E Check File 8843-48 Document File 
I al filing jobs—as well as for letter and legal filing—you enjoy 


opmost economy in STEEL AGE Commercial Grade files. There’s an 
ppreciable first-cost saving, of course, but famous STEEL AGE quality provides 
il economies in longer file life and service-free performance. Full 
progressive ball bearing suspensions, sturdy, positive side-locking compressors, 
Lele ront frames, heavy channel reinforcements and welded construction all help make 
STEEL AGE Commercial Grade files the best dollar-for-dollar file buy on the market. 


Sell Steel Age and you sell the finest in steel office furniture! 


Visit us at Booth 22-23, NSA Show, Chicago, Sept. 24-28th 


MANUFACTURING CORPORATION « CORRY, PA. 


CORRY—JAMESTOWN Si 
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Here's the combination to more profit . . . bigger 
volume .. . happier customers . . . Alma's Wise 
Economy is the Key! The Alma line of matching 
office furniture offers unsurpassed sales possi- 
bilities ... Excellent Craftsmanship in construction 
which gives long life Smart, functional 


Convention. 


Your Key to Getter Gusiuers 


designs for maximum versatility and usefulness... 
Smooth, modern styling that's pleasing to any 
taste ... And an amazingly moderate cost which 
stimulates sales! 

Use the Alma Wise Economy Key to open the 
door to better business . . . you'll be glad you did! 


. . See the latest Alma lines 


at the National Stationers Convention, 
Stevens Hotel, Chicagn, September 24-28. 
Visit our exhibit 504-A, 505-A, 507-A. 


THE STANDARDIZER 1600 SERIES 


THE ECONOMIZER 1100 SERIES 





HIGH POINT w 


ALMA DESK COMPANY, NORTH CAROLINA 
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Representing WATSON u iff b. 


Don Braley, president 

Ralph Bender, vice president 

Fred Chindgren, sales manager 

Jack Lagerquist, manager contract div. 
Howard Welshofer, manager stock div. 














WATSON MANUFACTURING COMPANY, Inc., Jamestown, 
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WATSO 


ESTABL} 


GIVE;-THESE NUMBERS — A BIG PLAY — 


91. HORIZONTAL UNITS - 1 


322” wide by 18” deep 


Provide countless combinatién$ for 
FLOOR CASES—SAFES— BOOK CASES~BUSSES— VAULT UNITS 


56 - COUNTER HEIGHT-UNITS - 


41%” high by 2812” deep 
DISAPPEARING DOOR UNITS—SNAP:- ON FOPS—PANELLED AND | 
SFREAMEINE/COUNTER FRONTS— CONTINUOUS LINOLEUM TOPS! 


58 - UPRIGHT UNITS .- 7 


51%” high.by 28%". deep | 
TABULATING — LEDGER =-TARIFF - BILL 
All\standard and optional units in all LETTER and LEGAL : 


2.7- HIGH LINE and COMPANION UNITS 27 


71%" and 31%” high < 
CURTAIN CASES, DOCUMENT FILES, ROLLER SHELVES, LEGAE: i 
BLANK ‘and PIGEON HOLE UNITS fox STATE, COUNTY, MUNICIPAL 


12 - FIVE DRAWER UNITS - 12 - 


572" high by 28%” deep 
LETTER — LEGAL — LEDGER and TARIFF SHEETS 




















When you ere @ dealer for the complete line of Watson stock files you 
also have et your command the Watson facilities for custom built equip- 
ment for Banks, Court Houses, City Halls and Hospitels 


A FEW VALUABLE DEALER TERRITORIES STILL OPEN 


Win with Walson WRITE FOR COMPLETE CATALOG 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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mpiro 1000 SERIES 


has everything—makes selling easier 


Empire No. 1558 


The Empire 1000 Series is a complete matching series with desks and accessories 
for every office use. including Executive desks. General Office or Clerical desks 
and Special Purpose desks. 
7 < 

A quality product in Modern design at an attractive price. 

, : ; x3 ; ; ? Densified wood knee 
Desks in this series have all the practical utility features for saving time, saving well posts 
space and offering the utmost in convenience. — 
Dealers displaying Hoosier I mpire de sks find they sell easily be« ause the dollar 
values are readily apparent. 
Refurnishing an office with Empire desks is a profitable investment. It improves 


personnel efficiency, saves office space and reduces maintenance cost. 


Visit us: Room 537A - N.S.A. Convention, Hotel Stevens, Chicago 


HOOSIER DESK CO. JASPER, UND. rites sor suspension 


files 

















Ball bearing roller Space saving Adjustable height Semi-flush hardware Organized center knee 


suspension slides well drawer 
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| Whether it be a desk for the boss [| =~ 
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<= 


or his secretary ~ s4: or a desk 


ce 


for a machine operator|- 


Sw <x 
or a table *T © or letter files | 
or print files i or cabinets 


4 whatever it be in modern steel office 


equipment, the complete AE line 


and the AE name mean customer pre- 


disposition to buy and lasting customer 


satisfaction through superior ASE 


merchandise and merchandising. 





ja 
i. . ALL-STEEL EQUIPMENT INC. 
' Oe é ti 900 Cleveland Avenue ° Aurora, Illinois 
- 4th NSA Convention and Exhibit—Sept. 24-28, Rooms 512-A and 513-A Stevens Hotel, Chicago 
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| a new, stimulating approach to the sale of offic 
furniture and it's clicking. This sales technique is described in a bookle 
created and distributed by Jasper Office Furniture Co. The brochur 
is titled "LOWER OFFICE COSTS." Every office furniture deale 
will want to study this booklet and employ its message in the dal 
to day selling of furniture. This vital message will be mailed to yo 
without obligation or cost. It can mean thousands of dollars in it 








creased sales to you. 


Write For Your Copy 
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To “Lower Office Costs ! 


THE OFFICEMASTER LINE FOR EVERY BUSINESS NEED 


No. ST1759L—Adjustable height typewriter plat- 
form—five positions of height—26" to 32" from 
floor. Walnut desks are genuine Walnut exterior, 
finished in Suntone No. 2 Walnut. 


Oak desks are genuine comb grain White Oak, 
and are finished in Softone Oak No. 2. 





Interiors are of Oak and all drawers are dip 
treated with a preparation which inhibits shrinking 
and swelling and which eliminates sticking. Top size 
s 58!/,''x30!/- All desks have Hardened Legs on 
ach sid t knee space. 

No. ST1I759L 
No. F1765—Executive desk in Walnut or Oak has 
dictation slide on back of desk. Double file drawer 
is mounted on ball bearing roller suspension. Finger 
tip operation. All desks are adjustable for height 
from 29" to 30!/,"". Top size 64!/2''x34!/,". 





No. F1765 


rence desk for executives who 





frequent ferences with small groups. Top 
desk has 9" overhang on both 
ds and back. This desk embodies the most desir 
ible features f{ ficiency and utility 
: ‘ describing the complete line 
* JACKSON DESKS 
of offic 
3 bookle 
senate No. CF1776 
e deale 


the da WELCOME N.S.A. CONVENTION—VISIT THE JACKSON DESK DISPLAY. ROOM 515-A 


d to yo 
ars nt JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 








OFF c 


r, 1950 ANCES, September, 1950 159 





als 
a“ 


Opfrc tinitee, 








rae HARPER rue 
bi Metalstand 


A full suspension, quality file at surprisingly 24 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension—10 rollers 
to each drawer. Handsome cast aluminum 
hardware. Beautiful baked enamel finish— 
green or gray. Also available in Grained 
Walnut and Mahogany. Legal or letter size 
—2, 3 or 4 drawers. Style shown here: 4 
drawer letter file. Height 52”, depth 
26", width 1442”. Drawer clearance 
12%" x 10%" x 25% 


EE 


PEDAL TOUCH Hi-Lo 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—fo 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construé 





Write today for illustrated circular showing com- ; ; 
. tion: heavy gauge, welded furniture steel—sée 


plete line and prices with dealers’ discounts . ‘ , 
up, ready to use. Two spacious piano-hingeé 


side leaves steady, absolutely level 16" x 36 
METALSTAND COMPANY, Ine. working space. Four handsome finishes: walnut 
1615 to 1625 MELON STREET maple, gray, green. 


PHILADELPHIA 30, PENNSYLVANIA Other style METALSTANDS for every office use| 
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HIGH POINT BENDING & CHAIR C0. 
SILER CITY, NORTH CAROLINA 
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INSTALLATIONS 





F. J. Danglade, oil man of Lovington, N. M., likes his offices with a modern 
flair. Dupree-Derrick Office Supply, Hobbs, N. M., furnished the main office 
with end tables and cocktail table by Stationers Manufacturing Company, topgrain 
leather sofa by Neimann, Inc. The desk, featured in the foreground, 
is by The Leopold Company. Contrasting walls are of softone oak, 
seafoam green and pedal rose. In the office below the chairs are by 
Royal Metal Manufacturing Company, desks and files by The General Fireproofing Co. 


a i 
cai — 
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ABOVE: Pascoe, Inc., made the furniture for this handsome office. The 
pedestal desk has three drawers on the left, two on the right. One contains 
, deep file drawer equipped for Pendaflex folders. Chairs are upholstered with 
latex foam rubber and are 22 x 33 inches. BELOW: The Boston office 
Air-France is furnished with W. H. Gunlocke chairs in the Ranger 
eries designed with the saddle stitch upholstery, desks are by 
ommercial Furniture Company. Calley, Henderson & Stewart, Boston, was the dealer. 


arain 
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INSTALLATIONS 





B. L. Marble chairs are used effectively in these traditional installations. 
ABOVE: Bank of England arm-leg chairs take a leading role at the Elk's 
Club, Muskegon, Mich. The room serves primarily as a card room although it is 
also used as a dining room. Thru Office Supplies, Inc., Muskegon, 
handled the installation. BELOW: Roberts Company, Knoxville, | 
Tenn., has achieved an. appropriate dignity in the president's office | 
at the University of Tennessee through the use of B. L. Marble’s Chippendale shairs. 
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ABOVE: Functional furniture proves its value in the Industrial Indemnity 
Company's Los Angeles offices. A 17°, saving of floor space is said to be 
gained by the use of "Multiple-15'' desks. Schwabacher-Frey Company made the 
installation with furniture by Metal Office Furniture Company. BELOW: 
Guaranty Title Company of Tampa, Fla., is furnished with General 
Fireproofing Co.'s 1600 Line desks and tables, Goodform aluminum 
chairs and filing cabinets. Fulghum's Office Economy Index made the installation. 
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INSTALLATIONS 








Shaw-Walker Company manufactured the furniture used in these two well- 
executed offices that conserve floor space and stimulate morale. Eye- 
pleasing color contrasts in the general office of Best Foods Company, pictured 
above, were achieved with Silvertone desks, tan desk tops and green 
files. ''Time-engineered"’ desks are an important feature of this 
carefully planned office of the Home Insurance Company, below. 
Completely equipped work-organizing desks help employees do more work in less time. 
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Before opening to broadcast on June 4, radio station KMAN, Manhattan, Kans., 
was fully equipped by Benny Bubb & Associates, Topeka. The furniture is by 
d Berger Manufacturing Division. In the commercial department, above, desks and 
tables are in platinum gray with mist green tops. In the auditorium, 
pictured below, gold curtains provide a striking contrast with mist 
green tile walls. Chairs are covered in a harmonizing shade of yellow. 
ne. A platinum gray table and orchid floor repeat the color scheme of the other rooms. 
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Room 545 
N. S. A. 
Convention 
Sept. 24-28 














PROTECTALL has given you up to now the seven 
fastest selling sizes in Single Door safes. NOW 
PROTECTALL gives you the fastest selling size 
Double Door safe, with approved Underwriters’ T20 
label and completely adjustable, flexible interior, | 
capable of hundreds of efficient combinations to | 
meet every customer need. 


Remember me 





of last year's 
N.S. A. Con- 


vention? 


tne Every Protectall Feature Be present at the unveiling of this New Beauty. 

. Pr ae _. . New Spacious Size Inspect the remainder of Protectall's complete 
=< | New Utility -. NewValue line. Get the Protectall profit story in Room 

> | 545 at the National Stationer's Association 

—= Convention . . . Stevens Hotel, Chicago. 





September 24th-28th. 


PROTECTALL SAFE CORP. 
926 S. Salina St., Syracuse 4, N. Y. 


SEVEN OTHER FAST SELLING SIZES | 
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koulie peste chau 

3] ‘ fy rl P) 4 ] 
o, distiuetive (lupperdale design 

> 4 Here is a welcome addition to the Chippendale 


group that meets a long-felt need . . . an executive 





posture Chair Ww ith soft, molded foam rubber in the 3291 “ear 
seat, and a spring-controlled tilting back that is 
fully adjustable. Fit to grace the finest executive 
office, and something distinctively new to ‘freshen 
up” sales. Illustrated below are suggested com- 


panion arm chairs. 





auty. 

iplete 

Room 2955 

ation 

cago. *« This is the superlative in the 


Chippendale tradition! Thick, 2804 
spring-filled cushion. Underneath up- 
holstery of arms is soft foam rubber 


2508 


Recommended for use with the 
medium priced Chippendale desks. 
The curved back and spring-uphol- 
stered seat provide real comfort. 


. 4 This moderately priced chair 
has features of eye value and com- 
fort usually found only in chairs 
of higher price. 


IZES 
© Gor such an intimate piece of furniture at a chair, there is mo satisfactory substitute fox WOOD! . 


THE B. L. MARBLE CHAIR COMPANY 


| Bedford, Ohio 


: 
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meet oe ||) FLEET LIN 


series 150(C 





island base desk 






soot 
meets 


you 
all the way 


...in design 


sensibly ...salably MODERN from 
function to finish . . . in special 


SOFTONE 


... in selection 


a model for every need that enables 
you to sell the set as well as the 
single 


.e ein features 


more than you usually get in a popu- 
lar-styled desk . . . man-sized eas) 
rolling drawers chemically treated to 
protect against swelling and shrink 


ing . . . beautiful brushed brass 
hardware .. . file drawers double 
size and equipped with ball-bearing 
suspension runners . . . pedestal 
typewriter compartment with swing- 
up leaf . . . and every inch of ply: 


wood bended with moisture-resistant 
resin glues. 


-+.m price 
medium bracket, ranged to give you 


a real break with budget-minded 
buyers 


HI-LO GLIDES on all four base pouus permu 
idjustable desk height to any fraction of pref- 
erence between 29" and 30',", and also com- 


pensates for uneven fioors, 


lake on the FLEET LINE now for speedy sales! 
This latest addition to the INDIANA DESK series gives you 


i, i the line you need to reel in the big catch 
The Fleet Line And Other 


.. the steady, profitable middle market of offices 


that want swank furnishings at conservative prices 


Fine Office Furniture ... the hundreds of going concerns that are biting 
By The Indiana at the new trends in design and finish 
Desk Company which the INDIANA FLEET LINE paces perfectly! 


At The N.S.A. 


Convention — w & * 
Space 532A— > COP | 
MEMBER OF & ! 


Stevens Hotel. WOOD OFFICE 


Chicago. pri Ty ee ee eS ae! Oo ee a 
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For Greater Efficiency, these Offices were 
_ Equipped for “Better Business Living” 














L.E. ELLIS & CO 
Des Moines, lowe 







DEFEBACH AGENCY 
Snyder, Texas 


with INVINCIBLE METAL FURNITURE 


You'll like selling Invincible Metal Furniture because 





you Il sell what every businessman wants, “ Better Busi- 











ref ness Living’’ — and everything that goes with it. 
iTi- - 
Invincible Modernaire steel desks, tables and fil- 
ing cabinets are standouts in any office. Good look- 
= ing? A glance tells you! Working comfort? Check 
a their ample size, adjustable height, smooth-gliding 
tch drawers and nonglare tops. And they're priced to 
give you the edge on competition. There’s a model 
ccs ' . ‘ . 7 
desk, table or file for every office need. 
ces . 
— Investigate the lucrative Invincible line today. 
sal Write direct to — 
ly! 
ye 
A REG U.S. PAT. OFF 
INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS, 
a 
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wiltshire modern does a creative 
iob at the Wallace Press Co. 


At the Wallace Press Company—444 W. Grand Ave., Chicago— 

Wiltshire Modern serves Vice President A. H. Coppin as an efficient working 

partner, and furnishes a relaxing, luxurious background for the crea- 

tive man. A complete installation of Wiltshire Conference 

Desks and accessories in luxurious Softone was made by Jos. Ginsburg, 
ei Inc., Washington Blvd. and Halsted St., Chicago— 
an Imperial dealer who knows it pays to recommend Wiltshire Modern. 


Bennpperial 
desk company 


EVANSVILLE 7, INDIANA 
MANUFACTURERS OF WOOD OFFICE FURNITURE 


ITT; 


Rented Member of Wood Office Furniture Institute 
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“It’s a snap to take a nap” 


NO EXECUTIVE COULD 


RESIST A REST 


with this ‘‘40 WINKS” couch around! 








cs ; 
f 
- 
€ 








With the tremendous demands on the 
energy of America's top flight business 
executives, it is no wonder they need 
occasional rest periods during the day. 
This "40 WINKS" couch is the answer. 
It is formal enough to beautify any pri- 
vate office—yet in a few seconds, it is 
quickly converted into the ideal place 
for a few minutes of complete relaxa- 


STATIONERS 


MANUFACTURING CO. 


tion. Sell relaxation and boost your 
furniture sales and profits with the ‘40 
WINKS" couch. Nothing else like it on 


the market. Luxuriously upholstered— 





finest in construction. Write for com- 
plete information on the 40 WINKS" 
couch and our complete line of up- 


holstered furniture. 





= Upholsterers lo 
} of, 2 43 . - , 
F\ LINC UCEHHN P1340 t1C33 
}; 1414-20 W. 


FORT WORTH, 







TUCKER STREET 
TEXAS 
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a PRECISION BUILT 
|| STEEL OFFICE EQUIPMENT 


: : foc Dealees : ER 











—_ 
— 
— 
~— 
— 
— 








Manufactured b y 


COLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 7, PA. 


EXECUTIVE OFFICE 
Lincoln-Liberty Building Third, Annsbury, O ao & Wingohocking Streets 











a 
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No. 1600 








distinctive quality 


. . . creates a nationwide 
demand for JASPER SEATING chairs 


Dealers know ... Buyers of office furniture know . . . there’s com- 
plete satisfaction for everyone in the JASPER SEATING line of office 
chairs. The 1600 line illustrated on this page is an excellent example 
of what we mean. Fair Price * Unequalled Comfort * Quality 
Construction * and Finish * Eye Appeal. Available in Deep 

Buff or Top Grain leather also Du Pont simulated leather. 

Offered in genuine American black walnut, northern birch 


and Indiana white quartered oak. Dealer inquiries invited. 


JASPER SEATING COMPANY 


JASPER, INDIANA 





No. 1602 








Visit us at the... 
NATIONAL STATIONERS 

CONVENTION 
Stevens Hotel, Chicago 
Room 534-A 


No. 1603 Ww 
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“Y and E £ x 
Name drawer a 
+ ier \ 
EEA ae eae 









Direct Name System 
in operation 





CAN EXPAND YOUR TRANSFER-TIME BUSINESS 


Every type of office or business knows the advantages of the “Y and E” Direct Name 
System. It is ABC simple to operate, completely adaptable, and it saves time... It 


is easy to explain and sell—and you do your customers a service when you install it. 


HERE IS HOW IT WORKS FOR YOU 


SELL THE SYSTEM AND SUPPLY SALES FOLLOW your customers learn to depend on you—because 
' the system, you automatically they know you can supply every need. 
it go with it. And at transfer 


IMPORTANT TO PLACE YOUR ORDER NOW —this 


y sid rock fo revo : io . . 
inside track for repeat sales year it is more important than ever that you antic- 


“Y AND E’’ COMPLETE LINE HOLDS CUSTOMERS ipate your needs. Send us your order today and 
a complete “Y and E” stock be certain that you are stocked to increase your 


transfer time business. 





Also Makers of Quality Steel Office Equipment 
“The Franchise that means 


quality merchandise” may 
it be open in your commun- 
on ity . . . Inquiries invited. 

A 


BAA Ferd pits) My pen COD 








1015 JAY STREET + ROCHESTER 3, N. Y., U. S. A. 
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WELL 





WELLS 


“ALUMA - STEEL” 


Swivel Arm Chair 


No. 831 


The President 
‘7 4’° 
Ea. List 


Prices Slightly Higher 


in Zones 2 and 3 











now more than ever the chairs 


WELLS pays that like to be COMPARED! 


the Freight » See the WELLS Display | 
Booth 45-NSA CONVENTION | 


iil FFre WELCS | Genera OFFICES 


SELL, sWISELY 725 S$. LA SALLE ST 
iar ' CHICAGO 5, ILLINOIS 















oF 
*, TELEPHONE 
P HARRISON 7.1100 


CABLE ADDRESS 
WELLOFF, CHICAGO 


CHAIR CORPORATION 
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| A Dealer's Views on Posture Chairs 


poy Cre GEER OE POR A Newark Operator Outlines His Five-Point Presentation 


the experience 





f Max B & Sons, 101 Branford 
Plac N N. J.. gives the try. Prospects are presented with cushioning that relaxes while sup- 
lealer the ne two immeas a wide selection of shades. porting 
ble hes , . ; 3. Efficiency. Good sitting leads 
It pening wedg: Five-Point Presentation to happier employees and indirect- 
n office which The sales presentation embodies ly to better work performance 
e be possibl the following essential points 4. Durability. The chairs will 
rder 1. Health. That is probably the outlast ordinary furniture of this 
> Ove ice competition most important factor since the type and because of their longer- 
he value of thes« easy adjustable features elimi- wearing qualities are more eco- 
less expensive nates fatigue and leads to greater nomical in the long run 
ease for the occupant 5. Facility in replacing covers 
Wwe lly pushing this 2. Comfort. Salesmen point out A continuous promotion cam- 
re the prospect the soft comfort of the resilient paign is conducted by the com- 


plenty of fur 


doesn't need 





Lewis, man 
ise practically 


very ! ted In com 








Impress Personnel First 





isually t 
ipie cna 
} vl 
ne ppe 
é me 
é Ww! 
K 1t up 
A consun 
LO! ippea 
FFICES igh the nev 
LLE ST.J ve These ce 
LLINOIS) or cove 
lastics al 
NE eat righten up an ' : y, 
7-1100 i.) y formi \ or ty 4 
the semaliitie nied ALERTNESS IS KEYWORD AT THIS NEWARK OFFICE FURNITURE OUTLET— 
ESS age ager atpsgnardmnge Top: main entrance at Max Blau & Sons progressive store in Newark, N. J. Below: 
CAGO f ing inau 


Henry Lewis. store manager, demonstrates a posture chair in main salesroom. 
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pany to impress the buyin ub vith verbal reminders to the re 
lic with the value of this product cipients to look them over at their 
and to obtain leads for demonstra eisure 
tion calls. This drive takes in mail The sales organization consists 
ings, salesmen’s calls and occa f five outside men who have their 
sional newspaper advertisement own assigned territories down to 
Manufacturers’ literature, bear Trenton and, occasionally, mort 
ing the company’s imprint, are distant points in New Jersey. Each 
sent out as stuffers t ac man is given full credit for any 
counts and prospects, togeths Vitn rders emanating from his section 
letters explaining the value A thorough sales training pro 
availability of the product. Whe! ram is conducted to make th« 
salesmen are making their routine men thoroughly familiar with the 
calls they are always ised to product and the best methods of 
leave these folders in 1 fTice presentation. This is usually dons 


by a representative of the manu- 
facturer who holds special classes 
at times to stress the selling points 
and give other useful information 
to the men responsible for bring- 
ing in orders 

The firm was established in 1910 
by the late Max Blau and offers a 
complete line of office furniture, as 
well as providing complete institu- 
tional contract interiors and ex- 
ecutive commercial and custom 
built suites 

Present owners are the founder’s 
sons, Edward and Raymond Blau 





Fish Seats the Oil Men 


F THERE'S any place ere ag epair of heavy machinery set 


gressive merchandising p it re elaborate offices in the large: 
in an oil boom town,” says Harr‘ ywns. Women were brought in fo! 
A. Fish of the Fish Office Suppl) clerical work, and more effort 
Company of Hillsboro, Il! expended for the niceties of com 


“When oil was discove! rt and appearance 


long ago in the Salem-B: By now, many of the wooden 


area, I jumped into my r ar hairs they had acquired in othe! 
drove down there to have a ok vns began to look the worse for 
at the situation. I found oil me ear. The rough handling and 
from clerks to executiv« ittins hauling had raised splinters which 


k a heavy toll of nylon hose 
I looked the furniture over and 


on anything they could ye it too 
nail keg or packing ca rhe 
didn’t have time to 
either comfort or convenience 

“T hustled back to Hillsboro and 
fitted out a trailer which I yuld 
tow behind my car. I filled thi 
trailer with office equipment, chair 
of all kinds, and files. I even mad 
room for a 32 x 60-inch desk. The! 
I drove back to the oil fie! 


cnalrs had any traae 
ilue at all, I made them a price 
Even if I could make nothing on 


the trade-in, I took it anyway 


the old 


Often this made the difference be 

tween no sale and success I’m 

onvinced that it’s good business 
eather these old derelicts and 


ise the axe on them. The soone: 


: aone the soone!l ou will sell a 
Mr. Fish went on to say that he gio a 
nodern chair at a good profi 
found the rough board shacks ; ce it’s plac 
. noe 1 » dic ec 
beehive of activity, often packe a0 Stee aiante wr 
if tne CNalrs are in pretty gooa 
with clerical personnel u the ° : 
Pp 1ape,”’ Mr. Fish said, “It’s not al 
crudest equipment in ible : 
Vays possible o conclude the sale 
When he took them inside his or . tater 
; it the time. In fact, if you insist 
derly trailer and showed them of , ’ 
edie . 1 are apt to be brushed off with 
fice chairs neatly and appealingls - nianemeia 
i tel . IUTLY 
arranged, the sale was often mad ~ a 
7 The most effec e device I have 
in a matter of minutes ' ; 
ever used to place ce cnalirs 
. : as LO leave one I ria perio 
Economy Line Filled Need a : 
his is a system I use every ere 
“I carried two distinctly differ It works in the business district 
ent qualities,” Mr. Fish sai For f a city as well as around con 
the raw, roaring camp just mov truction camps 
ing into the muddy fields, the The trick is to bring in a nev 
economy line of wooden chairs hair and give it to an attractive 
seemed to be the thing most want irl as close to the boss in posi 
ed. They wanted something they tion as possible—his secretary 
could bang around and t be perhaps. Get the old chair out of 
bothered with a conscie1 Con the way and adiust the new one to 
pared to the rude arrangements it fit her body. Nine times out of ten 
some of these front-line shacks the old one was not properly ad 
they were a paradise isted to her. and vou can take 
After this feverish phase of dri idvantage of the new comfort 
ing had passed, man} i n roper adjustment brings.’ 
panies and outfits cateri the Mr. Fish leaves the smiling 
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hy B. A. Hoover 


Correspondent 


in the chair and purposely stays 
away for several days. You can 
picture what the boss will do when 
you go back to take the comfort- 
able chair away from the girl! 
He’ll reach for his checkbook 

If there are other people less 
handsomely seated, now is the 
time to point this out. The boss 
has already committed himself, 
and will not want to be thought of 
as playing favorites with any one 
employee Sometimes you can 


make a cle sweep of the place 

“I can make some progress,” Mr 
Fish says, “even if I am not al- 
lowed to leave one chair. I get 
permission to adjust the chairs for 
the clerks—no charge, of course 
Often, I'll find a little wisp of a 
woman seated in the largest chair 
in the place, while her neighbor 
weighing in at half as much again 
is perched on a chair not large 
enough for a teen-ager. A little 
switching around works wonders 
You can bring smiles a yard wide 
to members of the tired personnel 
by letting them sit a few minutes 
on one of the many fine seat pads 
available. The boss may buy these, 
and if not, the employee some- 
times will. This much done may 
open the place to sales later on.” 

Mr. Fish uses a direct mail list 
which he says works wonders. He 
also issues free advertising nov- 
elties from time to time, such as 
pencils, thermometers and the like 
But let there be a new oil strike 
announced, a huge construction 
project opened up in his legiti- 
mate territory, and Harry A. Fish 
is off to promote office chairs 
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PORTION OF INTERIOR OF MAVERICK-CLARKE’S NEW BROWNSVILLE STORE 


Remodeling to Sell More Furniture 


FTER THREE big remodeling 
A ing the main 
tore in § Antonio, the big 

re, and an en 
irely é Brownsville 
Tex., off Maverick-Clarke 
have developed 
iccessfu ing and remod 


The LSE the firm’s nev 
wnsville is typ- 
ft r in which such 


modeling job 


Clarke decided 
ille, it selected 
at 1001 Wash- 

SI frontage of 50 

and a depth 

Tenth St., facing 


It wa business location 

Va in no way 

remarkabl t a good, substan- 
the conven 

with enough 

mht f ny to be built 
nough room 

000 1u eet—to meet the 

The f the remodeling 

letermine just 

nted to display 


Found What Items Are Wanted 


l this, the firm 
ar lines and par 
nded by th 


R ‘ ned rici? 
i? viiit @iitu vicin 
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ity, thus acquiring a “working 
basis” for office furniture displays 

Armed with this data, Maverick- 
Clarke knew what lines it wanted 
to show and about how many 
items it could get into its floor 
space limits. The second phase 
of the remodeling job was to out- 
line those limits 

A certain amount of space 
would, of course, have to be de- 
voted to stock, to an office, to 
business machines, to stationery 
and to other items than office fur- 
niture. How much space, for in- 
stance, should be given to the 
main stockroom and office? It was 
decided to devote the last 25 feet 
at the rear of the building to a 
stockroom and office, leaving a 
space about 50 x 75 feet for actual 
display and sales 

The third, and possibly most 
ingenious step, was to actually 
locate each display piece on the 
floor 


Locations Determined in Advance 


Taking a leaf from its experi- 
ence in setting up a printing plant, 
the company made a large scale 
drawing of the display floor, and 
then cut cardboard plan models 
of each piece of office furniture it 
wanted to show on the floor! 

The models, made accurately to 
the same scale as the building and 
even bearing the name of the 
make and number of the piece, 
could then be arranged and re- 


1950 


by J. W. Reed 


Field Correspondent 


arranged until the firm was sure 
it had each desk, chair and assem- 
bly in exactly the place where it 
would show to best advantage. 

Then it was pinned down. And 
when every item had been placed 
to best advantage, it was traced 
permanently on the floor plan to 
await actual installation. 

The method had several advan- 
tages. 

For one thing, it was easy to de- 
termine where the different de- 
partments and office furniture 
groupings should go 

Again, it helped to prevent over- 
crowding —a common failing 
among office furniture dealers. 
With the individual items all laid 
out, it was easy to tell whether 
or not the aisle had been left 
conveniently wide for customers. 
Two wide aisles were left, one on 
either side of the store, running 
all the way back from the double 
front entrance to the office at the 
rear. 


Facilitated Lighting Plan 


In the third place, the layout 
facilitated the lighting plan for 
the store, as it enabled the plan- 
ners to-put the rows of fluorescent 
lights where they would be most 
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needed—down the two aisles and 
down the center of the store 
Thus, the idea worked out just as 
well for an office furniture store 
as it would have for a printing 
plant, and the method will be fol 
lowed by Maverick-Clarke on any 
future remodeling work 

The fourth step—treally a part 
of the third—was to determine 
where to place the more unusual 
items. 

It was determined to devote the 
entire left-hand aisle of the store 
to desks, for example. The more 
expensive or unusual pieces were 
placed at the front, where they 
could be seen both from the Wash- 
ington St. and Tenth St. display 
windows, with the mor ordi 
nary” desks and chairs further to 
the rear of the display room 

The fifth step was to get away 
from the bozlike appearance of 
the ordinary salesroom 

This was accomplished in an 
ingenious manner. 

There was no way to change 
the cigar-box shape of the store 
itself. But by running the station 
ery department in an irregula: 
diagonal across the northwest co! 
ner of the display room, the mo 
notony was effectively broken up 
and, at the same time, anothe! 
space for storage created 

The entire floor pla 
esting 


Store Has Two Front Entrances 


The Maverick-Clarke Br 
ville store has two front e1 


separated by a wide di 
dow on Washington St 
plemented by a 25-foot 


window around the corner on 
Tenth street 

The left-hand aisle is devoted 
to desks, as already noted. Along 
the right-hand aisle are business 
machines, filing cases and other 
equipment, while to the left is a 
long “serve-yourself” counter de- 
voted to the thousand and one 
small items of the office equip- 
ment and stationery trade 


Pens and Pencils Up Front 


A cross aisle at the front is 
bounded” by the pen and pencil 
department on one side and the 
davenport and chair sections on 
the other 

At the rear, flanking the door 
to the office, are office safes and 
other filing cases 

And the irregular space at the 
rear center is devoted to ensem 
The whole 
arrangement—as worked out by 
the “paper-doll” system—is com- 
pact, comprehensive, and yet 
fords sufficient space for custom- 


bles of office furniture 


rs and salesmen to get abou 
vithout falling over each others 
Pet 


To make sure the exterio 


the building would be as attrac 
ive as the interior, complete ele 
tion plans were drawn up, even 

details 

\ ouble ent ince Nas pu l! 
[wo rge disp] windows were 

it one a rs) the ( 
e other « Tenth St. Anc 
é tte X iid ti he 

alm ther 

re 
Be i ne siae I Tenth S 





would be seen further than the 
one in front, it was selected to 
carry the full Maverick-Clarke ad- 
vertising insignia “The Office 
Man’s Department Store Since 
1874” with the words “Office Fur- 
niture, Office Supplies, Printing, 
Lithography” beneath 

The sign across the front read: 
“Maverick-Clarke”, with the words 
“Office Furniture” at one side and 
“Office Supplies’ at the other in 
smaller letters 

The lettering was put in white 
against a dark green field. No de- 
tail was overlooked 


Changes at a Minimum 
Remodeling of the store and its 
equipment were accomplished in 
record time. Few, if any, time- 
consuming and expensive changes 
were required once the work got 
under way, an important factor to 
consider in remodeling work 
To the office equipment or fur- 
niture firm ch plans either to 
rebuild an old home or construct 
a new one fficials of Maverick- 


Clarke offer but one word of ad- 
vice. It is plan. Plan well ahead 
Plan flexibly you can fit and 


refit the different elements to se- 
cure best results. Plan carefully, 


so as not t verlook a letter in a 
sign or a ingle outlet in your 
lighting sy 

Then remodeling will be a 


pleasure 

And, what is more, the finished 
product will be what you envis- 
ioned it—not a series of compro- 
mises, Makeshilts and dlsappolnt- 


ments 





EXTERIOR OF MAVERICK-CLARKE’S NEW STORE IN BROWNSVILLE. TEX. 
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ss leadership in posture chairs. To thousands, large 
ting | 
and smal] companies alike, it symbolizes a stand. 
ord ard of service that assures continuous satisfaction 
ords ) 
i on the part of individual users. This nationwide 
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. recognition adds up to acceptance by both em- 
nite | és 
= plovees and their employers ... the result of 25 
years pioneering in the field of posture seating. 
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DOMORE CHAIR COMPANY, INC. ecxunarr 4, indiana 
SEE OUR EXHIBIT, ROOM 512 STEVENS HOTEL, DURING N.S.A. CONVENTION, SEPT. 24-28 
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70-GBC, size 342 x 17% x 
29” high. Made in Walnut 
and Rift Oak. 

















This line of Desk High Bookcases 
has helped our dealers to add 
many dollars to their sales and 
profit in the past year. 


Oe ee 


hapet—<gpei OS aos’ - 


Both bookcases are made with 


sliding glass doors, wood hinged 
doors, or without doors as you 
prefer. Space behind doors |5!/2 
inches. One shelf, adjustable 


every half inch. 





47-GBC, size 35 x 17'2 x 30” 
high. Made in Walnut only. 


ci 
~Jates Nepresentatives 


Mr. M. V. Follin.220 Fairbank Road, Riverside, Illinois 
Mr. Arthur R. Frey 3851 Davenant Ave., Cincinnati, Ohio 
Mr. 0. D. Mann 2919 Rosedale, Houston, Texas 
Mr. Harry Wells 235 Breckenridge St., Ferndale, Mich. 
Mr. Ross R. West 115 Front St., San Francisco, Calif. 

Mr. George B. Wray..130 West 42nd St., New York, N. Y. 
61'4-ET 


ate a NUCRAFT FURNITURE CO. 


Made in Walnut and Rift Oak 1615 EASTERN AVE., S. E. GRAND RAPIDS, MICH. 
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(2) thove back forward or 


ward; (3) regulate angle o; i | 
backrest; (4) at ing e.g 
back; (5) raise or lower seat. = 
2. Welded, alumins 


break. Cannot split, splinter or 
warp. hes bce 


ABIG ANSWER #232 


to a little girlS problem = seman pe ees 





five adjustments controlled by iron. 
ny : 
| you em! rls for clerical or sten- for 10 days without obligation. Write 7. Top-bearing casters with hard ! 
wrapl will make them The General | ireprooting Co., Dept. or soft rubber wheels. Sockets 
more eflicient by 4.21, Youngstown |. Ohio, for a booklet rigidly i molded into base, guaran- 
(,oodform Alumi on Goodform Office Seating and the teed to hold casters. ; 
No >} 3 ese ocation ot o eares ranch or deater. 
, 212 I} location of our nearest branch or dealer 8. Pays for itself. Prorated tthe 
hairs have stments which en time cost to under 24 a-day. The © 
e them to kly fitted to each lessening of fatigue and the added _ 
es fap ss alii sated GENERAL comfort of this chair wat oully 70. 


sliied comiort duce absenteeism but actually 


linols | Made of alumnum and uphol-tered with EXE REPROOFING typists to work more minutes per a 


bs fom rubber | rood looking and hour. The typing of one aa 
,0 10 resent fet vestment in good —— ¢> —_ tional letter _< wf 
Texas seating. No s nd no torn nylons ; chair within years. : 
crease in a worker's ra 
either i hie fatigue. improve * ; ¥ 
Mich. ale ere tivity ala pro- Foremost in Metal Business Furniture pays for it in six months. 4 
Calif. mot th ‘ n vour own ofhice DEALERS THR , ‘© WORLD $ 
NY. Every GF dealer, as well as his customers and 


prospects, can see this advertisement appear- 
ing in Time, Business Week and other national 
publications. You should also see and arrange 
to show your customers and prospects the GF 
sound movie, “Sitting Pretty”, which tells the 
whole story of the 2123 chair. 


0. 


MICH. 
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MONTHLY REPORT TO DEALERS OF 


Johnson Chair Company 1" 


PUBLISHED EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO, ILLINOIS 




















QUALITY CHAIR HEADQUARTERS 
of the N.S.A. Convention 


will be in 


Room 501A ¢ stivens } 


Visit us—A cordial welcome awaits you. You'll have an 
opportunity to try out the comfort of America's finest 









chairs. 


» a. a. ae. ae a a a a a a ae ae: x * 
* For the judge . . . this is our No * 
7 1950 . . . a masterpiece in solid * 
x walnut, upholstered in top grain eh ‘ 
leather. Spring filled cushion and 
* back * 
* * 
The 
* * 
x FAMOUS JOHNSON : 
x JUDGE’S CHAIR m 
* No. 1950 . 
* =~ DIMENSIONS: Height of Back Abov: . 
. 4 Seat 28% in. Width Between Arms 19%. * 
x in. Sitting Depth 18% in ‘ 
i a a a a a a a a a a ae oa 





4” >? 






our display will feature our new styles 


When you visit Room 501A at the Hotel Stevens In the interest of the best yield from your furni- 


during the National Stationers Association Con- ture department you should investigate the sales 


vention—you will see the latest additions to our possibilities of this line. If you cannot see our 


Convention showing, 


Write for Catalog and full details. 


line. 


We have had these developments under way for 
some time—and will present them in their first Johnson Chair Company 
appearance to the trade at the Convention. 4401 W. North Avenue, Chicago 39, Illinois 





1950 * Eighty-Third Year of Johnson Quality Office Chairs * 1950 
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} andarn TODAY AND EVERYDAY 


. the outstanding manufacturer of Wood Desks and Office Fur- 
niture. with a plant unexcelled in technical skill and material 
utilization... with a productive capacity unequalled in this field 

. offers you the most complete range of products available-today! 
Including the great new Metal-Interior Desk, there are more than 
125 different models from which to choose! Space-economy, styl- 
ized planning and a return on your office-equipment investment 


are easy factors to achieve, when you call on Standard... 


® VISIT OUR DISPLAY AT THE 
NATIONAL STATIONERS CONVENTION 
Room 560-A— Fifth Floor — HOTEL STEVENS 


THE 4500 GROUP 
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METAL-INTERIOR UNIT 





THE 500 GROUP 





THE 3000 GROUP 





THE 1600 GROUP 





THE 2300 GROUP 





903 not standard unless c's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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425—Deluxe 
Sec’y ‘“Springback’’ 


* 


125—Springback 


si 


115—Rigid Back 





















©) 
pstk 


PRESTO! 
by handshift . . . 
converts to rigid back 
. or an instant shift back to 
Posture “Spring Back” with tilt seat 


and Flo-Tilt rubber cushion control. 


No. 345—Executive Postureg™> 


No. 330—without arms 


<a No. 335 (% back) 


Foam Rubber Cushioned Comfort Pee per 




















Deluxe Silvery Square Tubular Aluminum 














. =“ 
1 3 GREAT NEW CHAIRS.. ¢ 


Sweeping to Sensational Sales Success! 
All Foam Rubber Cushions . Aluminum Frames . Rigid Back . Tilt Seat. 
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C65 
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1565—Master Swivel 1040—Clerical 1545—Workmaster 














‘1075-2 —Lounge Settee 1075-1 —Lounge Chair — 1065-1 1065-3—Lounge Settee 






































America’s fastest 
growing line of 


| | Greater Value Seating! . 
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SEE US AT 


ie N.S.A. 















THIS DOUBLE BALL BEARING 
SWIVEL HAS 2 COMPLETE ROWS 
OF BALLS—AND 
CAN’T WOBBLE TO 


LOOSEN HOLES IN 
CHAIR LEGS 
..« Office 
Manager 





OFFICE FURNITURE 


TERS 


GLIDES AND CUPS 






FREE..; 
CASTER 
DEMONSTRATOR 
BOOSTS 
BEST SELLERS 


from a 






selected stock 


with SELF-DEMONSTRATING Items 


Your customers can't resist the eye appeal of this 4-color Caster Demonstrator. 
And they can’t help selling themselves Faultless Casters and Glides, once the 
samples are picked up by the handy plugs. 

Result; Faster turn-over and profits on an active stock of “best sellers.” Only 
time-tested items have been selected for this Counter Display Deal. Every Caster 
features the Faultless Double Ball Bearing Swivel, with tu ge rows of hardened 
balls rolling around separate raceways. A Ruberex, soft tread wheel is sectioned 


MEET US AT to show its sturdy hard core construction. 
SPACE #320 You pay only regular prices for the merchandise—the Display is FREE. 


National Stationers The enameled display will last for years, is a credit to any store. But, due to 


present circumstances, the supply is limited. To be sure of showing at least one 
Convention of these modern merchandisers in your store, it’s important that you order today. 


SEPT. 24 TO 28 Incl. 
STEVENS HOTEL 
CHICAGO 


FAULTLESS CASTER CORPORATION 












Write for 
complete NEW 
Catalog 
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Craftsmanship at its very best is 
exemplified in our grand new 
line ... the fine flower of 26 years’ 
intensified experience! For ut- 
most STYLE and VALUE ... it's BRIGHT! 


MANUFACTURERS OF Uholload lable tuning 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. 
PHONE: GRAMERCY 7-566] 
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Secretarial Desk, 


with interchangeable 
typewriter pedestal 


Double Pedestal 
Desk with conference top 


. 


Matching Tables, 
with standard and conference 
tops 


FYE-COMFORT TOPS — Desiened 
mobetent Ating authorities 
f the 
for best ea miort. This one 
plenty of merchandise and 
1 € Write for free booklet 
€S-™makin f 


We cordially invite you to visit the Berger 

exhibit in room 523 Stevens Hotel during the 
NSA Convention. 
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Desk and Table Line 


You've been hearing all the enthusiastic trade-talk about these new 
Berger beauties ever since their pre-view at The National Stationers 
Association Exhibit last fall. Now you can see for yourself. The 
all-new BERGER 5000 LINE OF STEEL DESKS AND TABLES 
IS NOW AVAILABLE. 


They're completely, refreshingly new ... from stainless steel feet 
to wonderful “eye-comfort’* tops. Not satisfied to redesign an exist- 
ing desk, Berger retained a prominent industrial designer to create 
the finest office furniture possible. Here’s his result—a smooth, 
clean modern styling that makes customers stop... look ...and buy. 


Call in your Berger representative, or write us today so that 
you may be among the first to display and sell this “most practical 
desk ever designed”. 
BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION «+ CANTON 5, OHIO 


Manufacturers of Steel Desks and Tables ¢ Filing Cabinets © Storage 
Cabinets « Transfer Cases © Book Shelf Units © Plan Drawer Assemblies 
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1. HANDI-RAK by Tubecrafters, 911 Walnut St., Philadelphia 7, Pa. Made of heavy gauge steel 
tubing triple chrome-plated; holds over 200 Ibs.; height is 66", width, 42'' and depth 22"; tnocks down for 
storing in space-saving carton. 2. ROCKET SECTIONAL SOFA by Stanley Mfg. Co., Ft. Worth, Tex. 


Plastic upholstery from new Boltaflex line of multi-color prints and patterns in 20 gauge material. 


3. NO. 500 SIDE ARM CHAIR by Wierenga-Brummels Co., 708 W. Leonard St., Grand Rapids, Mich. Part 
of new fall line; top grain leather of red, green, brown or deep buff or in Frieze coverings; 
seat depth 24"; between-arms width 24"; back height 33"; walnut or oak. 4. NO. 2805!/, TC 


MASTER 


DESK CHAIR by Taylor Chair Co., Bedford, Ohio. From new Chippendale series; walnut or mahogany 


on walnut; sitting depth 20!/,"; width between arms 21!/,"; width of seat at front 25"; height of back from 
seat 24". 5. NO. 790 POSTUR-MATIC by Domore Chair Co., Elkhart, Ind. Completely adjustable; seat 


cushions designed for correct sitting; nylon upholstery; chrome trimmed base; Do/More Bell Casters. 
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|. NO. 8040 BOOKCASE by Myrtle Desk Co., High Point, N.C. Matches Chippendale design of Raleigh 

series; mahogany or walnut veneers; cylinder lock; 3 adjustable shelves. 2. NO. 884 POSTURE CHAIR by 
Jasper Chair Co., Jasper, Ind. Grospoint fabric covers seat of Koylon foam rubber; sides, arms 
and back upholstered in leather; walnut or mahogany finish on walnut, green or gray softone 


+ finish. 3. DO-ALL-IN-ONE Steelmaster cabinet by Art Steel Sales Corp., 170 W. 233rd St., New York 63, 
N. Y. 34" high, 30" wide, 16" deep; contains secret vault; two outside doors lock on central locking 
system. 4. NO. 3000 DELUXE EXECUTIVE CHAIR by Royal Metal Mfg. Co. Satin chrome tubing; 6" 
any high seat of molded foam rubber; upholstered in leather or grospoint material. 5 & 6. No. 824 Comptroller 
>m and NO. 825 SECRETARY by Wells Chair Corp., 725 S. La Salle St., Chicago 5, Ill. Both upholstered in 


Duran and Sheltmoor fabric in range of colors; finishes of soft satin, brown, green or gray in 
baked enamel; seat of 4!/,"" foam rubber spring filled; Seng posture mechanism; aluminum base. 
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1. MODE-MAKER CONFERENCE TABLE by The General Fireproofing Co., Youngstown |, Ohio. Top in standard 
gray or mist green velvoleum, bound by double aluminum binding strip; 96" long x 42" wide; 29"' or 30" high; 
paneled ends; satin aluminum arched bases. 2. NO. 440 LOUNGE CHAIR by Grand Rapids Leather 
Furniture Co, 201-207 Front Ave., N.W., Grand Rapids, Mich. Part of Ehrlich series; upholstered 
in top grain leathers; choice of colors; loose pillow back. 3. POSTURE CHAIR by Angle Steel Stool 
Co., Plainwell, Mich. Seat adjusts from 17" to 22"; back rest upholstered in green Naugahyde 
imitation leather; seat adjustable horizontally; 2'' diameter Baco wheel or steer-wheel casters. 
4. NO. 6159 INTERVIEW DESK by Jasper Desk Co., Jasper, Ind. Overhang on right or left, walnut or softort 
on rift oak; modern island base of Cosmopolitan series; brushed brass flush pulls; adjustable height 
29" to 31'/,". 5. NO. 1602 CHAIR by Jasper Seating Co., Jasper, Ind. Deep buff, top grain leather or 
Du Pont simulated leather: American black walnut, northern birch or Indiana white quartered oak 
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ndard & 3. GUEST LINE SOFA AND CHAIR by Neimann, Inc., 330 E. Ohio St., Chicago, Ill. Frames of genuine 
walnut; webbed bottoms with individual 8-way tied springs; hair and cotton filled; top grain leather and 
DuPont Fabrilite. 2. NO. 67-GBC BOOKCASE by Nucraft Furniture Co., 1615 Eastern Ave., S. E., 
Grand Rapids 7, Mich. Made in genuine walnut and rift oak; size outside 34" x 17" x 29"; | shelf 
adjustable every '/>"'; 2 sliding plate glass doors. 4. PR-JUNIOR DESK by Haskell Mfg. Co., 207 Penn 
Ave., Pittsburgh 21, Pa. All steel desk, 36 x 18" top; 4 different models available, one with 
roomy center drawer at slightly higher price; the 27" typing height is included in all models 
softon in the PR-Junior line. 5. NO. 1805 SENIOR SPRING REST chair by Sturgis Posture Chair Co., Sturgis, Mich. 
Swivel arm chair combines full spring-back action with exclusive Sturgis Follow-Flex back support; all 
metal part bonderized; enamels are infra-red baked for uniform finish hardness; coil spring seat 
ed with thick layer of foam rubber; metal base conceals 2" ballbearing casters. 
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THOMAS FURNITURE 
covered with 


KALISTRON 





WHY this furniture 


MAKES SALES aiid REPEAT SALES... 


i. Outstanding beauty of design and covering makes the sale... 


2. Amazing “won’t-wear-out” quality brings ’em back for more! 


Here at last is furniture beauty that neve ears out for Kalistron* color, fused to 
underside of clear, extra-strength vinyl sheeting can never be touched, never show wear, 
retains original beauty and depth for years. Scuff-resistant, scratch- and spot-resistant, 


Kalistron won't chip, peel or crack. Waterproof, yet cleaned easily with a damp cloth 
More and more distributors are featuring the fine furniture that joins Thomas 
superb workmanship with Kalistron’s permanent beauty. It means more sales 


more satisfied customers. 





*Winner of Modern Plastics A if i Le iterials 


SEND FOR FREE “NAIL-FILE’ PROOF TEST 


Thomas Furniture Company, Dept. 1 

High Point, North Carolina 

Please send me FREE nail-file test (samy f Kalistron and 
actual nail-fle) and other infor 





FURNITURE COMPANY 


HIGH POINT, NORTH CAROLINA 


NAME 


ADDRESS __ 


VISIT OUR NSA EXHIBIT—-ROOM 524A 
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GET ALONG, OLD 





1 
PAINT. ... THERE'S A GONNA MEET A 
LOT OF DEALER'S WAITIN' / LOT OF OLD FRIENDS 
FOR US IN. CHICAGO! WE HAVEN'T SEEN DROP IN AND 
FOR A WHILE! REST A SPELL, 


PARDNER ....WELL BE 
LOOKIN‘ FOR you. 
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THAT MEILINK 
MYSTERY UNIT, ITS 
A HUMDINGER 


ae (27. 


MEILINK STEEL SAFE CO. « Toledo 6, Ohio 
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was a 
nice guy 


But, he nevel thought ola desk as an adaptable, 






effic ient working tool Nobody did until recently. 







Standardized din 10 that save floor space yet 
give more efficient wi rking areas, drawer arrange- 
ment that can e qui kly changed to suit new 
requirements, and c mplete standardization of 






parts, ar« new! They are part of the Multi ple-15 






prin ipl — the greatest improvement in desk 





en ering since the invention ol the drawer 





ks are colorful and attractive 


Mult f l 15 des 
VW 


ith Wuliple l af k you can plan an efthiicient, 









| attractive ¢ 


‘itice at low cost 
| |! 
MULTIPLEL) 


| Write today for ‘Tooling Up Your Office 





| 24 pages. A new concept in office equipment 








STEELCASE 


Business EF quip (Jana 


Desks, chairs, files—featured by the leading dealer in your city 


- 


METAL OFFICE FURNITURE COMPANY ¢ Grand Rapids, Michigan ; 
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eae | B. SINESSMEN are quick to recog 
7 | f Harter chairs. One trial convinces 
ir1ious Comfort 
= struction. What's 
Harter quality insures users 
year after year 
Ss =v al S ¢ 
struct ‘S 
S ( S yACk Fe. 
¢ i 
s ire spac 
f rrected toy 
DI s. or plastic-coated fabrics 
: colors are Green, Maroon, ot 
i | colors « request. Baked enam 
Gray, Green. or Brown; also 
( ¢ M 
MODEL C-1510A 
s;Tuecos S MicHtIGaAN 
STEEL CHAIRS « POSTURE CHAIRS 
Vv fe) 
SIT =MARTER N. S. A. CONVENTION + SEPTEMBER 24-28 . STEVENS HOTEL ° CHICAGO 
any IN ROOM 605-A 
1950 OFFICE APPLIANCES September 1950 199 























CLEMCO 


a distinguished 
name in the 
Ofttice Furniture 
Industry for 

AY years. 


The CLEMCO line 

will be on display 

at the 

N.S.A. CONVENTION 
September 24-28 


Our friends are 




















cordially invited (>) LEGCO 
| E> 


to visit Space 519-A \S 

















THE CLEMCO DESK MANUFACTURING COMPANY 


INCORPORATED 
BLOOMFIELD . INDIANA 
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AUTOMATIC-VANDEX 
VISIBLE RECORD 
EQUIPMENT 


Sells Easier — Stays Sold! 

















VANDEX brings economies to record systems 





SIMPLE Cards snap easily on to panel F : 4 ‘ 
| f that increase customer satisfaction daily. 





























e lj ° These savings arise 
Simp icity from the basic sim- 
card: plicity of VANDEX. 
Scaenebene AP 
re VANDEX offers a 
n happy combination of 
all the advantages of a 
visible record with the 
economy of a vertical 
’ card file. 
VANDEX is more 
fficient because it is 
FAST:—VANDEX permits one hand operation e fficic oon CORRES Fe 
No mechanical EASIER to operate. 
hangers- -no p ckets 
nothing to ddjust or get out of order! 
¥ANDEX nexcelled in speed for reference or 
ting. A touch of the hand and the card is in view 
it f ference—raise it for posting—all with 
hand—split second operation—and “dead 
Flexibility 
¥ANDEX idaptable to every record require- 
ment with excellent results. Card sizes may be varied 
without changing equipment. VANDEX Panels may 











be housed in Desk Units, Adjustable Floor Units and ECONOMICAL:—U p to 100,000 cards at arms reach! 
Standard AUTOMATIC EXPANDING File Drawers. 





e Department is available to a AUTOMATIC Dealers for help in selling VANDEX Write for full 


quipment 


AUTOMATIC FILE & INDEX CO. 


WASHINGTON BLVD: Dept. A 121 CHICAGO, ILLINOIS 
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Is there a = ©=—s GAP in your 
office system's line ? 


CHECK THE SALES YOU MAY BE MISSING ON DIEBOLD’S COMPLETE-LINE CHECKLIST 





Filing Equipment 
[] cari 
[| Reveld 


a Flex-Sit 


\ Forn 1 Guid mplete line f Diebold equipment) 


Diet 1 Electric Rek 


Cash Protection Equipment 
( rd Chests 


( iter Cash 


We'll send you more information on the items you've 
checked. Simply fill out this coupon and fear out NAME ADDRESS 
the entire page with the checked items. Send te 

COMPANY 


Diebold mn. ae 


DEPT. Y, CANTON 2, OHIO 
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Vaster Craftsmen 








< tide: 


W here Men of Authority work and confer. 
there will you find Doten-Dunton Desks. 
Their Doten-Dunton desks create just the 
right air of refinement. good taste. char- 
acter, dignity and distinction so comple- 


mentary to their positions. 


For over fifty years Doten-Dunton Master 
Craftsmen have been revealing the inher- 
ent charm. beauty and utility of wood in 
executive desks. Their masterpieces cre- 
ated in wood have established a world- 


wide tradition for integrity. 


Thus it is that the most discriminating 
buyers ot executive desks choose Doten- 


Dunton. 


as | 
~S DOTEN-DUNTON DESK CO. 


“AL WS FN 





FACTORY—210 Broadway, 


The Mark of 
' Cambridge, Mass. 





THE DUNTON CORPORATION, Distributors 
91 Federal St., Boston, Mass. 
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THIS ADVERTISEMENT APPEARING IN NEWSWEEK, U.S.NEWS, AND BUSINESS WEEK 
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. 2 : ¢ . 2 d’”’ . ? 
His day is “time-engineered —1s yours ¢ 
a 

HIS executive ticks along with items — each gineered” for worn, out dated offices, make sur 
the clock—never wastes a minute » needs of every job and worker. you use Shaw Walker equipment 
—neverwastes a motion. Hecan pack [f you are setting up a new busi throughout It will help you make the 


twelve hours of work into one eight 
hour business day. 


How? 


The answer is simply this. He has 
learned the secret of Ameri Dusl 
He has lear 


ness leaders. 
ganize time! 


Notice particularly his desk. It | 
been specially “‘time-eng by 
Shaw-Walker for just 
his. As many as 27 improvements 
have gone into its const 


each devised to save hi 


minutes every busy day. 


Only Shaw-Walker could h 
signed this “executive” de 
was born of their fifty vear 
ence serving the “‘time eco 
American business. 


And there are Shaw-W 
files, fireproot cabinets, sy 
dexes and supplies — 4,000 different 
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merely wish to modernize mostof evervn 
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pcseey PACKED WITH IDEAS FOR 
STRETCHING OFFICE TIME! 
e Organize now 
A wealth « t 
equipment M 
sc' Wr 
» W K Muskeg y 








GHAW-WALKER 
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Scientific Approach to 
Present Day Problems in 
Selling Furniture 


Enthusiasm, Careful Planning and Seeing 


Problem through Buyers’ Eyes Essential 


that is a very valuable asset of 
good business today 

One of the greatest things that 
any of us have to offer our pros- 
and customers is service. 
They are entitled to, and will re- 
ceive it, and if one salesman or 
one house does not give it to them, 
a competitor will 

The salesman who keeps him- 
self well informed and who does 
not fail to share his knowledge 
with his customers can be of in- 
estimable value to the buyer. His 
calls should always be construc- 
tive and when he leaves the buy- 
er’s desk, he should have made a 
‘contribution in a _ constructive 
manner through the information 
he has imparted that will make 
the buyer glad he called and will 
pave the way for welcome recep- 
tion on his next visit 

I think it can be safely said that 
there will be a large amount of 
office furniture purchased in the 
years immediately ahead and this 
business is going to the salesmen 
to the companies who earn 
deserve the privilege of sup- 
plying it through their construc- 
tive, intelligent and sincere ap- 
preciation of the buyer’s individual 
problems and requirements 


pects 


and 


and 


Think in Contributory Terms 


Some of the greatest virtues of 
ood salesmanship are truth, hon- 
esty, good faith and sincerity. If 
ou take good care of your cus- 
tomers from the seller’s angle, the 
are they will take good 
are of you from the buyer’s angle 
Don’t think about what you will 
ret out of a sale. Think in terms 
if what contribution you can 
make that will inure to the cus- 
ymer’s benefit 

The most personal and intimate 
piece of office furniture is a chair 
provide employees 


nances 


Do you your 
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By James A. Cockey 


Vice-president in Charge of Sales, 
The Baltimore Stationery Co., 
Baltimore, Md. 


with a good comfortable chair? 
Frequently the clock says “IN” 
but her chair says “OUT.” Incor- 
rect seating is a costly drain on 
business. Correct seating is always 
an investment for profit. Correct 
seating quickly pays for its in- 
vestment cost and after that you 
enjoy dividends. A completely ad- 
justable chair insures and pro- 
motes better health, mental alert- 
ness, office morale and efficiency 
The best is certainly none too 
good when you consider your in- 
vestment in office personnel today. 
The best costs such a little more 
than substitutes or imitations that 
it is economy in the long run to 
invest in something that will pro- 
vide the maximum in comfort and 
efficiency. 

Correct seating is the responsi- 
bility of management. What are 
you, Mr. Management, going to do 
about it? The dollar and sense 
value of correct office seating re- 
flects itself in the volume and 
quality of work done by the chair 
user. It has been said that the 
increase of a worker’s productivity 
by only five per cent will pay for 
the best chair within six months 
It has been further said that good 
office seating can increase pro- 
ductivity as much as 30 per cent 


Authorities in the systems and 
procedures field state that im- 
proper seating reduces efficiency 
up to 50 per cent. You can do 
something about it 

Enthusiasm Routs Fear 


One of our great assets as sales- 
men is enthusiasm. One of the 
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worst things a salesman 
cope with lis fear. Your enthusi- 
asm for your job can overcome 
your fear. The nervousness that 
you may at times feel can be put 
to work for you in the guise of 
nervous energy or a power plant 
Enthusiasm, in addition to being 
a selling virtue, is also contagious 
If you turn it on, those with whom 
you come in contact and 
around you will soon catch 
you will all enjoy it. If you will 
force yourself to act enthusiast 
you will soon feel enthusiast 
Enthusiasm can and 

crease your sales. I think 

be safely said that enthusiasn 
without a doubt, the biggest single 
factor in successful selling. It 
Walter Chrysler who said that the 
real secret of success was enthu- 
siasm, and even more than that 
it was excitement He said he 
liked to see his men get 


because when they get excited 
they excite their customers and 
we get the business. Enthusiasm 


is by far the highest paid quality 
on earth and it is yours for the 
asking and a little 
effort 

It takes a lot of 
faith to be a good salesman 
must have the courage and 
thusiasm to see your prospects 
and you must have faith in you 
self, your products and your hous¢ 
If you possess these qualifications 
it will take a lot of sales resistances 
to stop you; but, as in 
you can’t hit them if you can’t 
see them or don’t swing at them 
By the same token, you 


conscientious 


cour: 


baseball 


your customers if you don’t ses 
them. Yes, advertising, promotio1 
and all those other good 


do a fine job of softening uy 


prospect, but the real payoff comes 
in your personal face-to-face call 


Remember, selling can _ be he 
easiest job in the world 

work it hard or it can be the har 
est job in the world if you try to 
work it easy. Set your sights and 


then work toward your objectiv: 
It’s up to you. 


Success Exacts a Price 


Most of us want to succeed, but 
are we willing to pay the pric: 
When you stop and conside: 
leaders and successful men you 
know, you will find that invariably 
they have a great amount of 
courage and 


self-confidence and 
the great majority of them ars 


able to themselves con- 
vincingly 

This is very important and there 
are many ways to obtain it. We 


express 


ire all different, have different 
personalities and different tech- 
niques are required in order t 
obtain this goal. You can. how 


ever, acquire it if you are willing 
to make the sacrifice. The re- 
vards you will receive are well 
orth the effort you put forth 
We should always strive to im- 
to make our- 


valuable to our cus- 


prove ourselves and 


selves more 

tomers 
Time is the 

man 


thing a sales- 


one 
has so little of and it is 
amazing how carelessly some han 
dle it. The best 
most out of the time allotted you 
im a Dusiness day is DY prepara- 
tion for the day ahead. You must 
think and plan. If you can think 
out what you want to accomplish 
you desire to go, and what 
you expect to do then 
accordingly, you will marvel at 
how much you can 
vith the same number 
nours. We should do 
ible thing in order to insure ou 
pending the maximum amount 

time in 


prospects 


+ + 


way to ge he 


where 
anda plan 
accomplish 
OI working 


every pos 


-to-face calls 
That is wher 
the payoff comes and we should 


lose sight of the fact that 
until the 


our face 


mn our 


neve! 
ever Nappens 


iothing 


le 1S made 


Must Discover Wants 


I have heard it said that the 
most important secret of sale 
anship is to find out what th: 


ther fellow wants and then help 
find the best way to get ' 

We all know that if someone want: 
thing bad enough they will 
move heaven and earth to get it 


im to 


' 
some 


lesmen to so 


presentation 


It is our job as Sa 
make oul anda to so 
1emonstrate our merchandise that 
the buyer will want it 
the money it costs. After we have 


oused his interest and created 


make the 
that it is not only 


item, Dut 


buyer feel 


S Interest to have the 


that he cannot afford not to tak: 


advantage of the 


chandise. As 


SO aDdDly 


f benefits and 
conomics effected through its use 
We should not try to high-pres 
ure people into buying our mer- 
Dale Carnegie ha 
only one 


There is 


said 


iy under high heaven to get 





ig and that 
person 
no other 
keep that in the 
when we are 
find ourselves 
in the position of arguing a point 


anybody to do anythin 

is by making the other 
want to do it. There is 
way. If we will 
back of 
selling, we will not 


Our minds 


or doing anything that will ag- 
gravate or frustrate the buyer, but 
instead we will do everything hu- 
manly possible to make him want 
that which we have to sell. If he 
wants it bad enough, the chances 
are he will buy it. Don’t worry 
about him not buying it, but rather 
concern yourself with getting him 


to want it 


Let the Buyer “Buy” 


Buyers like to buy and they do 
not like to be sold. If you would 
make your buyer happy, see things 
from his point of view and talk 
in terms of his wants, needs and 
desires. Try to get away {f 
using the personal pronoun “I” or 
“We” and use “You” or “Yours.’ 
It packs a tremendous punch. All 


of which reminds me of the jingle 
“If you woul ell John Smith 
what John Smith buys, you must 


first see John Smith through John 
Smith’s eyes 
A famous educator has said that 


one of the biggest things we get 
out of a college education is a 
questioning attitude, | f de- 


manding and weighing evidence 
sclentific approach. Let us not fail 
to use the “question” approach in 


overcoming some oI! our selling ob- 
stacles. Instea ft making posi- 
tive statement that might tend to 
antagonize the buyer often 
better to lead with a question like 
Don’t you or “Don’t you 
feel?” that thus and si correct 

Let us not forget that selling is 
a profession and that we should 
approach the matter ir cien- 
tific manner. I think, if you will 
do that, we can and will be better 


salesmen and better buyers. We 
can and should be of inestimable 
value to each other 

We, as salesmen and buyers. are 
both needed in our economic 
tem. Times have changed and are 
constantly changing Are you 
changing to keep pace with the 
trend of the times? As 
we should develop a scientific ap- 
proach in our effort to bring more 
things to more That is 
how we will increase our sales. our 
position in life and make a 
contribution t ir fellov 


SYS- 


saiesmen 
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ADDING MACHINES 
REBUILDING B@NE ON PREMISE 





NEW STORE OF M. DAYRON & CO., 25 W. 44TH ST.. NEW YORK CITY 


Backless Windows Bring Customers 


into the Store 
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utout captions which identify 
the adding machines, calculators 
and typewriters kept in illuminat- 
ed glass-front drawers and easily 
seen from the street 

The entire window portion of the 
store is placed on an elevated plat- 
form so that it can be more easily 
seen from the street and at the 
same time function as an integral 
part of the store floor. Thus in- 
spection is easily facilitated both 
from outside and inside 

Since the firm is located in a 
large office building with expansive 
window space in the rear facing 
the building lobby, further utiliza- 
tion of this show space was made 
The lobby windows were classified 
into three large units, each of 
which contained office furniture of 
a distinct type such as reception 
room or executive suites. Here 
again they were placed on plat- 
forms and are easily viewed from 
the outside without being sepa- 
rated from the rest of the store 


Change Displays Often 


These displays are changed at 
least once every two weeks, and 
often every week, depending on 
new equipment coming in, sea- 
sonal requirements and other fac- 
tors. As silent salesmen, however, 
they are strong attention-getters, 
so strong, in fact, that the store 
lepends on them for most of its 
promotion efforts 

After every display we have a 
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Unobstructed View of Store Interior, Aided by 
Frequent Window Changes, Pays Off in Profits 


By Albert S. Kesher 


Field Correspondent 


lot of passers-by coming in, ask- 
ing about the merchandise shown,” 
said Martin Dayron, head of the 
firm. “It’s bringing in a lot of 
business that I know we would not 
have obtained otherwise. Strange- 
ly enough, many of these inquirers 
are persons who are temporarily 
in New York, sometimes even out- 
side of the country. In fact, we've 
filled orders to all parts of the 
United States, Europe, Asia and 
other foreign lands which can be 
attributed to our well placed and 
impressive window displays.” 
Another attention-getter is the 
use of photographic wall murals in 
the rear section, easily seen by 
persons walking in the building 
lobby. These enlargements show 
office furniture used in past eras 
as compared with that of today 
and thus have an educational ef- 
fect as well as building up atmos- 
phere and interest of visitors. 


Building Public Confidence 


Dayron’s entire planning in put- 
ting through their modernization 
has been that it is smart merchan- 
dising to build public confidence 
in your store, supplemented by 
every physical facility available 
toward encouraging visits and in- 
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spection. Limited to only 3,000 out to provide for as complete a with occupants of near-by offices 
square feet, the firm has managed lighting arrangement as possible and handed out at the store 
to display effectively and in good explained Mr. Dayron, “as we are There is only one outside sales- 
taste a striking combination of not afraid it will show up any de man besides the “boss.” Most of 
office machines and office furni fects in our merchandise. All of the details of the business, how- 
ture. our lamps for example, are hooked ever, are left to a young man and 
The first step, of course, wa ip to circuits and lighted at all a young woman, carefully selected 
effective grouping. The front shov times. Such illumination is a great and trained, who are responsible 
room displays separate units lined help in providing a cheery and at for most of the purchases and 
up on each side of a wide corri- tractive atmosphere, which is what sales-processin 
dor. The executive officers of the ve are after.” 
company are also in this area sepa The flooring of the salesroom Get Foreign Orders 
rated from the selling space by is of light gray linoleum with red The wide extent of the deliv- 
partial glass partitions, so that if carpeting used on the window eries was especially dramatized re- 
anyone enters he can be greeted platforms cently by two foreign orders, one 
immediately. In the rear annex In its sales procedure, Dayron’s to the North Pole, the other to 
are the leather pieces with appro soes to complete detail in care Tibet. The firm was called upon 
priate desks and accessories. Thus fully planning out individual in- to supply a field portable type- 
a visitor can easily find the type of stallations in an all-around pack- writer to the National Geographic 
goods he is looking for and does aged unit. Such estimating in Society’s expedition at the glacier 
not have to hunt around a wid cludes the carpets, drapes and top. Delivery was made by express 
area as is often the case other accessories which are often from New York to Alaska from 
Subtle colors, neatly polished included in the order but farme where it was successfully dropped 
wood fixtures and fresh, exciting out to an interior decorator or by parachute to the cold spot 
displays, all properly lighted, he ip other supplier so as to save the Then an order came in from the 
to create a sense of glamour which istomer’s time and efforts Tibet government for two posture 
is an asset in today’s selling. The chairs and two swivel chairs. They 
Dayron store goes in for warm Additional Promotional Activities were packed in small parts and 
pastel colors, with the side walls Some steps are taken to round sent to India from where they 
a light pink, a shade which is pop out the promotion effort in orde! crossed the Himalayas on mule 
ular in many offices. Since it i to supplement the window di train, reaching their destination in 
also a neutral tint it serve iS a plays. These include telephone di good shape 
pleasing contrast to the brown a1 rectory advertising, mailing it At its inception in 1927 Dayron’s 
gray merchandise displayed monthly circulars, and blotters was exclusively devotec office 
; ; he latter an innovation for the machines. In 1942 it added an 
Not Afraid of Light re. These blotters are 12 inchs office furniture side line which ex- 
Lighting fixtures are overheat long and in two colors, with ar panded so rapidly that it now oc- 
fluorescents supplemented by side lilustration Of a Sample suite and cupies the n r portion of the 
wall spotlights which are easily listing of some of the leading business. In 1939 the firm moved 
adjusted to play upon specifi brands carried. They will be di to its present quarters which were 
stock under inspection We were tributed through the mail, lef recently modernize 





MAIN SALES-FLOOR AT M. DAYRON & CO. STORE, NEW YORK CITY 
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Business from the Distaff Side 
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Selling Office Furniture to Wives for Christmas 
and Birthday Gifts Proves Profitable 


onsulting him, or telling me to 

ntact him and see whether he 
might be interested, she told me to 
der for him one of our best ex- 
ecutive arm chairs as a birthday 


She had been in the habit of 
seeing my chair folders as they 
came through her hands in the 
office where she worked. She was 
id on my line of equipment and 
lid not have to be given any sales 
talk to get the order. As a matter 
of fact, I didn’t really sell her the 
hair; she bought it 


/ 


This Sale Was Easy 

A woman came to my office the 
other day whom I would not have 
considered a possible chair cus- 
tomer. I had never thought of 
putting her name on a mailing list 
ind she knew about my business 
st because someone on her com- 
mittee had told her to see me. She 
vanted to order a set of 30 chairs 
for a church choir. She was easily 
persuaded in favor of a type of 
folding chair I could sell her ata 
modest price. The choir committee 
had left it to her to take care of 
the matter and that made it a lot 
asier than most sales to be made 
to a committee where one must 
et half a dozen different people 
to agree upon one model, or price, 
r what-not. Deliver us from the 
conference where one must meet 
with a town board, a church com- 
mittee or a board of directors or 
supervisors, all of different ideas 
Selling a committee of three, or 
better yet a committee chairman, 
s one thing, but selling to a whole 
organization in a body is some- 
thing else and often results in the 
9est man with the best product 
ving left holding the bag. I’ve 
been on that end of such a deal, 
too. One reason for such a case 
vas that I was competing with an 
old-timer who arranged to be the 
last of the group of salesmen to 
irrive and who, consequently, and 
ith a little reason, perhaps, con- 
iderea himself entitled to appear 

st before the board. As usually 
happens, the last became first and 
the first became last and the old- 


‘ 


got the order and the rest 
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By Frank Farrington 


Field Correspondent 


of us were also-rans in the sales- 
manship derby 

Among others who have proved 
the distaff side to comprise some 
good Christmas gift buyers, I can 
recall a good many isolated in- 
stances, but practically none who 
came to me and bought business 
equipment for Christmas or other 
presents because I had mailed di- 
rect advertising matter to the man 
of the family. I have sold to such 
buyers more because I had good 
luck, than for any other direct 
reason. They happened to learn of 
my business through what they 
had heard or overheard some- 
where 


The Gift Angle Figures 


I have mailed advertising of 
various kinds of office equipment 
to addresses that resulted in the 
literature being noticed by wives 
or daughters, although not sent to 
them. And, knowing the problem 
confronting so many women at 
Christmas time, it is easy to un- 
derstand why so many take easily 
to investigating the possibilities of 
business equipment as gifts. 

I have said nothing about the 
influence a man’s wife may have 
in the choice of what he buys for 
his office, or for home, in the way 
of an office chair, table or desk. 
Plenty of businessmen will listen 
to—even welcome—the wife’s op- 
inion of the best color of uphol- 
stery for hubby to use for his desk 
chair, or even for the color for the 
whole office setup 

And there are those wives who 
have, before marriage, had expe- 
rience as office women and have 
definite and even valuable ideas 
as to what equipment is most de- 
sirable for certain office uses. One 
of my customers, who was former- 
ly an office worker, led her hus- 
band to buy desk, steel file and 
desk chair and floor pad for a 
room he used at home for some 
of his business. This is without 
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saying anything about the influ- 
ence of a stenographer, or file 
clerk, in inducing the office head 
to modernize his office by retiring 
old style files and desks and seat 
ing. One of my good customers 
has modern seating for his work 
ers because one of the typists had 
seen some of my chairs in a county 
building and tried one and sug- 
gested to her boss that his office 
force would get more work done 
and more easily, if seated similarly 


Town Clerks Are Prospects 


It has been my good luck fre 
quently to sell such items as four 
drawer steel ffiles, executives 
chairs, steel desks and safes 
women who operate town clerks 
offices in their homes, as many do 
in the town offices in rural terri- 
tory. These women rarely have 
authority to make such purchases 
entirely on their own, but must 
have the approval of members of 
the town board However, the vita 
point is that the board will usually 
authorize the woman clerk to buy 
what she convinces them she needs 
for the efficient management of 
her office. Once make an intro 
ductory sale to the woman who 
holds the office of town clerk and 
she should, and ordinarily will be 
a ready prospect for the purchase 
of further needs from the same 
source. I have in mind one such 
town clerk to whom I have suc 
cessively sold a safe, two legal-size 
four-drawer files, a full-size steel 
desk with both pedestals, and a 
Grade A swivel and tilt upholstered 
desk chair. (Incidentally, the lock 
of that safe one day refused to 
work and after all ordinary efforts 
to unlock it had been vainly tried 
the town clerk had the men turn 
it upside-down and then the bolts 
or something, moved of their own 
accord and the door unlocked 
That may or may not be a scien- 
tific or expert way to unlock an 
office safe. My excuse is that it 
worked. ) 

Other women prospects for office 
equipment are officers of civic or 
ganizations. I have in mind the 
head of a county historical society 
who ordered a four-drawer cap 
size steel file for the society’s use 
in caring for its records. It was 
bought with no discussion of price 
or time required for delivery—at a 
time when deliveries were requir- 
ing about six months or more. No 
complaints were ever made over 
the time of delay. The woman's 
auxiliary departments of a lodge 
wanted five separate drawers, each 
with its individual lock, and all 
made to build up into one stack 


to 
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Each woman knew what she want- 
ed and it was possible to suit all 
of them with no quibbling 

I have almost inevitably found 
that in public offices, such as 
county or town setups, the women 
usually do the actual clerical work 
and are ready to tell the boss what 
they would prefer in equipment 
they are to use. And the boss is 
as ready to defer to their wishes 
as they are to express them 

Ordinarily, salesmen for office 
equipment that runs into consid 
erable money make their first ap 
peal to the man at the head of 
the office or business. But note 
that slogan of the “Ladies’ Home 
Journal” in reaching magazine 
advertisers, “Never underestimate 
the power of a woman.” 

To take advantage of the possi 
bility of selling women office chairs 
yr other equipment for Christmas 
gifts, one must have an early start 
You can go to a businessman and 


talk him into giving you an orde 
for a swivel chair with the expla 
nation he cannot expect delivery 
in less than six months. He knows 
how it is in ordering, for he has 
all those same troubles himself 
But when it comes to trying to sell 
a woman a special chair for her 
husband’s Christmas, she wants to 
know it will come in time fo! 
Christmas 

This means, of course, that such 
times as you feel you can sell 





your line to women for Christmas 
gifts, the goods ought to be on 
your floor in November at least. It 
is not only because a woman wants 
to be sure her gift purchase will 
be on hand in time, but for the 
equally important reason that she 
wants to see what she is buying 
A businessman can usually visual- 
ize the chair he wants though he 
sees only a picture. He is used to 
buying from a catalog, but a wom- 
an who is anxious to get for her 
husband something he will like 
for his office, wants to see it before 
she buys it. Furthermore, she has 
already had too much experience 
in ordering Christmas presents 
that never come until after Christ- 
mas. So have we all! 

The dealer may be able to satisfy 
some customers by promising, “I'll 
have this chair for you by Christ- 
mas or I'll let you have a chair 
from my office to use until the 
other comes.” That, however, it 
must be admitted, is a makeshift 
selling point, acceptable only in 
rare instances to men and never 
to women. What women want for 
Christmas gift use is the actual 
article and they want it brought 
to them or to a specified point of 
delivery on the day they set. Any 
delay gets them worried and any 
mistake in delivery or shipping ad- 
dress loses a future customer, even 
though the immediate purchase 
may be accepted and paid for 





AN ASE INSTALLATION IN ROCK ISLAND 





Beauty and efficiency are expressed to their fullest in the general offices of the 
bituminous Casualty Corp., Rock Island, Ill. Files and desks made by All-Steel 
Equipment, Inc., are used throughout 
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fest Sales News Today...Art Metal | 


‘ Bpeed File...Gives your Customers 






$ 


lew Economy. ..Saves Floor Space... 


ore Efficiency .Greater Durability 


w can't miss on sales and profits 
th the new Art Metal Speed-File 
easier to operate ... easier 
alk about .. . easier to sell 









fy enew Art Metal Speed-File helps 

rll y customers gain added floor 
oce in every office. There's a 
vole unit extra in every battery 
tour 5-drawer Speed-Files as 
npared with ordinary 4-drawer 
es—and this without using extra ° 
sor space. Every Speed-File ' 
swer provides an added three 
4 one-half inches of filing 
xe because of the automatic ; 


a sansion back. This represents tae eS 


; 


A 


13 
: 
' - bad - ft 
; ty 
1 
: 
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other extra half-drawer of 
vable space per unit. 





other file can offer automatic 
sonsion at the back of the 
ower with the operating smooth- 
sand simplicity of the rigid- 
it Art Metal Speed-File. File 
ks do not have to change 
thods at all—they get extra 
xe and extra convenience Mei: 
the Art Metal Speed-File - hay i = Cut-oway view of the 
ich means easier filing and “e now Ggt Motes Speae-Phe 
ter finding. showing smooth lay-bock 
action that automatically 
places file contents in 
easy reference position, 






EVERY ART METAL 
SPEED-FILE FEATURE 
IS A SALES LEADER! 










For the finest in business 


equipment look to Art Metal 
/ i) 
Jamestown New York 
U.S.A 


Art Metal 


BUSINESS EQUIPMENT 











MSS.24 Sane Al 
© N 


Art Metal Construction Co 
Jamestown, N.Y 
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he efficient design of Leopold office furniture 


iS SO easily dem nstrated, it 1S no wonder that C(IVeCS 
from coast to coast are adding Leopold installat 


Eq00// 


for the entire ofhce 


office 


roytir 


Efficiency adds to prot 


- alike are profiting from the caretully engineered design 
furniture € are pro om ft 
which Leopold nas developed 


Ss, and iealers and usc! 


Since 1876, Leopold has been supplying 
othce furniture built witl he finest materials 
craftsmanship to add t r profits 


Leopold's profit-building 
program for dealers 


in 1950 includes 


— THE Ke0p0/d/ COMPANY 


@ A detailed sales pr 
plan for dealers 


e A complete line of eff B U RLINGT 0 N p | 0 WA q 


dealer helps 


MEMBER OF THE WOOD OFFICE FURNITURE N 


uW 
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‘about the new Gunlocke Catalog 


Naturally we were hugely pleased at the tremendous reception given 

the new catalog by dealers. One reason they like it so much is the in- 

formation it « ns on selling chairs. If you haven't received your 
rite for it y. Just ask for Catalog No. 45 


WHAT DEALERS SAY ABOUT THE NEW GUNLOCKE CATALOG 


ired catalog We expected something good and we 
ring results were not disappointed ... particularly 
ised interest appealing because it carries a message 


to the consumer.’ 





ionery Co., Office Equipment Company, 
New York Chicago, Ill. 
have read 4 ‘Book of Knowledge’ for dealers 
ned much and their customers ... has our en- 
hair sales thusiastic approval. 
B R f lence, R. I Gregory Mayer & Thom Co., MODEL 2311 





Detroit, Mich. Tapering seat adds beauty and 


1 f 
ind fines 
comfort. One-piece steam-bent 
anyone in on y > 
You build catalogs as you build arms lend strength ond durabil 
r ch — 1s w re rs. ave 
lairs you Start here others leave ty. Newly 
‘ ‘ or} ff 
D \ York City off, designed, here is 
Rucker-Fuller, 
that something 
lescriptive San Francisco 
different your 
customers will like. 
whee tas Obviously the result of considerable 
mwier, n ’ 


» Vark Cite thought and research . . . educational 

and intelligent almost to a_ point 

‘ ry clear and where a novice can undertake the sale 
W and happy of your product.” 

Barker Bros. (¢ orp., 





. ( St. Louis Los Angeles 


DWH GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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SLL 


Presenting | ‘3 


ALLENGER SUITE 


ehenenseniien 
CODAEEDE DADEaEcenneeceannoegtcie 


Uy | 





No. 8269—69x38 Walnut Only. 


ceeeeeneeneaeeent 


( R ‘ 
. f : Nepresentatives 
/etcomee to Spac Bose 


Fred Deutsch 


2 2 O i A 3525 S. Western Blvd. 
Dallas, Texas 
N. 5S. A. CONVENTION George K. Slater 


526 E. Lake Drive 
Decatur, Georgia 


William (Bill) Tonkin 
3515 Griffith Pk. Blvd. 
Los Angeles, Calif 


seeninenoneans 


NEW CATALOG AVAILABLE ON REQUEST 


DESK MANUFACTURING COMPANY 


454-456 NORTH ARMOUR STREET e CHICAGO 22, ILLINOIS 
68 YEARS OF QUALITY CRAFTSMANSHIP 
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HERE 1S A PROFIT-MAKING SALES TOOL 
... Use it! 


One of the most powerful selling aids in your store is your New Indiana 
Chair Company catalog. You'll multiply your sales when you use it 
regularly—daily—with hard-to-please chair customers. 
The New Indiana Chair Company catalog is designed to sell for you 
. created as a merchandiser . . . with fine photographs and striking 


color. Here's what it presents: 


A chair for most office budgets . . . from $5 to $125 retail... 
give the buyer a wide choice. 
2. New Indiana's complete line of chairs . . . to match practically 
y office furniture design on the market .. . in period, contemporary 
r modern styling . . . in a broad variety of finishes. 

All wood chairs . . . plastic covered upholstered chairs . . . genu- 

pholstered chairs. 

4. Chairs of all types for many occupations . . . executives, students, 
erks, stenographers, teachers . . . multiplying your prospects and 


With this catalog and an adequate floor stock—you're really in the 
chair business. Write today for sufficient copies for your entire sales 
staff. 
Be sure to visit Space 533A—the New Indiana 
Space—at the NSA Convention 


NeW inpiana CHAIR COMPANY 


MANUFACTURERS OF OFFICE AND SCHOOL CH 


~ 


The” w dite’. fake ttehite! 
Member WOOD Office “ rnitur Institute 
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Stow & Davis 
FURNITURE COMPANY 


GRAND RAPIDS, MICHIGAN 
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An unbeatable combination for offices! 





furniture covered with Foliaflex 


Here’s furniture specifically designed to give your offices a luxurious 
look at half the cost of its appearance! ... rich styling and solid con- 
struction by Thomas Furniture Co.,and covered with beautiful Boltaflex, 
the proven all-plastic covering material that wears like iron. 


Choose your colors!... rich reds and browns or light pastels! Plain soap 
nd water keep Boltaflex clean and new. And Boltaflex won’t chip or 
peel; resists staining, scuffing and fading ... the perfect covering for 
good business” furniture. 
d office styles by Thomas to blend with any decor... from the 
ways popular Lawson style to ultra moderns and “island base motifs”. 
Write for the Thomas catalogue of prestige-building executive furni- 
ure or see these handsome pieces at better dealers everywhere. 
THOMAS FURNITURE CO. BOLTA PRODUCT SALES, INC. 
Exhibit: Room 524-A, Ex n Bidg 15) CANAL STREET a ena 
HIGH POINT, NORTH CAROLINA LAWRENCE, MASSACHUSETTS 
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TOP: In the new Merchandising Promotion Department 
of radio station KWK, St. Louis, Mo., The Globe- 
Wernicke Co.'s Streamliner steel desks and arm chairs 
were chosen to carry out the modern theme of the 
building's architectural design. Comfort Printing & 


Stationery Co., St. Louis dealer 


made the installation. 


BOTTOM: Designed as a complete installation, the 
furniture for the untra-modern Westside Savings Bank 
Newport, Ky., was manufacturered by The Globe- 
Wernicke Co. Prima vera wood was used not only for 
tellers’ cages, counters, and wainscoating but 

also for check desks and private office partitions. 





INSTALLATIONS 


This private consultation office at the Twin 
Falls Bank & Trust Co., Twin Falls, Ida., was 
lipped by the Syms York Co., Boise, Ida., 
The impressive conference type desk as well 
phone cabinet were made by the Leopold 
chair and guest chairs are by Sikes Co. 
BOTTOM: Royal Metal chairs are shown to advantage 
in the employees’ lounge at the new Peter Hand 
Brewery offices in Chicago. Chrome plated chairs 
covered in garnet red and chartreuse contrast nicely 
with the beige rug and rose pattern drapes. Mrs. 
David Liten, D & L Office Supply, planned the rest room 








TOP: Efficient organization as well as comfort 

was planned well in advance for this executive office 

of the Liberty Insurance Company of Greenville, S. C. 
Furniture executed by Frank Scerbo & Sons resides 

in an atmosphere both spacious and restful. The desk 

is placed so that it will benefit most from the windows. 


BOTTOM: An executive desk designed by Frank Scerbo 
& Sons receives the place of honor in this office 

of Seigel Fabrics, Inc., Commac. L. |. Dan Waldner Co. 
furniture dealer of Mineola, L. |., handled this 
impressive installation. Furnishings were carefully 
chosen to meet the needs of the unusually shaped room. 











INSTALLATIONS 


TOP: A view from inside the basement counter in 
the new home office building of the Rio Grande 
National Life Insurance Co., Dallas, Tex., shows only 
part of the complete Art Metal installation made by 
John L. Andrews of the Texas Office Furniture Co., also 
of Dallas. Cupboards are equipped with disappearing 
doors. Ends of the ''U" counter enclose the firm's vault. 
BOTTOM: This view of a “city block" of Art Metal 
Construction's furniture shows the full length of the 
second floor general offices of the Rio Grande 
National Life Insurance Co. Four batteries of four 
files each, in the center background, are arranged 
in such a manner as to provide an easy access to the 
files for the 26 people seated in the immediate vicinity. 
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FA On Policy 











Top quality upholstery ma 
terials used on Sturgis chairs 
are all famous brands well 
known to discriminating 


buyers. They are Landers’ 





Verstlan Vinyl Plastic 
Coated Fabrics; Goodall’ 
Claremont and Bedford ¢ 

Fabrics; Dzxze Dee] p Buff 
Leathers and Gu/dha// Top 


Grain Le athers—e i h a\ ul 
able in a wide col 





POSTURE CHAIR CO. 
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a TO | THE 

STEVENS 
HOTEL 
ROOM 507 

SEPT. 24-28 





HESTERN MFG. Cp 


WESED 


AURORA, iLL. 


WESTERN MANUFACTURING COMPANY 


SD AURORA, ILLINOIS @ 
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4 Y ’ 
oints on 
R | S 7 & 
No. 6075-8 No. 1800 
58’ x 3212 
ry T . 
te LYeW Series 
ea 
This new island base commercial Series 75 ; 
line of desks is meeting with instant pop- 
ular approval wherever it is shown. Typi- : 
cal of all NATIONAL Desks, the natural 
charm and grace of fine grained, genuine 
(merican walnut is enhanced by our styl- 
ists and craftsmen. pe 
The nev » series comprises 60", 66” and 
14 conterence desks, secretarial desk, 
hook« is¢ le : and panel end tables and 
ele pho ( tand Hardwoods used through- 
out: gel ne walnut exteriors with oak 
drawer interiors and brass handles. These points of distinction on the luxu- 
rious Sturgis No. 1800 Senior Executive 
Order { r samples of this eye appealing f Chair get quick results at points of sale: 
solid NATIONAL 75 series todav. @ backrest has easy-chair comfort of in- 
, terlacing springs plus thick cushion- 
ing; wide armrests are cushioned 
with rubber latex foam 
” @ large coil spring seat is cushioned 
e € | ( af with 114” of rubber latex foam 
| / | 1 | \l / @ open space between backrest and seat 
\ i \ / pole GZ allows full support of back while 
; / s preventing pressure on the base of 
y moa, ne. =F aoe 
ae, @ streamlined base conceals 2” ball 
H E R K | MA E _# N. Y. bearing casters with soft rubber 
wheels. 
WRITE FOR THE NEW NATIONAL CATALOG @ Bonderized metals with durable in- 
: fra-red baked enamel finishes. 
@ upholstered in rugged Versilan 
> Goodall s ( laremont or Be dford 
- Cord; Deep Buff or Top Grain 
. leather 
You're invited! 
. : 
THE . 
Rear View 
— 
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BRAND NEW 
FAST MOVING 
BIG PROFIT 


étem! 





Vee Katu- Rak ' 


0] 

An excellent nem tO nterest new customers 

step up old ones! The first really modern 
umbrella stand. Graceful, space-s ng design 
fits in with all type offices ippeais to every 
one. Gleaming triple-chrome plate on heavy 
gauge steel tubing. § irate partments 
hold 16 umbrellas minul drip pan 


Individual cartons. Height, 18 dth, 20” 
depth, 13%”; weight, 11 - Order your 
RAIN-RAKS now tor qui eo aa 
List price — F. O. B., Phil Big dealer 


"$18 


pt 


AWanudt- Rak 


10] \ real extra closet, yet 
completely collapsible! Extra-heavy chrome- 
plated steel tubing holds 20 coats, 12 hats 
2 pr. shoes. List Price $20 F.O.B.. Phila 
G@oat- Rak 201—Striking clothes tree for 
coats, hats, all garments Cra’ reen brown 
and chrome. List price $12.00—F.O.B. Phila. 
Write for free circular describing complete line 


LU 
SALES DIVISION 


911 WALNUT STREET, PHILADELPHIA 7, PA. 


~ = “T wheen val 
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No. 38C. Two 4-6 

card drawers. One 

+ utility drawer, tw 

letter file drawers 

with compressors 

and all on ball bear 

ing rollers. Storage 

section with two ad 

justable shelves. Lock 

on door. 38’ H by 
29” W by 16” D — 
No. 38B. Four 4 x 6 
\ 1f a drawers, two 
No. 38A. Two utility etter file dr rs & 
drawers and storage rage. Other speci 
Other specifications tions same as 38C 

same as 38C above 

or 38 series is 
No. 38D. Three letter 7.95 Re nend 
file drawers & stor higt est of 
age. Other specifica Rockies A prices 
tions same as 38C " - a f )B Mus tine. la 


Order Your Combination Units from this 


CENTRALIZED SHIPPING POINT 


save freight cost—make more profit 





Now with this extens line of nbina 
tion units He O-Nize can supply your 
irements. O tra | fac- 
tory at Muscatine, lowa, ofters 
shipping advantag Admire od 
nstruction and f finish these H-O-N 
ombination ut 
All are available ther oft green or 
hammered grey name! onder- 
No. 29. Twoletter file ized t& ) prevent rust Gwaranteed to please 
drawers. List $22.95 vou and your customers You s will 
wo. 36. Two card be filled promptly. If you desire more 
drawers, one letter  ¢ : 
drawer, and storage pot qeagestry aoe oe ae 
36H x 15Wx 16D. al H-O-N pr 
List $27.45. 


No. 32A. Two 
drawers, utility draw 


letter 
| al 
home CV. 


MUSCATINE, 


er and storage 


No. 32B. Two 


drawers, two 4 x 


letter 
6 
drawers and storage 
32A & 32B List 34.95 
Size: 32H x29Wx 16D 


lize 


IOWA 
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 COMFORT- 


7 CONTROLLED 
MOTION 





The “HE-MAN” LOUNGE CHAIR 





| ee me EHRLICH Design Number 440 
Here is another in the EHRLICH Series of VALUE 
: Free and easy” is one way to Furniture in Genuine Top Grain Leathers . . . de- 
ins feeling Collier-Keyworth Chair signed for relaxing comfort during or after a hard 
T ' | tet es ted “Equi day's work for the Tired Business Man. . . a Lounge 
througn 1elr patente AqUul- — . . 
| I 4 Chair in the true sense of the word . . . Priced Right 
fit Balai tion. An exclusive, outstanding and Made Right to insure fast turnover. It's a Chair 
Collier-| th feature, it always assures that will sell on sighting and seating. 
f omfort-controlled motion, + EHRLICH Quality a Genuine Top Grain 
Bee s evolving chair controls . .. e Loose Pillow-back e Generous Seating 
. 3 4 ; and Seat Capacity 
-N a eS eee e Down & Feather e Made in Grand 
tis ultra modern in design... Filling Rapids 
buy ( Keyworth! Write for Illustrations and Dealer's Price List 
of entire EHRLICH Line. 
Can't tell you now... Be sure to see it in The 


but EHRLICH has a sur- FRENCH ROOM, Foor 
prise waiting for you at A, The Blackstone Hotel, 
JV the N.S.A. Convention, Chicago, Ill. 

1 Sept. 24th. 


, . . GRAND RAPIDS 
COLLIER-KEYWORTH CO. BSZ Ng aoe Ul alee? 


201-207 Front Avenue, NW Grand Rapids 4, Mich 
| ee ee 
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WORDEN 


OF 
HOLLAND, MICH. 





vesen f 3 


A quality line of Desks, Gen- 
uine Leather Chairs and 
Suites with warmth, loveli- 
ness and serviceability. 


Our Secra Type _ typewriter 
desks do not restrict use to 
large size desks. 


For particulars or literature 


write . 


Worden Company 


200 East 17th ‘a . 


Holland, Michigan 


ALUMI 


VALCO 


NUM 


... for profitable 
accessory sales 





our beautiful 
line includes... 


COSTUMERS 
TORCHIERS 
SMOKING STANDS 
SAND URNS 
LETTER TRAYS 








No. 260 





10 Ww 
break Wea 
coated wit 
A 





acquer 
Gepressing 
weighted 
each 


SEND FOR COMPLETE INFORMATION 


VALCO COMPANY 


2937 Sheridan Ave., St. 





7 : 
Trav Diemeter 
Base Diame 
Tray He 
Chir 


No. 100-DT 
ALUMINUM 
LETTER TRAY 





No. 265-T-Cocktail 


Smoker 
Heiaht 24 


6 


Weight 


SMOKING STAND 


Overal! Height 


24 Base Diamete 
Sais no + + 


Louis 6, Mo. 
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by staying 
HIGH in quality— 
LOW in price 


wnen you se 
tomer satisfa 


kell quality 








All-Steel Tables 





All-Stee!l Desks 


L-540 





secretaria 
esman s 


SPECIAL ORDERS ARE OUR SPECIALTY! 


HASKELL 


Manufacturing Company, Inc. 


207 PENN AVENUE PITTSBURGH 21, PA. 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 


you get your share of this sales volume. 


Mail Coupon Today 


ieee 


THE COLSON CORPORATION | 
| ELYRIA, OHIO | 

Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
| merchandising plan | 
| 
| Name 
Company 
| Address | 
City Zone State | 
| 1 


ELYRIA, OHIO 
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‘Lower Office Costs. 


Reprinted from a booklet issued by the Jasper 


Office Furniture Company as a Dealer Aid 





A 





WALLACE 


yeneral Manager Buildins ery and e( $$$$S$$S$.00 
Jasper Office Furniture Co TOTAL SSSSSSSS.00 


B ne SS¢é yT eSS iw 
the vomen wl eu é - 
FFICE COSTS are high. A here are some rea 
sons why the office fu e bu é can reduce B e does not c} ) le 
them and solve some of tl nfrontins value a be ess. It ofte ease ‘ 
executives e ber ‘ es the ereate more bl. 
1. Salaries are at an all-time oh and will not de re prod ‘ 
crease appreciably ver) Business cannot Buying furniture is not “spendin money. I nly 
afford to pay high salarie people who work insferri1 et from one ledger page to another 
with poor tools. Furniture often earns more than the money required 
2. Old desks are too la! it could ever earn. Let’s lo the 
3. Old desks and chairs a I ible and cause 
needless fatigue. Fatigue noney Equipment Better Asset Than Money 
4. Old desks are unsuité hig! ecializec iltaeaia 2 3 o = 
jobs of today’s office M iin aaa ae 
~ Executives do not have : — Pa LV yu norities i ance 
a . roar a less than MODERN EQUIPMENT 
ence and meeting f Conferences co “ 
f } rn) LU Ol even a j I) i { erp) 
money ; 
: . y nve en equired to purc! 
6. Many offices art row ted, badl : _ Yea at ge 
: I yr HIGH Interes he ning of 
« ‘ vA ‘ 1O x : 
arranged, ana nol is LOW N is the time ode 1 
It has been proved ove! it corre earvanin ats ev earns more - 
ing some or all of thes east ductior >. i = Glee - 
¢ ‘ » ¢ 35 Tr ‘fe T T t re t t } ] par eee append ¥ me . 28 7 ‘ 
as much as 35 per cent | ind 2, ts HIGH LABOR COSTS AND LOW INTEREST RATES 
or 20 per cent in ordinar\ ;' ne i > i ine sana 
e the so reasons we hi: for buyil any 
’ lipment tn ices the high t of iat 
Some Proof of the Pudding -_ ‘ ee ‘ 
rit le n ern furniture c vynen ( ipared 
Chicago Title and Trust ¢ é eled and re h the higl t of labor, is shown here 
furnished its offices and report ossible t One-half of « per cent of sala st of office 
produce six days’ work i! ker will pa proper furniture. It work it this 
Occidental Life Insurance Compan ind saving Take a $5,000 salary. Total salary during the 
alone pay for completely furnishi redecorat e of the irniture is $100,000, which is the true 
ing many branch offices. S} avil lone amortize of the furni e. One half of e per cent $500 
furniture and decorating co five New furni igh t rect new furniture for $5,000 
ture increases productio! lecreases ab over 
senteeism and turnover Tha i estment ber k to 
C, F. Braun Company, Alhan ( eports tha ckl 
proper tooling of white-colla1 5 of them Furniture Pays for Itself 
increased productivity 35 pe1 
Smaller desks to conserve s} vaste n ine right furniture pays for itself in 39 months 
tion: specialized desks I I De ( mfere! f r xampie in an office with LUU pe ple tne erage 
. s ¢9 400 ner vear ‘ach en ee has a desk id 
desks for executives; bette: roved work is $2,400 per year. Each em| Nas a desk and 
r whic eost y the ver y f eu na lorn 
plan and flow—all these I se ducti + Weleeen a ae Se oe ern 
. . wht } ¢)* a. 2 } "¢ ‘ nt 
and reduce office costs ment about $234 installed auree | — 
vvement in office efficiency riterion (many 
Office Costs Are Principally Labor € ound much greater improvements result) 
; find that 97 people can do the k that normally 
The oaly permanent way offi es 100 
inmwvac 4 P mitura + 4 . 
“ae an orbs : = We have an investment in new office equipment of 
aterlé "osts the fh f i , 0 4 a A (is, 
e mags a in La imes $234, which equals $23,4 
» factor 
ee , on Obvious 97 people can nov the work of 100 
Labor costs can be reduc ffice. Th nl ; ‘ nlv three pet in alll 
is accomplished by the ri icl yb then. three laries of $2.400 pet will be saved 
by furniture that decrease mace an $7 900 
waste motion N if $7.20 vided into $23.4 ho the 
Labor costs will remain I t eed nhc ween tion—_we ce 
Prem ar sage —o ee | | CC er See n—w al 
less labor is eliminated lone irn the cost « new desks and 
The investment required is ill that any in 295 ears or 39 1 The continued 
- aaa 2 ' . : —_ Dp DT > PTIONT DE Thic = ~ © Ai A 
business can afford the PROPER FUR ITT RE. Thi , he lipment wh es efficiency 
is easily proved by the fol ree pel return the eding 
ee ns I ng as l ~ 
rhe Balance Sheet Approach ; i] : xd vil 
il » Li OI ny Olt! na 
Cash $$$$$$3$3.00 hethe has ten people or 1,000 
Receivables SSSSSS$S.0I Note als consideration h bee! iven t 
Land SSSSS$S$$.00 lvage of the existil i-style solete 
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equi] the sale or trade-in value of which 
will operate materially to reduce the investment neces- 


to re-equip an office completely 


ker for k and chair. This figure normally can 

nsideral wered in actual practice. Obviously 

reduction in initial outlay will result in a propor- 
y shorts imortization time 

be ken into consideration the saving result- 

will retu the investment in considerably less 


What is a three per cent improvement in office effi- 


isti from many sources indicate that 

verage rapher who takes dictation and 

ril notes will take and transcribe 31 

To attain an improved effi- 

cent she would then have to 

ve he tput by 31 times three per cent or 93 
er per day. Small, isn’t it? Can 

ne 1 new, modern functionally correct 
1 of and chair will not easily improve 
em] ( rk by this small amount? And yet 
i return the investment every 39 


setter Furniture, More Production 


increases production because it 


Elin fatigue easy operating drawers 
rrect t, proper size, correct color all re- 
tion proper size desks occupy 


ice reaching, concentrate work in 


Facilit per paper handling. New, well or 
lrawers, filing and accessory draw 
employee’s work 
nachine and typing output. Non- 
reduce nerve and eyestrain, and 


Vote, to t we have used a figure of $234.00 per 


5. Offers the right tool (desk, chair, table) for every 
office job. Many jobs can be done much more 
rapidly with CORRECT furniture, designed for 
the particular job. 

When money is LOW and labor is HIGH, as it is to- 
day, that is the right time to buy money-saving and 
time-saving equipment. 

When correct furniture will save 5, 10, 15 and 20 per 
cent—some say up to 35 per cent—#in office costs, fur- 
niture is a more important asset than cash. 

It is good business, right and proper, to use low- 
interest money to bring down HIGH salary and operat- 
ing costs 

Salaries are a recurrent expense. They recur 52 times 
a year 

Capital investment in office furniture occurs once in 
20, 30, or 40 years 

That it is sound judgment to use today’s low cost 
money to reduce costs and take advantage of tax sav- 
ings seems clear 

Here is the way to battle high office costs: 

1. Call a reliable, well-established office furniture 
dealer or stationer. 


2. Ask him to work with your office executives or 
the controller or treasurer to survey your office to 
determine where and how improvements are pos- 
sible 
3. He will submit a written analysis, covering his 

suggestions and findings. He may recommend 
ways to 

(A) Save space. (B) Increase machine and oper- 

ator production. (C) Eliminate lost motion and stream- 

line work flow. (D) Reduce fatigue and nerve strain. 

(E) Increase sales in salesrooms or improve customer 

comfort in sample salesrooms. (F) Improve employee 

morale and attendance 
Consult a reliable dealer in office furniture today 
may be the start of an important cost reduction 


program 





DALLAS COMPANY SELECTS STANLEY FURNITURE 





- 
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his elaborate installation of Stanley upholstered furniture is the new private office of 
e Brooks, president of the National Bankers Life Insurance Co., Dallas, Tex. Shown 
No. 1002 side chair, two No. 300 side chairs and a No. 1560 sofa, all in top grain and 
ide by Stanley Mfg. Co., Fort Worth, Tex. Mr. Brooks’ desk, partly shown at right. is a 
m-built Carlton-Duval. Installation was by Keeney Office Equipment Co. of Dallas. 


229 








Good Displays in Windows Lead to 
Good Sales in the Store 


E HAVE TWO of the be wnat equipment I had on di 
windows in the State St play Naturally, I had no room hy bd. A. Hoover 


business district,” says William H fo! uch a setu} I have the 
Blaeuer of Litchfield, I] rhe} lesks, chairs and files right back Correspondent 
are roomy, easy to get int I ny garage,’ I told them hope 
frequent changes and allov il] I should have saved mj) 
complete unbroken view t i breath. They shook their head knee-hole desk, chair, typewriter 
walk traffic.” ind said in unison, ‘We want t and table and certainly will fea- 
“In choosing my locatio M ee how it all looks together, just ture one of the many approved 
Blaeuer said, “I selected a spot it will be used lamps for student use to avoid 
near Route 16, the only arteri eyestrain.” 
highway feeding the main stre Went Elsewhere to Buy With the traffic heavy as a re- 
of Litchfield. This highway serv: One went north to Springfield sult of sales of seasonal supplies 
some 100,000 people within 2 il. and the other went down t Mr. Blaeuer is expecting a profit- 
miles who must turn into Stat he city of St. Loui Phere, they able boom in the furniture busi- 
St. in plain sight of the fur each bought a room full of furni ness as a result 
displays in my wide windov from range! ney Ni 
At the present time, Mr. B seen before Such is thi Equipment Often Neglected 
has a model business office a ee of dl play You would be surprised how 
plete with desk, chair, waste | Mr. Blaeuer moved to his ne many home offices and business 
ket and file, set up in one of hi location and now has his malt offices are equipped with a hodge- 
windows. It is so artfully floor as well as his windows wt podge of oddly-assorted pieces 
that the prospect want vith ae aie : collected from here and there 
right through the gleamir ha storage cabin As proo! Not one item is engineered with 
of the window and take ove! that has paid dividends already the idea of fitting in with or co- 
In the other window, he sroup of officials have nol ordinating with the other pieces 
setup designed for the hor . a na - a for smooth functioning There 
fice or the student’s de I mn to hold a meeting right in may be a scarred old desk with 
effect of a complete ensemble office and pick out from dl sticking drawers that takes both 
cumulative. It stops traffic di play the items ay Rete 00.50 hands to move, or a wooden file 
in its tracks for a better look at nish their several offices. The com leaning over like the Tower of Pisa, 
all the details nitment will be made right then and requiring an athlete to oper- 
nere r ; ’ \ wy Y 7 
Educates Firm’s Customers 'n Jannins back-t ate it. Even ee ee lable 
re P : records are kept in shoe boxes 
“The underlying purpose of thi school window right now Mr without benefit of follower block.’ 
kind of display,” according to M1 Blaeuer said I'll insta i sn According to Mr. Blaeuer. the 
Blaeuer, “is to educate people t 
the fact that we stock and car 


supply all lines of heavy office 
furniture. Since Litchfield is 1) 
(6,000), as are all of the nei 

ing towns, it has been a general 
custom in the past to go to St 
Louis where the item wanted 

be seen on display. 

“A thousand pictures in a cat 
log can not convey the impressio1 
made by the real thing right thers 
before the customer. He can hef 
it, thump it, open drawers 
up a chair and lean back. To see 
it is to sell it.” 

Mr. Blaeuer has recent) 
from a cramped office wit! 
dow too small for furnitu: 
present spacious quarter 

“One of the reasons I decid 
a larger place with its incre 
overhead was the loss of 
of complete office furnishing 

“Both of these men wert 
officials whom I knew wi WILLIAM H. BLAEVUER AND PART OF HIS COMPLETE DISPLAY 
they came in together to set WHICH HE USES TO CONVINCE CUSTOMERS ON THE SPOT 
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sconced in that foam-rubber 
chair, his feet up on a mar-proof 
desk-top, a big cigar going. Sud- 
It may be denly all his worries seem to be 
that he will be solved—if he had that new furni- 
annoying devic« ture. Effective display has rung 
picture of the down another sale 
l win “Intermediate items, in which 
I head. He there is a good profit, are selling 
fice could look by leaps and bounds since I came 
himself en over here said Mr. Blaeuer 


fi f he gh f a well- 
nned office his window more 
the subconscious 


rT) ‘ -* 
Didt ers W 


“Take that combination file, card 
file and storage cabinet, for ex- 
ample. I can remember of selling 
but two of them over at my 
former location. Since moving in 
here a couple of weeks or so ago, 
I have sold six. They went to 
walk-in customers who went by, 
saw them on display, and said to 
themselves, “That is just the thing 
I want.’” 





Points in Selecting Lines 


E.O \NAGER of the ve wish to meet all demands as 
D. the Hol they come. Here is a point I do 
Of! nee & Furni ant to make. We buy and keep 

1 Cahuenga on hand, adjacent to our better 

H n direc merchandise, low-priced furniture 

f questior which to the uninitiated customer 

yht point may look all right. The reason for 

lines that this is that frequently a prospect 

after examining our .best stock 

h / state that he can do so much 

| ™ ther or not better elsewhere, paying much less 
lead Then we show him the difference 

between the better and the lower- 

m in a small priced by actual comparison on 
rom 30 t he floor. We pull out the drawers, 

ether or not r have him pull them out, show- 

ake a profit ing him the difference in interior 


ihood of good structure and having him note 
how differently the drawers pull 


in and out We have answered 


a heavie! 
rder. In this 


hat each nany an argument by such visible 
wn taste ‘omparisons as this.” 
ts individu | “Do you buy in large quan- 
I lity witl ‘e tities? 

trying new In fast-moving merchandise we 
in mind very definitely buy in large quan- 
feel oul ities for we wish to meet all needs 
ing neé nstantly. There is nothing better 
for holding a customer than a 

+) al est re It vell-stocked warehouse 
ite Kool Neeaiad Right now we are building a 
ree warehouse 10 x 135 feet) at 
Oo are the rear of the store. This replaces 
1ining one located at a distance that we 
f \ re now using. It is tiring to a cus- 
ter fact tomer to have to take him to an 
) make wow ther part of town and it is time 


nsuming. This warehouse will 
be completed about August 1. We 
large quan- 


es on all fas ng merchan- 
é Fi 
| 
f ! have immediately at 
b 
. he h b ling is fin 
] 
. ed 
} 
‘od D t factorte of- 
é é od. €7 
We bul Ye we visit factories, Dut it 1s 
Lact 1 ] t necessary to go oiten We not 
wish to familiarize ourselves 
th the merchandise but we wish 
o keep u th factory proc- 
coul f However, as I have stated 
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Calitornia Correspondent 


there is no use in going too often 
as all good factories have West 
Coast representatives.” 

6 “Do you make it a practice to 

e follow the trends and fash- 
ions in your buying?” 

“We follow the trends and fash- 

ions if they are practical, but we 
make every effort to distinguish 
between the fly-by-night fashion 
and one that seems to represent a 
long-time trend. In buying we are 
cautious in these matters but, of 
course, do not turn down anything 
absolutely without trial just be- 
cause it is new in design. Knowing 
one’s locality has much to do with 
guiding one in this kind of dis- 
crimination.” 
Py “Do you get slants on what to 
be buy from your outside sales- 
men, ideas picked up by them as 
they go about their territories?” 

“We most assuredly do. At each 
sales meeting the men report on 
ideas and observations picked up 
since the last sales meeting. From 
this source come our best hints 
The manager of a department can- 
not be out and around as much as 
the salesman are, so must avail 
himself of their observations if he 
is going to buy wisely.” 

8 “Do you limit the number of 

e lines that you carry?” 

‘In buying we definitely limit 
the number of lines. Carrying too 
many lines merely serves to con- 
fuse the customer and in addition 
to that it complicates inventory, 
makes inventory hard to control 
Naturally it simplifies buying to 
confine it to the fewest number of 
lines with which you can do the 
best job.” 
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SENG gor SERVICE 


FATIGUE-REDUCING! 


Seng Style V Chair Action Control 


Here's chair action that allows natural and re- 
laxing shifting of body weight for maximum work- 
ing comfort on all swivel-tilt office chairs. It's 
the SENG Style V Low Fulcrum Heavy Duty 
Chair Action Control! 


Readily adjustable for tilt tension and seat 
height, the SENG precision-tested low fulcrum 
control provides a smooth, balanced gliding tilt 
action, comfortable and secure . . . without wob- 
ble, jar or squeak. And it maintains this effi- 
ciency for the life of your chair. 


Be sure SENG Chair Action Controls are on 
your office chairs. It's the best way to satis- 
faction and repeat sales. 


= & 


1450 N. Dayton Street + Chicago 22, Illinois 
SENG QUALITY PROTECTS YOUR REPUTATION 
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for 





Typewriters 
Adding Machines 
Bookkeeping Machines 
Calculators 


and other office machines 


cT AND® for 


Increased Efficiency 


Strength and Safety 
Lowest Annual Cost 





The superior construction and longer life of 
Tiffany Stands actually makes them the lowest 
price office stands you can buy. Many exclusive 
features speed work, increase office efficien- 
cy and lessen operator fatigue. Valued office 
employees and expensive office equipment 
both deserve the protection of Tiffany Stands 
1. Adjustable top 5 x 5 to 14'4 x 16'%4 inches pro- 


vides a firm, secure foundation for almost 
every make and type of business machine. 

2. Large retractable casters for safe, easy mova- 
bility, with compensations for uneven floor 
surfaces. 

3. High or low drop leaf arrangement on either 
side of the stand. 

4. Won't tip, sway, buckle or creep. Less noise 
and vibration for the operator. 





STAND CO. 


POPLAR BLUFF, MISSOURI 
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UCCLIA 


ONY WMHLOKU4 Un 


J. Hillsberg Safe Co., Syracuse, N. Y. 
and 


The Exclusive H-H-M Franchise 


"Selling H-H-M Safes has been good for my reputa- 
tion, my business and my balance sheet,” says Marvin 


Hillsberg, owner, now observing his 23rd year 
with the company. “One of my most pleasant busi- 
ness experiences has been the association with 
Herring-Hall-Marvin as their exclusive dealer. This 


association has been profitable to my 
organization. Safes are easier to sell when you handle 
a known brand. You know that your customers 


will be satisfied when you sell a H-H-M Safe. 


extremely 


You 


know, too, that each sale means return business.” 
The J. Hillsberge Safe Co. was founded in 1900 by 
Jacob Hillsberg. Marvin Hillsberg, taking over 


where his father left off in 1937, has continued the 
company’s expansion. They are one of the leading 
safe dealer organizations in the country, and handle 


complete lines of office equipment, 


Dealers interested in the exclusive H-H-M Franchise 
that is the companion of successful merchandising 
ire invited to write about the possibilities in their 
safes, and for our new Rotary 


Rigid-Stak Steel Files. 


territories tor 


Record I iles ind 


Transfer 










° 
. > N S.A. Convention 
2, A 
re rT “N ean hicago, Sept. 24-28 
4 sare™ 
HERRING-HALL-MARVIN SAFE CO 
om 
HAMILTON, OHIO 
Builde of the » Rotary Record Files @ Insulated Record 
Files @ e T F . s @ Money Chests © Vault Doors © 
Bank ¥ t . Windows @ Night Depositories @ Stainless 
4 Bu no E inne 
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THAT ONE WAS TAKEN 
BEFORE HE GOT 
His BARCALO 

RECLINING 

CHAIR ! 























Plans were afoot to dynamite Mr. Dingbat, the 
terrible-tempered Chairman of the Board 
until a salesman sold him a Barcalo Executive 


Reclining Chair. Results were so good he made 
the salesman a vice-president. 


salesmen get abead when they handle Barcalo 


This shows how 


Reclining Chairs. 


ALESMEN have a pretty easy time with the Barcalo 
S Reclining Chair. It sells itself. People sit down, re- 
lax, go to sleep sometimes . and usually put in an 
order. Why is it so easy? One reason is Barcalo’s pat- 
ented Floating Comfort that supports the body at the 
five vital points ... and permits complete relaxation. 
Because of exclusive Scientific Reclining Action, the 
chair adjusts instantly to any position the body desires, 
from sitting to full reclining, and without knobs or 
Hewitt 
‘Restfoam”, and there’s graduated spring tension in 


gadgets. The seat is cushioned with solid 
seat and back. To top it off, the Barcalo Reclining 
Chair looks like a chair. It is available in colors and 


coverings that blend in any office or home. 


Our dealers a wonderful, more-or-less relaxed 


group . are selling lots of Barcalo Reclining Chairs. 


There's a rich market for you to exploit . wherever 


you are. Write us for complete information. 
Wh 
HE ONLY RECLINING 3 y, A. Sine i 
HAIR MADE WITH \ oe ae C — . 
| oe \ ~ . SJ —f 

PATENTED \ ¥ } ~ a, 

FLOATING COMFORT” =} j-—-+ —~+j 
READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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DESKS Better Desks are made of Wood = 
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for durability, distinction and sales appeal 
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nothing takes the place of 


oenuine leather 








Fine furniture . . . upholstered in Genuine Leather . . . has 





no equal in conferring distinction on an office . . . in 
reflecting the character and standing of a business. When 

you step into such a smartly furnished office, you are 
instantly aware of the genuineness of the place... the 

good taste that prevails. More and more business and 
professional men are looking to Genuine Leather to give 

their offices this assurance. For all who make and sell 
fine furniture upholstered in Genuine Leather . . . there 

are many opportunities to profit by this desire and 
demand. We hope you may convert your share of them 


into sales . . . as you will into customer satisfaction. 


THE UPHOLSTERY LEATHER GROUP 
TANNERS’ COUNCIL OF AMERICA + 100 GOLD STREET, NEW YORK 7, N. Y. 








American leather Manufacturing Company, Nework, N.J. ¢ The Ashtabulo Hide & Leather Company, Ashtabule, Ohio 


ning, Inc., New York, N. Y. « Eagle-Ottawa Leather Company, Grand Hoven, Michigan 


Hockettstown, N. J Radel leather Manufacturing Company, Nework, N. J. 
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office and dire tors’ ro 


in he in’ 


offered. Many distinctive styles to harmonize with 
almost any decorating scheme. Choice oak, walnut 
and mahogany finishes...in lengths 6 to 16 feet. 
Create extra sales without add ng to your present 
inventory...sell from the Samson catalog. Write 

for free copy (catalog #32), price list and full par 
ticulars. Mutschler Brothers Co., Nay panee, Ind. 
CATALOG 


SEND TODAY FOR FREE 


Seamle ss tube constructi 


steel reinforcing bar w 


l ie-formed 
gidity. Choice 


leg stretchers for extra 
of large, curved plyw: 


maximum comfort an 





METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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fice and directors’ rcom Lables 








Illustrated above 
is the SAMSON 
Series 471 table for 
directors’ room 
Ava 
6 to 16 feet. Oak, 


able in lengths 


walnut or mahogany 


i finishes 


a 


OF CHOICE HARDWOODS 


stnce 4893 


The PARKER line of VALUES! 


Stee] STORAGE, WARDROBE AND 
COMBINATION CABINETS, ALSO 
SECTIONAL BOOKCASES AND 


STEEL TRANSFER FILES 





LEGAL & LETTER SIZES 


Made in Special Sizes as 
Requested 
f eavy gauge stee 
ided ructior 
ne tely re forced 
ves adjust 
ev we 1e8 
re ; king 
rage 4s 
x 36 x s War 


* 
ew IMPROVED « 
‘ fea kie 
a Als 
t ree 


enamel fi 





Write for latest catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC 
f 4 i 7 i st . 
Manufacturers of Steel Office Equipment 


54-60 COLUMBIA STREET * BROOKLYN 2, NEW YORK 
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ECURITY STEEL EQUIPMENT CORPORATION ® AVENEL, NEW JERSEY 


Security 


7 


FROM EVERY ANGLE Wi TON AINE 









in Litetone 


yaks 











CConsipan this CRESTLINE Desk from any angle. 
Its exceptionally fine appearance is based on the func- 
tionally designed efficiency of its every part. 


As it is beautiful in appearance, so it is a marvel of 
efficiency. Here is a desk with all those features you 
expect to find in a product that is outstanding in its 
field . . . flexibility, adaptability and completely func- 
tional design. 


We would like you to know about all the wonderful 
features of this truly fine desk 


Write for a CRESTLINE Desk Folder. 





For an individual piece or 
a complete office installation 
—look first to the finest— 
to Security CRESTLINE. 
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TOP: The new executive office at the Bill Sullivan 
Chevrolet Co., Kansas City, Mo., offers comfort 

as well as beauty. In addition to an efficient desk 

and telephone cabinet by The Leopold Co., the office 
features a B. L. Marble desk swivel chair upholstered 

in leather to match the guest chair. Duff & Repp, local 
dealer, also specified the Neimann overstuffed chair. 


BOTTOM: Furniture by The Leopold Co. was selected 
for this installation in the First National Bank 

of Seattle, Wash. J. D. Headley Co., office furniture 
dealer, also of Seattle, chose desks with an over- 
hanging top for officials who are constantly meeting 
the public. Standard size desks are used for those 

bank employees whose work is of a more routine nature. 
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INSTALLATIONS 





Korda Industries considered not only width 
3th but also the third dimension of height in 
Publishing Co. office. The Korda-Room is a 
emi-private office consisting of an L-shaped 
mplete with integral partitions, bookcases, 

k drawers, shelving and other accessories. 


BOTTOM: The offices of the Union Pacific Railroad, 
Omaha, Neb., are equipped with 104 tariff filing desks 
made by Automatic File & Index Co. Each of 

the 60-inch desks has 4 drawers with a total capacity 
of 102 tariff filing inches. A compression and 

expansion feature creates a 9inch V-type working area. 


















From these interchangeable Econo-form components you may assemble 
any of 26 different models of desks and tables. The saving of 15% in 
transportation and 40% in storage space, is truly ““Econo-form Magic 


See this amazing development in wood-steel office equipment in the 
lvy Room, of the Blackstone Hotel, during the N.S.A. Convention in 
Chicago, September 24-28, 1950. 


Jeieal Cgugenwil Ce 


2412 PENNSYLVANIA AVE, N.W. «© Tel. Di. 6868-69 
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e WASH. 7, D.C 








AN EXTRA-FINE GIFT FOR 


Rrtra-Special 


Oo ¢€ €C A $ I O N 









ADE 


4 


TANLEY 


ta STANLEY LOUNGE CHAIR AND OTTOMAN NO. 1300 


This superb lounge chair and matching ottoman 


YOU'RE INVITED! 


Visit our exhibit in Space 539-A grain leather. Solid mahogany, oak, or walnut. 
Stevens Hotel, Chicago, at the 
National Stationers Association 


are sure to please your best customers. Finest top 


Hand-tied coil springs. Designed for comfort and 


‘ beauty. Write for prices. 
convention, September 24 - 28. 


STANLEY MANUFACTURING COMPANY 2310 North Main Street 


FORT WORTH, TEXAS 
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MODEL 3232 







MODEL 3322-Z 
FLAT TOP JR. DOUBLE DESK 


Top Size 58” x 30’’) (Top Size 58” x 39”) & S 
gp Wty WORLD'S MOST VERSATILE DESK” 


RETRACTABLE 
STATIONERY 


COMPARTMENT 





MODEL 3231 
SECRETARIAL 
DESK 
(Top Size 58’’x30’’) 







MODEL 3101 
TYPIST DESK 
(Top Size 45’’x30"’) 


Patent applied for 











ALUMINUM FURNITURE FOR MODERN LIVING « ALUMINUM FURNITURE FOR MODERN LIVING * 





Goldsmith Bros. 
runs 27 con- 

secutive success- 
ful ads in N. Y. 
Times 


SMASHING SALES RECORDS \V. S. Stationers 
FROM COAST TO COAST!\¥. ¥. it 


smashing mail 
order volume 




























3 times to fill 
orders from one 
mailing 














orders 








ee ALL-LUMINUM PRODUCTS’ SENSATIONAL 


ye FOLDAWAY 






For Amazing New Sales Volume—feature the Table 
4 j . of 1,000 Uses and 1,000 Prospective Customers 





Every office, every home needs 4 Foldaway 

. and sales records prove it! Easy to sell, 
because it fills a real need! Easy to promote, 
because of our unique advertising plans! 
SPECIFICATIONS \ Place your sample order today, or write for 












© ONIAIT N¥FTGOW ¥OIA FTUNLINENA WANIWNNATY 


* Airplane gauge, satin-finish alumi \ prices and our new catalog! 
reinforced with steel \ 

* Weight: 19 pounds *% PROMOTE IT IN YOUR ADVERTISING 
* Holds over 800 pounds (Mats available) 

: x 5’ top*, 30” high *% ADVERTISE IT BY DIRECT MAIL 

. is ca to 2 s 21," for storage (Stuffers, mailing pieces available!) 

ze 9 cctell alee * FEATURE IT IN YOUR WINDOWS! 

$1 9.95 * PUT IT IN YOUR NEXT CATALOG 








ALUMINUM FURNITURE FOR MODERN LIVING * 


A 


AVALON ez 


Dept. OA-9 « 43 N. 3rd St. « Phila. 6, Pa. « LOmbard 3-5405 





Send for New Cotalog, Prices and Advertising-Promotion Pion 
FEATURE THESE ALL- LUMINUM PRODUCTS FOR VOLUME AND PROFIT 


lal 4 A ’ oa | - c | ’ 
“Wet| bp | Se | Ke | x 
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SERIES "5400" 


DIGNITY 
QUALITY 
COMPLETE 








iia baie a ot ep as B 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 
CHICAGO LOS ANGELES NEW YORK DALLAS, TEXAS 


For a RELIABLE LINE, SELL... 


SAND URNS—SMOKERS—COAT TREES—-WARDROBE RACKS— 
WALL ts ta tamnantammate STANDS Etc. 


a 4 - 

















@ CARRY NO INVENTORY 
@ SHIPMENTS MADE IN 24 HOURS 
@ WE MAKE DROP SHIPMENTS 


SEND FOR OUR 
FALL CATALOG 











NEW! No. 911 
COLLAPSIBLE WARDROBE RACK 


COLLAPSES IN 10 SECONDS 
NO LOOSE PARTS 

. he WEIGHT ONLY 10 LBS. 

No. 560 No. 226 ACCOMMODATES 32 GARMENTS WARDROBE RACK No. 910 


GLARO MACHINE PRODUCTS COMPANY 
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Centinuecus Piane 
Hinges 


THE 
ACKNOWLEDGED 


Heavy Gauge All 
Steel Top 


Beautiful 
Hammerloid 
Finish 


LEADER 
IN ITS FIELD ! 


Elbow Type of 
Drop Leaf Arm 





Exclusive One 
—@ Piece Rigid 
Lee Bracket 





MASO’S NEW 
“E-CON-O0-ME” 
ALL STEEL UTILITY STAND 


IT’S YOUR ANSWER TO THE DEMAND 
FOR QUALITY AT A PRICE! 


tically a custom built job. With your 

or brown, beautiful hammerloid fin 

ke pany for any office setting. The rolled 
f. free of burrs with no sharp edges. 

nd still holds its shape and rigidity 


One Piece, Rigid 
Center Brace— 
Offset for Greater 
Lea Reom 


Curved Legs fer 
Beauty, Strength 
and Added 
I 2 Reom 


Free, Easy Rolling 
1%” Casters 


ill sales resist ce 







Ne. 695 


ONLY 12 BOLTS TO ASSEMBLE YOU ARE CORDIALLY INVITED 


H f Arms and Leg Bracket are all assembled at s Li 
tory. SO bolts for the legs ind 4 for the Bottom Offset To Our Complete e 
nd the | e is completely assembled in about ten minutes OOM ) 
Me : x 27” high, closed. 1444"x35”", open. R 5 2 
KEEP YOUR STOCK UP On This Big Profit Maker Hotel Stevens—N.S.A. Convention 


MASO STEEL PRODUCTS awit sous 


Steel and Wood Office Equipment Chicago 5, Illinois 











Jasper UTILITY 
TABLES for... 
School, Office 
and Institution 


PUPIL PEDESTAL DESK 


The top is %"' solid oak with I'/," 
of edging. The bottom of the 
book compartment is '/,"' plain 
oak veneered plywood with the 
front shaped to a recessed curve 
Sides and back are of plain oak 
¥%,"" thick. Inside dimensions of 
this compartment are 15" wide, 
3%"", and 14%"' deep. A foot rest 
has been designed across the back 
of the pedestal for convenience 
and added strength. The base is 
finished in sateen sheen with a 
finish coat added after sealing. 
Finishes available include natural, 
light oak or school brown. Tables 
are packed knocked down, four 
to a carton 








No. ST3160P*—60” long, 30” deep, 29” high. Two bookracks, on 
each side, six compartments 


TOP SIZES 24 different heights available 
Finishes. Natural Ook Light Ock and School 
” ” Brown. 
24 x 48 Tables available with or without bookrocks 
- 7 Suitable for Kindergarten thru High School and 
30° x 60 College. Also ideal for libraries and cofeterias 
Tables available with 5-ply Ook veneered tops 
30° x 72" or solid Oak tops 
*P designates plywood top 
36" x 72" Bases constructed of plain Ook with choice of 


tops. Tables are “tops” in Design, Materials, 
Strength, Durability and Finish 


Write for Complete Literature 


ASPER TABLE CO., INC. 


JASPER, INDIANA 
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WHEREVER 


med wt) TURE 
IS USED ; 
















The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti 
tutions and everywhere where better fur 
niture is required. Proved versatility by 
the jobs it handles—from a single piece to 
a complete installation Outstanding fo1 
its ability to understand the dealer’s prob 
lem, be it that “discriminating executive 

or that “hard-time” customer. SCERBO 
gives that extra something to help close a 


sale and that extra margin of profit. Ask 





about our special order work to meet your 
budget. 












7 


SCERBO MANUFACTURING CO. 536 Pearl Street, New York 7, N. Y. 


DY ighinchive UPHOLSTERED FURNITURE 
"TO SUIT. EVERY<PURPOSE” 












925 CLUB CHAIR 


WHATEVER THE OCCASION — WHATEVER THE 
JOB ... whether it’s Offices, Banks, Boardrooms or 
institutions ... you'll find a SCERBO distinctive leather 
upholstered furniture creation ready to fill the bill 
(dependably and economically). Distinctive styling and 
individuality backed by almost 50 years of “know how” 
with a complete understanding of dealers problems is 
the keynote of our success. Let our expert craftsme! 
work from your specifications. 











LLUSTRATED Fy. E | 
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What Every Young Safe Salesman 


Should Know 
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Office Equipment Sellers, Young and Old, 


Lack Knowledge of Safes and Their Uses 


then are serious. The business en- 
terprise itself may be jeopardized 
Out of four firms having a fire, 
only one resumes business without 
serious damage to its financial 
statement and credit standing, 
and nearly two of these four firms 
never resume business at all 

Those are the terrific facts. A 
quick way to drive this home to 
businessmen is to ask them what 
appears on the bottom of every 
Dun and Bradstreet credit re- 
port. The answer—a report on the 
fires, if any, this firm has experi- 
enced. The biggest single 
for the tragic results 
Dusiness enterprises is 
that the standard fire insurance 
policy states “and within 60 
lays after the loss the insured 
shall render to this company a 
proof of loss and as often as 
may be reasonably required shall 
produce for examination all books 
of account, bills, invoices, and 
other vouchers, or certified copies 
thereof if originals be lost.” 

In other words, the insurance 


reason 
of fires to 
the fact 


company just doesn’t take your 
word for the amount of loss or 
make out a check for the face 
value of the policy. You collect 
the actual amount of the loss 

after this amount is proven to 
them. And to prove it—why, just 


produce your records! 


Insure Your Insurance 


The standard fire insurance pol- 
cy does not insure the vital rec- 
ords of a business as such. It is 
possible to purchase an “Accounts 
Receivable Policy” and/or a “Valu- 
able Papers Policy.” But these are 
not a substitute for complete and 
ictual records. Get a copy of these 
policies and you will see why. The 
following discounts of the pre- 
mium assessed for these two types 
of policies are allowed for labeled 
safes: CLASS A safes, 25 per cent; 
CLASS B safes, 15% per cent; 
CLASS C safes, 5 per cent 

The National Board of Fire Un- 


1950 


By John Robertson 


Guardsman Safe Company 


derwriters, 85 John St., New York, 
N.Y., who, by the way, have much 
printed matter available for the 
asking, say, “The protection of 
vital business records should afford 
absolute safety under the most ad- 
verse fire conditions. Relative safe- 
ty, such as suffices for the building 
itself, is not enough. In the protec- 
tion of ordinary property you can 
weigh the cost of fire protection 
against the hazard, insurance pre- 
miums and so forth, provide pro- 
tection against ordinary fire con- 
ditions, and perhaps take some 
chances on the unusual or ex- 
treme conditions, knowing you are 
safeguarded by insurance. But 
this is not true of your vital rec- 
ords.” 

Obviously, the necessity for the 
protection of records is extreme. 
Because of this fact and the con- 
dition of most safe equipment in 
use at present, as stated previ- 
ously, the fleld for selling safes is 
tremendous; in fact, it is beyond 
computing. The unit of sale in 
safes is large; the field is there 
and practically untouched. The 
necessary information is available 
The only conclusion reasonable 
men can draw is that salesman- 
ship in the safe business has fallen 
down on the job 


Information Easily Obtained 


Yet, contrary to general belief 
the necessary information to ac- 
tively sell safes is simple and easy 
to come by—far easier to learn 
than the details of desk, chair or 
file construction. Why? Because 
it is already measured and ready 
for you to use 

There are two kinds of safes; 
namely, fire safes and burglar 
safes. Two things about fire safes 
need to be determined in selling 
them. First, what is the fire risk 
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to which the safe may be exposed riod of the test is reduced to tw tail price of a single door, 60-inch 
Second, what grades of fire safes hours, and the temperature reach high safe, is about $60.00 less for 
are made? es 1850° F. It is left in the fu a “B” Label than an “A” Label: 

Fire safes are constructed with nace until cool in the same man and about $125.00 less for a “C” 
two steel walls. inner and ner as described above. The ex- Label than a “B” Label 
with the space between these walls plosion and impact tests are the In addition to the fire 1: 
filled with insulation. They have ime except that after the first safes, the Underwriters’ Labora- 
large interior capacity for storing minute period in the pre-heat tories grant two labels which will 
records. The varying weights of ed 2000° F. furnace, the tempera- reduce the burglary premium on 
steel used in the structure and ths ture is reduced to 1550° F. and the the contents of a fire safe. These 
thickness of the insulation be ife stays for 15 minutes more labels are the relocking device la- 
tween these walls determine ths vith the heat increasing to 1640 bel which reduces the premium ten 
class of the safe. There are thr , hen dropped 30 feet and per cent; and the T-20 label which 
recognized classes of modern safes reheated for one hour with the reduces the premium 20 per cent 
(insulated cabinets are not temperature reaching 1700° F As you will see from the further 
sidered safes). Each grade is act The “C” Label encompasses the discussion of burglar chests, these 
ally tested and then labele me tests, except that the period labels are relatively unimportant 
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it 


} 


— 
& 
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~ 


— 
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the furnace is one hour with A fire safe, because of its construc- 
Testing of Safes tne temperature reaching 1700° F tion, is not built to defeat burglars 
“A” Label tests by the 1 In the explosion test the safe is 
¢ > ‘STS y | f nae! 4 : 4 . » wes 4 
writers’ Laboratories, a non-profit Kept in the 2000 F. pre-heated Burglar Chests 
OS ppt “Ogee ipa furnace for 30 minutes. It is then 

organization in Chicago owned an vi a A burglar chest differs from a 
removed and dropped 30 feet and . ; ' 
fire safe in tha is constructed 


operated by the insurance con au sr ler ' ae er 
- iS reheated for one-half hour with : 
panies, are as follows: A sampl the ¢ erature 1 1550° F of solid steel. It has only the 
ne emperature reacning loo 
safe is placed in a furnace and r¢ Act a ae we and ' small interior capacity needed for 
; ACLUalMY, tne reason [or tne Sale : , 
mains there for four hours, durin i ‘ toring money and valuables 
. salesman knowing the above de nt 
which the temperature fi atin: taaiie th : rhere is no insulation in the walls 
p ' 4liS OL Sate teSting 1S so tnat Ne 
reacher 2000° F. During this part xplain to the b ; r the door. Its purpose is to pre 
ma explain to the uyer tne ex : : 
of the test the temperature i: P vent forcible entry by explosives 
; eme measures that have been ' 


Side the safe must remain belov Pres? tools, or other means, and 
iken to test the equipment which 


350° F. he is offered. The main factors are ee oe raluanen 
When the fire is extinguish: the times involved: namely. fou burglary 
the furnace, the safe must rer hours, two hours, and one ‘hen " Except for three types which are 
therein, absorbing all the intens¢ used very seldom commercially 
heat built up in the furnace unt Matching the Safe to the Risk burglar chests 
the entire mass eventually cool safes. On the contrary, they are 
All during this period also Mi st manufacturers have a chart built to certain specifications to 
inside temperature must not ex which gives the number of min- obtain their various ratings. In the 
ceed 350° F. When the safe UE that should be figured for Burglary Manual which is issued 
opened the contents must 1 the different types of building con- by the National Bureau of Cas- 
charred—and must be legible. Thi truction, and all the other haz lalty and Surety Underwriters 
Simulates a safe undergoing thi irds of occupancy and surround New York, the premiums for bur- 
after effects of a fire ing risks glary insurance are established 
Then another sample safe i lhese charts can be easily ob rating the equipment as follows 
placed in a furnace that has bee! tained upon request, but they do CLASS “B This is the rate for 
preheated to 2000°F.: it is left remain theoretical at bes It is burglary insurance on fire safes of 
there for 30 minutes. During th difficult, if not impossible, to set any grade, “A B” or “C,” as de- 
period, if the installation is faulty up any scale to measure the risk scribed above. Or an old iron safe 
gases may accumulate causil in a particular building in Whatho in fact any fire safe with a m- 
explosion. If no explosion occur Ida. Besides, these charts in thi bination lock. The “B” used in t 
the furnace temperature is ri hands of persons who are not fire ‘connection has nothing whateve! 
duced to 1550°F. and the safe re experts may prove most mislead to do with a “B” Label safe: itis a 
mains therein an additional 3 I By far the better method for burglary classification, not fire 
minutes with the temperaturs iny safe salesman is for him t classification 
gradually increasing to 1700°F consult with his local fire depart CLASS “C”—This is the rate of 
At the end of this one-hour ps ment. Modern fire departments a semi-burglarproof safe or chest 
riod, the safe is removed and w! nave surveyed and regularly in having a body f steel at leas 
red hot is dropped 30 feet ont spect every building in every city one-half inch thick and a combi- 
base covered with broken rock, et They can tell you exactly wha nation-locked steel door at least 
The safe is then placed back i might be expected if a fire broke one inch thick: or a safe or a chest 
the furnace, bottom side up, and out at any given address having key-locked door and bear- 
reheated for one hour with the ing the Underwriters’ Laboratories 
temperature reaching 1700° F. Th: osts of Safes Vs. Risks Class “K-L” Label. (The “K-I 
fire is then extinguished, and the Safes do not wear out. The pur init is tested, but is used pri- 
safe remains in the furnace unti chase of a safe is made for the marily in connection with armored 
cool. When the safe is removed lifetime of a business. Because of car service in cities 
and opened, the papers insid the price factor, one of the great CLASS “D”—This is the rate for 
must not be charred and must b¢ faults of safe salesmen today is 1 burglarproof safe or chest hav- 
legible. the selling of one-hour safes where ing a body of steel at least one 
A “B” Label safe must withstand two-hour or four-hour safes should inch thick, and a combination- 


the same tests except that the pe be used. The difference in the re- locked steel door at least one and 
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half inches thick. (Note: Usu- 
an tyle square door 
CLASS “} This is the rate for 
iouble burglarproof safe or 
having body of steel at 


least one inch thick and a combi- 

t i or screw steel 
ioor at least ne and one-half 
inches thick This is the chest 


There re CLASS “F” and 
chests. These 
Underwriters’ 

ri X-60" and Class 

rX-60”" Label rhis equipment is 

expensive nd is not com- 

ially use except in special 

tance i risks. For the 

rposes of this discussion, they 
not be idered 

s confusi that the burglary 

ial still refer to “safes or 

mmon practice 

ite the fire safes and 

The two type f equipment gen 

n which bur- 
isul purchased, are 
ve de ed Class “B” and 


“E” units. (The “C” 
has a small sale, also.) 

The first reason for buying a 
burglar chest for the protection of 
money or valuables is to gain 
greater security and avoid loss. 
The second is to obtain savings on 
burglary insurance premiums. The 
saving between a fire safe Class 
“B” and a burglar chest Class “E” 
is approximately 70 per cent of the 
premium. That tells the whole 
story. 

These rates for your own locality 
are readily obtained from any safe 
company, or from your own insur- 
ance man. 


rate chest 


Burglar Chests in Wide Use 


Because of the continual rise in 
crime and the tremendous increase 
of money in actual circulation, 
the use of burglar chests has ex- 
panded enormously 

In selling burglar chests, the in- 
surance brokers are the men to 
know. In every sale, sooner or lat- 
er, your prospect’s insurance brok- 
er will be called in. Be known to 
him favorably and a lot of your 


troubles are over. 

Burglary chest prospects are ev- 
erywhere—Catholic and Protest- 
ant churches, Jewish synagogues, 
Christian Science reading rooms, 
grain elevators, milk companies, 
breweries, any firm employing driv- 
er salesmen, laundries, bottlers, 
jewelers, department stores, food 
markets, theaters, drive-in thea- 
ters, athletic departments of 
schools and colleges, school cafe- 
terias, professional sports, night 
clubs, any place with a box office, 
country clubs. 

So, why don’t you, too, be a safe 
expert? It isn’t hard, and even if 
they laugh when you sit down to 
play “expert,” it won’t be long 
until you will be the envy of other 
dealers or salesmen. Make up a 
list of the things to do and to 
learn. Then—do them! The field 
is wide open. The information is 
available. Your competition is less 
informed than in other lines. And 
it is a large per sale line, with 
corresponding profits. But, of 
course, as in other lines, you do 
have to work 





Inviting Business Through 


Furniture Windows 


Yr R OFFICE is your living 
m igne oak and 
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Let table [ I and settees 
B iflex-cove in chartreuse 
intique ! n; cleverly as- 
embled acct rie and drapes 
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rrinity Off Furniture Company 
15 Stone St. Bringing color and 
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the theme of this effective 

n. Oper yr on the princi 
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ple that comfortable, cheerful sur- 
roundings are basic necessities, 
Ben S. Black, founder of Trinity, 
explains “Trinityize” as the plan 
that features 12 different window 
suggestions yearly, the method so 
well thought out has become a 
scientific procedure. Emphasis is 
laid on unique, untried settings 
such as the above. Mr. Black’s ex- 
perience represents the pulse beat 
of customer preference and Sales 
Manager Frederic M. La Marr adds 
the decorating and planning to J. 
Levee’s sketch and technical ap- 
proach. Studied color blending in 
office installation to achieve novel 
and different effects, but with all 
the basic requirements to thor- 
oughly convince the  hardest- 
headed businessman as to its last- 
ing qualities, brought the team 
right down to mathematical foot- 
age. Space requirements seemed 
the important factor, so the instal- 
lation covered all phases of this 
activity without sacrificing the 
depth of spaciousness or equip- 
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Effective 


By Grace Beyers 


Staff Correspondent 


ment preferences. The program 
when completed proved a huge 
success 


Color Brought to Brokers 


Color in brokerage offices, of 
course, has always been non-exist- 
ent. Trinity is changing that 
aspect of the brokerage business. 
It wasn’t easy because color was 
almost taboo, a veritable “psycho- 
logical block.” This is being over- 
come by the simple process of the 
visible suggestion backed up by the 
experience and applicable knowl- 
edge of scientific decoration and 
its place in business offices. Show 
a businessman how he can save 
money and still have the most 
modern office with maximum effi- 
ciency, workability, and increased 
production, too, and you have him 
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sold. Trinity’s staff did just that cost of the complete installa- 
Their many clients recognize that tion. In the first week the display 
phase of their activity and afte doubled the sales volume 

viewing the display, when Trinit 
advised color, color it was. Thi 
window scheme was different, ré Every month the company sug 
freshing, vibrant to choose from gests in its window a different ap 
bringing cheer and solid comfort proach to the office furnishing 
into the routine of business activ problem by setting up completely 
ity. Colorful surroundings promoté novel settings 
pleasant attitudes. There is som jurability. 


y, efficiency and space 
thing to the sales angle that M: 


Different Displays Set Up 


aiways Sstressin 


Placement, therefore is a vita 
Boss comes home grumpy at night part of the service 
after spending an exhaustive day smaller installation. The models 
amid somber surroundings are flexible, lending themselves 

The sales argument is that light ny 
lively color can overcome to 
great degree this frustration 
steady stream of prospects and the purchaser in this field whos 
buyers proves the value of the main objective is lasting smart 
argument and, though price is not ness and business comfort 
always a prime consideratior Out-of-town sales 
more often productive increase in one instance a woman visiting 
controls the decision. Buyers ar‘ in town passed by, took a look 
equally pleased by the nominal t came in ar 


especially for 


given area, and will get busi 


ness provided they meet all the re 


ne quirements of value demanded by 


resulted and 


id ordered the entire se 


lection for her den at home. This 
sale prompted a number of in- 
quiries which are being worked on 
for home use of office furniture 
The increased sales volume of 
Trinity is based on the viewpoint 
of visual approach through win- 
dow display. The executives bal- 


ance years OI experience gained in 
serving a host of satisfied clients 

including such firms as American 
Export Lines—developing their of- 
fice installation and decoration 


coupled with energy-saving action 
to achieve the desired result. The 


success of the enterprise peaks 
for itself Prime objective ol 
course, 1S SatiSitaction 

In this cut-expenses-to-the- 
bone-conscious year, the company 
sales volume is rising steadily. This 
is due, the firm executives felt, to 
their method of inviting eater! 
profits through lorful window 


displays 





More Profits 


ORE PROFITS can readily be time 

realized from your office fu tant factor is the fact 
niture department through prope! esent. A good line, manufactured 
planning and organizing. The de by a good factory, is of tremendous 
velopment of a modern, stream help to the dealer if he will take 
lined and profitable office furni idvantage of the assistance the 
ture department is a matter of ffer. No one thing will do as muc!l 
organizing, authorizing and supe! rr ad 
vising. Too many office furnitu vantage to handle as few lines 
departments are expected to ru possible and still be able to serve 


Probably the most impor 


ries we re} 


led profit. It is to our 


on and on with no particular maz r customers’ ne¢ There a 

agement or goal—hoping for th nal advantages to limited line 
vest. These usually are not to considerable time can be saved 
profitable. in purchasing, there be les 


The office furniture department nventory, and it is a big help 
is a lot like a gold mine—there i your salesmen in learning the lings 
plenty of substantial profit—bu nd gaining full confidence in thi 
you are going to have to dig ar products they repre 
dig in the right direction unde: When your factories realize vou 
proper supervision to reach the ire depending on them and them 
“gold.” Remember, your profit alone for their particular type of 
come in good-sized nuggets whe product. you will eniov a much 
you create good furniture sal lose! relationship and benefit by 


Let us, for a moment, review ou! this relationship. For example 
furniture department and look at in choosing a wood desk line, pick 
the elements that will readily tell i line that offers several series and 


us of our ailments, if any, or make tyles of desks or as ymplete 
us proud of our department an: ine possible. Keep 1 in 
its profits. A successful or unsuc selecting your desk line to chooss 
cessful department can be trace factory that works closely with 
to one of the following four 1 ne of the chair factori: f equal 
tors: y high standing. This will be of 
1—Lines and 
sented ing chairs to new finishes and de 


factories repr tremendous assistance in match 
2—Inventories signs, putting them on the market 
3—Salesmen and method: it the same time, and 
selling you to take full advantage of the 
4—Display of furniture new products before competition 


Now, examine these one at has had a chance to make com- 
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on Office Furniture 


By Sibley W. Smith 


Wholesale Office Equipment Co 
San Francisco, Calif 


petitive items. You will save much 
time and many headaches in try- 
ing to match ne finishes an Le 

signs, with additional profit re- 


sil? 
liting 


Stand by Your Factory 


*f li 
ns in ir iln I S 
In selecting ne e€ 


reliable factories that will realize 


and understand the problems of 
the retail market. Settle on your 
factories and stick with them. Re- 
member these folks are pretty 
Smart, too, and even though some 


other supplie1 


something different that looks 
pretty good, sta) ith your f 

tory, you can be assured that il 
the products prove as good as they 
look, the aggressive factory you 
have chosen will soon be out h 
in item as good a! usually with 
improvements Select lines that 


have a past reputation which tells 
you this factory has always kept 
ts dealers competitive both in 
price and in st 

Correct choice I lines Wlll mean 


a much better balanced, more flex- 
ible inventory of faster-moving 
items. In obtaining your lines 
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take int nsideration the fac- 
furnish you with 
sonably prompt direct delivery 
choose one that 
intains a warehouse stock in 
locality. Remember, it isn’t 
ssible for the factories always to 
n the items you 
many instances, 
‘al months elapse between 
tings. Try t et from the fac- 
represt tive some idea as 

how often the complete series 

is manufactur You can then 
the items you 
find your ware- 


biicd 


ise clutter with odds and 
ends of iter from lines you do 
not intend t irry, isn’t it much 
better to put on a sale and mark 
item n and get rid of 

Gor merchandising has 


on items that 
to take a 
Your first loss is your 


Ve ] De¢ er 


( nd dogs” are not 
rehouse and 
1e manage- 
ut ry confusing to 


Wa 
ta t} 


You! e in effect means 
men firing lines who 
we offer them 

s with victory 

igh profit insuccessful re- 
In 1 mpetitive field 


it is of extreme importance that 
we put into the hands of our sales- 
men all the knowledge and ad- 
vantages possible. Enlist the heip 
of your factory representative to 
assist in training your sales force 
in its particular line. Be sure your 
salesmen have the facts, features, 
and thorough knowledge of the 
lines they are selling. Again we 
can readily see the importance of 
as few lines as possible. Teach your 
sales force to sell the benefits and 
service your products will offer, 
rather than the items themselves. 
Keep in mind that today’s cus- 
tomer, like ourselves, is continual- 
ly looking for an easier, quicker 
and less expensive method of do- 
ing things. 

Have your salesmen make sur- 
veys and submit proposed short 
cuts and advantages achieved 
through the use of new and mod- 
ern equipment Then follow 
through with factual figures so 
that your customer can better see 
for himself the many advantages 
of modern equipment 


Display of Furniture 


Too much emphasis cannot be 
put on a proper display floor. The 
buying public has long since tired 
of grab-bag catalog purchasing. 
This is particularly true of capi- 


tal equipment items, such as office 
furniture, that will be lived with. 
We all like to see and be able 
to touch the items for which we 
spend our money. Again we see 
the advantage of fewer lines, en- 
abling us to properly display the 
complete series we are offering. 

Paint is inexpensive and we have 
all witnessed and approved the 
improvement that color can offer 
for a display room as well as in our 
customers’ respective offices. Give 
considerable thought to your fur- 
niture arrangement, allowing am- 
ple space for the customer to walk 
around and thoroughly examine 
the desks and chairs he is antici- 
pating buying. 

Remember, it is useless to fur- 
nish our salesmen with quantities 
of tools unless we give them a 
place to use them to their full 
advantage. No matter how small 
it may be or how few pieces you 
can display, one of the best selling 
points in closing a nice order is 
the neat’ and orderly display floor 
where the customer can relax and 
picture the new items in his own 
office. 

Regardless of how small or large 
your furniture department may 
be, it can be a surprisingly profit- 
able part of any office equipment 
business. 








ECOGNIZING the importance 
7 f sale the National 
Office Ful Association is go 

ke sales train- 


member of 


NOFA tional commit- 
inder t adership of Guy 
Rentsle1 N York, N. Y., has 
ssful program 

including 

traini ne of the main 


igh it training pro- 
NOFA ichieved indus- 
eptance as the organization 
est qualified its singleness of 
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purpose, to sponsor this activity 
In the past year, two successful 
schools have been conducted by 
office equipment dealers ‘(New 
York City NOFA Chapter) at City 
College of New York with marked 
success. More than 75 students 
were enrolled. The third class will 
start in October. Instruction is in 
the hands of thoroughly experi- 
enced sales executives who keep 
the sessions realistic and up-to- 
date They completely review 
salesmanship from approach to 


closing 


Testimonials Praise Training 


The following testimonials are 
the appraisals of the courses by 
the graduates 

“You no doubt have been won- 
dering how I have benefited from 
the recent sales training course 


1950 


NOFA Means Business in Its 


Sales Training Program 


by John R. Gray 


Executive Director, 
National Office Furniture Assn. 


which I completed last February 
The results have been amazing. 

“First off the bat, I was able to 
get past the receptionist and see 
the buyer many more times than 
before. By actually planning my 
sales talk I not only said ‘hello’ 
and ‘goodbye’ but gained my cus- 
tomers’ interest long enough to 
have him ask questions which I 
was able to answer intelligently 
and quickly. 

“IT am now much more sure of 
myself and in turn feel that few 
buyers can turn me down because 
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of my product, service or! 
have you. All of these have 
gratifying but most of 
‘take home pay.’ Believe it 
I am doubling my commis 

“May I take this opportun 
commend you on your untirin 
fort to improve salesmen 
as business relations. I al 
to thank you for makin 
course available. Today, in 
ticular, no furniture 
seeking a stable future can 
to turn down an opportunit 
this.” 

A second testimonial rea 

“I can now look 
prejudiced eye at the 
after” 


Gail 


witn 
be I 


No Longer “Fumbles Around 


“Before the sales training 
I was fumbling around tryi 
find the best way to handle 
and get along with people. It 
a trial-and-error method v 
out much foundation 
the sales training 
found myself with more 
and the RIGHT answer 
more confident meet 
and I don’t seem to get mysel! 
those embarrassing situat 
not having the answers 


course I 


to 


“T have gained a great 
of confidence in myself 
products 


“My advice to salesme! 


and old, untried and experienc¢ 


is to take the sales training cout 

“If a salesman says he is t 
to learn, I think he had bette: 
selling altogether.” 

And another says 

“T should like to take adv 
of this opportunity to expr 
gratitude for the benefits 
received as a result of the 
course taken at C.C.N.Y 
the past season 

“Prior to the O.E.D. sale 
ing course several problen 
with which I was unable to 
but, thanks to the lecture 
the practical 
these, I have learned to ove! 
my difficulties.” 


discussions 


Other Schools Arranged 


Sales training schools simil: 
the one in New York City are 
ing arranged at Newark, Cl 
Philadelphia and elsewhers 

With the return of compet 
following the period of scarcit 
merchandise, a new type 
man is required—the call 
more thorough knowledg: 


product, of new materials e' 


manufacturing processes 
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bee! 


of the sales training cour 


elling techniques. These are t 


when success comes only to 


hose who are willing to prepare 
f the testing period—the tims 
hen sales competition is faced 
rhe office furniture industry ha 


been as urgently in need 


ained personnel 
NOFA training 
comprehensive, fact-c 
nced selling course, cus 
] dealers 
rers and their repre: 
bjective, simple and 
rovides salesmen with the 
how” to sell the product. It 


offers 


Sales 


salesmen 
entatives 


alrect 


i 


Y 
i 


rammed, ad 
om-built 


manutac 


teacne 


it 


It 


“knov 


f 


salesmen their responsibilities t 
the customer, dealer and manu 
facturer to see that their best in 
ere are served. Moreover 

furnishes the salesmen with th 
necessary tools to meet changin: 


and every 
ircumstance. The course 


ncludes the basic fund 


naitions 


ellin it co-ordinates product 
nowledge and time-proven sale 
Nniques and procedures and 
to sell to customers under 


ving conditions 
In NFA 


neve! 


the sales training scho 
oul lt 1 


ss, with a nev ready 


( 


ontinuln 


f 


f 


competitive 


as soon as the previous on 
on plete a 
The ii ructors alm to train th 
f how to sé iccessfully 
to ut more money in th 
er’s cash drawe hey rec 
e the dealer only makes mons 
the merchandise sold how 
ppeal to the senses now to Se 
f el comfort fatigue-resis 
e, economy and greater eff 
iency and sell the product instead 
relying on discounts, and how 
é customers a group or incon 
arable business services that h 


get DY dealin 


Learn Philosophy of Selling 


Che tudent learns the basi 
sophy of sellin how 
ike the proper approach, th 


trol of his voice 
o speak, how to 


niques step by step 


DOISE 
. . 
aeveiop Sale 


| 


is successfully closed 
Nor are 
training 


the office 


all the students 
schools 
furniture 


aesignea to 


hnewcome!l 


ourse 1S intere 


business 


Intll tne 


to think 


at NOFA 


both the new and the seasoned 
uesman: it acts relreshnel! 
elping the old-timer recall the 
f essentials he knows about 
is not been using until the 
esent return oI an abundance ol 
iucts. The course timulate 
ilesmen to take advantage « 
ve opportunity to make thei! 
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ot study 


amentals ol 


efforts more productive 
It is a proven fact 
freshman 
eager, but untrained, associate 
from the start 
earnings well in the lead 
the years 
A person doe 


salesmen 


out 


a golf match or any other sport 
without some knowledge of the 
game. Office furniture salesmen 


have more at stake, but 


to learn the imports 


training in advance of attempting 
the sale. If there ever was a criti- 
cal period to the iccess of office 
furniture salesmen it is now hey 
must absorb, understand j up- 
ply the lessons of selling office 
furniture. Required is a fresh, vig- 
orous salesmal! ho kno what 
he is talking about and that it is 
worth the tim« f the cu er to 
hear his story 

Selling is a lence—salesmen 
must realize thi and  us¢ he 
scientific approach to do the job 
intelligently 

Men may have the same apti- 


; 


ude for the D ame WlLlin ness 
to work, 


same advantage 


¢ y ; ; y P J 
Salli ALAVELIE OCT anda 


that might influence succes the 
only difference is experience and 
training and how the hese 
important skill 

Training Can’t Be Delayed 

Training is t somethi you 
can put off for tomorrow—it is 
part of the job, an immediate 


necessity if you are to function at 


top efficiency f \day’s to 
morrow’s sale rhe trains iles 
man become productive ore 
quickly 

Sales training results in almost 
immediate improved customer re- 


lations, higher: ofits, inc 


remuneration for salesm«e It 
helps meet competition because 
\ts purpose is to find and persuade 
customers It helps develop a 
working plan sellit ts 
product knowledge and the good 
the product ) for the cus- 
tomer and hi ersonne It is 
challenging because it deal th 
one of our most pressing p! ems 
facing our economy today the 
important job of selling goods and 
services 

The goal of sales training is. to 
better serve iblic ugh 
knowledge of the duct, indi at 
ing how the me! Save 
time and mon hrough oper 
purchases of office furniture de- 
signed to increase the effici y of 
his business 


Training pay 
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AN OUTSTANDING INSTALLATION IN A DETROIT BANK 





ae 


ot 


Ls i 
- aa 
’ w we 


ee ees 


Arranged for efficient work flow is this Wiltshire group of desks manufactured by Imperial Desk Co., Evans- 
ville, Ind. The installation, in the City Bank of Detroit, Detroit, Mich., was by Herbert Buhler Co., Detroit. 





NO. 1514 EXECUTIVE DESK AND NO. 1516 SINGLE 
PEDESTAL DESK by Indiana Desk Company. The 
desks are from the firm’s new Fleet Line series. 


Four adjustable heights, provided by Hi-Lo glides, 
range from 29 t )/p inches. A Tri-Firm island 
base has been designed to compensate for uneven 
floors. Desks are finished in Softone or walnut with 
1\/;-inch 5-ply tops banded with lumber rims. Semi- 
flush drawer pu executed in brass. Further 


me ¥ > Tete) Tri (7 % 
l mation may 


obtained by writing to the 
y at Jasper, Ind. 
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NO. 8276 CONFERENCE DESK AND NO. 8252-C CONSULTA- 
TION DESK by Central Desk Manufacturing Company, 454- 
456 N. Armour St., Chicago 22, Ill. These desks from the 
Challenger 8000 series are made in American walnut with 
maple used for the interior construction and oak for drawer 
interiors. Tops have solid walnut lumber banding, mitred 
corners and concealed cross banding. Other features include 
metal drawer pulls and a Yale lock in the center drawer 
which automatically locks drawers in the pedestals. Stand- 
ard walnut or Softone finish is rubbed dull. Exterior surfaces 
are said to be hand rubbed to achieve a smooth finish. 
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~ ADD Beauty 10 


YOUR OFFICE 


AND Efficiency on | 


YOUR FILING SYSTEM 


The “1900 Line” offers 
you the ultimate in fil- 
ing ease, beauty, dura- 
bility. Its 
modern design, 


smooth, 
rugged 
construction and rich 
lustrous colors are con- 
vincing proof that the 
“1900 will be 


your choice. 


Line’ 





Here is.a worthy companion to the well 
known line of Anderson-Hickey filing cab- 
inets. The same meticulous engineering, high- 
est quality materials and fine craftmanship 
which have made the name Anderson-Hickey 
stand out in the filing cabinet field, have 


gone into the making of the 1900 Line. 


Geatured 


THAT SELL!?! 





Newly designed, graceful yet practical hard- 
ware — Thumb latch for added convenience — 
Reinforced framework, positive side locking 
compressor Steel Channels, 
vertical, spot welded into rigid frame which 


Free-floating cradle 


horizontal and 


carries the drawers 
suspended drawers — 
hold frame true. 


Heavy torque plates 


Cardinal | Dales, WIZ 


SOLE DISTRIBUTOR 
5631 W. MADISON ST., CHICAGO 44, ILL. 
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La Salle SMOKERS 


N.S.A. EXHIBIT HALL 
















May 1, 1950 we RE- 
DUCED PRICES. We 
will hold to these 
prices as long as pos- 
sible. 


All LA SALLE Smokers 
and Ash Trays now avail 
able in the NEW “DUR 
ANITE” English Bronze 


Write for Prices and Illustrated Folder 


La Salle Products Co. 


2216 N. CLYBOURN AVE 





ASH TRAYS, SAND URNS & COSTUMERS 


SEE US AT BOOTH 142 





ol 


also Bright or Satin 

Chrome. 
No. 200 Club Smoker No. 150 Patented **« 
All metal, snuffer type lar keeps top rigid 
EASY TO CLEAN; does all times. Substantial, 11 
away with odors Re heavily weighted bas« 
duces fire hazards amber gtass liner 


CHICAGO 14, ILL 


at 


8 














Hemember Old Faithful 


Wardrobes, Supply Cabinets. 
Telephone Tables, Telephone 


Cabinets, Costumers, Hat 
and Coat Racks, Umbrella 
Stands, Check Desks Recep- 
tion Room Tables, Display 
Tables, End Tables, Book 
Cases, Magazine and Type- 


writer Stands 


CATALOG AVAILABLE 


QUIGLEY FURNITURE CU. 


Phone Utica 6-321 
WHITESBORO, NEW YORK 
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More Sales Features— 














More Sales 





Led by architects and office planners 
Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
light this 


modern steel equipment helps prevent 


the trend is tc 


snd open to germ killing 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press,” helps 
employee morale, saves floor space, fits 
locker room evils. 


anywhere, ends 


Widely advertised in general busi 


ness, institutional and trade magazines 








this line offers an almost unlimited op- 


portunity for profitable sales to offices 











factories, schools and institutions. 





Write for & 
Bulletin OvVv13 


Show them how to stop 
it...and they'll buy! 






- PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 











and prove your point 
to roll up sales 
today! 


















Presen ting... 
NEW FRITZ-CROSS CHAIR NO. 410 


include foam 






| Feature , 
trate Demonstrate right in the prospect's office how the 


rubber seat cushion, easy swiveling action of Bassick ‘‘Diamond-Arrow”’ 
new 1'4" O.D. tubular 
base, ball bearing cast- 


Fritz- 


Casters protect the finest floors and floor coverings 
from marring.. . 
Use the Bassick triangular demonstrator to help 





and boost office efficiency, too. 


you make sales quickly! (Write for details.) 
Show them where there’s wear . 


| ers as well as 


| Cross easy-3-wa os under desks, 
yP chairs, etc. Offer a trial installation, and you'll get 


| ture adjustments. them to replace with Bassick permanently. 
Orders don’t just walk in. Try 
this kind of service selling, and 


they'll really ro// in! THE BASSICK 


Available in a smart 










range of colors and up- 





| holstery materials. A COMPANY, Bridgeport 2, Conn. 
| worthy member of a Division of Stewart-Warner Corp. 
In Canada: Bassick Division, 

chair line that builds Stewart -Warner-Alemite Corp., 


sales and profits in any ri Ltd., Belleville, Ont. 


No. 410 


competition 
Making mere kinds 

of Casters... 
Making Casters 
do more 






SEAN (6,4 





300 East Fourth Street St. Paul 1, Minnesota 


The Fritt-Cross Comsany 








OFFICE APPL 
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WATCH 


FOR OUR ADVERTISEMENT IN THE 


OCTOBER 


ISSUE OF OFFICE APPLIANCES 


SEND FOR OUR NEW CATALOG 
FEATURING NEW MODELS 


FUTURAMIC STEEL PRODUCTS CORP. 


1400 ATLANTIC AVE. BROOKLYN, NEW YORK 











STEEL SEATING 


FOR EVERY PURPOSE 


WOOD SEATED STOOLS 
STEEL SEATED STOOLS 
ADJUSTABLE LEG STOOLS 
REVOLVING STOOLS 
POSTURE CHAIRS 
LINOTYPE CHAIRS 


. 
{ , 
ey 





Special Equipment Built to Orde: 


RAncsintumbend | ANGLE STEEL STOOL CO. 


600 W. Oak Street Plainwell, Michigan 


~~ 
7 

















LET A “SENTRY” EF PSire | quality 
REPLACE YOUR Buf @ | | 


performance 
SAFE DEPOSIT BOX 


THE BENTSON 
‘Gop-F /zte 


3200 Series FILE 


Eliminate this inconvenience from your busi 
ness or personal life. Safe deposit boxes 
can be closed against anyone and require 
a court order to be opened. A “Sentry” is 
available 24 hours a day as compared to 
the bank safe deposit boxes 25 hours per 


WEEK. A safe deposit box with the same Guaranteed long-lasting 
space would cost more per year, if avail- ance is the only proc 
craftsmanship. Bentson 


able, than the low price of the Sentry. 


Because of its construction, beauty and facil- filing cabinets have 





. for , nl sualit ertor 
ity “Sentry” moves fast. or hignest quality pertor 
through the years TT s 
Features found in safes costing operation, enduring beauty, rigid 
twice as much. stability. This high standard of 
1. Vermiculite insulation by maane tisfhied ‘ 
2. Punch-proof door Gependability means satistied cus 
3. One-piece construction. tomers and more busines 
lf you haven't received your con 
Dimensions: venient file fold of BENTSON 
inside, 15x12x12! catalogs, write tor it today 
Outside, 241/4x17V4xt714 


| “The Line of Most Assistance” 


‘9he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
ILLINOIS 


f 
| PRUSH-PUNNETT CO. 


carts. 6545 West Avenue, Rochester 11, N.Y. AURORA . 
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Streamlined Styling 
PLUS + + 
Finest Specifications 
But at POPULAR PRICES 


For Quick Sales and 
Volume Turn-Over 


& 
confidence 


+ + 














Buy 
irom a 


with 
firm for 26 
years making 
OFFICE and Over- 
stuffed Chairs and 
Davenports exclu- 
sively. 


wood 


. 
| »~day Delivery 
Guaranteed 


Send for free 
ILLUSTRATED 
CATALOG 
ee At el of Complete Line. 
leather Dealer’s Price List 





DESK MANUFACTURERS NOTICE! —We are in a position to 


make I to match your desks Write particulars 


WIERENGA-BRUMELS CO. 


708 W. Leonard Street, Grand Rapids, Mich. 


MIDWEST | TABLES 
FOLDING 


gi 
LONGE em, 
,ooK perte 























SEAT MORE PEOPLE 
WITH MORE LEG ROOM! 


Automatic Lock Secures Legs 
n Place... Won't 
Collapse 
lustrated Literature 


“MIDWEST FOLD 


ROSELLE ° 








ILLINOIS is 


Tha 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
® 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 





Finished in olive green or gray baked enamel. In 
two sizes — 
36” wide, 18” deep and either 72 or 78” high. 
Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST ial muita (eet ii ichees 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 





Quality 
OFFICE FURNITURE 


at Low Cost 


OFFICE AND TYPEWRITER DESKS 
COSTUMERS 


in Mahogany, Walnut or Ook 
PROMPT DELIVERY GUARANTEED 
Write for Illustrated Catalog of Our Complete Line 


McLEOD furniture Company 


1359 N. NORTH BRANCH ST. CHICAGO 22, ILL. 








the NEW. IMPROVED ‘Leraurest” 





Pet. Ne. 0144677, ether Patents Pending 


® ideal for 


© PLANTS . . » Raise the headpiece to any desired 
© OFFICES ; 

© conmmmenms position .. . it will automatically stay at 
e HOTELS that position . . . To release the ““Magic- 
* GAME ROOMS 

© DENS - Hold,” raise the headpiece all the way. 


eNIGHT CLUBS 
@ TERMINALS 

® DOCTORS 

e GYMS 

® INSTITUTIONS 


It can then be lowered to the ‘flat’ posi- 
tion. Available in the finest plastic mate- 
rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1950 CATALOG OF LEATHER FURNITURE 


6) MPR te Fon 
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mode! 
offices 


Designed to set off the furniture 

to best advantage, these model office; 
by the manufacturers use effective 
wallpapers, drapes and painting; 

to bring out rich tones in the wood, 





Right: Designed by Florence Knoll for 
Knoll, Inc., this double-pedestal desk 
No. 16 measures 64 x 30x 29 inches 
and comes equipped for Pendaflex files. 
It comes in a birch or maple top 
with walnut legs. The No. 44S swivel 
chair, also designed by Florence Knoll, is 
available in top grain leather. 
It is obtainable in hair or foam rubber. 








Left: An inviting appearance is given 
to professional offices with this well- 
tailored sofa by Kenmar Manufacturing 
Co. Covered in Boltaflex all-plastic fabric 
made by Bolta Products Sales, 
Inc., the sofa is part of an attractive 
suite available in a variety of decorators 
colors. Furniture upholstered in 
Boltaflex withstands long wear and tear. 
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Represented by the three offices shown 
below is Dunbar Furniture Manufacturing 


riture _ Co. Right: the No. 4601 mahogany desk 
fr features an open magazine shelf overhanging 
Ices right pedestal. Left pedestal 
>ctive is backed by open bookshelves and houses 
sical ) typewriter compartment. Pedestal drawers 
9 are fitted for Pendaflex files. 
vOOG, Revolving desk chair No. 2234 is leather. 








Above: Small scaled No. 4759 mahogany 
desk is designed with paneled leather 
top and countersunk brass pulls. The 
No. 4797 chair is a copy of the 50-year old 
original by Richard Riemerschmid. 
Right, below: No. 4704 mahogany desk 
features open bookshelves on the guest side 
along entire length. Swivel chair 
No. 4739 is mahogany, leather upholstered. 








950 OFFICE APPLIANCES, September, 1950 257 











(3 Ss 
( f 
JE-650-A 











=Cvle 


... impressive as a group 


FINE-REST Chairs meet the requirements of 
every business. They have eye-appeal that 
make them a cinch to sell . . . intrinsic merit 
that guarantees user satisfaction . . . price ap 
peal that produces real profits. 

Expert craftsmanship is evident at a glance 
from the handsome tailoring to the richly fin 
ished aluminum frame. Fully adjustable pos- 
ture mechanisms operate smoothly and are 
adjustable to the needs of any user. Cushions 
of thick contour-molded foam rubber over 
No-Sag springs make every FINE-REST chai 


the ultimate in comfort. Write for literature 







See the FINE-REST 
Chair Display at the 
N.S.A. Convention— 
September 24 - 28 


17 S. CHERRY STREET 
AKRON 8, OHIO 


DISTRIBUTOR 
AETNA SAFE CO., 46-50 W. 29th ST., N. Y 
METROPOLITAN NWN. Y. & EXPORT DISTRIBUTOR 


ST-300-S 
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_. . always on guard 


FLAME-GUARD INSULATED FILE 
































ws <j ...rugged...efficient 
| CT economical protection 
c. a against fire and theft 


FLAME DAY and NIGHT 


cuarD|} | | + GUARDSMAN 
FILE ; 

) is the ideal 

Safe Dealers’ Line 


@ It's COMPLETE! 
@ It bears the... 
I : 
ab 














UNDERWRITERS LABEL! 
It’s profitable to SELL! 






































...see our display 
NATIONAL STATIONERS 
CONVENTION, BOOTH 334 
Third Floor « Stevens Hotel 
Chicago, September 24 to 28 





DRIVERS’ “AFTER HOURS” 
DEPOSITORY 




















Write today for information! 


vy 


GUARDSMAN SAFE 


John Rebertson 
GUARDSMAN SAFE COMPANY 


LA PORTE, INDIANA 





EY CHEST 
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Standard 








OF QUALITY 





See us... at the 


NATIONAL STATIONERS 
CONVENTION 


Display Room 522 - 5th Floor 
Stevens Hotel 





New refinements from our 
new Melrose Park Factory 





A good time to TALK SHOP— 


DELIVERIES—AVAILABILITY OF STEEL 
—PROSPECTS FOR FUTURE MAXIMUM 
PRODUCTION, ETC. 


VT SHEPHERD CHAIR C0. 


EXECUTIVE & SALES OFFICE 
P.O. Box 1656 SALT LAKE CITY, UTAH 








FACTORY : CHICAGO 
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a 
announcing 


SCHWAB 
INSULATED 


SAFE FILES 








FIRE TESTED—1700° for | hour. 
Insulated between each drawer, making 
each drawer a separate safe. 

"A" grade insulation, reinforced. 

Heavy ball bearing extension slides. 
Positive lock compressor. 

25!/,"' clear drawer depth. 

Modern hardware. 

Smooth, baked enamel finish, green or 
grey. 

All files drilled and tapped so casters can 
be attached whenever desired. 




















1, 2, 3 and 4 Drawer Files 
LETTER AND LEGAL SIZES 


SCHWAB INSULATED FILE will be on display 
at the NSA CONVENTION Sept. 24th-28th. 


Be sure to see it! 


THE SCHWAB SAFE COMPANY 


LAFAYETTE, INDIANA 
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@ Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13 NY 
| 36 N. CLINTON, CHICAGO 6 ILI 


OFFICE APPLIANCES, September, 1950 





va 


sell... the best! 
sell... WELHAM 


non-suspension files 


4,3, and 2 
Drawer Non- 
Suspension 
Files in Let- 
ter and Legal 
sizes. 








Easy to open or 
close s 6s 

yet there are 

81 pounds of 
contents 

in this drawer 
fully suspended. 


Make this test with 
other non-suspen- 
sion files ... and 
see the difference! 


Fully closed 
bottoms 
with gliders on 


all cases 


Available in... 
OLIVE GREEN 
or METALLIC 
GRAY baked 
enamel with 
dull chrome 
finished hard- 


ware. 





2, 3, and 4 drawer shown 


White today jor complete information 


METAL PRODUCTS 
WE LHAM « COMPANY . 


MICHIGAN CITY INDIANA 








. 
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THE KING 


OF ALL CHAIRS 


America’s most comfort- 
able true posture chair. 
Cast aluminum base 2” 
ball bearing casters, fin- 
ger-tip fully adjustable, 
no tools required; up- 
holstered in finest fabrics 
in all popular colors. For 
prices and literature write 


KING POSTURE CHAIR CO. 
953 So. Raymond Ave. 
Pasadena 2, Calif. 














: i 
_ seals a new; 


angle" Self-Cleaning 


ba oie ‘ 






ee 


PRODUCTION \’ 


y : = 
\ iy! 


SAND URN 


... With the 


MAGIC 
cleaning lid 





sae — 
; 
— 
a 


Franklin's Self-cleaning sand urn is the 
most efficient and sanitary method of 
cleaning sand urns. 


@ SELF-CLEANING LID means: San- 


itary handling of a dirty chore... 
No hand sifting, no hand scraping 











of bowl All sand in bowl is 
safely aerified . . . Odors are elim- 
| ae oe inated More frequent servic- 
J " ee ing, due to ease of cleaning ... 
\ ‘ —— . ‘ Lids won’t be stolen for use as ash 

a a trays. 
\ e 30 SLOPED SAFETY-EDGE 
= means: Burning cigarettes can’t 
___ Patent Pending fall onto floors . . . Urns can be 
tyle SC 20 above with Franklin safely set on carpets Larger 

elt © — ng Lid. Height 20 } space for sand. 
r ed Diack c wn n 
secre ist $11.50 @ HEAVY WEIGHT: 20 gauge steel 
| eee lids . . . 24 gauge steel bodies . .. 
\ elf Cleaning is available for Won't dent . Urns last longer. 

tandard jiameter urns @ WRINKLE BAKED FINISH: Re- 
QQ t $5.50 sists scratches . . . Won’t chip or 

Manufactured peel 
$9 bs cnemneny Sy @ TRIPLE CHROME PLATING: Al- 

— - ways gleaming ... Won't rust. 

Gra LAL Manufacturers’ Agents Wanted. 
The unexpected demand for this chair metal products company 
throughout the country has enabled Fixtures 1500-02 WABASH AVE. CHICAGO 5, ILL. 
ee - | CI Ae eeabciatnienmemttmaiainmanai maediie ate 
. ere eoeene oe ee ee oeooooeoos j 
There has been no reduction of quality- —no ' 
: 1 ' 
short cuts in workmanship—no hidden sav- i] . rr ; 
: Slag | : (Vlanu/acturers 
ings on material! It is the same quality chair : i 


that has satisfied so many people in the past. 
@ Heavy 16 gauge highly polished chrome legs 
in Queen Ann design 

Extra heavily padded seat and curved back 

Duran plastic upholstering 

Complete range of colors 

@ Wyenne sockets on each leg 


WRITE FOR DEALER DISCOUNTS 


FIXTURES MFG. CORP. 


310 BLUE RIDGE*+ CLIFTON 9034 
KANSAS CITY 3, MISSOURI 


of ( Mfice Furniture 
of Popular Price 


Write for catalog and current price list 


D O a O Manufacturing Co. 


220 W. Institute Place 
Chicago 10, IIlinois 





ee ew ee ew eo ewww owe wow wow oe oo wow woe w oe 


owneeeee oe wooo oo swoowooowo www oo owowoowwowoooerres 
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furniture men 


upholstered furniture for 


toe! emit 
wer UreCly, 


A ce 
Che Furniture Club af os 


C’f. 


eS 
low 
r ft 
ol 
d IT} 


lot 
el 


Cali take { 
1On We 


nct 


America 


| 
them right 


ated In) the 


ay Chica ga ih 


OF Amer 


Almost two vears have elapsed since the Furniture 


Furniture Mart, Chicago, bought NIEMANN uphol- 


heir Main Lounge, Dining Annex Room and Foyer. Only sin- 


a fine pro 


writing by 


vou Know t 


duct's performance could produce the enthusiastic 
the executive secretary of the Furniture Club. “I 
hat we have been extremely well satisfied with your 


has provided outstanding appointments for the Club.” Niemann 


ist pride in knowing that NIEMANN FURNITURE 


nvite Inquiries from other dealers who seek to provide 


with the ultimate in fine furniture. Fully illustrated catalog on 


See Our ‘Luxury in Leather’’ Display—Room 544A—NSA Convention 








A CENTURY OF 





OFFI 


CE APPLIANCES, 





September, 


3 


selected NIEMANN 











Representatives: 


Marion V. Follin 
©. 0D. Mann 
Arthur R. Frey 


James H 
Davison 


Henry L. Guth 


Homer Nix 





Themann FINE 


Fo pe & os) pe ee ee Se 
Pe Pee 
BS ay saan ‘ome , 4 —2 iia |) 2a * @ 
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Electrostatic Painting of Furniture 
Metal office furniture, quality of  justments to the spray euns are Ay C. Ml, Terrell 


metal office furniture, quality of 
workmanship and appearance 
have become of vital importance 


needed to handle over 125 different 


parts and seven different colors Plant Manager, 


Metal Office Furniture Company 


Stylists and engineers can no Prior to conversion to electro- 

longer confine their attention to tatic spray, the painting opera 

matters of structural design and tion was not only costly in labo: 

functional requirements Today floor space and material, but was 

the very utmost effort is also ilso a serious bottleneck. Now the The new department required 

placed in supplying a wide range production capacity of this de addition of 1,000 feet to the exist- 

of pleasing colors in durable fin partment far exceeds the plant ing conveyor system 

ishes. output and five men easily handl The inherent high efficiency of 
The exacting quality requirs the equipment and hand spray op the operation has permitted us to 

ments necessitate proper prepara eration Additional advantages use more expensive quality enam- 

tion of the metal for paint, uni are: (1) 45 per cent paint savings els and still maintain our cost po- 

formly painting all parts, and bak 2) Reduction from 12 operators sition in a competitive field. Both 

ing the finish to a hard, pleasing to four (3) Quality and uniformity because of the use of higher-priced 

luster. New formulas have been of product improved (4) Mainten enamels and the improved uni- 

developed by paint chemists to in ince expense reduced (5) Less formity of film, a superior quality 

crease the adhesion, durability floor space required (6) Less air of finish is now being produced, 

and appearance. In recent years ind heat loss experienced (7) Im while painting rejects are greatly 

roved working conditions reduced 


there has been a growing demand 
for finishes in which aluminun 
and other metallic pigments art 
dispersed in the enamel, giving an 
impression of depth as well as 
good hiding and covering of im 
perfections in the metal surface 
The application of these ename] 
is more: critical than previousl} 
used plain finishes because the 
thickness and wetness of t 
film often has a decisive « 
the appearance and quality of ths 
coating. 

In the past, automatic spray 
always been impractical 
work because of the wid 
of parts and colors makin ip a 
complete office furniture line. Now 
electrostatic spray, developed by 
Ransburg engineers, ha it 
possible for us to do the job a 
matically to a large extent. Two 
Ransburg units, plus two men ¥ 
touch up some shielded 
hand spray, coat a productio1 
ume traveling 15 feet per minute 
that would require 12 haz ray 
operators by the old met} 

One of the major problem 


adapting so varied a line of part 
to electrostatic spray is in the 
workholder design. Most of the 
small parts are grouped on 

ple type workholders, holdi1 iS 


many as 110 parts per ha 
Other parts are hung o 
hanger. The spacing of 

ers along the conveyor varies fr: 
eight inches to 40 inches, depend 
ing on the size of the part bei 





coated. In addition, production 7" Som : 
and scheduling was revised to pe he - » . r 
mit the grouping of similar parts - 
PM ne pe TWO IMPORTANT STEPS IN FINISHING METAL OFFICE FURNITURE—Above: 
for sizable runs. Thus, maximum : , Oe eee 
. parts are wiped clean before entering the Ransburg Electrostatic spray room. 
benefits of automatic operation Below: metal chair frames are painted uniformly at high degree of efficiency. 
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How to Plan an 
Office Furniture 


HEN YO CONSIDER the 

time in your office, M1 
Martin, it ve as pleasant as 
possibl Tr} the initiation 
essful conclu 
} le | iecoration oI a 
modern of! iture store. Dec- 
ration att esolves—planned 
Therein lies 
the princip! cess by which 
Samuel I & Sons, Inc., have 
served the furniture field 
1888. F } years they have 

pied the ing at 20 Beaver 
active thor 
hfare ntown Manhat 
N Y Che business was 

ied by the father of the pres 

vne! H vy, Monroe, Albert 
Herm: Lakow, now ably as 
sisted bv H A. Smith, every 
yne of the! fice furniture 

ield all of isiness lives 

Each ne f the Lakow boys 
tl ess from. the 

Lakow says 

of Lakows is 

now in the rehouse working 
earni t as did his father 

incles | him. The office 

rl ire bu is the credo and 
ree You t earry through 
innin tin selling and 
on’t know what 
y of your prod- 
planning and 
the installa- 
hing in their 
e of furniture 
ible attention 
\ H. Lal one of his 

ip perfect 

That ting a mod 


ern office 1 tore—the cus 


Policy Emphasizes Comfort 


yundings fo! 


is the a 
e that tes the whole 
clearly de 


comfort 


. t { eric 
| ] l expel 
f 4 listener no 

that « voices of the 
men Du ussions With 
prospects cal t same friendly 
quality. N ire methods 
and nul evident, even in 
suc b ument, for the 
st pro} ied all of the 
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Show 


d Decorate a Modern 


From the 62-year experience of Samuel 
Lakow & Sons, Inc., New York, N. Y. 


time and the display window at- 
tracts wide attention. Buyers are 
encouraged to wander about in- 
side. There is a courtesy “May I 
help you” on entrance, but after 
that the shopper, whether buyer 
or not, is accorded every co-opera- 
tive attention. That’s the planning 
part. Here’s a case in point. A 
young man, after scanning the 
window for some time, walked in 
to inquire the price of a small desk 
and said he was not ready to buy 
today. The salesman gave him the 
required information and pointed 
out a few salient features of the 
desk. He then turned to another, 
demonstrating outstanding action, 
and went to yet another and did 
the same. As though this was not 
enough, he took another model 
and made a comparison. The 
young man had come forward and 
examined them all attentively 
Say, that is just what I’ve been 
looking for.” he told the salesman, 
and bought the last desk, which, 
incidentally, was a more expen- 
sive model 
When questioned, the salesman 
explained he found the extra ef- 
fort in the face of a prospect’s 
promise not to buy almost always 
resulted in a sale because said 
prospect was usually looking for 
some special feature he just never 
would discuss. Perhaps he didn’t 
want to be “talked into it,” so the 
only way to find out was to dem- 
onstrate and by the simple meth- 
of direction let him talk him- 
elf into it 
Newspaper and direct mail are 
wo mediums of advertising pur- 
ied daily. Sales volume is pushed 
ever upward and out-of-town 
isiness developed and promoted, 
not excluding international busi- 
ness, since Lakow Brothers re- 
ceived inquiries from as far away 
Johannesburg, South Africa 


Decorating Ability Profitable 


Decorating done by Albert La- 
kow draws a constant volume of 
comment and business second to 


1950 


none in the area. The staff points 
with pride to the effective accom- 
plishment of window and store 
layout and the sizable volume 
grossed attests to the functioning 
of expert artistic talent. 

The show window extends the 
whole length of the building, and 
the main floor is clearly visible 
from the street, entrance being 
made at the extreme right side. 
In fact, the whole street floor is 
one huge decorative display of 
office furniture. The window set- 
tings of necessity are frequently 
changed and the large space can 
easily portray a full-sized office, 
detailed complete with rugs and 
draperies. Much concentrated ef- 
fort is exercised to blend colors 
appealing and soothing in se- 
quence, with particular attention 
to the subdued trends popularly 
favored by the business executive 
field. It usually depicts a layout 
covering executive type desks, 
chairs and accessories, including 
rugs and drapes. The tones are 
smooth, sleek, subdued, emphasiz- 
ing extreme elegance, for example, 
a genuine walnut desk, walnut 
upholstered chair, contrasting col- 
ored lamp, correspondence trays, 
desk set and clock tooled in deep 
green leather, lighter green dra- 
peries. The motif is followed 
through right into the _ store 
proper for that particular deco- 
rative theme. As you walk in at 
the right side appears a row of 
“executive selections,’ each a 
complete “executive office” in 
walnut, oak or mahogany in- 
cluding tastefeully arranged ac- 
companiments. Your eye catches 
the first feature, desk and chair 
by Jasper, lamp, desk set trays all 
covered with pastel green leather, 
brass button finish. Each succeed- 
ing “office” follows through the 
green touches which deepen to 
leaf and finally dark green tones 
Lamps are a feature of each desk 
display — not huge office lamps 
currently popular for the execu- 
tive office, but a medium size that 
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throws equal lighting over the estions ri 
whole desk surface wo styl 


On the left side of the store i: pagne shades to the deep mah 
front stands a large off-whit: strains in kidneys and {f 
cessories display case and The modern off fur? 
rounding this are more walnu re is not complete today witl 
desks, chairs and varied lam, it this type of 

‘ f remarkably | € 
Marine Prints Available aectins of then di < 

At the back is laid out anothe ity—one fo! 
office in much the same manne! isiness world wh in get wh 
as that of the window, and hers hey want conveniently withi 
are found selections of marine rea of their \ 
prints and a very important les vo, for men wil refe! 
touch—water color sketches f it isiness with established 
Stallations made by the Lakov f supply whose services tl 
Brothers. nd value. So sa n th ( 
* Two other floors offer the pro re a “natural” f he office 
pective buyer the widest range of niture dealer who of cli 
every conceivable type of ffice ffers a ready-made market 
furniture equipment and dé I nome office furniture. S. I 

The fourth floor has bee el & Sons, Inc., ¢ e high 
aside for the exclusive use of of phase of the ty. The 
fice furniture for the home. Hers Just le he ym kn 
the shopper is again presented n supply qui 
with a wide variety of model su in that ock bu 


furniture Regular dir mail 
advertising listing equipment 
builds profitable volume Their 
window disp for tl holiday 
season feature iggestions on all 
types of office furniture for the 
home Stylin Heywo Wake 
field ling hos corre 
sponding acct rie 
It’s a Full-Time Job 

Plant decoratilz he 
modern off irniture e re- 
quires 24 iy ma r el- 
ort ») | iXlmum per- 
formance ipris¢ ne in- 
egratea € I memper 
of the staff I Y MuUSL Kee p con- 
tantly on toes measuring 
gauging, talkin prospecting to 
maintain cu mer preference 
The resul are reveal yy the 
success oO on l! effort 
and talent ve! lia ol 
the largest 1 store 
in the are 





ART METAL CONFERENCE DESK TRANSCRIPTION 


INSTALLATION 





Harry E. Layman, general manager of radio hidden from view 
station WJOC, Jamestown, N. Y., utilizes the 
large file drawer in the bottom of his Art 
Metal conference desk to house a three 


speed transcription player and amplifier. 


ing over to a 
vents interrupting 


allows the 


Reports Mr. Layman, “With the transcription would sound on the 
player, which is used for auditioning shows distractions invol 


adjustments without the distraction 


it is possible to make 

of walk 

separate cabinet. This pre 
the sales conferen and 


air, without witnessi: 


ved in playing transcription. 
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ITS INK-PROOF 


Spilled wiped 
top of 
sk. Plas- 
all its 
accli- 


[ tional 


Only 


BROWNE-MORSE 


make 7 


the Plastite top 


THE PLASTITE TOP DESK 


ot BOOTH 108, EXHIBIT HALL 
N.S. A. CONVENTION 
September 24 to 28 


Chicago, Illinoi 


s practically 


IMPERISHABLE 








the BROWNE-MORSE 
Plastite Top Desk 


- 


IT’S CIGARETTE-PROOF 


4 burning cigarette will not 


mar the hre-resistant surtace 


of a Plastite 
right ft 


top. Stains wash 


leaving no evi 
no sott or 


IT'S BEVERAGE-PROOF 


Water or beverages left on 
the Plastite surface overnight 
without 
any 
ugly 


dence [here are 
weak SI ts as 


nventional tops 


you would 
have wit ( 
wiped off 
lamaging the top in 


They leave no 


can be 


IT’S CHIP-RESISTANT 


The Plastite surface on a 
Browne-Morse desk top is 
permanently laminated to the 
metal so it will resist chip- 
objects ac- 
surtace. 


way 


spots 


ping WwW hen heavy 


available with cidentally strike its 


Browne-Morse Desks are 


lower cost linole tops if desired. 


tects of Efficiency for America’s Offices 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-TWO YEARS con- 
stant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples 

















ITTLE 


Inc : 


MANUFACTURERS 


1888 Factory, Rochester 8, N. Y. 
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“QUALITY EXCLUSIVELY SINCE 1888” 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 78) 
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MORE LADIES DAY PARTICIPANTS 


Helen Maguire. Noesting Pin Ticket Co Inc Mary Tollock, 

Stationers & Publishers Board of Trade. In 

Mrs. Henry Levy: Mrs. S. Eigen: Mrs. Al Schwartz 

Mrs. Ray B. Weissenborn; Mrs. Robert B. Sainberg; Mrs. Bernard 

Mercer. 
4. Jack Barfoot. Domore Chair Co., In Mrs. Leonard Messina, 

and Leonard J. Messina. Professional Prtg. Co 
5. Mrs. Martin M. Moldow: Mrs. Max Dreyer: Miss Rosalind Karasik. 
ment will be held on Tuesday, July 11, at Knollwood 
Country Club, White Plains, New York. A festive spirit 
prevailed for the balance of the opening with dancing, 
singing and good music the main attraction 

—- © 
WEST VIRGINIA DEALERS IN SESSION 
Elmer G. Rahe, vice-president and sales manager 


of The Globe-Wernicke Co., presented an illustrated 
talk on “Fundamentals of Office Planning and Layout” 
as the feature of the summer meeting of West Virginia 


Dealers’ Association at the Black 
Club, Beckley, W. Va., on Saturday, 


Office 
Knight 


stun ¢ 
July 29 


Equipment 
Country 


Ways of increasing office efficiency through work- 
saving arrangement were discussed step by step from 
preliminary survey through to final analysis and 
report. Mr. Rahe illustrated his talk with charts and 
a new slide sound film. 


Harry R. May of May Office Service, Beckley, was 
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Hl LE STEEL EQUIPMENT COMPANY 














No. 370 


Cole's new, streamlined 330,000 foot plant on one floor enables us 
to bring to you the popular ‘‘Junior Secretary"’ at a new low price. 
Equipped with a double index drawer for 3° x 5° or 4° x 6 cards 
(3200 capacity). Card drawer can be used for cancelled checks, A 
letter-size ball-bearing filing drawer for correspondence. Another 
letter-size ball-bearing drawer for invoices and orders. A storage 
+36% cabinet with three adjustable compartments under lock and key. 

Size 32° high, 30%" wide, 17 2" deep. in olive green or Cole gray. 


he ‘‘BANKER’S"’ File No. 473 With plunger type lock which automatically locks 
r all drawers No. 370PL 


. onto hree letter files on ball-bearing With plunger- $ 70 
plus three adjustable storage com- type lock which 


; hii ae ane ye 5 37, ” aqutomati- With locks on both letter size drawers 

~ . end ag saieaiens sd cally locks all No. 370LL $37.95 

mm wice, | 2 Jeep. Olive green drawers No. 

1a y finist 473P. $43.75 Prices Slightly Higher in Texas, Colorado and West of Rockies. 1132R 





COLE STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 


—_— aa 









Sra = SOS > anata ome 


The ‘“‘AUDITOR’'S”’ File No. 478 


Contains: Two double index drawers for 3 x5 or 
4” x 6” cards (6400 capacity); card drawer can also 
be used for cancelled checks; two ball-bearing, full 
width, letter size drawers; a safety vault (no keys nec 
essary, only you know the dial combination); three 
adjustable storage compartments under lock and key. 
Size 37 2" high, 30%" wide, 17 


baked enamel finish. 





The above cabinet with four letter size 
two. (The additional drawers replace 


compartment.) No. 474 
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$6 /9 


With plunger-type lock 


deep. Cole gray 


which automatically locks 
drawers, instead of all drawers 
the lower storage No. 478PL $75.00 
$72.50 | 
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STEEL CARD CABINET (1500 Capacity) 

| Green or 
STEEL CARD BOX—A beautifully 1 No. Card Height Width Gray 
streamlined steel tickler box for 3x5 C335 3x5 5%” 6%” $2.90 
Index Cards. 300 card capacity. Olive C346 «4x6 6%” 7,” 3.90 
green or Cole gray finish. C358 «5x8 7%" 9%" 4.90 
a : $1.25 C369 6x9 8%” =—«10%_” 6.90 
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PRICES SLIGHTLY HIGHER IN ZONES 


ORDER COLE STEEL EQUIPME 
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BLUEPRINT CABINET—Droawers on ball- 
bearing rollers. Green or Gray 

No. 4030: 5 drawers $86.95; Base, $14 
Inside drawers: 37° w, 25. d, 2%" h 
Cabinet size: 40” w, 28” d, 15%” h 
No. 4332: 5 drawers $124.95 
Inside drawers: 43” w, 32” d, 2%," h 
Cabinet size: 46% w,35%" d, 15%" h 

LARGER SIZE AVAILABLE. 
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PORTABLE “JUNIOR” FILE — Desk 
height for both hanging or regular fold- 
ers. Lock and 2 keys. 30%,” high, 24” 
deep. Olive green or Cole gray finish. 
No. 2654—Letter Size $22.00 
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STEEL CARD CABINET (3000 Capacity) 
Green or 

No. Card Height Width Gray 
C3352 3x5 5%” 12-5/16” $5.15 
C3462 4x6 64%,” 14-7/16" 5.90 


C3582 5x8 7%" 18%” 8.15 
C3692 6x9 84%,” 20%” 10.15 
2 AND 3 


STEEL EQUIPMENT COMPANY 


285 Madison Avenue, 


New York 17, N. Y 
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STEEL SAFE—Wit! 


e 3-wheel screw 


wedge ymbinatior k and locking 
2 high, 14 wide, 285%" 

eep. ¢ ve green or Cole groy. 
2906 $49.50 
me as above wit jjustable shelf 
t Vault Box 2900 $49.50 


additional. 


DE ALL ALES — 





PORTABLE DESK FILE Desk height; 
of de closed; |} k and key; 
astor Sree gray finish. 
Letter ze $39.95 
| No, 858—Legal Siz $48.95 
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COMBINATION CABINET — Top is a 
safety, lock compartment. Bottom is a 
letter size ‘‘Air-Flo'’ suspension file. 


Size 30%” high, 14%," wide, 28%” 
deep. Olive green or Cole gray. 


No. 5002 $42.50 
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CHROME ARMCHAIR—Upholstered in 
vinyl-coated simulated leather. Triple- 
plated chrome finish. 31” high, 21” 
wide, 22” deep. Choice of colors. 

No. 4000 $39.00 





Walnut or Mahogany $9.00 additional. 


4-DRAWER “AIR-FLO” FILE — With 
ball-bearing cradle suspension for 
smooth operation. Green or gray. 

Letter Size No. 1004 $68.40 
14%," w, 51%” h, 28%" d 
Legal Size No. 8004 $80.00 
17%," w, 51% h, 28%" d 
Automatic lock $10.60 additional 
Walnut or Mahogany finish-add $13.80 











TYPEWRITER TABLE All steel table. 
Linoleum top with fine aluminum edging. 
Green or gray finish. 25%,” high, 294,” 
wide, 15%," deep. 


No. 755 $19.50 
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r ANKER’S NOTE FILE—With improved ; STEEL SECURITY BOX — Combination 
ompressor. 5%” high, 11%” wide, 4 lock. 16° x 12) x 7%. Cole gray 
$Y,” deep. Green or gray finish. crinkle finish. No. C1505 — $13.00 
». C40— with flat key lock $15.00 Same as above with Yale lock— 

40. C40Y—with Yale lock $18.50 Bee, SOY snccsssceccsctesseesnemennet $14.50 
FREE 








COLE 


Fe wi 


cuTs R PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 


285 Madison Avenue, 





EQUIPMENT 
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STEEL SECURITY BOX — Sturdy lock 
with two keys. 11%" x 7%" x 4%”. 
Green crinkle finish. No. C180 $5.50 


Same as above with Yale lock— 
No. 180Y ...... 


COMPANY 
New York 17, N. Y 
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LETTER SIZE 


















LEGAL SIZE 


CHECKS 







DRAFTS 











VOUCHERS 





INVOICES 


FREIGHT BLS 


led ___ a A ee 7 / 


SANITARY BASES 


for all size files 


$310 


FOLLOW BLOCKS 


made for any size file 


75¢ 





SIZES AND PRICES STURDY CONSTRUCTION — Prontos are built of 275- 
b. test corrugated fibre board and reinforced with 
Inside Dimen FIBRE BOARD STEEL steel on the shell and the four corners of the drawers. | 
DRAWER FRONT DRAWER FRONT 
Suggested Uses 
mae — SAVE FLOOR SPACE — Constructed so that they inter 
tt i 123 10 24 E210 3.10 3.00 2101 $3.85 $3.75 
— rae 12% 10 , 4 E210 . 00 * 90 2105 3.75 3.65 lock into solid units and stack as high as the ceiling 
tlegal or Cap 15% 10'/, 24 | E510 3.75 65 OL 4.85 4.75 ; ; 
slnvoices | =, 07s 8. ‘ 09 275 as 091 40 3.30 aving valuable floor space. | 
ows 8x5 Forms 8 4 2 08 3.0 O8L 3.65 3.55 
*Invoices or 2Rows 8x5) 107% 8%, 18 E108M 3.00 2.90 108M 3.60 3.50 / 
Freight Bills V5 7 24 £97 2.60 2.50 97IL 3.10 3.00 
Checks 10'/> 4% E104 2.65 2.55 04L 40 3.30 oa dol 
chore | E104. 245. . 285 || lod. . 3.40. . 3:30 LOCATE YOUR RECORDS EASILY — No more nee 
a or Checks 9/5 4\/, 8 E94 2.05 95 941M 2.55 ; 2.45 fussing and fuming. With Pronto files you can get @ 
5x8 Forms 8% 53 24 E85 2.35 2.25 BSIL 2.85 2.75 : 
*Deposit Slips (2 Rows) ai, Su, 5 Esss 2.25 2.15 1851S 2.75 2.65 all records just as easily as in your regular active files 
Deposit Slips |} 8% \/, 24 E84 0 2.00 84/1 60 2.50 
Tabulating Cards 7% 3%. . 24 | E73 0 2.00 || I73IL 55 2.45 
*3x5 Cards (3 Rows) 16'/2 41/5 24 E64 3.75 3.65 645L 4.85 4.75 
*4x6 Cards (2 Rows) 12% 5 24 E24 2.75 2.65 1245L 3.40 3.30 
3x5 Cards (2 Rows) | 107% 3%. . 24 | E103 2.65 2.55 | 103L 3.35 3.25 BEAUTIFUL APPEARANCE — Pronto files ore beautifu 
i 24 | E592 2.9 2 92 5 3.55 
ieien tone 12 : 24 £9 350 $40 912 4.25 4.15 n appecorance, finished in an attractive olive greet 
Ledger Sheets 12% 12/4 8 E12 4.45 4.35 212M 5.80 5.70 The steel drawer front matches your regular active 





*These numbers have removable divider partitions. Packed 6 to a carton—al! others |2 to a carton office files. 


Prices slightly higher in Texas, Colorado and West of the Rockies. 


PRONTO FILE CORPORATION 





285 Madison Avenue New York 17, N. Y. 
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low stationers at this quartery meeting 
rginia group. Mr. May, who as Fifth 
of NSA, staged the successful district 
White Sulphur Springs in March, outdid 
rmal gathering at the May home on 
rolf at the country club Saturday 
Mrs. May’s luncheon for the ladies 
ernoon business session. A hospitality 
dancing completed the day. 
ttended by a total of 80 dealers, 
wives, had as out-of-state visitors 


Elmer G. Rahe and daughter of Cin- 
1. Wagner, Lucas Brothers, Baltimore 
M Charlotte Wagner: Mr. and Mrs. A. J 


The 
Mrs 


field, Ohio: Miss Norma Hines, 

Co., Cincinnati, and Mr. and 

Kelsall-Voorhees, Cincinnati. 

Ke of the S. Spencer Moore Company, 
resident of the West Virginia organiza- 
ed at the meeting 

© ee 


GOLFERS WADE AT OLYMPIA FIELDS 
t Lakes Travelers Club had its second tour- 
eason at Olympia Fields Country Club 
the scene of tournaments put on by 
ization in previous years and most of 
of the National Stationers Associa- 
ynvention moved to Chicago 14 years 
fference is that those who were brave 
golf went around the course with 
es. Two inches of rain fell during the 
Four foursomes were persistent enough 





AT GLTC’S SECOND GOLF TOURNAMENT 


Ray Eichenlaub, Service Steel Products Corp.; Ralph 
son Mig. Co.; 


+r 


Bob Kane. Richard Best Pencil Co.; 
spe Corp. Standing: H. H. ‘‘Tex’’ Debey, Park 


i co-chairman Bob Kane and Fred Clark 

prize-winners—Stewart McDonald, Commercial 
manufacturers’ representative; Eli Ackermann 
20 Joe Corbin, Horder’s, Inc.; Abe Heller 


Short. manufacturers’ representative. 


holes. The rainfall and resulting 
parently had a definite effect upon 
ores were announced 
round was receiving a saturation 
travelers and their dealer friends 
though everything had proceeded 
pent the afternoon in the spacious 
Some others started at the 
back after playing only a few holes 
Dennison Manufacturing Company, 
presided at the dinner. He turned 
Bob Kane of Richard Best Pencil 
n of the golf committee, who 


mber of valuable prizes 


bhouse 
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VISIT US AT THE 
NATIONAL STATIONERS CONVENTION 


ROOM 521 «+ STEVENS HOTEL «+ 
SEPTEMBER 24TH TO 28TH 


CHICAGO 


Quality Heavy Duty 
BINDERS 


Sectional 


METAL BINDERS 





PORTFOLIOS 


BRIEF BAGS 


j 
Dorr 


cal =? 


Free Mat Service eM Ol tell ta 
f DOPP-BILT Top Profit 


NVrite for Catalog 


AND CIRCI PROMOTIOR FFER 


Charles Doppelt & Cp, Inc. 


2024 S. WABASH AVE., CHICAGO 16 


LAR OF SPECIAI 
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FOR MORE EQUIPMENT SALES 


Have Your Salesmen Carry This 
Actual-Sample Card of 

















Attached to file cards or ledger sheets, these 


signals locate important groups of facts for instant 
reference—saving hours of valuable time. Made of 
stainless spring steel in 12 non-chipping colors. Types 
for all filing systems. Will remain bright under damp- 
est conditions. Easy to attach, relocate, remove, yet 
always stay put. Every office needs them 

Once adopted in an office, these signals become 
a permanent source of profit in themselves. But their 
use also helps sell Systems and all the equipment and 
furniture needed to operate them; and this, as the 
card, shown above, 


saying goes, is not hay’! The 


containing one each of all current Cook Signals, is 


FREE TO DEALERS 


in any quantity needed to equip their salesmen. Say how 
many men you travel and we'll send the cards at once. You 
find them a really big-time item in your se j 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 





“ONE HUNDRED PERCENT DEALER PROTECTION” 
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SERVICE IS FOUNDATION OF SUCCESS 
(Continued from page 16) 


; 


tain a dependable inventory record so as to have at 
all times a reliable check on the exact whereabouts 
of every typewriter that is out on rental 
The typewriter rental business naturally requires 
some system for notifying clients, by either telephone 
or printed form, of the approaching expirations of 
their rental terms. In most instances, it would seem 
that all that should be necessary for this purpose is 
a 1-to-31 card-index file, the expiration notice-card 
placed in the file immediately each rental is 
made, under the day of the month when the rental 
will expire. The cards should be reviewed every week 
so that the rental notification will be in the hands of 
the renter before the expiration date 
The rental client should be requested 
machine in readiness in some easily-accessible place, 
or to “Kindly return the typewriter by noon on Mon- 
and date might be 


o be 


to have the 


day, June 5 or whatever the day 


Sales Frequently Grow Out of Rentals 


When the subscriber to rental service is known to 
have more than temporary typewriter 
the stationer should talk the adv 
vriter ownership with the 
purchase of either a new or a 


need for a 
antages ol! type- 
encouraging the 
high-quality used 


rentel 


pewriter on the basis of its constant availability 

nd ultimate greater economy as compared with a 
] 

Clital 


Ninety-five per cent of rental demand is for the 
standard models as distinguished from the portable 
machines. Many dealers decline to rent portable type- 
writers for any of several reasons that will readily 
themselves One of the conditions of the 
standard rental-contract form is that the machine 
shall not be removed from one address to another 


uggest 


i 
address without the knowledge and consent of the 
tationer, and it is much easier to discourage the 
shunting about of the comparatively heavy standard 
moaeis 
Every typewriter 
should be completely overhauled at 
even if this means holding a few 
service for a week or ten days. Some dealers 
the rule of reconditioning every 
thoroughly) just as soon as it returns 
from circulation. Any stationer who cares anything 
about having a reputation for supplying good rental 
enforce the rule that his mechanical 


assigned to the_ rental service 
regular intervals, 
machines out of 
observe 
machine (at least, 


tiwa)Y + . 
uning it up 


machines will 
department shall make careful inspection and writing 
test rental machine before it is sent out 


ests of! every 


The right service ideal also calls for a new ribbon 
mn every rental machine, for certainly any typewriter 
ibjected to an average amount of daily use will 


require ribbon replacement every three months 

As a matter of common senst it is evident that 
practically the only guarantee that a stationer can 
afford to make with regard to a rental machine is 
that it is in ordinary usable condition, but it cer- 
unden duty to make sure of that be- 
machine out ist as it is likewise 


; 


fore sending the 
his duty to accept the expense of any adjustments 
required after the machine has been 
renter 

if for no othe is apparent that 


good typewriter mechanic is quite as necessary to 


I 
he success of the typewriter department of a sta- 
ner doing business in a small city as in a large 
( The mechanic’s ability may be the very heart 
kernel of the success of a rebuilt typewriter busi- 
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your YEAR ‘ROUND 


nationally advertised line 


"bean Write 


GREEN STENCILS 
with the 


perforated film 


Also in Blue, White, Yellow, 
and Black 


Don’t fail to visit us at our Booth Number 66 at 
the National Stationers Convention, September 
24th through September 28th. 


SS ee ee 


FRANKEL MANUFACTURING CO. a 
1720 Arapahoe St., Denver, Colorado, U.S.A. q 







| FRANKEL 
| MANUFACTURING CO. 


ESTABLISHED 1906 


DENVER, COLORADO 


Please send me free samples and your exclusive 4% 


& 
q 
@ dealership plan. 
t 
t 


Name a 

















a 
B Address a 
rtf In New York City, contact . City State & 
l- Crystal Copy Corporation, 23 West 23rd St. 1. we ne we eee ee Seoenwaneawe 
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ON! 


LEFT: Just the weight of the paper 
closes the switch, jogging from a 
few sheets to a handful. 


OFF! 


RIGHT: Raising the paper stops 
the action, shuts off the current. 
The action is completely automatic! 


Wagic Jog AUTOMATIC PAPER JOGGER 51995 


[he jogger may be set to operate only when the 
full weight of the paper is firmly on the table by 
determining the contact point separation with the 
sensitivity control knob. Thus operation for various 








The economical answer to assembling many sheets 
of paper from printing presses, duplicating ma- 
chines, multigraphs, for binding, packing, loose- 
leaf books, record books, etc. 





The jogging table is 10” x 12”, made of tempered paper loads may be easily controlled for greatest 
masonite. The body is rust-resistant, spot-welded efficiency. 
sheet steel. The vibrator is rugged and dependable. The combing button in the center of the jogging 
The assembly is extremely light-weight, easily car- table quickly and simply frees paper sheets stuck 
ried. by static electricity or other minor causes. 
Cle * HANDY... For all offices, * PORTABLE... Weight 4% 
£ “ print shops, letter shops, Ibs. Operates from 110-115 
= MAGIC CIRCLE MANUFACTURING CORP. schools, etc. Volt A.C. 
‘eq co 6136 E. Admiral Place + EXCLUSIVE . . . Automatic + ECONOMICAL . . . Equal to 
switch is found only on joggers many times this 
Tulsa, Oklahoma Magic-Jog. price. 











mim-e-o stationery rack 









lightweight, compact, portable 

















Stand it up, lay it down—on desk, table top or in a 


drawer—Mim-E-O Stationery Rack gives instant, finger-tip 





control over paper work. Bills, letterheads, envelopes, 
etc., are each contained within four separate, easy-to- 


reach, roomy, compartments. 


You need little imagination to visualize the market for the 
Mim-E-O Stationery Rack. Sells fast to offices, banks, 
stores, factories, libraries, business 
executives, doctors, dentists, 


students and even housewives. 


Individually packed 


6 to a carton hii stain aie c —— 
TRADE D -metal Construction — Four rubber fee 
Stationery Rack on your counter and ¢ ISCOUNT on base, two rubber feet on back. 

Write for yours TODAY! 


watch the sales roll in. 


Display a handsome Mim-E-O- 


e Four compartments 


5 e Size: Width, 11% in.; Height, 10% in.; 
Depth, 4 in.; Weight, 3'2 Ibs. 
EACH @ Finish: Grey Hammerloid enamel—Chip- 
proof, stain-proof. 


MIM-E-O STENCIL FILES COMPANY 2827 W. BELMONT AVE. CHICAGO 18, ILLINOIS 
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is wel if the rental service. Usually, the 
pewriter technician of diversified experience can give 
id repai d adjustment service on all standard 
kes of adding machines and checkwriters, as well 
yn all nationally-advertised typewriters 
No renta ichine should ever be deposited with- 
t receiving a signature in proof of delivery, and it 
juld be unnecessary to mention the importance of 
eeping a reful record of the serial numbers of all 


On a on nth rental most stationers require a 
nall delive 1arge, which seems reasonable if the 
bscriber 1 ntal service refuses the alternative of 
lelivering the pewriter himself. But no delivery fee 
asked three-month rentals which represent 
greal rity of transactions 


Out-of-Shop Repairs 


Entirely t from his rental and sales business, 
the averagt tationer who maintains a typewriter 
ules and s¢ e department and who is doing busi- 
ess in the mall and intermediate cities receives 
any orders throughout the year for scattered out- 
le service lls. Most of these calls are for repairs 
adjustments that can be made without taking the 
1achines the shop. They require the attention of 
a repairman who is quick in the diagnosis and cor- 
rection of typewriter disorders and a man who has 
all-around experience on all standard machines 
As an in ance of good service for his repair cus- 
mers, the itioner should try to keep on hand a 
reasonable tock of parts—those most frequently 
volved in replacements, general rebuilding and sun- 
ry repa I 
ven in the comparatively small city in which the 
lally repall lls and rental maintenance work prob- 
ibly would t be sufficient to keep a repairman busy 
every day, the stationer should, nevertheless, be able 
retain the services of a good mechanic by keeping 
him at work in the overhauling and rebuilding of 
machines to be sold as distinguished from the re- 
erve units earmarked for rentals. 
Stationer many of the larger commercial cen- 
merchandise their typewriter and adding ma- 
ne maintenance service on what is virtually a 
ntractual pla. The firms operating the larger sec- 
rial offic: as well as the railroad companies, 
banks, al irance companies constantly using 
m five or six to 50 or 60 machines, subscribe to an 
reement whereby the stationer (the fellow with com- 
mensurate nization and shop, of course) will take 
re of all r equipment on a yearly basis, but 
th montl 1yments, regardless of the number of 
requi 
Such pla essentially contracts for mainte- 
ce. In the ise of machines that actually require 
plete -down” jobs in the shop or factory, 
nti ally stipulates that an extra charge, 
rdin ost of each job, will be made. The 
ner, i instances, lends another machine as 
Contract ingements of this kind are naturally 
effect roaches to the sale of new type- 


chines or checkwriters when the 
service customer is approaching the 
em<e e. Alliances of this kind often enable 
large ercial stationer who sells typewriters 
ret the first chance at the purchase 
rade used machines, or to obtain 
in basis. Such machines are good 

ner’s rental mill 
o-operation with the sales factors 
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MANUFACTURING 


COMPANY 


900 East 95th Street 


Chicago 19, Illinoi: 





of the large distributors and some of the manufac- 
times be obtained in quantity lots from such distrib- 
utors by the stationer who has the ready fluid capital 


r SALES IEA DERS! to buy up the entire quantity with a view to rebuild- 
1 | e & ing the machines for either resale or rental, if the 


dealer has a big typewriter demand in both fields 

Many of the bigger stationery firms specializing in 

OUNTING FORA, typewriter sales and service issue coupon books at a 

ce s certain price to their repair and maintenance cus- 

tomers, each book being redeemable for 12 repair and 

ijustment calls during the year, regardless of the 
work involved 

Many times—in fact, nine times out of ten—noth- 





ing is required other than cleaning and oiling, or 
sibly tightening up carriages and escapements, so 
according to the law of averages, the profit on 

each call is well taken care of 
The service man takes from the book one coupon 
for each of the 12 monthly service visits, and on a 
line in the coupon obtains the signature of the stenog- 
upher or office manager attesting that the work is 


Ssatisitactory 


Coupon Books for Ribbons 
Many of the bigger companies likewise issue coupon 
books for typewriter ribbons. Each book usually con- 
tains 12 coupons, each coupon being redeemable for 


yne ribbon but, of course, as many coupons can be 
redeemed at one time as the customer may desire 
Some firms purchase aS many as ten or 15 books at 
one time, I am told, the sales being made by the 
tationer’s service man, and usually entailing a com- 
lission. The coupons entitle the holder to specify 
DEALER S any standard brand of typewriter ribbon, copying or 
by the hundreds are showing greater PROFIT featu record 
ing the WILMER line of Accounting Forms The ribbon coupon books, as is also true of the 
WiLbLMeER service coupon books, are numbered and registered 
by the stationery firms publishing them, so that, if 
lost or stolen, they will be of no value to anyone but 
the company which bought and paid for them 
In this age of mechanical writing and mechanical 
ACCOUNTANTS accounting, a real rebuilding and repair department 
EXHIBIT is not a sideline. It is an important and profitable 
business within the business, besides being also, the 


gives the Dealer a complete select of Accounting 
Forms for Large and Smo Businesses tft offer the 


Public Accountant and Bookkeeper 


displays hundreds of F full re, f every type 
business. The EXHIBIT furnished each WILMER biggest reputation-builder that any stationery outlet 
Dealer. Weight 3 It ve 11x17x% can have. It is my opinion that, even in the smallest 


places, it should always be under the stationer’s con- 
MAKE SALES +. 


rol—never a leased department 
with WILMER Ac ntant Exhibit Maximum sale i o 


al Geena erert end previeus experienc: RIBBONWRITER IN THE LIMELIGHT 
INSTALLATION Because the Chicago Transit Authority's application 
of the Wilmer line means PROFITS for you! WILMER for a loan was turned down recently by the Recon- 
Dealerships are backed by 21 years of Leadership struction Finance Corporation, Chicago newspapers 
Sales Aids. ond d last month on an RFC loan readily ne- 
GUARAN- gotiated by the Ribbonwriter Corporation, Dania, Fla 
about a year ago: As the Ribbonwriter business went 
TEE that WIL- , : ad , ' gy Ven Shen 26 } . 
into receivership only a short time after its loan was 
MER Forms will completed, editorial writers were publicly wondering 
added what tests must be passed in order to be an eligible 
Sales for YOU! borrower from RFC 
The Ribbonwriter Corporation was formed a few 
for the purpose of manufacturing and dis- 
tributing a multiple ribbon device for typewriters. Two 
models were projected—one with two inked ribbons 
ind one with three, the first one for making an orig- 


years ago 


WRITE NOW! 


inal and two copies ‘one in mirror print) and the 
other for an original and four pies ‘two mirror 


e ints 
E. P. W ; In the past 25 or 30 years a number of inked ribbon 
| mer, INC. devices designed 1 eliminate the need for arbon 
paper have been invented. One or two were actually 
2907 SO. MAIN ST., LOS ANGELES 7, CALIF. produced and put into distribution. None, however 


is 
ichieved genuine commercial success 
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Pot. Pend ng 


FLUORESCENT DESK LAMP 
WITH ELECTRIC CLOCK 


_ ; $ 95 WITHOUT CLOCK, $13.95 RETAIL 
- LUSTROUS BROWN OR MODERN GREY 
LEE ‘ 
PRICES SUBJECT TO CHANGE 


RETAIL TOP DEALER DISCOUNT 


4 $ 


“Crs T WY) * 
UNDERWRITERS’ APPROVED erase, = 


Less tube 


THE ILC DIRECTOR is America’s first decorator-styled desk lamp... priced right 


for both home and office. It brings handsome returns in both the replacement and 


MLC | 
gift markets. May we suggest an order that will prove this to your own satisfaction? 
f y +> 1 
‘4 VATE SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, A.C. current; uses standard 
MODEL 4900 — High quality desk | 15-watt fluorescent tube. Telechron electric clock movements Bonderized baked enam- 
ved. Fin- el finishes, with pedestal plate and pen tray in bright gold finish. Base is fele covered. 
vn. Uses 15- Instant starting switch, 6 ft. rubber cord. Height, 10°; width, 20". Weight, 7% Ibs., 
sie 7 the , 
Weight 7 lbs., | packed in individual cartons. 


ONLY $795 RETAIL | ORDER Direct FRom THE FacrorY— INDUSTRIAL LAMP CORP., ELKHART, IND. 





The Famous 


TEMPO TEMPO 500 INK 
FILM STENCIL 
















That ‘almost unbelievable 

high-speed, quick-drying ink! 
No offset on mimeograph 
paper. Every copy a perfect re 





ner stencil . « » push button control 
ig. | e High speed production without waste 
‘ e Single sheet feeding—no wasted paper 
, , e Metered ink control—no wasted ink 
e Aur matically jORS Copies into even stack 
e Built-in Tempo Interleaver for finer papers 
e Fully guaranteed 


Write for catalog showing complete 
BUILT FOR LIFE-TIME PERFORMANCE 


eee ereereeeeeeeresresesesesegeseebessees 


line of Tempo Duplicoting Supplies. 


MILO HARDING COMPANY 


Established 1904 
432 WEST PICO BOULEVARD, LOS ANGELES 15 . ‘Se eeee f8 oe Bee. 8s eee Sees Oe Be Bee oe: 
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WEIGHS ONLY | SX £ aed COMFORTABLE 
20 OUNCES | E BOUNCE" ACTION 





QUICK SET 
ACTION DIAL 


91010 WHEEL 
CAPACITY 














Valuable Information, 
Available FREE 


To Office Machine Dealers Only 


e Allowance Schedule & Age List For All Makes of Typewriters. 

e Dealers Wholesale Office Machines Price List. 

e New General Catalog “A” of Office Machine Tools and Supplies. 
e Ship-Ward News. 


These Booklets are issued To Help Office Machine Dealers Increase Their Sales and 
Profits. If You Are An Office Machine Dealer, Send For Your Copies Today. Get 


Your Name On Our Mailing List For Future Issues. 


SHipmMAN-Warpb Mee. Co. 








WORLD WIDE DISTRIBUTORS OF TYPEWRITERS — PARTS — PLATENS — TOOLS — SHOP EQUIPMENT AND SUPPLIES 


PH. DElaware 7-1090 325 N. WELLS STREET, CHICAGO 10, ILLINOIS CABLE—"SHIPWARD” 
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“GIVE US BETTER PACKAGING” 
Continued from page 25) 


1as too frequently caused display problems. Ugly labels 
igly packages only contribute to a dark, gloomy 
mosphere in the stationery store, which makes it at 
best unpleasant for both salespeople and customers 
As an example, we found a manufacturer shipping us 
a popula! rand of folders in a dark gray box on 


VU ere 


identified by an equally dark 
black lettering. Only by bending over 
package closely could the contents 


scannil the 


AL1U 


be identifis On the shelf, of course the combination 

two dark ors tended to make the identification 
disappear entirely. We complained frequently to this 
manufacture ventually taking the trouble to write 
to him al and were quite agreeably surprised 
when the ifacturer suddenly changed over to a 
bright yellov arton, with a brown label on which 
white lett was used. Because of the better ap- 


earanct s box, and its cheerful, bright colors, 
ve move stock up to the front part of the store, 
where i es immediately doubled. This same manu- 
turer also improved his terminology, as above, so 
hat customer and salespeople can now quickly read 
they are ordering and point it out. 
Descriptions Often Inadequate 
In additi ugly labels and packaging, there is 
always the problem of what I call “half-way de- 
scription F example, we sell a lot of boxed col- 
imnar si which one manufacturer’s product 
1erely sta ruled and divided.” This label, too, is 
lilty o irge stock numbers, and not enough de- 
scriptio I istomer does not know how the sheet 


livided, and sales suffer because of it 
in the same type of box, states spe- 
many columns are involved on each 
ir width. We sell more than five times as 
product as the other 
packages also enter into the 
< manufacturer, for example, for many 
years sent the same type of quart-size bottle, which 
was difficult to grip, with the result that bottles were 
frequently broken when we had to reach into high 
shelving one of them. I suggested to this 
manufacturer’s salesmen that they design a bottle 
with a so that it could be gripped more 
securely. No action was taken until the salesman him- 
self finally b1 a bottle through lack of the proper 
grip. Lo an ehold, it wasn’t many months before 
ve had a new bottle with a ribbed surface near the 
easy grasping. The hardware 
industry, and others have profited 
and I believe it’s time that the 


onery fie took notice 


Another 
ifically 
sheet, and the 
much of thi 
Shapes al 
problem. Al 


sizes of 


ripped eage 


top and bol I ior 
justry 


Irom better 1 Kaging, 


— 


HOEFER JOINS ALLEN & COMPANY 
Frederick H. Mahler, Allen & Company, 11-15 Van- 
lewatel! York 7, N. Y., recently announced 
William F. Hoefer has joined his organization as 


ition with the trade in the manu- 
f j ribbons and carbon papers for many 
Mr. Hoefe ill contribute a wealth of experi- 

in nil nnection 
One of 1 ympanies in the industry, Allen & 
highly-trained personnel 
with the company from ten 


mnanx f ‘ 
( mpany l id O1 It 


been 


installed in their 
process of con- 


has been 
| equipment is in 


Some ne hinery 
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Carbon Paper 
DEALERS: 


Typewriter Ribbon 
DEALERS: 


‘I4 Ne Secret” 


Here is information that should be of spe- 
cial interest to you. 


The appearance of your carbon paper and 
your typewriter ribbons can be improved, 
their salability increased, by having them 
carry your own private brand name. 


In the manufacturing process, each sheet of 
carbon paper, each typewriter ribbon is posi- 
tively, permanently, identified. A constant 
reminder to your customers that YOUR prod- 
uct is daily doing an outstanding job. 


What better advertising could you ask for? 
Think what this can mean in repeat orders. 


H. M. STORMS COMPANY has long ex- 
perience and complete facilities for ren- 
dering this unique service. 


It is just good business to investigate an 
opportunity which offers such excellent 
possibilities and we suggest you write 


NOW for details. Address Dept. H. 


For over HALF A CENTURY manufacturers of 
“The Complete Line” that stands the test of time. 


CARBON PAPER INKED RIBBONS 
CARBONIZED ROLLS 


“Wholesale Exclusively” 





ab 
"tons even” 


eee sane 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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GUIDES - FOLDERS - INDEX CARDS + VERTICAL FILE GUIDES - ADDING MACHINE ROLLS + ROLLED LABELS + PIN TICKETS 


TH 


THEIR STRONG, STURDY 
CONSTRUCTION KEEPS 
FILES LOOKING NEAT 
AND ORDERLY AT ALL 
TIMES... ARE EASY TO 
SELL AND GOOD FOR 
PROFITS. 


SUPERDEX FILE FOLDERS 
Ct ee ee ee 
TO SIMPLIFY YOUR 
FILING OPERATIONS. 


E WARSHAW MANUFACTURING CO., 


wate street 
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INC. 


Y 


PROTEX LOOSE LEAF PATCHES + INDEX TABS * BLANK INDEX STRIPS + TRANSPARENT INDEX TABS - PAKNEAT SEALING TAPE - 


NEWS NOTES FROM NSA DISTRICT NO. 5 
Jim Crell, Correspondent 
The West Virginia stationers and office equipmen 
dealers are t be congratulated for the successful 
meeting held at the Black Knight Country Club, in 
Reckley, W. Va 
Mr. and Mrs. Harry May made all of the travelers 
and dealers feel right at home with their gracious hos- 
pitality. Their presence in any group assures the suc- 
cess of the meeting 
A poker chip rack was donated by the Dennison 
Manufacturing Company, and was presented by Harry 
May to Forrest Thompson of the Morgantown Printing 


and Binding Company for the low golf score f the 
day. Forrest beat out Don Hanover by a matter of 


’ 


le SUroKe 


An announcement has been received to the eff 


that Urton Office Supply Company is under new man- 
agement The new name is Reichel Office Supply 
located at 11 S. Front St., Hamilton, Ohio. Joseph H. 
Reichel is the new owner 

On July 11, a grand person in ir industry cele- 


ited his eighty-third birthday and is still going 
rong. Happy birthday and many more to Charles 
Beezer of Everybody’s in Dayton, Ohi 


Pat Patterson of Speed Product Company was 
elected commander of Variety Post 313 American 
Legion, Cleveland, Ohio, for the ensuing yea! 


4 welcome addition to the Fifth District Travelers 
group is Joe Wardman, Washington, D. C., now repre- 
senting the Bates Manufacturing Company, in Mary- 
land, Virginia, Delaware, West Virginia and Kentucky 
Joe formerly covered a southern territory for an office 
equipment manultacturer 


] 
ii 


Mr. and Mrs. Floyd Zinkhon, American Pencil Com- 
pany, recently returned from their favorite fishing spot 
in northern Canada. Floyd says the fish were really 
pDiting 

Is Joe Long using that bum knee as an ex 
yet out of all these golf matches 

A remodeling program is under way at Laidley and 
Selby in Morgantown, W. Va. It is expected to be 
ompleted very shortly 

The Detroit Stationers Club and the Detroit Chap- 
ter of the Fifth District Travelers Club are to be con- 
gratulated for the excellent outing at Glen Oaks 
Country Club on July 13. 

More than 230 dealers, travelers and their wives 
attended the banquet. Golfwise “Howdy” Schaefer, 
Harold K. Schaefer Company, Flint, Mich., won the 
low gross prize with a sizzling 73. Gordon J. Kickels, 
C. L. Barkley Company, won the matched set of woods 
and irons in the raffle conducted by the club pro 

Members of the Cleveland Chapter in attendance at 
the gala affair were Mr. and Mrs. Ron Douglass, the 
W. H. Gunlocke Chair Company; Mr. and Mrs. C. W. 
“Jack” Clark, W. A. Sheaffer Pen Company; “Herm” 
Davis, Copco: W. R. “Billy” Kane, Oxford Filing Sup- 
ply Company, and Frank Graham, Bates Manufactur- 
ing Company 


R. T. “Bob” Ball announces that the Ball-Marsh Of- 
fice Supply Company has moved to 257 W. Michigan 
Ave., Jackson, Mich. The date of the formal opening 

he new location will be announced later 


tel 


Oscar and Ella Eaton, well Known to Fifth District 
travelers, have acquired the Redford Office Supply 


Company, Redford, Mich. and are welcoming travelers 
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Sets 


( = = 
\ sch 6 ya ly say rere 


Come in and see the 
entire Sengbusch family | 
of Time- and Money-Saving’ 

Make Booth No, 85 yotie “hate ont” és Gal Office Tools 


Convert Come in... relax and rest...and while 
u al , let us tell you about aids to increase 
“ur sal for ereater profits, 


A Suggestion — Check your stock and mail your 
order for | requirements. Use Sengbusch sales aids 

— they are yours for the asking: 
pros rculars and blotters with your imprint, 


electros and newspaper mats for all 
sengDu [ ucts 


Ideal 
Moistener 








Cata-Raock 


a> 


» boost 





No-Over-Fle 


! 
Kleradesk Sponge Cup 


> (Steel and 


nglaseh- SELF-CLOSING INKSTAND CO., 290 sengbuscn sidg. * Mitwoukee 3, Wis | 











Theresa Leader in Every Field of Endeavor 


THE LEADER IN THE MARKING DEVICE FIELD IS 





CHROME 
MOUNT 


BANKERS & MERCHANTS, INC. Bee 


EXCLUSIVE MANUFACTURERS OF THE CHROME MOUNT RUBBER STAMP 


ee) OUTSTANDING SERVICES DEVELOPED 
wt OFFICE SUPPLY DEALER EXCUSIVELY. 


Ma ary Gee 





“ JUL HIGH QUALITY...PRICED RIGHT...LIBERAL DISCOUNT 
g ei ove ‘DISPLAY STANDS ‘ADVERTISING STUFFERS Write! 
Distribetion te Customers ? .. %rWINDOW DECALS _ +*SELF-SELLING CATALOGS FoR CATALOGS 
¢ DEALER'S NAME IMPRINTED ON HANDLES AND COMPLETE 
AT NO EXTRA COST TO DEALERS INFORMATION ON 
CHROMIUM MOUNT 


DEALERSHIPS 


Fast Sewice! BANKERS & MERCHANTS, Inc. 


3227-29 WORTH SHEFFIELD AVENUE 
CHICAGO 13, ILLINOIS 
BE SURE TO VISIT OUR EXHIBIT IN BOOTH C-18 AT THE N.S.A. CONVENTION 


This is the Complete Mark- 
ing Device Catalog No. 75 
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STAR MACHINE PERFORMANCE 


with an Ames’ FUTURISTIC FIVE-STAR Platen 













* Longer Wear * Better Manifolding 


* Better Paper Feed 
for 


Stencil Cutting 
FUTURISTIC STENCIL-RITE 


The Platen with the five-star qualities PLUS 
Special Compounding which withstands oils 
and wax of stencils. 


* Easier Alignment 


* Longer Wear 


e Will not swell from stencil cutting 
e Clearer and sharper stencils e Loop letters stay intact 


FOR THE PERFECT STENCIL CUTTING COMBINATION 
STENCIL-RITE PLATEN AND STENCIL-RITE FEED ROLLS 


AMES SUPPLY COMPANY 


MANUFACTURERS & DISTRIBUTORS OF THE FAMOUS FUTURISTIC PLATENS 
CHICAGO NEW YORK CITY SAN FRANCISCO DALLAS ATLANTA LOS ANGELES 


564 W. Randolph St. 37 Murray St. 583 Market St. 1913!/, Commerce St 191 Cain St.. N. W 417 Wall St 











FOUNT-O-INK 


the easiest selling 
.most imitated 


WRITING SET 
IN THE WORLD 


ge™ ems 190 


For New Whooped Up 
Profits For Stationery 















Dealers 
put NEVER EQuaALLED 
fficiency— NO. 1625-BR ~ ‘ —— 
pe yige ye is Something As Different 
opproomae ae In Its Field As 


as a business 
Fount-O-Ink 


builder ‘ ii set prices start 
a Wl =" ~~ FOUNT-O-INK 
profit maker ie 
for alert | For Pen And Ink Writing 
refcvell-ta-e ; . 
We Will Be at Our Usual Booth 
No. 104 in Main Exhibit Hall 
at N.S. A. Convention in 
Chicago, Sept. 23rd to 28th. 


Fount-O-Ink sales constantly increase! Keep YOUR See Us There or Write 
profits up with a fast moving, complete stock of Fount- f ee rh . a 

or De . 2 
O-Ink Writing Sets. Send for new catal und litera- r Descriptive Literature 
ture today, and start Fount-O-Ink pr fits rolling in 


ey 4 4010) a FOUNT- Oak =.'°... 
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Bob 


Compan 


AICO WILL 


Anderson, 


location. Oscar tells us that anyone 
m or mop will be most welcome dur- 
-up” campaign that is going on. 
ews comes to us that Harry L. Morgan, 
Harry L. Morgan Company, Columbus, 
iway July 18. We extend our deepest 
the bereaved family and mourn the 
ader in our industry 


buyer at Doubleday Brothers and 
Mich., has been seriously ill 
We are sure that Bob would 
many friends among the 
the Bronson Methodist 


Kalamazoo, 
dle of April 
from his 
He is a patient at 

amazoo, Mich 
© Nile 8 


SERVE COFFEE AND DOUGHNUTS 


AGAIN AT NSA CONVENTION ROOM 
At every National Stationers Association convention 
in Chicago for a number of years the aroma of freshly 
brewed coffee and the sight of luscious, fluffy dough- 


nuts nas 


exceptio1 
ith him i 


WILBUR E. 
Wilbur E 


¥ 


Ince ma 


OFFICE 


entified the AICO (G. J. Aigner Company) 


Aigner, president of the index company 
announces 


name, that 1950 will be no 





invites all visitors to dunk a doughnut 
Room 501 at the Stevens Hotel during the 


1e need for stimulation overcomes you,” 
ke tracks for the room where a cordial 
1 steaming cup of coffee will make the 
hter.”’ 
—— « 
WALKER USES NOVEL AD 
Walker of Wilbur E. Walker Company, 
e dealer of Wichita, Kans., recently used 
etting type of advertising for the mid- 
n of the Wichita Eagle. The purpose of 
tion was to commemorate the first half 
th century 
iper had a “time cylinder” cast and it 
ty officials and buried at the municipal 
t time the cylinder will be opened and 
ewed will be in 1972 and the second time 


he year 2000 A.D. It is expected to be 
0 years thereafter 
tie-in with the novel idea was an ad- 
irrying these points 


person who walks up to me and says 
rds ‘Smith-Corona portable typewriter 

‘ylinder’ is opened in 1972 will receive 
riter absolutely free!” 

person who walks up to me (whereve! 
nd says the magic words ‘Smith-Corona 


ewriter’ when the ‘time cylinder’ is 
100 A.D. will receive a typewriter free.” 
the advertisement received much 


and hundreds stopped Mr. Walker to 


1950 
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WALKIE—RECORDALL 


© ON THE SPOT ®@ 


BATTERY RECORDER 








THE ELECTRONIC SECRETARY 


No Heavy Load... No Bulk... No Wires 
... No Connecting to Electric Socket 


IT’S ALL IN THE BAG 


Total Weight 9 Lbs. Simply Turn a Knob and 
RECORD WITH BAG CLOSED 


Interviews, conferences, reports, 1-man inventory, mar- 
ket research. While walking—riding—flying records 2- 
way telephone conversations, etc., continuously up to 
90 minutes on each side of an endless safety film band 
and permanently at a cost of only 5¢ per hour. Bands 
may be mailed for 3c by first-class mail or filed, stored 


for future use. 


Same unit records and plays back. Sensitivity range up 
to 40 feet from microphone (concealed in bag). 


Records reports whispered into the mike while on trains, 


planes or cars. 


50c worth of batteries will last 50 working hours. 


Write for Descriptive Bulletin No. 95 
“MILES AHEAD OF OTHERS” 
SINCE 1924 


Department OA 


MILES REPRODUCER CO., INC. 


812 BROADWAY NEW YORK 3.N.Y 
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These CESCO products mean 
greater profits and faster 
turnover. Check how you can 
put them to work for you 
NOW! 


VISIBLE RECORD EQUIPMENT 








critter: 1X eee || 
+ SHE 
[baht HES | 
+ - | . 
-— is! 
- t ? 
e—— WN 
SS "aa —) 
ee tyr 





Wide range of binders with automatic shift or 
rack, 


non-shift mechanisms, and various stand 


and cabinet accessory units 








Numerous styles, sizes and grades of binding — 
stiff and flexible covers; wood and metal backs; 


fixed and expanding capacities 





Stock forms for almost every requirement: Ledger 
Leaves, Columnar Forms and Pads, Accounting 
Records. 


BE SURE THE CESCO CATALOG IS 
IN YOUR LOOSE-LEAF DEPARTMENT 


The C. E. SHEPPARD Co. 


TWENTY-FIRST STREET 
ISLAND CITY 1, N. Y. 


44-01 
Mel cc 
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BY POTLATCHING yithtM 
REGON ERAILERAVELERS 


Joe Dwyer, Correspondent 





All trails led to Seattle July 19 as the travelers hur- 


ried to that rendezvous point for their third annual 
picnic and fun-fest to be held the following day at 
Lake Wilderness 


Assembling early the next morning at the Totem 
Pole, at the foot of Yesler Way, they were shepherded 
into line by Clint (A.S.E.) Martin and his committee 


A law enforcement friend of Clint’s (motorcycle divi- 
sion) convoyed the caravan through Seattle’s early 
morning traffic to the city limits from which point 


everybody was on his own. 

Gerry (American Pencil) Whitcomb immediately 
jumped into the lead of the procession with his new 
Rocket 88 and upon arriving at the lake bragged that 
he never once took it out of second gear. However, we 
who were trying to keep up are somewhat skeptical! 
Incidentally, men, can any of you possibly guess why 
he has christened his new car “Venus’ 

While the ladies were preparing the Paul Bunyan 
logger’s luncheon, and the small fry were getting lost 
the Blues and the Grays engaged in their annual soft- 
ball battle. With Minnesota Mining Company West 
Davis doing the hurling and Chuck Courtman on the 
receiving end, the Grays never had a chance and only 
Verne (Hallmark) Adler’s circuit clout in the third pre- 
vented West from securing a shutout 

After the iking banquet board had been divested 
of most of its weight George (Eberhard Faber) Sim- 
mons and Fred (Dennison Manufacturing Company) 
Carlson took the measure of Al (Stanley) Leonard and 
the Carter Ink Company’s Bob Anderson in three out 

regulation distance, too! 
displayed his usual skill on 

(but the floor) could touch him in 


Cres 


five at horseshoes 
“Phil” (S.0.S.) 


es and nobody 


this event. Also, his square dancing later at the pavil- 

lion indicates that he has profited from those free 

lessons at the convention last May Bellingham 
Dick Vaughan (‘Carl Draper Company) won the door 


prize for the largest attendance by bringing his five 
youngsters to first Oregon Trail Travelers picnic 
Dick wasn’t quite sure that it would really be a picnic 
trying to keep up with them all aft 

Having far, you absentees, it 
yn you that a time was missed 


neir 


ernoon 
read this should dawn 


and we suggest 


wel] 
SWOeil 


you plan to be present at the next big Oregon Trail 
Travelers get-together in early December—the annual 
dinner-dance. We'll be seein’ yuh 
“Out Where the Hand Clasp’s a Little Strong 
—- 


CHICAGO O.F.A. APPOINTS NEW SECRETARY 

Following the resignation of William Whetham as 
tary, the executive committee of the Office Furni- 
ture Association of Chicago, appointed Robert 


SeCTe 


has 


Otto, Office Furniture Clearing House, to assume the 
office subject to the approval of the general mem- 


( 
the first 


} ‘ r 
eiectLion oO 


held at 


recent 


election to be 
After his 


bership at a special 


meeting in September 


the post Mr. Whetham made a new affiliation making 
it impossible to carry out the duties of secretary 
a 


MONROE MAN HEADS COMMUNITY CHEST 

Donald J. Duvall has been apponted chairman of 
the Headquarters Division of the Community Chest 
campaign in Binghamton, N. Y. He is 
the Binghamton branch of the Monroe 
Machine Company. Mr. Duvall has 
fund raising campaigns conducted 
the Community Chest and Syracus«s 


manager ol 
Calculating 
peen active in 
the Red 
University 


Cross 
GET 
1950 
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4 

2. 

3. 

4. 

| 5. 

. 4 53952 Plus Tax 6. 

Ps IMMEDIATE DELIVERY. 7° 
: 

‘ DEALERS are REQUESTED TO WRITE FOR 8. 


COMPLETE CATALOG AND DISCOUNTS. 


TECHN’ 





CHECK THESE 
EIGHT HILCO 
FEATURES 


TECHnvGnAPsl ‘compa 











Front Paper Stop. Assures Accurate Registration. 
Roller Smudged 


Automatic Release. Eliminates 


Sheets. 
Automatic Counter. Counts only printed sheets. 


Enclosed Drum. Automatic Inking. 
Hilco Slipsheeter can be attached. 
Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 


= 


1S 














GOLD CHAIN TOOLED (Above at Left No. 282 Work Distributor $10.25 
‘ oe talc e n rown . No. 282 Rocker Blotter 5.25 
e ee en a $19.50 No. 282 Letter Opener 3.50 
’ atte wlth caves ts take ai 10.70 No. 282 Calender Pad Complete with Filler 9.10 
1 Ww , 475 No. 282 Phone Book Cover 7.00 
. 7 300 No. 282 Correspondence Folder 6.00 
” 225 , 
Te Komplete with Filles 6 = GENUINE LEATHER—24K GOLD TOOLED (Above at Right) 
Picatis 3.40 No. 212 Series Corner Pads $ 2.60 
f e Folder 3.3 Accessories as shown 5.00 
Individually boxed - 
SOLID GOLD LINE TOOLED (Above at Left No. 215 Series End Panel Pads 3.60 
r folding desk pad, brown, green, or Accessories as shown 5.00 
$48.50 Individually boxed a 
w over to match at 20.00 N Ad wet Pr ' — 





VISIT DESK PAD HEADQUARTERS 
During the N. S. A. Convention 


ROOM 501 at the HOTEL STEVENS 


T 


9 


HE CHICAGO DESK PAD CO., INC. 


NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 
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THE 


CLIP 


Cincinnati pionec 


a really new time recorder tl 
payroll and job cost re 


5 paced, u p-the- ard! 
bye” to overprint 
curate 
tion! 
for 

equalled by 


record audit 
\ host of oth 
performance 
any 


your CTR distril 


stration. 





a really new kind 
of time recorder... 




















, roir 


with World's First and Only Consecutive 
ishes Spacing, Up-the-Card Print Recorder 


eal FREE ON REQUEST Bulletin CTR-] 
faster nore  ac- \ few select distributorships opet 
ire as Write us for complete detail 


THE CINCINNATI 
TIME RECORDER COMPANY 


Cincinnati 14, Ohio 


i \J 
‘i 


. OO, 
i 

d ’ FR 
fen ’ 





t Since 189% 











Al 






A. R. BLACKBOURN, founder 
BLACKBOURN SYSTEMS 
Will be there to greet you 


WHETHER YOU CAN VISIT 
US AT THE SHOW OR NOT 


Write today for Our 
Complete Illustrated Catalog 


Dealer Price List and 
Discount Schedule 


Illustrated Broad Side 
On Display Cabinets 


Restricted and Protected 
Dealership Plan 


THE BLACKBOURN SYSTEMS 


New Display Cabinets 


NEW FOR YOU 


TO SEE 
at the STATIONER’S SHOW 


New Individual Boxing New Standardized Color Schemes 


MAKE BOOTHS C-21 and C-22 A “MUST” ON YOUR LIST 


STEVENS HOTEL—SEPT. 24-28 
in Basement Lobby, Just Before You Enter Main Exhibition Hall 


JL 


There is an attractive 


IT PAYS to be a BLACKBOURN DEALER 


merchandising cabinet and plan to fit your needs 









WALL, AISLE 
OR COUNTER 
STYLE 

Bleached Birch 
or Metal 









Our Complete Line 
of attractive Systems 

and Records now individually 
boxed and labeled 


You'll 


Sell them MORE 
because they 
see MORE! 


Lake Road MINNEAPOLIS 5, MINNESOTA 


230 Cedar 


BOOKKEEPING SYSTEMS and RECORDS FOR EVERY TYPE OF BUSINESS, TRADE and PROFESSION 
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rEXAS TRAVELERS NOTES 


Nina Bailey, Correspondent 


Kie Offi 


wned Dy 


Supply Company, Corpus Christi, Tex., 
John Maxfield and B. A. Anderson, has 


moved int new location at 402 S. Chaparral St 
> . > 
O. F. Walzel, Walzel Office Equipment Company, El 


Campo, Tex purchased a new automobile to fur- 
ther his pleasures on a six-weeks’ vacation trip to 
Seattle, Washington, Vancouver, Portland, and pos- 
ibly Califor: Mr. Walzel is secretary-treasurer of 
rexas Office Machine Dealers Association. 

. > . 

C. B. Rowe now the purchasing agent for Jack 
Bonner Company, 1722 Leopard St., Corpus Christi, Tex 
.. 

Paul An Company, San Antonio, Tex., has in- 
lied a te air-conditioning system to celebrate 

fortietl iversary 
. > > 
Esterbrook Pt Company’s Ray Howard and his 
vely wife, Marion, have returned to Dallas from a 
ip to Atlantic City where Ray attended a sales meet- 
y and Mari had a chance to visit with her mother 
New Y i reports a beneficial and successful 
eeting ve s wonderful flying weather both ways 
Hill P nd Stationery Company, Waco, Tex., 


Twelfth and Washington Sts., hav- 
809 Austin. This is one of Waco’s old- 
busine tablishments, originated in 1880. The 
the new location has made possible 


e€ ex] facilities in all departments. Several 
new presse other machine units have been in- 
alled i nting and lithographing plant, as well 
individu epartments featuring social stationery 

1 office f ture. Raymond B. Goddard is president, 


Scott Hill f president and H. Olenbush, second 


ry? 
ft Wit 


* > = 
Mr. and Mrs. R. A. (Dick) Buchanan, Stewart Office 
Supply C Dallas, Tex., announce the arrival 
f Cecelia Catherine on June 26. Mrs. Buchanan is 
e for? Mary Stewart. 
Corpu Book and Stationery Company, 
Corpus Ch! Tex., has moved into new quarters at 
07 N. Cha il St. from 415 N. Chaparral, marking 
he forty-fifth year on this street. The new location 
ffords mucl litional space and is completely air- 
nditions ith a beautifully lighted solid glass front 
Lester Gunst Tom Brown are the owners. 
: eo 
Seen sv ing in Austin’s 95-degree temperature 
ere C George Tarrant and Berger Manu- 
ny’s N. W. (Nob) Carson. 
It is witl eep sympathy we report the death on 
July 13 Lawrence J. (Larry) Pues, Joseph Dixon 
Crucible ( y’s representative for this territory 


figure along the trails of the trav- 
avil liv in New Orleans, La., for 20 years 
fore mov to Dallas in 1943 


efore n His genial personality 
wol host of friends who will miss his 
eque! 
oho se 
The Tex Travelers Wives Club of Dallas enter- 
ned no! isbands with a barbecue and picnic 
; . 


the country home of Mr. and Mrs. 
wife contributed her special dish 


De 


Gene Collins. Each 





d 22 cou s a couple of extra husbands (whose 
ives were f town) partook of these delicacies 
Mrs. Ed V. Jungbluth, president, and Mrs. Ward Silli- 
man, vice esident, acted as MC’s for the games, 
roup Sil ind stunts. The party was such an 
erwhelmi ess that a repeat performance has 
é eque 
OFFICE APPLIANCES, September, 1950 





Priced Right for Easy, Quick Selling 
at a Good Profit 


Every adult is a prospect for this file which provides 
a handy place to keep personal papers—insurance 
policies, receipts, leases, bonds, tax notices and im- 


portant letters. 


FILE No. 442 is made of heavy steel, in beautiful 
blue-grey Hammerloid finish. Equipped with letter- 
It’s 


easy to file and find papers in this file. There’s also 


size folders—alphabetical, monthly and blank. 
a place for addresses, telephone numbers, expenses, 
budgets, etc. For privacy, there's a key and strong 
lock that really 


Packed 6 to carton. 


boxed. 


closed. 


stays Individually 


BINDERS’ 
BOARD 
FILE 


No. 420 


Here's a neat style, 
similar the No. 
42, but lighter in 


Well made 


to last a long time, 


to 
weight. 


and covered with 


long wearing leath- 


erette. Comes with 





. 4 folders 


letter-size 
of 6 
maroon, blue, brown, green, ivory and black. 


Packed 3 to carton. 


alphabetical and monthly. Choice attractive 


colors: 


Write today for prices and discounts, 


also Catalog of complete Amfile line. 


AMBERG FILE & INDEX CO. 


Filing Specialties since 1868 
1608 DUANE BLVD. © KANKAKEE, 





ILLINOIS 
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WIN EITHER WAY 


WITH THIS NEW 





COMPLETE DICTATING - TRANSCRIBING 


a 

s SYSTEM $18950° 

ov-~_ 
vote For SONOGRAPH 
New Sonograph One- _— System 1OW lable 
to distributors and dea op ; nts. Only 
Sonograph ofters Ses tomatic features and 
this easy-to-sell price the | small office 
market. 
Eliminate Cost ot processing and replacing cylin 
ders or discs. Sonograph uses same wire over and over 
previous dictation is automatically et: when new 
one is made. One unit does everything, even records 
and plays back conferences and telephone conver 


sations. 


Dependable, Life-Like ena saves time 


. increases efficiency. Pre n engit 1 of finest 
materials, has latest electronic features found only in 
machines costing much more. Smartly styled cabinet 


furnishings. Light weight and 


harmonizes with office 
exceedingly portable 


Only Candidate With All These Qualifications 


transcribin 


Foot Control automatically back Built-In Speaker for 
spaces, stops, starts, rewinds t K 
Push Button Microphone provides 
stop-start flawless reproduction Output Jack tor earphone, auxiliar 
Synchronized Timing Meter has speaker 
split-second accuracy 
One Knob Control for simple To One Hour continuous dic 
operation, playback 
Up Approved by | lerw ers Lat ries 


Free! Tested “rnd Srcapceiapeas. and Sales Aids 


*Includes foot control, push-b nr r Plus F.E 


PENTRON 


Soustearn 


Wire 


Win with SonoGraph, 


Mail “Ballot” for Details 





THE PENTRON CORPORATION 
221-A East Cullerton St., Chicago 16, IIlinois 
O Distributor ( ) Dealer 
Name 
Firm 
Addre ss 
City Z § 
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NEWS NOTES FROM NSA DISTRICT NO. 4 
R. E. Hilburn, Correspondent 
We talked to Charlie Fincher a few days ago and 
found he was coming along fine but was still unable 
to get about like he wanted to. Charlie suffered a 
heart attack a few months ago at his post with P. K, 
Smith, St. Petersburg. He doesn’t feel that he will be 


able to go back with “P. K.,” as the job is too strenuous. 
Any time you boys are in Atlanta give Charlie a call. 
He will appreciate it very much. CR-5351 
. @ 6 

the beauteous secretary work- 
several weeks 
Don’t let it 
fame has 


Miss Edna Ellington, 
ing for Al Walker, Atlanta, has been out 
with, guess what—a fancy case of mumps 
you down Edna, Clifton Webb of movie 
too 


get 
‘em 
Ned Joyner of 
still laid up in 
as the result of an 
months ago 
injured, 


While we are in the “ailing” column, 
Joyner-Hogan Company, Nashville, 
and will be for about a year 
accident in Florida several 
his back. His wife and baby were 

now doing fine. 


* 


1S 
a cast, 
automobile 
which broke 
also, but are 

Have just learned of the passing of Hal B. Sanford of 
Sanford-Hall, Inc., Jacksonville 


* a 7 


Bill Cole suffered a heart attack the first part of 
July and was in the hospital for a couple of weeks but 
is now “at home” to his many friends. I tried to geta 
late bulletin for this issue but Bill couldn’t come to 
the phone and Mrs. Cole was out. A card would be 
appreciated, so get it off pronto to 1112 Springdale 
Rd., N.E., Atlanta 

* 

Walter Boren, Long Office Supply Company, Miami, 
was in Atlanta a few days ago on his way to Jim 
Cooper’s “retreat” on Lake Burton. (Wonder what you 
have to do, besides be a buyer, to get an invite to said 
retreat?). When last seen, Walter was being given a 


personally conducted tour through Ivan Allen-Mar- 
shalls by Mr. Buice and Charlie Hucke. 

James J. Flott, Jr., and wife were in Atlanta the same 
time as Walter, headed for the same “retreat Jim is 
a member of the firm of Hanson-Flott Company, New 
Orleans (I think). It seems that Jim was pitching 
some kind of an anniversary party 

Alton Boyd, Boyd Printing Company, Panama City, 
Fla., is in the process of doubling his floor space. He 
is building a new printing plant in the rear of his 
present store and will utilize the space now occupied 
by presses for additional, store and office space. The 
store has a new picture window front, too 

* > = 

A recent social event of particular interest to us in 
the fourth district is the marriage of “the old hold- 
out,” Gibbes Chesnut, Chesnut Office Equipment Com- 
pany, Gainesville, Fla. The happy event took place on 
July 25 and the lucky bride is the former Mrs. Annie 
Moore Dunlap. Gibbes really “threw the works’’—big 
church wedding, reception and several parties. The 


event rated a bit over a full column in the local paper. 
The only honored guest I could locate was Adolph 
(Cookie) Maleck, the pencil mogul 


. - * 


Bumped into Al Lampkin and wife having lunch at 


the Piedmont Hotel recently. Al is having a lot of 
trouble with his throat, being able to talk only in a 
whisper. That is probably nice for the “Mrs.’, but 
rough on Al. Best of luck, Al—hurry up and get well 
—— 
AUDOGRAPH APPOINTS R. A. NERRIE 
Walter E. Ditmars, president of the Gray Manufac- 


turing Company, recently announced the appointment 
of Ralph A. Nerrie as assistant general manager of the 
1950 
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USED MONROE CALCULATORS 






Here’s your chance for 
quick sales at a good 
profit. We are ready to 
fill at once almost any 
requirements for Monroe 
Adding-Calculators. 
Such popular and quick- 
selling Monroe models 
as K, KA, MA, and LA are 
available in reasonable 
quantities, both select 
rough and rebuilt; 
shipments guaranteed. 


Write for further information 
stating your needs. 


a @) 





CALCULATOR EQUIPMENT CORP. 


Orange, New Jersey, U.S.A. 











NEW...CORRECT ANGLE 
NON-SLIP RUBBER PHONE HOLDER 


LONGER LENGTH 


Rests on shoulder .. . 


Eliminates 
phone fatigue and 
neck kink . . . 


Will not mark fabrics 


GIVES YOU AN 
EXTRA ARM 


—_-—-+ 


MAKES PHONING 





A PLEASURE 
A Proven Fast Seller 9 
Individually boxed 8c 
Easels . . . literature furnished. 


Send for circular and price list. 


CHICAGO SPECIALTIES MFG. CO. 


2634 N. Laramie Chicago 39, Ill. 








COULUNTAL CARBON COMPANY 


5150 Church St., Skokic, II! 


ating Mat 


° Telephon Skok 4490 





OFFICE APPLIANCES, September, 1950 








?LATES 
3E-LOCK 
AACHINES 

» DEVICES 
UMBERING 
» DRI-FLO 
OCK TYPE 
S « NAME 


NUMBERING MACHINES 


BASE-LOCK TYPE °* 


MACHINES « NA/B A 


An all-purpose numbering 
machine. Has automatic 
three movement action: 
consecutive, duplicate, repeat. 
Write for catalog “E” 

on complete line. 





1875 1950 
Three quarters of ex - 
o century $ service 


aw LG 
WM.A. FORCE & COMPANY Og 
a ae . | oy” 
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RETAIL PRICE 
$995 


ITH 
BOXED W 


SPARKLING CHROME 
WITH 
COLORFUL PLASTIC 
BARREL 


DUD =FAST 
POCKET STAPLER 


Here is modern stapling convenience at 
its best. A beautiful pen-size stapler the 
business man can take with him. Perfect 
for desk use, too. Makes a distinctive 
gift. 

Write today for information on dis- 
counts and free dealer aids. 


The FASTENER CORPORATION 


858 Fletcher St. 





Chicago 14, Illinois 


—S 
BOSTON Model 
KS 


——— ee 
aa onl aig 
SSSS=S= 


All the famous BOSTON features in a completely 
all metal modern design 

Dial selector for 8 pencil size 

BOSTON twin milling 15 edge cutters 

All metal, nickel-plated receptacle 

Stream-lined, heavier stand for greater strength 

Write for Catalog 

C. HOWARD HUNT PEN CO., CAMDEN, N. J. 





Also manufacturers of Soeedb 
VWtr. Boston 
Spreep CuTTEeR 


rom @MAUAR | 




















Bro PENCIL SHARPENERS 
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SILENT, BUT JUST AS EFFECTIVE, 

NU-VIZ SIGNALS CALL 

FOR ACTION ON VISIBLE 
RECORD SYSTEMS. 








SIGNALS 
and MAPTACKS 





GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 











CHECKWRITER 
PROFITS 


BOOSTED 


BY SALES AIDS Th 
SUPPLIED DEALERS Jem 


Hall-Welter not only builds the 
best checkwriters sold, but they are 
| equipped by 35 years experience to 
show dealers how to make sales and 
get a profitable volume in this spe- 
cialized field. The “Speedrite Al- 
bum of Evidence,” a dramatic sales 
closing tool, proves the dangers of 
using unprotected checks. It is only 
one of the direct practical aids we 
supply dealers. Ask us how we can 
help you sell “Speedrites’’ to your 
customers. 


ADDRESS. 40 MT. HOPE AVENUE 
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Aud iny of New York. The company is | 
e New ¥ tributor for Gray 
Mr. Nerris had 17 years’ experience in the dicta- 

field. He will be in charge of sales 
netropolitan area 
—-_ ¢ 


PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 


than $30,000 in school paper sup- 

vere tly made for the new school year by 

Tac 01 Board at Tacoma, Wash., just a 

hea five per cent increase in prices. The 

hool pape ply contracts were given to J. K 

Gill & C Blake, Moffitt & Towne, and the 
Standard P Company of Tacoma 


G. E. Nelson, nager at Seattle, Wash., of Reming- 
Ran I 1910 Fourth Ave., Seattle, Wash., was 
ently « to the Seattle Chamber of Commerce 


I e Seattle Chamber of Commerce for 
le new yt eginning in September, will be led by 
Thomas M. Pelly as president. He is also head of the 
ionee! ry and printing house of Lowman & 
Hanford ( ny, Seattle 


On the lids, the West Coast Chair Company, 
thwest ¢ r Company, and Westwood Furniture 
Company of 7 ma, Wash., were given contracts for 
y desk hairs in the new school buildings of 
Tacoma ting to $33,000 for such school supplies 


The. J. K. ¢ Company, Portland, Ore., held its an- 
u i fiesta for employees at Blue Lake 
I . n a sunny Saturday in late July 
Enterta iring the course of this annual picnic 
ed at events, music, and a baseball game 
°—> « 
z MELVILLE G. WHEELER ORGANIZES 
; SIGHT-LIGHT DISTRIBUTION FIRM 
Melville G. Wheeler of M. G. Wheeler Company, Inc., 
2-28 W. | Ave., Greenwich, Conn., announced 
\ Lugust formation of the Sight-Light division 
\- 








The Marking Pencil that 
writes on EVERYTHING! 


Y WOOD VY ENAMEL VY RUBBER 
Y METAL Y CELLOPHANE CANVAS 
Y GLASS Y OILCLOTH Y CARDBOARD 
Y PORCELAIN Y LINOLEUM /Y OILED PAPER 
Y PLASTICS V¥ CORK VY LEATHER 








USED BY STORES, FACTORIES, OFFICES, HOMES 





MELVILLE G. WHEELER 





exclusive nation-wide sales and THE BEST ADVERTISED, EXTRA HEAVY LEADS 
roducts of the Sight-Light Corpo- BIGGEST SELLING MARKING | THAT DON'T BREAK 
Con <XEEEE) in GO COLORS 





PENCIL IN THE WORLD vese- 


v tl ncement, Mr. Wheeler has issued a RED 
re which tells of the advantages of BLACK 
na the smartest thing in sup FAST TURN-OVER MEANS GREEN 
BROWN 
BIG PROFITS FOR YOU YELLOW 








LINOTYPE BUYS DAVIDSON 


in the Davidson Manufacturins An EXTRA sleeve in every box of leads 


genthaler Linotype Company, ac 


Co ipa producer of rotary offset duplica 
ema nes GRE SE. te eee LISTO PENCIL CORPORATION, Alameda, California 
: Reed, president of the Linotype LISTO PRODUCTS, LTD., Vancouver, B. C., Canada 
all 
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NEW av 


Ditferem’: 


t SELLS 
HEAVIER 
2 Tube Types 


+ A display tha 
+ A Lamp 66% 
* In BOTH 1 and 


Introducing! j 


Lifetime finish, 


Weighted to 
Stay put 


NEW 95 
$ * 


FLUORESCENT or 





NEVER BEFORE a Fluorescent Desk Lamp in 


both 1 tube and 2 tube types with so powerful a display 
FREE!* and so much sales power. Its striking design 
dramatized in this display attracts attention. Its unusual 
weight sells it. Volume priced in both types. 2 miracle 
High Bake finishes—unusually durable 


No. 642 Hammerloid Bronze K 

No. 643 Hammerloid Gras I | 
No. 634 Hammerloid Bronze Retai 
No. 636 Hammerloid Gray I ] 


*Display free with initial orde 


DE LUXE 2 TUBE 


with ADJUSTABLE 
SHADE brushed _ brass 
arms in beautiful TWO 
TONE effect with silver 


gray or rich bronze ham- 
merloid finishes or statuary 
plated finish. 

No. 646 Hammerloid Bror 

No. 647 Hammerloid Gray $14.95 I 

No. 648 Plated Statuary Br Retail 


BE SAFE-- ORDER TODAY 





was 


eS! SE Se 
a 


—s 


wit Say ) a % 
igi je Amys 
{ 


SINCE 
— MFG. CORP., ELWOOD, INDIANA 





RS ten 
CENeray Commend’ arrest! 


GENERAL LAMPS MFG. CORP., ELWOOD, IND. 
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IN OTHER LANDS 
(Continued from page 56 


& Cia., Ltda., Sao Paulo, acts as exclusive distributor 
in Brazil for G. J. Aigner Company, Sanford Ink Com- 
pany, Joseph Dixon Crucible Company, Masterpiece 
Studios and Moore Pen Company Mr. and Mrs 
Schmied and son Karl favored OFFIcE APPLIANCES with 


a brief visit last February 15 


*—->« 


NEWS NOTES FROM AUSTRALIA 


W. Beecham, Correspondent 


At a recent science exhibition held at the University 
of Western Australia several office machines were on 
display. One was a British magnetic-electronic dictat- 
ing machine, exhibited by Atkins (W.A.) Ltd.; another 
was a time recorder exhibited by Wyper Howard Ltd.: 
a third was an electric time system and a fourth an- 
other British dictation machine. The exhibits attract- 
ed a deal of attention 

Edwards Dunlop & Company, Ltd., wholesale station- 
ers and suppliers of office equipment and necessities 
reports a net profit of £64,454 for the financial year 
May 1, 1949, to April 30, 1950, compared with the 
£52,462 of the previous 12 months and the £48,100 of 
1947-48. A dividend of ten per cent is being supple- 
mented by a bonus of 11% per cent. Directors report 
that a very important change has occurred in the 
paper market since June, 1949. “The market then was 
overloaded with writing paper bought at fairly high 
prices and was suffering from a sharp fall in leading 
Scandinavian lines. But towards the end of the year 
overseas prices rose and further advances took place 
in February and March, 1950. The demand was stimu- 
lated. But the top of the market has not yet been 
reached.” 

Application 137,202 has been made by the Gray Man- 
ufacturing Company of New South Wales for an Aus- 
tralian patent for a portable dictating phonograph 


Details are: “In a portable dictating machine the rec- 
ord disc is driven by friction rollers, the latter being 
connected through an idler pulley combination and 


belt to an electric motor. The record is impaled on 
the fluted member of the spindle which carries a worm 
meshing with a worm wheel on a threaded shaft that 
in turn is engaged by a worm wheel mounted friction 
tight in a block. On the threaded shaft the carriage 
for the record spindle is mounted, so that a rotation 
of the record transverse movement of the latter en- 
The friction roller supported on tiltable yoke is 
brought into contact with the record by de-energizing 
an electro-magnet, the armature of which is connected 
yoke. Back-spacing is possible by manually 
turning wheel which is connected to the stylus car- 
riage through a cord passing over a pulley. The 
recorder-reproducer unit has a separate stylus for 
each of the two functions, selectivity brought into 
contact with the disc depending on the position of a 
i 


sues 


O ne 


cam-actuating still-position manual leave 
Among the new firms registered recently was the 


Halda Typewriter Agency, proprietor R. W. Edwards, 


671 Hay St., Perth 


The South Australian Government Statistician re- 
ports that during the ten months ended April 30 
1950, imports of stationery and so 
were valued at £320,492, « 
£235,735 of the 10 months to April 30, 1949 


* . 


‘compared with the 


» ae 


J. F. Wright, vice-president of the New Zealand Bu- 
reau of Importers “The decision of the govern- 
ment to set up an import advisory committee and to 
relax import controls is a good move towards freeing 


trade from rnmental control 


says 


POVE 
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FOAM RUBBER 
CHAIR CUSHIONS 


“Perfect” 
FEATURING 


GOODYEAR AIRFOAM 
IN 

De Luxe 

EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


FOAM RUBBER 
“Perfect” CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7" «x 16°—15" x 17"—14," 
x 15". 





Write for New illustrated Folder 
Giving Complete information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 Philadelphia 24, Pa. 








truly! a classic in leather 








e to produce this « italog Case 


We s 
‘ 
' 1 } 
ind t ! ld 


setected e Sac 


stitching 
rd steel frame and 





Write today for complete catalog and price list 


_ NORTHWEST LEATHER GOODS CO. 


| 711 W. Lake St. Chicago 6, III. 
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Unlimited Merchandising And Sales Possibilities 











\ really new Carbon Paper .. . with a “color- 
guide” feature ... that can be a highly profitable 
item for the dealer! Write for details and samples. 


(reneral Oflices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1595 


i in in i a 


@ A Glass Smooth Plastic Fibre Board 
@ Vice-like Spring Holds Papers Securely 
@® Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No Size No Size 

200 6%"x11” 205 9” x15%” 
203 6” x 9” 206 - war 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and tatest price [ist 


WooDALL [NDUSTRIES [NC. 





3500 OAKTON ST. SKOKIE, ILL. 


Chicago Telephone CO 77-2600 
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(se 7 were 
UES) THE,COMPLETE LINE 
INSURES MORE SALES 


SYSTEM \ 


ee a 





PROFITS come from SALES 


ales and profits by adding to 
This un 


Increase your $s 
your fast selling Ideal System Line 
excelled line of Simplified Bookkeeping and 
Tax Records with its many 
tures, now includes Daily Sales and Income 
Distribution Records, Simplified Weekly Sys 
tems, Appointment Books, Guest Register 
Order Records, Household and Personal Bud 
get Books and many others that are found to 


be fast sellers 


IDEAL ENJOYS YEAR-ROUND SALES 


Because Ideal Systems can be started any time 
of the year, are simple and easy to keep and 
require no bookkeeping experience, you will 


exclusive fea 


enjoy year-round sales 


PRICES: 50c $1.00 $2.00 $3.50 $5.00 $7.50 


FOR EVERY BUSINESS, 
PROFESSION, HOME, 


FARM AND RANCH... 


Write today for catalog and select the books 
—- ted f your trade 
, i. on ; ’ 
. | em | 
* 
‘ OTHS ¢ € ¢ 
. Immediate from LOS ANGELES or 


YORK and wl sale st 






wancractunres The IDEAL SYSTEM (ompany 
Over 25 yeors of Notion-Wide Service ‘ 
346 SO. FLOWER ST., LOS ANGELES 13, CALIF. 6 CHURCH ST., NEW YORK 6, N.Y 





a; )) ~ 


WIRE CO. 


CUT 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


SoZ I MVE 


PITTSBURGH 











td 


Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 














TRIANGLES 


Quality Engineered -- from 


the Big C-THRU Selection of 
Drawing and Ruling Devices 








CLEAR TRIANGLE—with finger 
lift of sturdy transparent plas- 
tic, acrylic and vinyl. 4 to 18 
inches. 






i Bas 


TRA URRA RR ARURRA ARAN RAR ANNE ANNAN 


















CALIBRATED TRIANGLE — 
Complete many tasks without 


ADJUSTABLE TRIANGLE — Per- 
mits tracing any angle from 


0° to 90°. Has many uses stopping to change instruments. 


SEND FOR COMPLETE C-THRU CATALOG 


RULERS - TRIABGLES + BAVIGATIONAL (ESTROMERTS - STERCILS - PROTRACTORS - OTSER DEVICES 


CTA iki 


Galt Bnpany 


HARTFORD, CONN., U. S. A. 





OFFICE APPLIANCES, September, 1950 





PASSED 


IRVING S. GROMBACHER 
1} rrombacher, 47, president of Royal Metal 
M ifa Company, 175 N. Michigan Ave., Chi- 
r0O, di W lay night, August 2, in Jamestown 
i. oa Orel ef illness. Death was due to a cerebral 
hemorrh Mr. Grombacher was stricken a week 
business trip. The family home is 
9343 S. H ilton Ave., Chicago 
Mr. G her joined the Royal Metal organiza- 
] first purchasing agent. He rose rap- 
and was elected president in July 
in the furniture business, he is 


f 





, LATE IRVING GROMBACHER 


lating the sales policy which has 

a major factor in the metal furni- 

ire fiel mpany he headed operates plants in 
Michiga Ind., Los Angeles, New York and 


Mr. G was a member of the Standard 
try Club, Quartermaster Associa- 
ustee of the Joseph Research Foun 
tment oI cance! 
e widow, Mrs. Emily Grombacher; a 
Erwi two brothers, Julian and Louis Grom- 
her. Jul mbacher is vice-president of Royal 
Metal of ¢ ia and of Hudson Beauty Furniture 


FREDERIC C. BRADEN 
Frederi Braden, owner of the Pacific Printers 
Supply y, Seattle, Wash., where he had been 
Le eld for many years, died late in July 


/ it a Seatt natorium after a long illness. He was 
67 veal Born in Bognor, England, he came to 

Seattle v was one year old, had lived there 66 

re th the turn of the present year after 

full | tury in the printers’ supply business 


Besids dow. Crystal. he leaves two sons 
I Ralph W. Braden, and four grandchil- 
tle, Wash.—CMI 
, ’ 


7 
=< -< -< 
4 4 4 


HARRY L. MORGAN 
an, 69, founder of Harry L. Morgan 
High St., Columbus, Ohio, suppliers 
é e, died July 18 at his home in that 
Hanover College, Mr. Morgan was 
st f esi i chairman of the board of the firm 
; le ¥ er of the University Club and the 

I Yacht Club 

I and son, James T., both of 


CHARLES F. ROTH 
66, president of the C. F. Roth Sales 
rniture firm at 173 W. Lake St 
3 in his home at 9530 S. Oakle y 
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ROWLAES | 


Sclrool Equipment 








Big Volume with Little Effort! 





SCHOOL EQUIPMENT SALES 


Yes, there’s big volume, lots of orders and rich profits when 
your SCHOOL EQUIPMENT SALES start rolling in. There's 
plenty of repeat business, tox ionth after month, year 
iiter year 

But, that’s not all! Schools are big users of all kinds of 
stationery products. When you start selling SCHOOL 
EQUIPMENT to the rich school market, you open the door 
to an even bigger sales volume on the many hundreds of 
other items in your line. 


Don't let another day go by! Start now! Get your share 
of this business with ROWLES SCHOOL EQUIPMENT, the 


choice of school buyers for more than 50 years. 





LEARN THE FULL DETAILS, NOW 


leadership quality 
popularity. 


EUS. A ROWULES CO. 


ARLIBGTOR BHEIGHTS VAL LABONS 
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Prescribe KiL- KLATTER 
for ADDED PROFITS 


HOW TO CUT DOWN ON 
OFFICE HEADACHES ! 





@ The use of Kil-Klatter typ 
s about the simplest 
wn on those office 


errors, careless 


writer pads i 
way to cut do 
noises that cause 
ness and headaches. 





ck and deaden the 


© Absorb the sho 
sound of typ'"s 


ITE felt, 
Made from genuine o2 
. a. dent-proof top and skid- 


proof bottom 
@ Fit many other office m 
ee 


AT YOUR STATIONER 


achines, too 


OR OFFICE SUPPLY DEALER 


hey 
—_oorr 


KIL-KLATIER 


vad 
tHE scremTipee rreewaite® 


A month-in and month-out advertising program is the 
KIL-KLATTER way of helping you to increased profits 
... and, in addition, valuable sales aids such as catalog 
cuts, two-color envelope stuffers, new spaper mats and 
counter cards are offered to you without cost. Order 
your stock of KIL-KLATTER vy pewriter pads and free 


sales aids today. 





AMERICAN HAIR and FELT CO. 


Dept. B-509, Merchandise Mart 
Chicago 54, Ill. - 
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Ave. He was formerly president of the Crocker Chair 
Company, Sheboygan, Wis. 
Surviving are the widow, 


Margaret: a daughter. 


Collete, and two sons, Harold and Charles F., Jr 
iy. db. ke 
a ‘ rl 


MILTON N. ELDRED 
Milton H. Eldred, 80, founder of the former Eldred’s. 
Inc., Lorain, Ohio, stationery and book store, died July 
19 at his home after a long illness. He opened the 

















THE LATE MILTON N. ELDRED 


Eldred store on March 17, 1889, and sold it last No- 
vember. It was Lorain’s first stationery Mr 
Eldred and his son, the late A. C., were co-owners of 
the business from 1926 until the died last year 
A daughter-in-law, Mrs. A. C. Eldred, and two grand- 
children, all of Lorain, survive.-—AK 


store 


son 


ok 
MRS. WILLIAM C. LIPNER 
On Sunday afternoon, July 30, Mrs. William C. Lip- 
ner, wife of the Chicago representative of the Koh-I- 
Noor Pencil Company, passed away suddenly. Services 
were held in Chicago and Toledo, Ohio. Burial was in 
Toledo 
—- 
HOUSTON FIRM OBSERVES TENTH YEAR 
The Atlas Office Supply & Printing Company, 1713-21 
McKinney Ave., Houston, Tex., recently observed its 
tenth anniversary. Established by John K. Stone in one 
room with less than 200 square feet of floor space in 
1940, the business was moved to 1713 McKinney in 1943 
and the printing department was added in 1944. Suc- 
cessive units have been taken up until the firm now 
utilizes 5,000 square feet of floor space —JHR 
—-> 






AWARDED UNDERWOOD PORTABLE—Jud Smith of the Los 
Angeles “Herald-Express” being awarded a new Underwood 
portable typewriter on a recent “Gentlemen of the Press” 
radio broadcast. Mr. Smith (left) is shown with Alfred Jensen. 
Los Angeles regional manager for Underwood Corporation. 


1950 


OFFICE APPLIANCES, September, 











TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 





—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST NEW YORK 13, N. Y 














Easy to Sell— Profitable to Handle 









A ready seller 
with 10” eye 
guide at 


$4575 


TAX EXTRA 











There a real demand for the RITE-LINE Copyholder because 
typist ke it. Saves eyestrain and promotes accuracy and speed 
nq columns of figures. Self-contained, all 
Requires no installation or service. 


especiaily oOpy 
meta me t, attractive 
hments for copying from wider sheets 

15” extension eye guide $1.10 

20 extension eye guide $1.25 
For fu 
RITE-LINE CORPORATION -~ 10725 [5th St., N.W., Washington 5, D. C. 


ws, discount, efc., write to 


RITE- “ERE copvaainall 


ne 3d. 





a an 
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NEV-R-KURL 


CARBON PAPER 














ALL CARBON PAPERS 
ARE NOT ALIKE... 


NEV-R-KURL carbon paper increases pro- 
duction and cuts costs—one box does the 
work of two boxes of ordinary carbon 
Some buyers in your town may say. 
“Carbon paper is carbon paper.” But, 
it isn't. Show Mr. Hard Boiled Buyer how 
NEV-R-KURL will work in his office. Have 
him compare it with the paper he is 
presently using. It won't tree, smudge, 
curl or wrinkle, and the plastic backing 
makes it non-slip so it doesn’t slide in the 
roller. He'll say, “We use NEV-R-KURL 
in all departments from now on, Mr 
Dealer!” 


PROCESS CO., 


INC. 


92 MILL ST., ROCHESTER, 14. N.Y 





For Reducing Mailing Costs 
New Dandy 


ENVELOPE SEALER 


Seals Up to 200 Envelopes a Minute 





Pays For Itself In Time and Money 
ANYONE CAN OPERATE 





SEALS PERFECTLY—NO EXCESS MOISTURE 
NO PARTS TO GET OUT OF ORDER 
PARTS MAY BE BOUGHT SEPARATELY 
DETACHABLE ENVELOPE RECEIVER 





LARGE OFFICES USE SEVERAL 
LIST PRICE $39.50 PLUS EXCISE TAX 


TAKE ADVANTAGE OF THE SERVICE AND THE SAVINGS 
OFFERED BY YOUR QUALIFIED WHOLESALER 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 GREENWICH ST. NEW YORK &, N. Y. 
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THE CLAROTYPE CO., 
261 Broadway, New York 7 





INC, 





4. D. JOSLAN wre. company 


MANISTEE 


Joslin Eclipse 


PRECISION TIME STAMP 






FOUR STAR 

SUPERIORITY 

*% 40 Hour Precision 
Clock Movement 


Jeweled Balance 
Clock Movement 


Joint Absorbs Shock 


One year guarantee 


* 
% Patented Universal 
* 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


MICHIGAN 

















OND vw awN = 





DUPLICATING INK 


Perfect Results 


No slip sheeting. Mini- 
mum penetration. 

No clogging of cylinder. 
No hardening of the pad. 
Does not destroy sten- 
cils. 

For open or closed cyl- 
inders. 

In any climate. 


. Black, sharp copy. 
. Stencils and hands easily 


cleansed with warm 
water. 


We Guarantee the special! 
features of CANODE 
Rapid Dry Ink as listed 


523 N. HALSTED STREET e 


above—. 


From the originators of 
homogenized duplicating 
inks comes an entirely 
new ink—nine years in 
the making. 


Available in 
POUND or HALF-POUND Cans 
Canode Rapid Dry is the latest 
addition to their regular line of 
Homogenized Inks 


Manufactured by 


INK SPECIALTIES COMPANY 


INCORPORATED 


CHICAGO 22, ILLINOIS 
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WRITE 
OR 
PHONE 
FOR 
COMPLETE 
DETAILS 
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desk calendars 
pads and stands 


Bere 





A quality line of stands and pads featur- 
ing all popular styles and sizes. All stands 
equipped with 4 


are made of metal and 
rubber feet. 

Calendar pads are _ lithographed—on 
high-grade bond paper with the date in 


red and the monthly calendar in black 
New facilities for fast, 2-color lithograph 
priniing enable us to give you the best 
in quality and prompt service 


STARK CALENDARS 


INCORPORATED 


PHONE 7557 
100-112 BISSELL STREET, JOLIET, ILL. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


A rect r in southern California was W. Miller 
Bennett, of the National Office Management 
Associat Los Angeles he met with the board of 
lirecto! e local chapter where he spoke on the 
thems I Future of the White Collar Worker and 
What the Association Can Do for Him.” 

Othe! estern cities visited prior to the Los 
Angele ere El Paso, Albuquerque, and Phoenix 

lif ‘ities on the tour included San Diego, 
Palo Alt i San Francisco 

At Palo A Mr. Bennett addressed the annual con- 
ferencs isiness executives held at Stanford Uni- 
versity ir-day event attended by 325 executives. 

Accon nyiz Mr. Bennett was Kenneth W. Moore, 
ice-presid: f the association. Mr. Bennett is con- 
roller of the Inland Container Corporation at Indian- 

i ir. Moore is vice-president of the Chicago 
Title ar frust Company 

In al ew in Los Angeles Mr. Bennett pointed 

lat National Office Management Association 

w |} ] hapters and a total membership of 
1,000. H ted that it is planned to make the entire 
membe! ilable to the government as a source 
from can draw trained office executives in 
ase of al emergency. The membership repre- 
ents a ross section of American industry, Mr 
Bennet ( and is capable of offering a major 
ervice intry 

Incide the International Conference and Busi- 

S} be held in San Francisco in 1952, it was 
pointed ou he Los Angeles meeting, if the interna- 
tional situati permits. Delegates will attend not only 
from the ited States and Canada but from several 
foreign ri All western chapters of the National 
Association are interested in this 

yming « and an effort will be made to make it 

itstand t only in attendance but also in the 

juality programs. Top business leaders will be 
ir major addresses 

The | Angeles meeting which Mr. Bennett ad- 
resse ld at the Roger Young Auditorium with 
Loring B. Winters, president of the Los Angeles Chap- 
ter of Business Management Association, 


4 * ‘ 
VUiTice iN men 


ré 


Ed R. Harrington, proprietor of the Pasadena Sta- 
Printing Company, 45 E. Colorado St.., 

vernor of the Fourteenth District of 
ati Stationers Association, reports that plans 
h ict meeting to be held at the Hotel 
1 Co San Diego May 16 and 17, are already 


Mr. H n, together with Russell W. Davis, pro- 
rie \ mbra Office Supply, Inc., 112 W. Main 
St., Alh ind president of the Stationers Associa- 
. California, and Blake Lockard, secre- 
iation, early in July met with dealers 

S formulate plans for the May meeting 


Harold Mann, executive secretary of the National 

Office M Dealers Association, with offices at 1267 

N. Wil Los Angeles, has announced that the 
ial Who’s Who, at this writing is 
ribution by the end of August 


40 E. Eighth St., Los Angeles, who 


inderwent surgery on one of his 
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irles Office Equipment 


CARBON 
PAPERS 


= 


TYPEWRITER * BILLING * FANFOLD 
PENCIL * CARBON JACKETS * REGISTER ROLLS 


INKED RIBBONS 
TYPEWRITER * TABULATING * ADDRESSOGRAPH 
TIME STAMP * BOOKKEEPING MACH. * ADDING MACH. 


HECTOGRAPH SUPPLIES 
CARBONS * MASTER UNITS * RIBBONS * DUPLICATING 
FLUID * HAND-CLEAN CREAM * CORRECTION PENCILS 


Welcome to the 44th 
NATIONAL STATIONERS CONVENTION 


Stevens Hotel © September 24th to 28th 


be sure to visit .. . 


CODO Booth No. 116 








elle Vite), Mic) ii i11 m7 ie 4), cme iia 
A patented Codo feature included in each Box of “Super- 


Treated” — “Super-Kote” — “Keen-Rite” not for sale 


Factory: Coraopolis, Pa. 


270 Lafayette St 
New York 12, N.Y 


564 W. Monroe St. 
Chicago 6, tl. 


401 Wood St 
Pittsburgh 22, Pa. 
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No. 10 
SERIES 


OFFICE 


AND BOND 
Bored 






__ fast selling OFFICE and 
UTILITY Boxes 


AT THE N.S.A. CONVENTION 
VISIT OUR DISPLAY 







BOOTH NO. 553 HOTEL STEVENS 


10 SERIES 


© 
os 


NEW OFFICE BOX ®@® NO. 
SIZE: 112 x 6 x 2%" 


Fits the shallow desk drower 





hammered silver finish 
ction A 


h mode 


Heavy Gouge stee! 
One piece seamless constru 
features and refinements 
23 Series such o sales success. 


the 
the 


wh 





4 STYLES 
I ta iclaal ssi dicscmewesin key lock, no tray 
Eee key lock, with steel tray 
> een combination lock, no tray 
|: eee combination lock, with steel tray 


23 SERIES @ CASH AND UTILITY BOXES 
SIZE: 11'2 x 6 x 438” 








tere key lock, no tray 
Sr key lock, with steel tray 
a combination lock, no tray 
|: ars combination lock, with steel tray 
The 10 Series and the 23 Series give you the demand items in this type 


of steel box. Stock them and display them to get the fullest profit return 
from this department of your business. c 


WRITE FOR ILLUSTRATED CATALOG 


CAN COMPAN 


2415 WEST 19TH ST. 
CHICAGO 





For Export: Frazar & Co., 50 Church Street, New York Fo Wie Ve 
Cable Address ''FRAZER'' New York 
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eyes due to a detached retina, recently had to return 


to the hospital for some minor repair work on the 
eye following a hemorrhage. Mr. Charles is now at 
home and recovering nicely from the operation. Mrs. 


Charles is also recovering from a recent serious illness 
Ralph D. Moore, son-in-law of Mr. and Mrs. Charles, 
is in charge of the office and warehouse during Mr. 
Charles’ absence 

7 * * 

A dinner meeting of the Southern California Office 
Furniture Association was held August 7 at the Roger 
Young Auditorium, Los Angeles. Art Willis, proprietor 
of the Atlas Desk and Safe Company, 260 S. Los Angeles 
St., the president, presided. The meeting was wholly 
devoted to business and discussion of the rapidly 
changing business conditions of today brought about 


by the Korean war 


. * . 

Claude C. Webber has sold his property at 200 Lex- 
ington Ave., Glendale, where he opened an office 
equipment store December 1 of last year. The sale was 
made to the Pacific Telephone and Telegraph Com- 
pany 

Mr. Webber has moved to temporary quarters at 246 
S. Brand Blvd. Plans for a new building have been 
delayed, due to the Korean war situation but, if condi- 
tions permit new building will be erected later by 
Mr. Webber 

Mr. Webber, who is one of southern California’s pio- 
office equipment dealers, is assisted by his son, 


a 


nee! 
Richard 
a as . 

The following is an excerpt from the Wilshire Press, 
a Los Angeles newspaper, concerning David A. Hendler, 
typewriter dealer in the Wilshire district: 

Proud to be an American now, David A. Hendler, 
co-owner of the Wilshire Typewriter Company, 147 S. 
Western Ave., belonged to one of the original armies 
marshalled against the sweep of the Bolsheviks in 1920 

‘Mr. Hendler was born in Georgia, Russia, and was 


attached to the small army of that republic which 
opposed the communists. After a desperate fight he 
escaped on the last boat leaving from Batum, made 


his way to Istanbul, Turkey, and eventually to the 
United States 

“In New York he worked his way through college, 
taking up accounting in night school. He held jobs 


with several New York banks before coming to Cali- 
fornia in 1930 
“Mr. Hendler was associated with the Security Desk 


and Safe Company in Los Angeles for ten years before 
he struck out for himself in the office furniture and 
typewriter business. Taking a chance, he began with 
a total capital of $750.00, and now has a thriving 
business, employing two mechanics 

‘A member of the Wilshire Chamber of Commerce, 
Mr. Hendler is also a sustaining member of the YMCA 
He is president of the Hematology Research Founda- 
tion which conducts medical research at Cedars of 
Lebanon Hospital on the origin of leukemia, a disease 
which particularly attacks children.” 

= . * 

Russell Bassett, West Coast salesman for the Hunt- 

ing-Roberts Company, 2223 E. 37th St., Los Angeles, at 


this writing is vacationing in Kendallville, Ind. He is 
also visiting eastern office furniture factories 

The Hunting-Roberts Company has recently com- 
pleted a new showroom. A new classroom has also 


been set up where two and three day classes for dealer 


salesmen are held 


. > . 
G. G. Ralls, district manager for the Royal Type- 
writer Company, 1034 S. Broadway, Los Angeles, and 


Mrs. Ralls spent a two weeks’ vacation at the Rancho 


Santa Fe near San Diego. Mr. Ralls visited New York 
Chicago and other eastern offices in June 
> > 
A. B. Hoppe, assistant manager at Royal, reports the 


transfer of W. W. Hayden from the Chicago office to 


OFFICE APPLIANCES, September, 1950 





woopD 
§ D CHECK 
RACKS 


THE TRADEMARK OF QUALITY 













Made of highly fin- 
ished laminated 
Built for 


beauty as well as 


wood. 





practicability. 
Holds checks in 


positive align- 


” ast sue {5 


asa 
unerwe NaTHW As 





ment. 


Oak & Walnut 
Finish 
Suggested 


Resale 
$5.00 Each 





Write for Catalog 








HAIR MATS—DESK TRAYS—ARCH BOARDS— 
CLIP BOARDS—BLACK BOARDS—ARM RESTS 


STEMPEL manuracturine COMPANY 


2830 Roberta Street Dallas 16, Texas 











JUST IMAGINE / 


One Refill - One Inventory 


To Fit All of These 
Ball Point Pens: 


Eversharp Reporter 
Kimberly 
— 3) 


Nlaltehaits 


Waterman 
atom tell 
Eversharp C.A 
Fisher 


ee 
7 
a 
te 
@ Fineline 
* 
os 
& 
aw 





The NEW FISHER (Universal 
Type) Durilium Point Refill 
will fit all of the above pens 
ond many more. 

Write for Sample Display 
Card of 20 Refills to be sent 


FISHER REFILL FOR 
Col BALL POINT PENS 
& on Approval. 


FISHER PEN COMPAN 


757 WAVELAND AVENUE 
CHICAGO 13, ILLINOIS 
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Alear ALL 


PURPOSE FLUORESCENT 
~ 
LAMP THAT GOES. 





EVERYWHERE 


Y, 





si 
>») 





(hese THE NEW Four 5 HERE NOW! (rmene 


= 


4 

\ 

| = 
\\ 


The lamp of a thousand uses. 

Only her has the patented sip. ee 
Lia double-spring device for giv- 
= A) ing finger tip flexibility. 





GENERAL MODEL 
$1350 

L—— UL. approved materials .. . 0 lighe 13 
2 Light 1675 


bronze, grey and green oven- 
<) . fired enamel finishes. 


om ‘ DESK MODEL (7>y 
_ Puts light where you want it, |2tighh %225° _ 


«2 \ home, industry or institution. 


once | 
oni 1S watt fluorescent tubes packed 


in lamps, available extra. 


FLOOR MODEL 


=> 2iigh 24% 


ac onty 





Standard Dealer Discount 








FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. ° CHICAGO 24, ILL. 


your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 




















We have broken all precedent with the 
acture and production of a dealer file 


—_ andle a complete line of 


and display unit to h 
CLEARTYPE MAPS. 
Ask for details 


ynit, help you to advertise an 


to YOU. 


about how we install this 
d bring PROFITS 








Reply Dept. A-1 
AMERICAN MAP COMPANY, INC. 








16 East 42 St. NLY. 17, NLY. 
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MODEL 


THREE bar se: 
SAFEGUARDS. Wad 


to A 





10 
your 





Health . 
and 


/ 
Wealth = 





VENTILATORS 





A. Safeguard instant Checkwriters with Security Lock prevent 
unauthorized use and afford you complete bank account 
protection. 

B. Room Humidifier automatically maintains proper degree of 
humidity, cuts down absenteeism due to colds — reduces 
fuel bills. Designed for home. office or factory 


C. Air In Window Ventilator permits a continuous change of 


air in Winter or Summer. Rain ard snow cannot blow or 
splash through ventilator. Designed for home, office or 
factory 


WRITE FOR ADDITIONAL INFORMATION 


Safeguard Corp. anspate, pa. 


Safeguard International—3312 Lancaster Ave., Philo. 4 








Evor Woman Jhulls. to 
NEO-SEAL PROTECTO Features! 


PROTECTO PLASTIC CUFFS EXTRA BEAUTY, 
Neat, close-fitting, with wrist snap PROTECTION, 


on. Air vents for extra com 


fort. .008 Gauge clear pias COMFORT 


tic. Colored trim 






; Every office woman, from 
SNAP-ON secretary to charwoman, will 
. cng on be delighted with PRO 
or opens in a jif- TECTO's. Pure Virgin Viny! 
fy. Extra-comfort Plastics give all-around full 
air vents 00g | Protection Heat and cold 
Gauge clear pias- Proof. No laundering— 
tic. Colored trim. | WiPes clean with damp 


oth 





SLIP-ON—roomy 
comfortable, elas- PROTECTO 


tic wrist - fitting 
No sag or slip PLASTIC 


Extra-comfort air 


vents. 004 Gauge “DITTO” 
» clear plastic Col APRONS 


ored trim. 





Complete cov- 
PROTECTO’S GIVE... pceent for Ditto 


Real Protection—Prevent Wear and Soil and duplica- 
tor operators. \: 


of Blouse, Shirt and Coat Sleeves Clea~as 

plastic 

Tie-belt \ 
~ PROTECTO PLASTIC MITTS, -oomy Yo 
> A real boon for the office worker | pocket. One 
‘S \ —dust and dirt completely barred. | size adjusts 
Flexible free hand and fin-| to fit any- 
movement Gauntlet- | one May 
type for! be imprint- 
added pro ed with firm 
tection name at 
Clear plas- sme ost 
tic. One size 


fits 3!|| ORDER YOUR 














: NEEDS—NOW! 
ROBERT MANUFACTURING CO. 
3761 N. Racine Ave NEO-SEAL) Dept. 0-9 Chicago 13, Illinois 

















Model No. 203 List $4.95 


A popular seller because the ball is 1042" 
in diameter, 33’. in circumference. Fits 
well on a small table, desk or stand. 


The map is detailed but easy to read. The 
colors are beautiful and decorative. Brass 
finished semi-meridian. 


There Are 53 Other Models in Our Catalog No. 59 


THE GEORGE F. CRAM 
COMPANY, INC. 


730 E. WASHINGTON ST 
INDIANAPOLIS 7, INDIANA 








STREAMLINED FOR GREATER EFFICIENCY 
THE 


DRI-KWIK 


STAMP PAD 






SPECIAL FEATURES 
OF STAMP PAD BOX: 


1. Cellophane wrapping insures freshness of Pad—your guar 


antee of a new stamp pad. 


Sizes No. 1 (234"x444") and No. 2 (314"x6'4"), the mos 
popular sizes, have redesigned boxes 

Rolled edges and round corners prevent pad cover from 
jamming 

Extended lip on the cover for fingertip control in opening 
Insert bond keeps inside of your pad clean 


SPECIAL FEATURES OF DRI-KWIK INK: 


l Odorless 
Instant drying when stamped, ink remains moist in the 
pad when not in use 
Brilliant five colors, Red Black, Violet Blue, Greer 


For Performance, Style and Your Satisfaction 
Order Dri-Kwik Stamp Pads and Inks Today 


FULTON Marking Equipment Co. 


82 Fulton Street Elizabeth 1, New Jersey 
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the latter part of May 
vernment and commercial 
Mr. Hop} said 


Mr. Hay- 
accounts. 


e | \ es office 


that business was in high gear, 
ven bef e war situation arose, and that May and 
ne we h excellent months 
Che holesale warehouse which was opened 
mer by the California Typewriter Ex- 
W. Second St., is said to be one of the 
rgest t modern typewriter establishments of 
Kil e United States. It affords five times 
re st rea than the former building at 325 
i Se 
The ge ffices of the firm have also been moved 
the ing. Harold Pettit is in charge of the 
ew qu The 543 S. Spring St. location is being 
etalne etall store 


. <a 
Ralph Maneval, 


r the ¢ State 


‘hairman of the publicity committee 
Travelers Club, and West Coast 
A. W. Faber-Castell Pencil Company, 
planning to attend the National Sta- 


Le tion convention to be held at the Ste- 
é H Chicago, September 24-28. Several Cali- 
travelers are also making tentative 

i the convention 
The G State Travelers Club now has a mem- 
80, according to Mr. Maneval. Lunch- 
re held each Monday at the Rosslyn 


I es for Mrs. Jessie Josephine Booth, 81 
Amos Booth, early-day Los Angeles book and 
ler, were conducted August 4 Mrs 
I t] ided at 202 S. Oxford Ave., leaves a 
Mrs. Frank Silver, and a niece, Miss Mable 
s00th 
Norbert I Mayer, proprietor of the West Coast 
te 643 S. San Pedro St., Los Angeles 
re already shortages in portables and 
é iachines, and that though the average 
le tocked at the present time, he is finding 
fficult to get 
Carl W Dri per, head of the Carl W. Draper Com- 
i Angeles St., spent two weeks in August 
in the Northwest. Stops included 
Port! Seattle. In Seattle he held conferences 
th R. P Dick) Vaughan, general manager of the 
Phe an Office Machines Company was 
ne July at 1225 S. Olive Los Angeles 
are A. Rubenstein and Irving Saver 
k City 
Mr. | prior to coming to California, was 
bins and Company, 589 Broadway 
Y [r. Saver was proprietor of the Han 
ment Company, 120 Greenwood St 
3 nany years experience in the office 
idress delivered by Hugh L. Clary, 
Multiplier Corporation, San Gabriel, 
er anniversary convention of OMDA 
er House, Chicago, June 28 through 
distributed to all members of the 
nization. The address, covering as 
é f more advanced mechanization of 
ves the personnel a good idea of the 
n the office machine industry 
fornia Office Machine Dealers As 
gul: ~ monthly meeting at the home 
Mr. and Mrs. David T. Ligon, e Glendale Type- 
159 : Central Ave., Glendale. The 


combined business meeting and 
members and their 


ttended Dy 
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- c ‘= 
We ofeciakize V8 Your 


UNUSUAL 


Enelope Needs 
Bank Envelopes 


FOR EVERY BANKING 
NEED 









































*Mailing and Window Styles 
"Registered Mail Envelopes 
*Coupon and Coin Envelopes 


*Bank Filing Envelopes 





Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*Iinter-Fold Seal Styles 

*Gummed Seal Flaps 





fustrt is 
o 





Currency Gift 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 


Everyday Designs 








Write for Prices and Samples 
Open End Filing 
Envelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 








Pass Sook Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools 


Write for Prices and Samples 


cthern Sk les 


ENVELOPE COMPANY 


THE d = Prete 
 @S 


anVeLEON®: 





ame 


SAINT PAUL 


CHICAGO 
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It takes up little room on a desk or in a drawer— 
yet it can do almost every fastening, stapling, 
pinning and mending job in the office or in the 
home. Holds 105 standard staples with ‘2” 
crown and “%" legs, loads and operates with 
ease, performs with typical Hotchkiss trouble-free 
dependability. Finished in gray and nickel. Also 


THE HOTCHKISS 


BANTAM PLIERS 


STAPLER AND TACKER 


Same as the BANTAM but plier style. It staples 
when you squeeze it and performs a multitude 
of tacking jobs. 


HOTCHKISS STAPLERS FOR EVERY PURPOSE 


THE NEW “DIRECTOR” Mode! 20—All steel, chrome 
plated, jam-free feed control, feather touch. Holds 
210 Hotchkiss Standard Staples. 


STAPL-ON Model 25—A stapling hammer—loads in 
10 seconds with 140 %“"' or 4" shear point staples 
.050 gauge. Invaluable for display work, upholstery, 
shipping, insulation, building, etc. 


PLIER Model 52—Hammertone and nickel finish can 
be carried in pocket or purse. No. 52 staples with 
Yg'’ or 3/16" legs. 


MODEL S-18—Jam-free feed control, feather touch. 
Holds 140 shear point staples 3/16" or %"' legs. 






HOTCHKISS STAPLE REMOVER 
—Stainless steel with plastic 
handle. Can also be used 

as letter opener. 


INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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wives. The affair proved to be so enjoyable that other 
home meetings are being considered. The Ligons live 
at 3097 Menlo Dr., in Montecito Park, Glendale 

Otis Kissack, proprietor of the Office Equipment 
Company of Santa Barbara, the president, presided 

Since the advertising television program conducted 
by the association last fall proved to be so successful 
that another series of programs is under consideration 





* ih, DOC > ) wee Se 


W. H. Galten of Cushman & Denison Manufacturing 
Company and his wife, Gertrude, are the parents of a 
daughter, Joan Erna, born recently at Woodridge. 
N. J. Mr. Galten wonders if the Penn-Mar-Va actors’ 
skit on expectant fathers put on at the NSA regional 
in Atlantic, N. J., was for his special benefit. The proud 
father has been a salesman for Cushman & Denison 
for the past four years. Prior to entering service in 
World War II he was employed by Henry Kaiser and 
was in the sales department of Keuffel & Esser Com- 
pany for nine years 








BUSINESS OPPORTUNITIES 





Trade Literature, Sales Representatives Wanted..The |! 
( ny W N t \ Chicago » | st 
ndust 
Firm Available for Sales Representation in Spain.—L. J t, Mar 
( ais N Madrid, Spai nnounce bilit 
q I nt 


r} ‘ nt ste in su service . 5 





CORPORATION REPORTS AND 
E 


S 
FINANCIAL NOTES 


Burroughs Adding Machine Company, Detroit, Mich.—Du 
alf of 1950, total re e of Burroughs A M ne 
liary <« perating in the Unit 


he same f 4 } 5 





| 


( n \ 
< ~ f 
$4,656 $.93 per share d 
Ne fut e « 
{ Stat rst. Six 
€ b iding p 
t i in June \ 
i at ie 
Eversharp, Inc., 1800 W. Roscoe St., Chicago, tll.—Net sa i 
! I for the t fiscal quarter ended M e > 
t $3,751 { t correspor Z 
ling t D \ \ 
was $330,225 ug $ 
t Audit and 
t r hare t { 
g payme f 


international Business Machines Corporation, 59( 
York 22, N. Y¥.—Net é ifter taxes f Int 
! Corporatior I bsidiary companies 
by Thomas J. W 
f $1,302,410 


Madison Ave., New 
atior I M 


Marchant Calculating Machine Company, Oakland 8, Calif.—M 
tine Machine ¢ ae nemnshe for ¢3 ‘ ¢ of ‘ 


Wilson Jones Company, Chicago, Il!.—Net Ww 
t t nths of its f nd 
$254,448 in the sa ia g Ben- 
M. W. Border t, told : ers 
il to 67 cents per sti f The earned 
: previous nin¢ s. Net for the 
We $s f compared with $7,819,5 year ag 
ee t { ig Daily New 
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amazing new 






f The New Improved 


REPEAT-BUSINESS BUILDER . 
per SPIRIT DUPLICATOR 


No Ink! No Stencils! 
No Type! No Gelatin! 

pressure sensitive 

tape applier 


~ 
TAPE APPLICATION! MULTIPLIES TAPE SALES! 































we VERY home, office, store, shipping de- 
ne partment, every salesman needs LISTS ONLY 
x as Tapex! It dispenses, applies, cuts the tape with 
ees o speedy one-hand operation — fingers never os 50 
NS touch the tape! Brings customers back for tape — 
refills and for other purchases! Made of unbreak- 
able plastic in green, grey, wine, brown, loads Plus Tax 
< ids, any roll of tape up to 1296". Does everything the highest price machines do. Handles any 
ry |TAPEX A [tee tape to ¥,” width) retails at $2.45 size sheet up to 9x14. Perfect copies up to 4 colors in one 
es operation. Simple operation. Enclosed self-draining fluid 
TF, | TAPEX B [ity tape to %” width) retoils at $2.75 moistener. Automatic release handles. 
NLLFY WRITE FOR LITERATURE & DISCOUNTS 
_— IMPRINTED with company nome or advertising 
— slogan, Tapex makes the perfect business gift! 
eee. Write for quantity prices and information SOME CHOICE TERRITORIES STILL OPEN TO 
ir QUALIFIED REPRESENTATIVES. WRITE! 
ION) TAPEX CORPORATION 7 
+ 217 ASTOR STREET * NEWARK 5,N. 42. he WW. oO 
| 
Conadian Distributor, Walter Dickinson & Co., Lid., 184 Bay St., Toronto 302 OAK STREET, S. E., MINNEAPOLIS, MINN. 








(WS Wa SD) (Van Dule student lamp 


... with flexible arm 

















One of the 


most 







useful For Binding 
all Records 
from 


ifems in 


vour stoc iF 






Vouchers to 













and New 

therefore MODELS $8.95 

one of the i No. 705 oe. list 
\ 1 Tube (without tube) 

MOST PROFITABLE i and 

| No. 706 $12.45 

ea. list 

2 lamps 


(without tubes) 


ACCOPRESS | nas 


Binders every vear—because there is no de- i 
are not useful. For Hii Streamlined flexible arm desk lamp. Designed for utmost 


| light efficiency and flexibility. Has cast base and flexible 
| arm which will hold any adjustment. Ballast mounted on 
steel bottom plate firmly secured to base. Beautifully finished 
in Gray, Bronze and Old English. Individually packed. 

















partment where they 
Hil temporary or permanent binding, for current 
bind 
file or long storage. for a few letters or 
mnvoices, Accopress Binders keep all 
Hii kind f papers safe at minimum cost. Fea- 
them all year round. 

see Your Acco Catalog for Styles. . « visit Room No. 332 — 3rd floor 

ACCO PRODUCTS, Inc. | N.S.A. CONVENTION, Stevens Hotel, Chicago 


| | OGDENSBURG, N. Y. | 
Toronto 


In Canada: Acco Canadian Co., Ltd., 

Van Dyk 
—_—_ =e) (Van Dyke INDUSTRIES 
Ss aaa sesaaiebeetinsndinmaniaaieeaanaaaeee 4 | 21st AND ROCKWELL STS., CHICAGO 6&8, ILL. 
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MORE SALES 


and profitable repeat business... 


MARSH 77 





INTRODUCING— 


Our New, Streamlined 


@®. AIRCIal 





MARKS, WRITES, DRAWS 


ON ANY SURFACE | / 
~\ a a Cie - 
Indestructible, highly- Fountain pen size. VALVE ] mananied 
CONTROL. Made entirely of Sa 
nickeled steel Arch of aluminum Barrel is black MARSH 77 
‘ polished alumilite. New slip Pound 
modern, streamlined on and off cap. Beautifully - Ct 
design. Mounted on 3 ete 
: f lid th No. 1 SET contains one 77 Pen, one-ounce can of Black 
HESS CF SONG, SHON, T-Ink and two extra Felt-Points in attractive box. 








tempered, wood-fibre 
boards. 


FOR 77 FELT-POINT PEN 


P-10 P-9 P11 
SHARP § CHISE’ T- SHAPED 


| 
had 








FREE COUNTER DISPLAY 12° x9" x wood, mahogany finish 





Worth $5.00. FREE with initial order of 6 doz. (Min.) Archboards. 
Stock Overall LIST PRICE PER DOZEN 
No. Size 1 Doz 12 Doz. @ 
AH-5 7x11%4 12.50 11.00 T-Ink dries instantly. Marks Three style Felt-Points for 
AH-6 9x14'5 13.50 12.00 any surface. Black and colors. Fine, Medium, or Heavy lines 
AH-8 9x17 14.00 12.50 Cans have convenient spouts Instantly replaceable. Dozen 
ARCHES ONLY 8.00 7.00 for filling Barrel of 77 Pen per envelope 

Write for Large Quantity Prices» and Circular No. 112 Stocked by leading wholesalers and sold by stationers and art 


stcres everywhere 


ELBE FILE & BINDER CO., INC., Fall River, Mass. FELT-POINT PEN DIV. MARSH STENCIL MACHINE CO. 
83 MARSH BUILDING, BELLEVILLE, ILLINOIS, U. S. A. 














For INDEXES, it’s AIGNER 


ALL offers these services: 




















e CELLULOIDING + REINFORCING 
« PUNCHING « PRINTING 
A complete line of stock indexes, A to Z 
and insertable ... ' 
Aico MOORE 
Reliable Sou METLHED MAPTACKS 
apie o¢ 

We can give you prompt The most complete line available with 
service on special indexes 
for catalogs, sales manuals more than 3,000 combinations. Nation- 
price books. After specia 
izing in the index field for ‘ 
4B voors, we ore equipped oe ally advertised. 
to index all printed ma 
terial. Two plants to serve Aigner Index Co » S.! MAP COMPANIES SELL THE 
you. 97 Reade St.. N. Y. 13, N.Y . 

Dunk a doughnut with us in room 501 MOORE LINE — EXCLUSIVELY. 

at the National Stationers Convention 

Makers of farmous Moore 
Picture Hangers & Push-Pins 






















PROTECTIVE HOLDERS 








MOOG ls eee TI 








113-25 BERKLEY st. Since /9OO PHILADELPHIA 44. PA 





WORLD 5S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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la)! | | el a 
(QAR @aMEnaee 


ART STEEL SALES CORPORATION, 170 W. 233rd ST.., 











NEW YORK -«¢ N. Y.—To publicize the new Do-All-In-One 

Steel master cabinet the firm is offering a handsome dealer’s 

sales kit suggesting a complete campaign of direct mailers, 

newspaper mats and envelope stuffers. This promotion material 
available upon request to the company. 


BERKEY LEATHER FURNITURE CORPORATION, 595 
BROADWAY, NEW YORK 12, N. Y.—A handsome new 
1950 catalog has just been issued. Beautifully bound with 
simulated leather cover, it contains 61 pages of plates illus- 
trating the complete line of custom-built leather upholstered 
furniture for office, home and institution. Featured are a 
variety of wing chairs, sofas, club chairs, sectional pieces, set- 
tees, love seats, occasional chairs, television chairs, bridge sets 
of table and chairs, Swedish modern revolving chairs, judges’ 
chairs and executive posture chairs. Descriptions, measurements 
ind identifying numbers are given on each plate. A complete 
price list containing information on leathers, frames, filling, 
cushions and finishes as well as other pertinent information 


included 


THE COLSON CORPORATION, ELYRIA, OHIO—A new 
counter display is designed to pep up caster sales by display- 
ing re place nent casters. Requiring a minimum of counter 





space, the Colson display shows hard and soft wheel casters 
for wood or metal office equipment—also two sizes of glides. 
Full informat in be secured by writing the company. 


EVER READY LABEL CORPORATION, 357 CORT 
LANDT ST., BELLEVILLE 9, N. J.—A colorful catalog has 
ribing Ever Ready labels as “time-saving thrifts 


been issued ces 

tools of busine [his brochure is replete with illustrations 
n color of ma labels produced for clients throughout the 
nation, labe f roll, pad, pressure-sensitive, special gumming 
and other typ: Complete descriptions are accompanied by 


prices 


GIFT CRAFT LEATHER COMPANY, 350 LIVINGSTON 
ST., BROOKLYN 17, N. Y.—A way is offered the dealer to 
give impetus to the Christmas gift selling drive through the 
new Gift Craft brochure entitled “Remembrance Gift Sugges 
tions Chis trated catalog has been especially prepared as 
1 mailing to the industria! accounts that are sold and 

viced thr t the year. Space is provided on the cover 

the imprit f the dealer’s name, address and telephons 


IMPERIAL DESK COMPANY, EVANSVILLE 7, IND.— 
4 new Imper t 
rs, filled with traf building, sales-making ideas and materials 
signed t ll desks. Made available are envelope en 

Wiltshire Modern, Windsor and Com 


otional package has been issued to deal 
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(TU. ARE THE REAL REASON FOR [ag 
FRIDEN'S 


Are you among the thousands of satisfied Users who have 
lowered figure-work costs with a FRIDEN Calculator? 
If you are, you've found that through combining PER- 
FORMANCE and FRIDEN METHODS, large and small 
businesses alike have made real savings while producing 
accurate answers to individual problems. You can depend 
on your Friden. Instructional and Mechanical Service is 
always available. If you don’t own a FRIDEN, you should 
ask for a demonstration on your own work...in your own 
office, by calling your local Friden representative. He'll 
analyse your problems and show you the Calculator of 


the size, price and Capacity to save you money. 


Friden Mechanical and Instructional Service 1s available in approximately 250 


Company Controlled Sales Agencies throughout the United States and Canada 


FRI DE “ CALCULATING MACHINE CO., INC. 
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Ld Made to Last indefinitely 


® Clear Plastic Barrel —Easy 
to Handle 

® Protects Eraser and Keeps it 

Fresh 





® Eraser is Adjustable and Re 





placeable 


No. 2825 Pencil Eraser and Brush 1. « Sie, Cities 1% 
No. 2827 Ink Eraser and Brush inches lona 


Revolutionary—Practical_—Economical 


RETAIL PRICE 50c Each, $6.00 Doz. 
Boxed or Carded, 1 Dozen 








Eraser Refills 
for Stenomacter 


w- 


For clean, well directed era- 
sures. Excellent for machine 
bookkeeper, stenographer 
and draftsman. Will not stain 


or mark your papers. 


No. 825 Red Rubber for Pencil Eraser cs 


No. 827 Gray Rubber for Ink and Type- 


writer Eraser. 


RETAIL PRICE 5c Each, 60c Doz. 
Boxed 1 Dozen to Stock Box 


Grushmakers, Tuc. 


523 Marquette Avenue ° 





Minneapolis 2, Minn. 
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merce lines; an office planning guide complete with graph for 
floor plan, cut-outs of Imperial office furniture and sound 
office planning advice; radio spot announcements; jumbo post 
cards with striking illustrations and selling copy to take the 
message direct to the buyer, and one- and two-column mats 
prepared by Imperial’s advertising agency to provide dealers 
with professional ads in their local newspapers. This many- 
sided sales campaign is so designed that the dealer can par- 
ticipate at small cost. 


FISHER PEN COMPANY, 757 WAVELAND AVE., CHI- 
CAGO 13, ILL.—An attractive self-selling display dispenser 
has been designed to announce the “World’s First Durilium 


A 


Worlds Hirst %—Pen 





Point Pen,” claimed to be an improved ball-point using per- 
manent ink suitable for checks and documents. Descriptive 
literature and prices can be secured by writing the manu- 
facturer. 


THE GLOBE-WERNICKE CO., CINCINNATI 12, OHIO 
—The firm’s new catalog No. 250 on wood bookcases by Globe- 
Wernicke reveals how modern design has been introduced to 
the conventional sectional bookcase. This relates, in particular, 





to the sloping top, the closed base and the modern design 
base. The attractive catalog of intriguing typography is replete 
with illustrations, specifications and descriptions of the com- 
pany’s varied line including the Ardmore solid end style for 


the home. 


GRAND RAPIDS LEATHER FURNITURE COMPANY, 
INC., 201-207 FRONT AVE., N.W., GRAND RAPIDS 4, 
MICH.—A new mailing folder has been issued on fine leather 
furniture created by Ehrlich of Grand Rapids. Chairs, sofas 
and ottomans are included, each attractively illustrated. Ac- 
companying information includes sizes and prices. 


INDIANA DESK COMPANY, JASPER, IND.— A new 
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TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


@ BROWN 
@ GREEN 
@ MAROON 
e@ BLACK 
@ GREY 










PROMPT 
SHIPMENTS 


tempered DUOLUX 


IP c 
ae -\ 


















N 120—6''x9 

No. 121—6!/)""x1 I 

No. !22—9''x12'/, 

No. 123—9''x15'/, 
124—9 





x7 






















CIRCULAR—PRICES 


YALITY UPON REQUEST 


re 
oe FABRICATORS, 


59 BRANCH ST . ST. LOUIS 7 
















INC. 


MO 





A Setter Ly -* PUNCH 


CLIX best-seller. 


inch for home, office or factory. Ideal 


IT’S 
paper pt 


for punchi 


snother A_ personal 


ng tickets, tags, restaurant checks 


for paper, light cardboard, etc. Light pres- 





sure of thumb punches clean ™% inch hole, 4 
inch m binding edge. Packed 24 in counter 
display carton. Retails at 50 cents. 
Order from your wholesaler 
"By the pkers of the popular CLIX 
hree ring binder punch 
NEW ENGLAND PAPER PUNCH CO 
NATICK, MASSACHUSETTS Toapce 
PAPER PUNCH 
WES N REP MARRY _MENKEL Assoc 
w “ Mart. 1355 Ma t St.. San Fra 
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INGENTO 


QUALITY TRIMMER 


e SINGLE-CON.- 
TROL PAPER GUIDE 


e GOLDEN-LAC- 
QUERED HANDLE 
BRASS-PLATED FIT. % 
TINGS 


STEEL CUTTING 
EDGES 





Now you can sell more Ingento Trimmers than ever! 
Many new outstanding features make them the finest 
trimming boards on the market. Sizes: 6, 8, 10, 12, 
15, 18, 24, and 30 inches. For complete informa- 
tion see your jobber or write today. Dept. 90A. 


>) 7.) Sele (ele) mei tl 1B aie en 
8318 Birkhoff Ave., Chicago 20, Ill. 





og Red 
ED) Window 














AUTOMATIC COIN WRAPPERS 


Stationers! It's your Line. Exclusively! 


Steel-Stronsg Products e sold through Stationers and 
Office Supply Dealers only We }f e m etail salesmen to 
an @ " , nd bh is ' ssionar v 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 
Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags a Trays 

Linen Shipping , Coin Storage Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Sess 

















DO YOU WANT MORE PROFIT? 


FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS 
CHRYSLER AND 
FORD ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler, Ford and 
Many Other Automobile Dealers 


Don's forget — 
VISIT BOOTH C- 6 


Coffe 


East aisle next tc 


Many Exclusive Agencies from Coast to Coast 





Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 


833 W. OLYMPIC BLVD. Los Angeles 15, Calif. 

















DESK PADS : |) DESK SETS 


FEATURING ALL COLORS OF TOP GRAIN COWHIDE 
LEATHER to match UPHOLSTERED FURNITURE 


COMPLETE LINE ON DISPLAY 
AT BOOTH 303 N.S.A. CONVENTION 
SEPTEMBER 24 TO 28 - HOTEL STEVENS, CHICAGO, ILL 


ILLUSTRATED IS NO. 1050 EXECUTIVE 
Matched Leather Desk Appointments 
workmanship and materials, hand tooled in 


A 
| 


° & 


RAUeTOAveD CATALOG. 


on C O. 


BROOKLYN 17, 








SERIES, OPEN STOCK 
epresenting the finest in 


24 Kt. GOLD 














WRITE ‘FOR COMPLETE, 


Gift Craft 


350 LIVINGSTON ST. ° mY, 





NEW 
SMART 


FOREMOST 


SAND URNS 


“LOBBYISTS” FOR THE AMERICAN PUBLIC 


beauty of design 


ADDED TO 


utility value 


® minimize fire hazards 
e save floors and carpets 


e keep premises neat, 





clean 
. essed s . 
nstruct 
r great 
strength 
er ec $ e 
top head ked 
maximurr sh 
gidity 
@ shipping weight re) ximately 











verry taster Compaco 
ali CORPORATION 


Dept. |., 2251 W. ST. PAUL AVENUE, CHICAGO 47, ILL. 








300 NEW ITEMS 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 


than by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 


The Office Appliance Company 


600 W. Jackson Bivd. Chicage 6, U.S.A. | 








ss 
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highlights the Fleet line of wood office furni- 
combine dignity, beauty and simplicity in 
budget-priced to fit any office, large or small. 


lilust number of desks including No. 1514 execu- 
tive, Ni secretarial, No. 1516 single pedestal, No. 1560 
executive table and No. 1513 double pedestal flat top desk. 
MILWAUKEE CHAIR COMPANY, 3022 W. CENTER 
ST., MILWAUKEE, WIS.—A new price list No. 93, has 
been issued ‘ ng into effect August ie The price increase 


averages five per cent, it is announced, “which is less than 
the actua rease in our cost of material and labor. We have 
possible to keep our prices down, even to the 
ng part of the increased costs.” 


done eve 
extent 


MYRTLE DESK COMPANY, HIGH POINT, N. C—A 
new price us been issued, becoming effective July 25. The 
company neces, “Since our last price list, dated July 1, 
was issued rices of all raw materials entering into the con- 
structior product have increased in cost. We have 
been comps i, due to increased costs, to recognize that in- 
creased wages for our labor force are necessary and this 
increase has been granted. The increase reflected in this price 
list represent nly increased costs .. .” 


NEVA-CLOG PRODUCTS, INC., LOGAN ST., BRIDGE- 


PORT, CONN.—Free mats for dealers’ local advertising are 
offered tv zes, one 2 column x 4 inches and the other 
1 column riches. These proclaim how the Neva-Clog plier- 
type stap Model ]-30 is quiet and easy to use. 


COMPANY, 1615 EASTERN 
MICH.—Catalog No. 50 has 
office 
Each 


NUCRAFT FURNITURI 
AVI S.I GRAND RAPIDS 7, 
i information on Nucraft 


peen $s a oviding detailed 
and rift oak. 


walnut, mahogany 


accesso ‘ enuine 


ind sizes are given. 


PRODUCTS COMPANY, 37-18 NORTHERN 
G ISLAND CITY, N. Y.—The company’s whim- 
work as a professor in 
passers-by to “Get 
brilliant red and blue 


I< i i Maracter is put to 
1 wind er that tells the 
pplies Here.” 


GET YOUR SCHOOL SUPPLIES HERE! 
\ GO TO SCHOOL 


, : 
Geaiers 


Done in 


Fie 


sTAPUne - 


6 


Ne bigger thee o pock of gem 
fits :cheolbeg poche 
gees where you go 





the str in eye-stopper and is part of complete “back 

scl tion including special newspaper ads for the 
dealer t his local level proclaiming “Dandy Tool for 
Schoo I back to school” promotion is being speeded 
to all ¢ > dealers by way of a telegraphic “Speedo- 


Gran l the story of the school promotion and the large 


latior n 


g campaign. 


[HI 1L_EDO METAL FURNITURE COMPANY, 1100- 


200 HASTINGS ST., TOLEDO 7, OHIO—Replacing the 
old current e list, which became effective October 1, 1948, 
the « been forced to make an increase of ten per 
cent it es shown on sheet No. 1048. The increases, 
eff ex e August 10, are declared necessary because of notice- 
able | { e cost of raw materials, labor and overhead. 

W ABASH ING SUPPLIES, INC., WABASH, IND.— 
Recogn e need for more intense and integrated sales 
effort, t ny is now making available to all Wabash 
dealers t r transfer record card No. 50-66T. This 
ird expressly designed to enable the dealers to 
unt slete and current record of the customer's 
transfer t resent materials and future requirements. The 
service ‘ at cost. 
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Smartly Styled 


ZIPPER 
RING BINDERS 


Portfolios Brief Bags 


Business Cases 


A Quality Line Carefully Fashioned for Business, School 
and Professional Use 





No. 271—Zip-Ring Binder. 


Write for Your Copy of Our I/Ilustrated Catalog and 
Dealer's Prices 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. > CHICAGO 6, ILL. 


‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 

















eIndoor and Outdoor Styles 

e Hardwood or Metal Frames 

e With or Without Locking Glass Doors 
e Many Sizes in Stock 






Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

| Use. 

} e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

e Many Letter Styles and Sizes 





Dav-Son Name Pilates For 
Desk, Door or Wall Mounting 
e Choice of Matching Wood Bases 


WRITE TODAY FOR FULL e Names May Be Changed at Low Cost 


PARTICULARS AND PRICES 


Nb. DAYS Po! & SOW. 1S. 














Tim ESTABLISHED 1932 
SX“ELU 0311 N. DESPLAINES ST., CHICAGO 6, ILL. 


soartos ror tweer wteies 





manwuractwetes or SeuLiattin 
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FOX 





PERMA 
CHAIR MATS 


Beveled Edges — Standard Colors 


Reversible 


570 


a Style 9649. 48° wide 
: 54” to end of lip 


sm tl 


Style 9648. 36” wide, 
48” to ond of lip. 







\ “Use only 

rubber 

oo, 
on me 


LIST PRICES EACH IN DOZEN LOTS 
SUBJECT TO LIBERAL DEALER DISCOUNT. 


GEO. E. FOX & CO. 


SAMPLE ROOM. OFFICES AND FACTORY 


317 N. WELLS ST., CHICAGO 10, ILLINOIS 


OPPOSITE THE MERCHANDISE MART 











VANGUARD ste 
TRANSFER CASES are available 


...good enough 
to serve as an 
active file. 






“OUTSTANDING 
FEATURES . 


l. Brass finish cardholder and handl 

2. Four rollers for ease of operation 

3. Index guide rod with brass knob 

1. Positive and simple stacking provisions 

5. Self-locking follower available 

Available in both a beautiful Hammerloid 

Gray or Office Green oven baked finish 
LETTER AND LEGAL SIZES ‘ee oy ea 

@ DBL. DR. CANCELLED CHECK SIZ} Base with Toe 

@ DBL. DR. TRUCK FREIGHT BILL SIZ! a Weent 


VANGUARD 


ENGINEERING & MANUFACTURING CO. 


53 WEST JACKSON BLYD., CHICAGO, ILL 


Clearance 
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IN SEPTEMBER oF 1680, WHEN: 


The Noyes dictio ider was introduced to the trade 
thre sizes Ww. = ermore, junior member of the firm 
the Stylographic Pen Company, Providence returned fron 

n extensive tour West Said a Cincinnati correspond 
ent, “Grind a lot rags to powder, make the powder int 
pulp, pass the pulp between rollers and you transfigure the cast 
1w tatters of a maybe beggar into a creati welcomed int 


~t the worid 


society Buxton & Skinner, manufacturing 
tationers of St. Louis, Mo 


reported having good run 





Thompson's binde Eberhard Faber introduced a new artist's 
er-pointe pen A knurl which permitted the I 
dro; it as far as necessary From files of the Amer 
Stationers 
IN 9 eae OF 1890, WHEN: 
H. S. Crocker & Company, San Francis ralif., was busy 
ng 20,001 ficial souvenirs for the Native Sons the 
Golden West celebration Rockwell & Rupel, Chicag 
lished “Smith's Interest Tables The H. H. West ( y 
Milv é 4 bbing agent for Bushnell's 
Lette ying k Wisconsin . . Prominent foun e 
s were Caw’s Dashaway, Tomlitz, Cross, Crown, Waterman 
und Wirt The Eureka was described as “the best and pret 
tiest cheap box file on the market The game of “’Migrati 
was a popular stationers’ item From files of the Americar 


IN SEPTEMBER OF 1900, WHEN: 


Howard Hunt Pen Manufacturing Company featured its new 

und pointed pens, retailing at $.10 for 15 A new fountain 

pen was introduced by W. S. Hicks’ Sons Moore’s improved 

non-leakable fountain pen, 1900 model, was placed on the 

marke The G S. Parker fountain pen featured the anti 
break ip, the “lucky urve” feed and spring lock 
Edward Kimpton, New York stationer, died his home 


Boorum & Pease Company 
school goods Campaign 
eatured “McKinley & Roosevelt 


issued its annua! ttal og f Empir 
novelties 
Bryan & Stevenson 


From files of the 


ft by 
ered by 





IN SEPTEMBER OF 1910, WHEN: 





Display space was being reserved spee he siness 
show to be held at the St. Louis Coliseum ‘Ne vember 28-Decen 
ber The Underwood revolving duplicator sold for $35.00 

Pr >, a new face in typewriterdom, was adopted by the 
writer Company The Sun Typewriter Company 
He 10.00 Charles H Mann 6.07 
I f the Natio: Association of §S ers & M 
rers, d Paris The Waterman Idea! fountain pen 


tory was opened at 40 Fletcher St., New 


IN SEPTEMBER OF 1900, WEEN: 


7 is A. Edis Patriot, Industrialist and Dean of the 
WwW s Gr s," in special message t ders of OFFICE 
APPLIANCES was n a number of pics. O 
nis S was 

4 : s is the mother rT ery 
A he eater w 
s wil] necess r sts 
A render it unn S f 

s hard w x € 4, 

ks, will h € [ n 
Ssi s s li music and mn 4 € 

s. A machinery, there is the hope 
From the files U e Apr es 
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SYSTEMS SALESMEN. 





read want ads if you 
we are looking for so 
hod of bringing our offer 
probably have a good job 
gl “ en't been seeking another 
wouldn't pass up a real 
To ge . ses, we are a long estab Write for person 
d company, an acknow! 13 » 
al inter » Bt 
eld, specialists in Time jon 4 Na ; A ? 
: u se 
ord Systems. We have a & wevawe © 
ctive executive sales posi your education, 
several cities. They are in experience and 


f the company serving 
ries. Successful sales ex 
and a knowledge of 


nting 1s essential 


qualifications. 
Please enclose d 
recent snapshot. 














. 


ACME VISIBLE RECORDS, INC. 


22 S. MICHIGAN AVE CHICAGO 3, ILLINOIS 


4” Cowhide Panels 


MAROON BROWN GREEN 
SADDLE-TAN 


24 KT. GOLD TOOLING 


FOX 





NO. 10G 


V4" CHAIN 
TOOLING 





Packed Individually in Cartons 
SOLD IN DOZEN LOTS ONLY 


Linoleum Deskpad 


10G V4" CHAIN TOOLING 10 WITHOUT TOOLING 
20x36 $7.00 24x38 $9.00 20x36 $6.50 24x38 $8.00 


GRAY LINOLEUM IF DESIRED—Specify 
List Prices—Dealer’s Usual Discount 


GEO. E. FOX & CO. 


317 N. WELLS ST., CHICAGO 10, ILLINOIS, U.S. A. 


















YOIN THE 
OPPORTUNITY 












Invest in 


U. Ss. 


SAVINGS 
BONDS 




















ONLY 


The “Precise” TRIMMING BOARD 
Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 


e 
e Finest Steel Blades, Carefully Ground 
e Two White Scales on Black Background 
e Only Finest Seasoned Hardwood Used 
e Every Board Completely Guaranteed 
You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, et The patented, adjustable 
per guide locks and releases with a finger flick, 2 white 
iles on black background speed 
curacy and measuring time. 
Mode Is 5. 6 & 7 h ive speci »} 5 POPULAR SIZES 
safety spring. The “Precise” is a s 14” —Blade 
steady seller wherever displayed — 2 : a 
s Slade 


2 } 
24% Blade 


Order your needs today! 


AMERICAN PHOTO LABORATORIES 


Dept. A. 28 N. Loomis Street, Chicago 7, Illinois 
I 





OFFICE APPLIANCES, September, 1950 














POAPPRDWO000000000000000005_ 





$ ; 
¢ $ 
GEORGE N, LONG 
$ CINCINNATI OHIO $ 
@ @ 
$ © essen Agent ; 
3 Ohio and West Virginia ; 
3 we ; 
3 JOHN A. LONG, Associate ; 
$ A.S.E. CRAMER THOMAS 3 
b4 Seep 








"The Miracle Writing Instrument’ 


@ Nationally advertised 









@ Available in 2 sizes—"Pocket” & ‘'King Size” 


® Flo-master Inks now packaged in self-dispensing 
containers F 
@ FREE — Counter and Window Displays, consumer f 
folders, mats, etc. 4, 










For the full story, write to Cushman & Denison 
Mfg. C 138 W. Zard St, N. Y. 11, WN. Y. 


Sbe- madsen 


FOUNTNBRUSH 





°., 








SALESMEN 
‘cmt 41950 1890) 
op Ni Different? —Yes— but 


in their 






exactly alike 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 





to keep track of their 


traveling expenses 


Beach Publishing Co. Ei 
7338 Woodward Ave. 23 
2, Mich. 





Detroit 










* CARDINELLA 


PAREL- SQUARE 


M ches ik PARALLEL STRAIGHT-EDGE OF ANY T-SQUARE 


THE PAREL- SQUARE IS A NEW DEVICE-EASILY 
APPLIED TO YOUR PRESENT T-SQUARE & BOARD 
POSSIBLE 


ELIMINATES WIGGLE AND MAKES 
MORE EFFICIENT AND ACCURATE WORK 











THE 


PERFECT FLUID 


AND NEW 
PATENTED 
APPLICATOR 


Dealers—Request 
sample and full details 
on your letterhead. 


THE MARTENS TYPE CLEANER CO. 


DIAMOND POINT 2, N. Y. 























FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 

ces, loose papers 

one hand is always 





t locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily 
Here sa profitat e item 
for very dealer Write 
for descriptive price list 
FREE HAND 

BINDER CO. 
43 Fulton Street, New York, N. Y. 





“ra. 


DAYTON STENCIL 


DAYTON 
OHIO 


WORKS CO. 
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SELL THE BEST 


MASTER S PFED KEYS 


“Springs instead of rubber’’ 





typeba c | ghten actior 
piaten 
hey w 


Write 


SPEED KEY CORPORATION 


yc 
for further information 


268 G Chauncey Street 
Brooklyn 33. New York 
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MP's HANDY wi= RU 
ce" ALUMINUM H ee § 

an CLIP BOARDS pRODU if 
mp tt SHEET HOLDERS | 


FOR OFFICE—SCHOOL—FACTORY 62 Years Ago KOH-I-NOOR 












He i with quality and beauty Standard pack- 
ame time save your cus aging—6 per made the FIRST Dr rwing Pencil . . . in 
se THEY'RE PERMA . . CD ayy oct ; 
sles ane hommnine, A oe 17 DEGREES, 6B to 9H. Since that time 
, . : Ny shelf box—con- = ee . } 
) r supply NOW ‘eo ie no other pencils have approached Koh 
yvenien or 
I_Noor’e rd for Uniaili . 
METAL PRODUCTS Seale ond ink I-Noor’s Record for Unfailing Uniform 
ENGINEERING CO. ber handling. Performance 





peeked te cave se: No Matter What Your Requirements .. . 
you will find a KOH-I-NOOR 
Product to satisfy you completely. 


DRAWING PENCILS 
COPYING PENCILS 
4 il bl WRITING PENCILS 
vai a e eee CHECKING PENCILS 
COLORED PENCILS 


No. 1600 KOH-I-NOOR OFFICE PENCILS 





a THE HANDY NEW 


” Wlemo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup 
ports—3 13/16"' wide by 
W, tong 

Uses reguiar Add 





















ing Machine Rolls Pol . 
about 250 ° ycolor Pencils ART PENCILS 
ft. Conve- with IMPORTED Leads HOLDERS LEADS 


nient Pencil 


Holder cen 


. 66 PENHOLDERS ERASERS 
in colors 


The RIGHT pencil for the RIGHT job 


LIST PRICE tered in 
$1.25 Complete Roll 
Extra Rolls 25¢ each 
Send for Literature and Dealer's Prices 
GRAN-ADELL MFG. CO. 
1846 W. BELMONT AVE. * CHICAGO 13, ILLINOIS 























ial and exclusive fea- 


A GOOD DEAL for the Dealer! Uncle Sam Says 


EXCLUSIVE 





| tures, Barrett Adding Machines require 

| minimum sal manship, and under the SALES 
BARRETT EXCLUSIVE SALES AGENCY AGENCY 
PLAN the business you build is YOURS. PLAN! 














—> a 
i. a Barrett GRAYTONE 


P * Beautiful in design and color. Easy and quiet 
. ; ) in action, suiting the speed of any operator 
iS DIRECT SUBTRACTION in both Hand-Oper 
ated and Electric Models 

Don't lose business by delay — write today 
for the Barrett Exclusive Agency Plan 


BARRETT ADDING MACHINE DIVISION 
| Lanst Monotype Machine C 24th and Locust Sts., Philadelphia 3, Pa 






























SS 








Y WALZ FIREPROOF y ee . 
Y 7 if it’s money worries that make 
Y chests ZV you act peculiar, like on the day 
j _ on oy oe ee ee 
j 7 x 
Y CHEELERELEASING. L ino. Gove eo tag, Getines 
Yy Customer appeal! Special high j/ way—with U. S. Savings Bonds 
temperature insulation. Rich 7 Automatic savings through the 
Seer tae Payroll Savings Plan where, you 
ly lined y/ — 2 see gp te egy 
i, WALZ MANUFACTURING CO. 3 SIZES: =e ann for ine belwens one op 
Y 808 SO. HARVEY AVE.. OAK PARK. ILL $10.95 LIST ‘‘heebie-jeebies.” And—your money 
—— So2eo PRICE cau: te ee ee 
Yy, be E FOR FULL dane & DISCOUNT “ oe ee Yy U.S. Treasury Department 
YY y dda VVLC@@] MYTH Uff" 
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any long reach job 


figures made to order 


round holes, also assorted standard designs 





Quality Steel Office Specialties 
Made Right—Priced Right—Sell Fast 


Double Drawer 


Card File 
Our Special Order Dept. Write fo 
is equip to handle Dester's Prices 


individual needs. 


= 
DEHLER MFG. COMPANY . ga 








216 N. CLINTON ST., CHICAGO, ILL 





This punch has a 3-INCH REACH 


For punching bonds and other documents, but useful for 
Supplied to punch “se, 3/16” or % 
Letters and 








, 











7 
tl 


ASK FOR 
NO. 470 


4 
secgsentee 


TETINTERT LAR AAD 


"dddddaay 


THY 


| 











MODERN 
BAIL 
OLDER 


UNDERWOOD 
"Ball in writing position TYPEWRITERS 


Replaces old paper-fingers and rods 
Installed in 5 minutes. All carriage lengths up to 18". 
EVERY UNDERWOOD SHOULD HAVE ONE 
Install Modern Bails and you will sell more typewriters at better prices 


BAILS PRICED LOW—PROFITS GOOD 
WESTERN PATENT ACCESSORIES CO. 


ALSO DISTRIBUTED BY AMES SUPPLY COMPANY 


6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 








“7c SCALE QUEEN... 


A GIFT THAT HE WILL APPRECIATE 


COMBINATION PAPER WEIGHT 
AND POSTAL SCALE 


The “Scale Queen” Postal Scole is 
distinctively modern in design ond 
is occurately engineered to meet 


Useful 
rigid postol requirements. Copacity 
up to eight ounces. Moiling infor- Offi = 
or ce S 
~ 


mation printed 
on bottom of 8 
each bose. . 


THOMPSON ENGINEERING & MANUFACTURING COMPANY 
2646 West North Avenue Chicago, tilinois 











mre CLASSIC 


SERIES of 
DESK NAME 
PLATES 


Large assortment. 
Plastic and Walnut. 
Standard and custom made. Insert type. 
Names interchangeable. A name plate 
for every type of desk, e.g., gold on blue plastic 

for grey desks, etc. Door plates. Office stick-out 

signs. Gold stamping. Plastic fabrications. Write for descriptive 
list of our many model desk name plates today. 


PLASTIC & WOOD PRODUCTS CO. 
18229 W. McNichols Rd. Detroit 19, Michigan 


(Anything in BRONZE, plaques especially 
from the WALTER E. KUTCH CO. at the same address) 















All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 


Commercial use 
Quality at an ATTRACTIVE PRICE 


Write for Catalog 
STANDARD LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. ° CHICAGO 8&8, ILLINOIS 

















ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
® Radio @ Appliance Stores 








Make Those Extra Commissions 


eck COVERS 





eae aLizeo CH 
PERSON SHEETS s 
meNT BooK 
ae passBooks STINE POSTING pass 
savi K APs 
$800 s me St 
OAN PAS passBooK 8 RAPPERS 
COMMERC! Ae K CASES COIN Wi'ED FORMS 
rocner st envavore® rEnann canes 
pass es aAVERS 
DEPOSIT SE i'ssBO0KS Dime S 
ty WALLETS 
L 


> William OX LINE Vue. 


1270 Ontario Street Cleveland 13, Of 10 cee 
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manufacturers of 


Write for circular 


45 S. WELLS ST., C 


LOOSE LEAF BINDERS 


. better than ever at lower prices! 


Loose Leaf for Every Commercial Use 
Only Ten Day Delivery on Special Sizes 


ACE Loose LEAF 
BINDERY CO. 


HICAGO 6 








TH 





E Best ONLY 


int the best in 





Stock and 
ber we are 
of the Scored 
e been supply- 
ince 1902. 
pa 
Detroit, Seaman-Patrick Paper 
w iN & ay 
a W Grand Rapids, Carpenter Paper 
tf S. Bosworth Ce 


1s Houston 


Samples on request. 


The John B. Wiggins Company 


634 S. Federal St. ° Chicago §, Ill. 





LLL LLL LLLP LL DLA A AAA AA aa eee ae aa ae 


“TAKE ADVANTAGE OF INCREASED 
DEMAND FOR THE NEW 
Copy RIGHT COPYHOLDER 


Needed in every office 
where considerable Typing 
new pur- 
chases, repeat orders, re- 
placements. Multiple sales 
bring BIG PROFITS. 
Write for details 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-6 ~- New York 7, N. v. 


LLL cecesannnaausesaeasennsasssssesseel 


IPE ULLANING MADE EASIER 


with the amazing ” 


ula 


CLEANS 
* Typewriters 
* Billing Machines 
¢ Adding Machines 


a 


is done 





CLL LA N 
9a aaa iain a ala 











Typists and business 
machine 
*Norta Plasti 


operators want 


Type Cleaner 


TS easy 10 Use=——"NO — * Addressing Plates 
no liquids to spill * Marking Devices, etc. 
*NORTA THE ORIGINAL PLAST! TYPE CLEANER 
Free sample sent upon request 


NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 








BETTER CUSTOMER IMPRESSIONS 


WITH Longhorn Carbon | 


lop- qui 


greater 


Find 


witli 


W rite 


AMERICAN CARBON PAPER MFG. CO. 


ality Longhorn carbon brings 


profit—more repeat sales. 


WON'T CURL 

LONG WEARING 
CLEAN ERASURES 
SHARP IMPRESSIONS 


rofit and greater sales 
the soem AMCO line. 


new | 






for new AMCO catalog with full information 


ENNIS, TEXAS 





ROLLING STORE LADDERS 


“A” Type Ladders * Library Ladders 








Straig 


I D. 


OFFICE 





For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store 


oms. 


Made of Oak and Birch, 
in a variety of heights 
und styles, with wheels 
ind Automatic Safety 
Brakes. 


Send for Folder 
and prices. 


Manufactured by 





Library Style 


“COTTERMAN 4535 . ee Ave. 
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CASH REGISTER 
PARTS 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCT 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


2810 W. ADDISON ST CHICAGO 18, ILL 


CE 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chieage 9, U. 8. A. 
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10 FOR EFFICIENCY! 





Neo. 876 “THE TYPIST’. Equipped with 2”-thick No. 1275 “THE STENO”". 3'..”-thick coil spring seat No. 1175 “THE SECRETARY". Deluxe chair with 
molded foam rubber seat —fully adjustable back fully adjustable backrest and seat height with $',”-thick coil spring seat —fully adjustable 
rest and seat height with Handwhee! controls Hand wheel controls — ball-bearing swivel. Tubu backrest and seat height. Finished in new Cus 
ball-bearing swivel. Tubular steel; oven-baked lar legs are Royalchrome plated tom-Satin Chrome for distinction and durability 
ename!l finish No. 1075, this model in oven-baked enamel finish 


THEY'RE BETTER LOOKING BECAUSE THEY'RE BUILT BETTER 
THEY COST LESS BECAUSE THEY LAST LONGER 





““ATTENTION TO DETAIL” is what our friends 


CROSS-SECTION OF ROYAL'S COIL SPRING SEAT . . “ss 
. call it. Attention to comfort, to tailoring, 


20 heavy gauge, tem- to multiple adjustments for the personalized 
pered steel coil springs needs of the user. The craftsmanship Royal 


covered by finest 


cotton padding end has put into 53 years of metal furniture 


rubberized hair pad. making .. . has all gone into this superior 





trio of new ROYALCHROME Posture Chairs. 











ROYALCHROME 


- 
"See them now ... where you see this emblem of your Authorized Royal Dealer... poval STEEL 


or write us for literature and name of Royal Dealer nearest you 


/ 





ROYAL METAL MANUFACTURING COMPANY 
175 J NORTH MICHIGAN AVENUE + CHICAGO 1 


Michigan City, Indiana New York City Los Angeles Preston, Ontario 
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ADDRESSER 


NO 
EXCISE 
TAX 


Western Price $10.95 


JOIN THE PROFIT PARADE! 


HEYER hits hard in 28 ational Steeatiene to concentrate a 
growing demand for the Heyer Portable Addresser@uring Post mas 
September and October. ..timed so you can ‘can sell when 


selling’s easiest! All advertising pointed toward Dealer Sales! 
a -e 
@ join the Profit Porade this easy way Order your stock of Portable Addressers 
today — and youll get window streamers, envelope 


stuffers and this arresting flasher display free! 




















over —pr ion plans hot! %& Churches are active —need many mailings! & Schools have reopened— bv ying supplies now! 


Thousands and thousands —need new addressers! 


THE lade CORPORATION + 1852 S. KOSTNER AVE., CHICAGO 23, ILL. 


Eastern Office Inter-Mountain Office Western Office 


26 E. 23rd Street 1037 Madison Street 444 Market Street 
New York 10, N. Y. Denver 6, Col. San Francisco 11, Cal. 





TO YOUR PROFITS WITH 
A MONEY-MAKING 


MACHINE 


F , Sensational New Portab/e 





‘Th 


UNDERWOOD aS 


Leader’ 
ADDING 


MACHINE 


For the First Tine... 
OFFERED TO DEALERS TO 
ADD new vowume... ADD new prorits 






WHO ARE 
Your 


PROSPECTS 2 
The Easy Way! EVERY OFFICE. 


ved de i hy de Bs oe his 10-key 
keyboar ~ ler Adding Macl is a AND PARTICUL 









WwW st irt <¢ 


eader ARL 

picture of sleek, trim, beautif effi iency! Because of its amazing BUSINESs Y SMALL 
speed and ease of oper: stio yn of its new low pr OPERATIONS 
because of its FULL YEAR'S Gl JAR AN’ TEE .. . the “Leader ARE Your « ‘HOT 
is easy to sell! And . becau its irk-up . the “Leader PECTs FOR ’ PROS. 
is a real MONEY M. (KING M AC HINE! Now it can be your “ 
to PROFIT with! | THE leader” 

_= y ling ef 

FREE NEWSPAPER AD MATS! ae HAN 

rant Clothic r, gara 

IMM} Can 
WRITE, WIRE or PHONE YOUR ORDERS Ie DIATE US VOLUME 

‘lis! Pp ‘ 


UNDERWOOD CORPORATION 


“Leader” apDING MACHINE DIVISION 
ONE PARK AVENUE, NEW YORK 16, N. Y. 


